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	Business Plan Details 
Name: One Search International Ltd. 
Use of fund:
60% Product Development
20% Marketing
20% Operations

Number of employees: 10 - 12

Expected growth in 5 years: 
1410,000 pounds in revenue
	Pitch: Online shopping is a good resource for public to expand their options of sale and purchase through internet while saving the money and time. Online stores are becoming need of every individual that provide products and services to various customers without knowing any regional boundaries. For obtaining a chargeable profit against these services, online shopping portals generate revenue from either buyer or seller, or sometimes both. This charged profit is usually gained directly or indirectly at different phases: whole selling supplies, retailing and consumer purchasing fares. A list of wished items from online shopping portals costs a topping of 25 – 30% more to the actual price of product under the entitlements of subscription and purchasing charges i.e., 10 – 20% as fee for product buy or sell, and further charge of 5 - 10% for transaction services. 
Solution: There is huge gap in the market where no retail and B2B business are connected with the seller websites while most wholesalers have their own websites.  Our business will be an ideal platform for the audience of online shopping which will charge marginal for its products and services as compared to the competitors. Our business will be a ‘One Click solution’ platform for all online shopping features including: bulk purchasing, fastest retailing services, and cheapest online subscriptions. By using our business plan, it will be allowed to market and sell the products directly through the companies’ website and paying only 5% charge for services. For merchants or manufacturers; it will save huge seller fees, accelerate the sale ratio and earn more profit for the supplies. At the same time, consumers will enjoy quality products and amenities at much cheaper rate. 

