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Executive Summary

	This report has been designed to serve as a business plan proposal for the lunch of a small sized nursing agency. The purpose of this report is to offer insights from the business formation associated process and theory framework that can be applied to better position the company in relations to opportunities and threats, competition and weakness. For both the business owner and the potential finance parties a detailed description of the financial planning will be found in appendices. Business aims and objectives, business processes and equipment, human resources requirements will be elaborated on through this paper.
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Terms of Reference

	This report has been requested by Melanie Squire, lecturer at University of Wales Trinity St. David, Wales within the Managing Enterprise in the 21st Century - BMSW4006 Module with the purpose of using primary and secondary research to speculate an opportunity for a new business lunch. A business plan proposal has been created to illustrate the location, operations and services provided by the new business. The report has been requested on 1st of May and has been written by Iulian C. Tampau, student of Skills for the Workplace (CertHE) at the University of Wales Trinity St. David, Cardiff. Submission of this report has been done through Turnitin on the 3rd of July 2020.
Procedure

	The report has been created by conducting two stages of research. The first phase was intended to review and research the available information and framework that support the research and lunch of a new business.
	The second part of the research process was to conduct primary research in the form of questionnaire. The findings from the questionnaire addressed to the potential customers helped target our audience and design services to suit their demands.















Overview of business
Introduction
		
	The idea of launching a new recruitment business within the healthcare industries came as a result of being part of the Cardiff community of Nurses and Healthcare Workers.  Through the summer of 2019 the number of complaints such as being short-staffed and the consequences of this at work, complaints that were made by members of my family, friends and acquaintances that work for healthcare-providing businesses has increased dramatically. This was the particular moment when I felt like I need to do something about it, being around healthcare workers that came from the EU countries to the UK, I become very knowledgeable of the relocation and fitting in a new role associated process that the candidates were going through. 
	Researching further it has been highlighted through the Royal College of Nursing  that only in England alone there are 40,000 vacancies in health and care settings in terms of the nursing workforce. Furthermore, when reviewing The Health Foundation’s publications in regard to the workforce profile and trends of the NHS in England it can be noted that the NHS in England alone must recruit annually at least 5000 more international nurses a year until 2023/24 to prevent a decrease in the quality of care that the patients are receiving. 
	When It comes to the nursing/care homes setups it has been acknowledged through the UK Care Homes Trading Performance Review 2019 publication  that the number one issue within the elderly care providers is the shortage of staff. The review pointed that an increased number of healthcare setups are dependent on personnel providing agencies to cover shifts for both nurses and healthcare assistant .  
Name of business and ownership

	Victoria Nursing Staff Ltd has been identified and selected as the name for the recruitment nursing agency. The name was built around a popular British name that incorporates the idea of success/victorious fallowed by “nursing” which pinpoints the industry and “staff” that gives a quick idea of our operations.
The suitable company formation in under the Limited Company categories with one owner holding 100% of the shares, which means that is Limited by both shares and guarantee . This translates into being a sperate entity from the people that run it with separate finances, shares and shareholders . 


Mission statement 

	Victoria Nursing Staff aims to understand clearly the need for skilled staff in the elderly care/healthcare area and provide the best staffing and training solutions. Our purpose is that through our candidates, nurses, nursing assistants and healthcare assistant workers we can make a positive difference in life of the elderly care patients by improving the quality of care.
	
Business objectives

	Our business objective is to become one of UK’s top performing agency by being able to speak the same language as our customers and having a deep understanding of the recruitment placement process. We aim that in the first year we will meet our placements target, continuously grow as a preferred supplier in the elderly care business area and create a constant attraction for candidates towards our agency. We are looking to grow our team in the second year and diversify our portfolio of solutions.  


Operations of the business

Findings of the Primary research - questionnaire 

	My business questionnaire starts by analysing and dividing our potential customers by area of speciality, size and recruitment process. Through the middle section of the questionnaire I am looking to understand the trend and issues associated with using the services of a staffing solutions business particularly in the elderly care area. By the end of the questionnaire I will be researching what are the most demanded category of healthcare workers, placement fee process preferences and preferred settlement periods.

	Analysing the first question which surveys the position of our targeted customers within their organisations will give us a better understanding of our market hot zones for placements. The survey has received response from various healthcare areas, but the leading gap are the parties around Care/Nursing homes organisations. This indicates that the main focus should be around this particular type of organisations but at the same time highlights interest from different care providers such as Private Hospitals Network or Care at home providers. While Care/Nursing homes has been identified as the main customer category the interest from Care at Home providers indicates the opportunities within the changing trend in the UK whereas the elderly prefer continuing living at home and receiving care through the services of the live-in healthcare workers. This indicates a good business opportunity and special addressed marketing campaign will be created.




	The second question of the survey is aimed at understanding the size of an organisation that we target as a potential customer. As a nursing agency our aim to build long lasting relationships with our customers and offer our services tailored for their needs. From the responses we received on our questionnaire we can see that small care setups employing up to 30 people are more often found, followed by small-medium sized and equally response from large organisations employing over 100 persons. While for a small organisation it wouldn’t be cost effective to use the services of an agency with larger size company there is opportunity for establishing working relationships with the purpose of offering part time and full-time staffing solutions.



	The third point of our questionnaire surveys the internal recruitment process/techniques that our potential customers use in-home. From the 11 organisations surveyed the majority of them have indicated that they are using Recruitment Specialist Website, Professional Networking Website such as LinkedIn and advertising openings on their website/Facebook page. Only 2 out of the 11 are having in place and relaying on staff referral schemes which is a great way to attract and help settle in new employees offering them access to the knowledge/experience insights from the referring employee. So far only 1 care setup out the 11 has taken on the services of an agency to secure staff which indicates that in order for the success of the new lunched agency to be ensured, a strong digital marketing campaign and simplified order service must be in place. This would make using agencies a strong alternative option for the ones that are currently relying on recruitment websites. 



	The 7th question of our survey is meant to identify what would make our potential clients use our services. I can see from the responses that the vast majority would prefer to take on our services in order to benefit of our experience in the elderly care business area. While interviews and skills matchmaking are time consuming, arranging trainings for staff while in employment has proved to be less efficient and cost-effective solution than outsourcing this part to a recruitment specialised agency. This indicates that employers would prefer to take on candidates that are ready and confident to carry out the work from their first day with the client. It has been noted that ‘Skill matchmaking and training’ needs to become a strong selling point and present in our marketing campaigns. Not surprisingly the rest of the attention has gone towards ‘Immediate position filling” as most care business struggle to fill positions .





	The eight question of our survey is addressing the most sought-after categories of healthcare workers. The graph reveals straight that healthcare workers are in demand at all levels of expertise. In the elderly care the lack of nurses and healthcare workers have been known over the past years  . What is interesting and creates a new market opportunity is the increased demand for Nursing Assistants. While the Nursing Assistant is a relatively new position in the current economic environment there are favourable conditions for a Healthcare Worker to progress Nursing Assistant position reducing the gap for required nurses. . The company has taken note and will investigate further in what type of training will be required for progression. There is also an indication that care providers would be interested in employing Senior Healthcare Workers which traditionally was an opportunity for progression offered to internal staff. 
	To conclude the findings of my survey related to the lunch of a new small size nursing agency that specialises in the elderly care area I would start by highlighting the importance of knowing your customers. For this to be possible through the survey I addressed and found out that company looking for staff in this business area are likely to be Nursing/Care Homes setups fallowed by Private Hospital Trusts and care at home providers. With the UK’s ageing population on the rise  it is clear that more and more demand for healthcare workers will be needed on all levels of expertise. I took note that small-medium sized companies are more likely to use the services of a placement agency but there are opportunities with medium-large sized organisation to outsource contracts. The threats from the major established recruitment that every recruitment agency is facing  have been expressed through this survey, with the findings that most organisations prefer to make use of the recruitment websites. 
	In terms of what attracts the organisation to use agencies has been found out that access to staff with matching skills and with valid trainings is the most sought-after detriment. Not surprisingly the fallowing category indicated that Immediate Position Filling would the factor that makes them appeal to the services of a nursing agencies which gives confidence that the demand for healthcare workers is out there and holding strong.  

Services & Pricing

	The nursing agency would operate as a specialist in providing staffing solutions to healthcare setups orientated towards providing care to the elderly. As the research provided clear indications that the most interested parties in purchasing the services of a nursing Agency are Care / Nursing homes setups, the main service will be orientated towards this type of potential customers. The research also identified that the most demanded staffing requirements are concerning nurses, nursing assistants and healthcare workers vacancies.
	Based on the above the main service of the company has been designed to meet the requirements of the market.  
	The nursing agency will provide full-time placements of qualified candidates in the first year of operations. The full-time placements services will be offered in three main subcategories: 1) direct placement, 2) relocation& training placement, and finally 3) solutions package (more than one candidate with/without training& relocation).

We will offer the direct placement service directly to nursing/care home setups. Upon a vacancy being identified with a potential customer, we will start to work through our UK and EU database of healthcare candidates to match and fill the vacancy. We will assist both the customer and the candidates through the pre-interview phase, actual interview and settling in the role stages. We will charge a small commission fee for this service, which is a fixed one off charge, representing 25% of the annual salary offered to candidate for nurses and nursing assistant positions introduced by us, 20% for healthcare assistants workers, payable in full after 6 months of employment , 50% if the candidate leaves employment between 3 and 6 months of employment and in case the candidate leaves the employment we will not charge any fee.

Relocation and training package have been designed to address the issues that might arise and prevent the client to retain staff for longer periods. For this package we offer the trainings that candidates are required prior to employment. We offer to the candidates mentoring from our nurses that once walked in their shoes and online training facilities through a popular online care training academy third party. This will help the candidate to settle in the new role immediately and save the clients time and money by not having to organise in home training. In return we would ask the clients to help the candidates with securing accommodation for the first 6 months that can be sourced directly by them though letting agencies or specialist letting websites. The first’s month rent, and the bond must be paid by the client. The first month of rent will be returned to the client in the form of 6 monthly instalments deducted from the monthly salary. Upon completion of the 6 months the candidate must place his own bond in case of deciding to live in the same accommodation and the letting agency will return the bond to the customer. Pricing for the relocation package will be 20% annual salary commission for nurses and nursing assistant positions and 15% for healthcare assistant workers. The same terms as in the direct placement package will be in place , whereas the commission is payable in full upon completion of the 6 month probation period , half of the commission payable  for  a candidate leaving the position in the 3 to 6 months period and no commission if the candidate leaves before the completion of 3 months . 

Solutions package will be our bespoke service, we will use our knowledge and experience in the nursing field in order to provide solutions to the customers, a service which will include more than one candidate placements with the same client. We will offer support with training and relocation for the candidates. For this type of placement, we will only outsource nurses and nursing assistants. We will organise fallow-ups with our candidates after they start employment in their new role, this way we are aiming to fully support the candidate to overcome challenges and issues that might appear in the new role. For this service we will charge 20% of annual salary commission per candidate, payable in full after the 6 months’ probation/cooling off time period, 50% if the candidate leaves between month 3 and month 6 and we will not charge commission if the candidate will leave the post before the completion of the first 3 months.

	The aim is to place 1 nurse every 2 months, 1 nursing assistant monthly and 1.5 healthcare assistants per month (1 placement first month fallowed by 2 placements next month in order to maintain the 1.5 ratio). Current commissions are reflected on annual salaries of £36.000 for nurses working in care/nursing homes, £22.000 for Nursing Assistants and £20.000 for Healthcare Assistants. Annual salary figures are correct as of 1st of July 2020 and provided by payscale.com statistics	
Location & Equipment

	Researching what available options are for the operations of the recruitment agency, it has been decided that the location of the agency will be on digital platforms such as recruitment websites, Facebook, LinkedIn. This creates the opportunity for a low-cost rent physical location, a virtual office will be more suitable for the way the nursing agency will operate over the first year. There are several benefits that come with renting a virtual office location such as: the very low cost of rent , £55  pcm starting point ,( see annex ), access to well-known business street name, reputation (for e.g. Cathedral Rd. in Cardiff has many virtual office spaces to rent), receptionist services, with call diverts from business landline to mobile, and meeting rooms available to rent by the hour.
	The initial equipment required for the first 12 months are considered the tools that we would be using to carry out our business vision, this including a high-performance laptop that can operate the Customer Relationship Management Software, a land and mobile line and a printer. 


Human Resources

	In order to ensure a strong and long-lasting formation for the agency the business will only employ one person as a director over the first year with salary starting to be paid in month sixth. While in the first year all operations will be handled by the owner with the help of the community of nurses, the business is looking to start in the second year to grow our recruitment team, a purposed method of collaboration is to operate under contracting forms applying to self-employed recruiters as our partners. Operating under this form will allow to reward partners with a higher commission for the performances achieved.
For our internal operations most process will be automated through acquiring a customer/candidate management software which will help us to build and maintain easily the candidates and customers database. The software has newsletter and tracking features that will help strengthen our presence on the market.


SWOT analysis

	To better understand the nursing agency’s strengths, weaknesses, opportunities and threats 	a SWOT analysis has been carried out to help enhance the chances of success  by 	understanding our position and the realistic potential opportunities that can be valued in 	relation to the market opportunities and occupancy. The strengths identified are that our 	nursing agency is operating in a niche market as we rely on our experience and knowledge 	to focus only on staffing solutions provided to the elderly care. The elderly care staffing 	market offers the opportunity to sell services online reducing the need for physical location 	and the costs involved in transportation. The commissions in this niche market offers high 	gross margins returns and at the same time the risk of start-up is low being capped at £7500 	investment.
	Opportunities that the nursing agency are facing as a result of the increased presence of 	social media in our lives in a global context  are: increased responding speed 	for both clients and candidates requirement, the continuous growing online sales market, 	ability to add/ remove/design/redesign new services in a short time frame. The business 	market for elderly care staffing solutions will continue to grow as the UK elderly population 	is continuing to grow, the current population aged 65 and above in UK is 12 million people 	.
	Weaknesses that concern the nursing agency are that competitors can offer a similar 	product/solution package in a short term and also take onboard elderly care practitioners 	for new business development process based on insights from current healthcare providers.
	Threats are the services already sold by our competitors, changes in market regulations that can affect or limit the availability to outsource EU healthcare professionals and finally candidates losing interest in relocating to the UK.

	
Marketing activities

The marketing plan in place for promoting the nursing agency covers:
	A) Email Marketing Campaign - making use of the free available contact information for potential clients which can be obtained from their websites or public listings from the Care and Quality Commission and similar, a new business introduction email campaign will be taking place. A poster describing who we are, what services we offer and how to contact us will be enclosed in the email.
	B) Postal Marketing Campaign - using the same method for contact information procurement, will proceed with leaflets and posters presenting our company, being sent out to all our targeted customers.
	C)Introduction sales calls - once the two: email & postal order campaigns have been completed we are more likely to reach inside HR departments to present our services and speculate on opportunities.
D) Promoting Website/Facebook page by using Google Adds and Facebook Boosted Posts in order to create company and service awareness.
	Head hunting promotion - the nursing agency finds itself in the niche market, the services intended to provide, must reflect the business statement and reputation. In order for this to be possible the company offers specialist services to clients but at the same time bespoke placement opportunities for potential candidates. In order for us to cut in front of the other nursing agencies when head hunting, we are looking to promote on recruitment websites, Facebook groups and adds, google adds, LinkedIn.

Financial Resources

	The proposed starting capital for the nursing agency is £7500. This will be raised through the contribution of £2500 from the director’s savings and the rest of £5000 will be raised through start-up loans or bank loan depending on acceptance and interest rates with some of the options being:  Loan from Development Bank of Wales, Grant from Business Wales, start-up loans from High Street Banks or application for a new business credit card.



Action Plan / Conclusion

	An action plan has been designed and will be fallowed as the guide of our operations for the purpose of ensuring successfully lunch and maintaining of the recruitment agency. The first phase of the plan is to build awareness around the nursing agency that prides and specialises into understanding and providing excellent staffing solutions to the elderly care healthcare providers. For this to be possible a marketing campaign to inform all potential clients, care homes and nursing homes, will be carried out through building a database with the potential customers details which can be extracted from legal sources such as registrations of the clients with the Care and Quality Commission or/and by google results for business keywords “nursing homes” and “care homes” .
At the same time an advertising campaign on Facebook, Instagram and LinkedIn to inform our potential candidates of our services will be carried out. There has been identified the head-hunting potential through Facebook for business purposes due to the already established active groups of healthcare students/graduates, healthcare job seekers and community pages by locations or speciality. The potential to access EU and domestic UK workforce through digital platforms have been acknowledged by networking and recruitment highly established operators as the new gold mine for recruitment leads in 2014 . 
To fallow next will be the marketing campaign through emails, post cards and phone calls to introduce the business to potential customers. At the same time, we will run our poster boosted post on Facebook and Instagram with the aim of establishing presence in the virtual environment.
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Notes: Realistic 1-year sales forecast: Earning commission for successfully placements of 6 nurses, 12 nursing assistants and 18 health care assistants. Payments for commissions will be earned starting month 6. The aim is to place 1 nurse every 2 months, 1 nursing assistant monthly and 1.5 healthcare assistants per month (1 placement first month fallowed by 2 placements next month in order to maintain the 1.5 ratio). Current commissions are reflected on annual salaries of £36.000 for nurses working in care/nursing homes, £22.000 for Nursing Assistants and £20.000 for Healthcare Assistants. Current commission rates charged by the agency on this financial prognosis are 6 x 22.5% (average based on both service charges 20% and 25% from nurse placements, for the nursing assistants it will be calculated as 12 x 20% and for HCA it will be calculated at 18 x 15%. Current monthly sales formula 0.5 x Fee Nurses + 1 x Fee Nursing Assist. + 1.5 x Fee HCA: (0.5 x 22.5% x 36.000) + (1 x 20% 22.000) + (1.5 x 15% x 20.000) = 4050 + 4400 + 4500= £12.950 monthly sales forecast starting the sixth month.
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12-MONTH CASH FLOW FORECAST



Iulian Constantin Tampau Key:



Victoria Nursing Staff Ltd



1st of July 2020



Select your starting month: August



Cash in-flows Description (as required) Starting point 1 2 3 4 5 6 7 8 9 10 11 12 TOTAL
Anticipated sales see notes for monthly sales calculation £0 £0 £0 £0 £0 £0 £12,950 £12,950 £12,950 £12,950 £12,950 £12,950 £12,950 £90,650
Value of your Start Up Loan Loan/ Start up Grant £5,000 n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a £5,000
Other sources of cash or equity Savings £2,500 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £2,500
Existing assets for business purposes Laptop/Mobile/Printer £600 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £600
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0



£8,100 £0 £0 £0 £0 £0 £12,950 £12,950 £12,950 £12,950 £12,950 £12,950 £12,950 £98,750



Cash out-flows Description (as required) Starting point 1 2 3 4 5 6 7 8 9 10 11 12 TOTAL
Cost of sales £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Existing assets for business purposes £600 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £600
Rent or premises costs deposit + rent £120 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £780
Business rates for your business premises included in rent price £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Utilities (gas, electricity, water) included in rent price £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Insurance Recruitment Insurance Package £35 £29 £29 £29 £29 £29 £29 £29 £29 £29 £29 £29 £29 £383
Telephone and internet Mobile, Broadband and Business Landline Plans £0 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £540
Marketing and advertising expenses £300 £120 £120 £120 £150 £150 £150 £150 £150 £150 £150 £150 £150 £2,010
Vehicle running costs clients visit £0 £100 £100 £100 £200 £200 £200 £250 £250 £250 £250 £250 £250 £2,400
Equipment purchase or leasing £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Postage, printing, stationery £0 £110 £110 £110 £140 £140 £140 £140 £140 £160 £160 £160 £160 £1,670
Transport and delivery £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Professional fees (legal, accounting etc.) £0 £60 £60 £60 £60 £60 £60 £60 £60 £60 £60 £60 £60 £720
Your salary (if PSB is in deficit)* n/a £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Your salary (over and above your PSB needs)* n/a £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Staff costs £0 £0 £0 £0 £0 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £7,000
Start Up Loan monthly repayment* n/a £440 £440 £440 £440 £440 £440 £440 £440 £440 £440 £440 £440 £5,280
CRM PLATFORM £0 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £660
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0
Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0



£1,055 £1,014 £1,014 £1,014 £1,174 £1,174 £2,174 £2,224 £2,224 £2,244 £2,244 £2,244 £2,244 £22,043



Your net cash flow (A-B) £7,045 -£1,014 -£1,014 -£1,014 -£1,174 -£1,174 £10,776 £10,726 £10,726 £10,706 £10,706 £10,706 £10,706 £76,707



Your monthly opening business bank 
account balance £0 £7,045 £6,031 £5,017 £4,003 £2,829 £1,655 £12,431 £23,157 £33,883 £44,589 £55,295 £66,001 £76,707



Your closing cash position £7,045 £6,031 £5,017 £4,003 £2,829 £1,655 £12,431 £23,157 £33,883 £44,589 £55,295 £66,001 £76,707 £76,707



These cells auto-calculate and are 
locked so you can't edit them.
Insert your own text/numbers into 
these cells as relevant.



MONTHS



Total cash in-flows (A)



Total cash out-flows (B)



MONTHS










12-MONTH CASH FLOW FORECAST

Iulian Constantin Tampau
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Victoria Nursing Staff Ltd

1st of July 2020

Select your starting month:
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Cash in-flows

Description (as required) Starting point 1 2 3 4 5 6 7 8 9 10 11 12 TOTAL

Anticipated sales see notes for monthly sales calculation £0 £0 £0 £0 £0 £0 £12,950 £12,950 £12,950 £12,950 £12,950 £12,950 £12,950 £90,650

Value of your Start Up Loan Loan/ Start up Grant £5,000 n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a £5,000

Other sources of cash or equity Savings £2,500 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £2,500

Existing assets for business purposes Laptop/Mobile/Printer £600 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £600

Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

£8,100 £0 £0 £0 £0 £0 £12,950 £12,950 £12,950 £12,950 £12,950 £12,950 £12,950 £98,750

Cash out-flows

Description (as required) Starting point 1 2 3 4 5 6 7 8 9 10 11 12 TOTAL

Cost of sales £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Existing assets for business purposes

£600 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £600

Rent or premises costs deposit + rent £120 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £780

Business rates for your business premises

included in rent price

£0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Utilities (gas, electricity, water)

included in rent price

£0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Insurance

Recruitment Insurance Package

£35 £29 £29 £29 £29 £29 £29 £29 £29 £29 £29 £29 £29 £383

Telephone and internet

Mobile, Broadband and Business Landline Plans

£0 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £45 £540

Marketing and advertising expenses £300 £120 £120 £120 £150 £150 £150 £150 £150 £150 £150 £150 £150 £2,010

Vehicle running costs

clients visit

£0 £100 £100 £100 £200 £200 £200 £250 £250 £250 £250 £250 £250 £2,400

Equipment purchase or leasing £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Postage, printing, stationery £0 £110 £110 £110 £140 £140 £140 £140 £140 £160 £160 £160 £160 £1,670

Transport and delivery £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Professional fees (legal, accounting etc.) £0 £60 £60 £60 £60 £60 £60 £60 £60 £60 £60 £60 £60 £720

Your salary (if PSB is in deficit)* n/a £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Your salary (over and above your PSB needs)* n/a £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Staff costs £0 £0 £0 £0 £0 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £7,000

Start Up Loan monthly repayment* n/a £440 £440 £440 £440 £440 £440 £440 £440 £440 £440 £440 £440 £5,280

CRM PLATFORM £0 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £55 £660

Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Enter other £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

£1,055 £1,014 £1,014 £1,014 £1,174 £1,174 £2,174 £2,224 £2,224 £2,244 £2,244 £2,244 £2,244 £22,043

Your net cash flow (A-B)

£7,045 -£1,014 -£1,014 -£1,014 -£1,174 -£1,174 £10,776 £10,726 £10,726 £10,706 £10,706 £10,706 £10,706 £76,707

Your monthly opening business bank 

account balance

£0 £7,045 £6,031 £5,017 £4,003 £2,829 £1,655 £12,431 £23,157 £33,883 £44,589 £55,295 £66,001 £76,707

Your closing cash position £7,045 £6,031 £5,017 £4,003 £2,829 £1,655 £12,431 £23,157 £33,883 £44,589 £55,295 £66,001 £76,707 £76,707

These cells auto-calculate and are 

locked so you can't edit them.

Insert your own text/numbers into 

these cells as relevant.

MONTHS

Total cash in-flows (A)

Total cash out-flows (B)

MONTHS