	Business Model: Our business model will be ideal for B2B, B2C and C2C businesses with enhanced customer satisfaction rate based on Low Pricing strategy. In this model, manufacturer can sell their products by using our platform by paying only 5% commission fee where as retailers can purchase inventory in bulk and can sell the stock in retail on our website. Secondly, our transaction fees are also 50% less than from our competitors. 
Furthermore, we are providing additional services to our customers, as our competitors are not offering holiday booking and airline ticketing services. It will lead the customers directly to the airline websites and also facilitating its worthy customers with attractive holiday packages offered by the partner airliners.  
Market: This business plan will be an ideal online forum that can provide safest, cheapest and quality services; aim to acquire 5% market share on the first year of business. It will be increased more in following years by offering more variety of low cost products and quality services on its forum to the end users.
Competitors: Our competitors are eBay, Amazon and Ali Baba.
Competitive Advantage: we are providing single platform for our buyers and sellers where retailers can purchase in bulk from manufactures. According to their business activity we will provide them discount codes and coupons. our low pricing strategy is our competitive advantage which will help our end users. 
Execution Plan: retailers mostly import their products from china where they pay 10% charges to Alibaba, in the UK they have to pay 10% commission fee to eBay or 15% charges to Amazon.com whereas 5% transection charges need to be payed separately 
Our business plan ‘One Search International Ltd.’ will charge only 5% commission for buy and sell services and cut short the transaction fee by using Wish.com. This website of payment usually takes minimum 15 days for handling purchase and deliver all products by itself to the customers. The normal delivery time will be 30 – 40 days after ordering and the payment clearance to the merchants or dealers will be made after 15 days of delivery. In this way, customer feedback and quality assurance of the product will be managed by our forum within the next 15 days of delivery.
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[bookmark: _Toc18459233]Introduction
One Search International Ltd. is a business startup with an aim to become a competitive online shopping forum offering cheapest rate for end user products and services. Its objective is to provide globalized services facilitating both buyers and sellers on the same forum. From home usage material goods to the tourism services, this business platform will be a ‘one click solution’ for all domestic, recreational, commercial, industrialized and official service provider facilities.  
[bookmark: _Toc18459234]Innovative services
This business start-up will deploy its facilities through an online forum or website offering world wide services from small vendor sale to giant industrial goods market and purchase. It will save money of its users by selecting best suited facilities and quality products for their pockets and reaching out their hands on the distant product of their taste. Apart from general buy or sell services, it will give side by side comparison facilities available for all kind of purchasing globally. It will value time of its clients who know how to worth their time by avoiding surplus activities of shopping. A complete comparison and guide will be the built-in feature of ‘One Search International Ltd.’ that will never leave you helpless, no matter where you are and what do you need. 
Retail services
This model will operate by offering maximum discounts to retailers, whole sellers and petty vendors in various subscription categories. Each category of seller would be identified by the business activity and capacity of products making. The subscriptions would be offered on monthly basis or on bulk supply management; tailored to customize best suited features for its supplying user.  
Purchase services
For the end users, this platform will create value and efficient services while keeping pace with the prices. It will provide best purchasing services through its low pricing strategy to gain consumers’ loyalty, confidence and reliability. This platform with marginal offered charges will rapidly create brand image among public at the worldwide level and it does not target to make customers, but will focus majorly on the quality assurance and consumer satisfaction.
Additional facilities 
‘One Search International Ltd.’ will never leave you unaided even if you are on an unfamiliar region and seek to book some services related to stay and hoteling. It will guide and provide you complete details of nearby hotel bookings at very cheapest rate through its partnerships with service providers at international level. It will also cover the services related to air ticketing, holidaying package and customer-demanded facilities through its advanced features. The development and upgrade of this forum will be a constant feature to meet the market demands.   
Payment & security   
This forum abandons the high charging sites of transactional services being used by its competitors. Most commonly used PayPal service of eBay charging 5% of the product transaction will be minimized through its various competitors in market: Square, PayTm, Klarna, and few others operating on almost half charges to it. Customers would be able to rely on the purchase service of this business forum as transaction of their money from this site to the selling vendor’s account will be made after positive feedback with clearance signal in next 15 days of the product delivery.   
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[bookmark: _Toc18459236]Business Overview
Our business plan is to compete eBay, Amazon and Ali Baba which are three giants of online shopping business. The basic idea is to compensate business and buyers through lower pricing strategy. In case of eBay, seller is charged 10% while Amazon charge it 15%. However, Ali Baba charges manufacturers 10% of the product cost. This systematic payment methodology depicts that buying goods from Ali Baba costs 10% extra of the actual amount while one has to pay extra 10% and 15% to eBay and Amazon respectively. Apart from this cost, an additional surcharge is always there under the entitlement of banking or transactional fee e.g., PayPal charging 5% on every purchase from eBay.
According to the all above findings for current market competitors, a merchant has to pay up to 25 or 30 % extra amount for bringing goods from China (manufacturing regional location) and sell it in the United Kingdom on eBay or Amazon. Therefore, this business plan aims to facilitate B2B, B2C and C2C in which the business model will be based on 5% charge from manufacturers (instead of 10 – 15%) who will sell their goods on this online forum. It will also facilitate merchants to buy goods from same site in bulk quantity and sell it back on the same portal while paying only 5% of its commission charges (instead of 10% of eBay and 15% of Amazon). The business agenda is to replace banking or transaction companies also with PayTm, Kalarna and Square. This will reduce the payment costs up to half (i.e., 50% of the PayPal) and the end user will pay from 2 to 2.5% of the banking service charges.  
[bookmark: _Toc18459237]Products & Services
[bookmark: _Toc18459238]Online shopping portal
‘One Search international Ltd.’ will develop online shopping portal which will be a web based online platform (Website) in its first year and will become a benchmark forum among wholesalers i.e., a wholesaler would not have to pay a lot of fees (15 – 20 %) firstly on whole seller website indirectly. Instead it will charge only 5% registration or subscription fee from sellers and buyers. In the coming year, a mobile app will be launched linked with this website, providing more ease of access to the consumers. 
The main features of this portal will include a domain positing for both buyer and seller at the same time. Bulk quantity products of wholesalers, varied designed products of merchants and small sampled quantity by vendors will be allowed to display and flourish business through this portal. In other words, a vendor can sell the products right after purchasing a bulk quantity from the same portal. In this way, a variety of options will be there for the purchasers at different rates.   
[bookmark: _Toc18459239]Transaction method
After reducing transactional cost of competitors (i.e., 5%) against each purchased product or service, this platform will allow safe and cheaper way through various options of transaction channels; such as – Square, PayTm and Klarna. This business forum will charge only 2 – 2.5 % for this service.
[bookmark: _Toc18459240]Comparison tool
For the consumer end choice, this platform will display various parameters for a selected product and allow the buyer to choose among a range of variety at very reasonable and reliable cost from the market. This range will differ for type of product, regional location and target quality against price. Buyers will make safe shopping from a worldwide varied products at just one search click from this business portal.
[bookmark: _Toc18459241]Guide for purchase services
This website will be a solution for all seekers who want to amuse themselves with variety of packages including holidaying, airline ticketing, hotel booking during recreational tours and migrating to new region, etc. It will be an additional service to its loyal customers and can be acquired through our portal guide. This additional feature will enhance the customer’s browsing at our portal that will help them for better and cheaper services and facilities available in their region and hence, attract more and more partners in the years coming forth.  
[bookmark: _Toc18459242]Marketing plan
The way our marketing philosophy works is based on the biology of human brain. We will deliver our marketing message starting with ‘what we believe’ in order to attract those who believe in low price online shopping. In this way, we will create a stronger brand and sense of love amongst the customers.
[bookmark: _Toc18459243]Competition and market research
Our main competitors are eBay, Amazon and Ali Baba. We have analyzed our brand with our competitors below specifically in the context of the “Low price” for online shopping and shipping. 
Background of eBay
eBay started business in 1995 and their first auction was of $14.83. After increase of traffic on their website, internet service charges went higher due to which the owner of eBay decided to charge those who use his website for selling their products and services. In their first year of business: 1995-96, they had 250,000 auctions which rose up to 20,00,000 by the year 1996-97. The net revenue generated by the company was aroused up to 4.7 million dollars. 
Background of Amazon
Jeff Bezo, the founder of Amazon started it in 1994 which then seemingly appeared as a one product business plan drawn up. He accepted 300,000 dollars from his parents and made it ‘everything store’ type of business with the investment. Amazon received orders from 50 different states of America and 45 countries across the globe. 
Background of Ali Baba 
A former English instructor, Jack Ma founded Ali Baba in 1999 which scrapped together 80,000 dollars from different 80 investors and started an online market place for the companies in China. Sooner, the business topped the business up to 47 Billion dollars by helping Chinese SMEs, manufacturers, entrepreneurs and exporters at international market scale. 
[bookmark: _Toc18459244]Perceptual Mind Map
Here we are comparing online shopping portals in competitive market basing on their price and ease of payment.
          Price                                                                           
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           Ease of Payment
This perceptual mind map clearly depicts that eBay has highest pricing rate of 15%, followed by the two giants of market: Ali Baba and Amazon charging 10% from either seller or purchaser. However, ‘One Search International Ltd.’ has least price of 5% being the cheapest platform of online shopping. For shipping, ease of payment is considered in this mind map that ‘One Search International Ltd.’ to be at the top providing its services at only 2 – 2.5% while rest competitors giving it for 5% charge. 
[bookmark: _Toc18459245]SWOT Analysis
To identify an individual organizational strengths, weaknesses, threats and opportunities in its competitive marketing world in terms of business competition and project planning, SWOT Analysis is performed. It is considered as the strategic planning technique and followed to analyze the market value of a company. Following is the SWOT testing for ‘One Search International Ltd.’
	Strengths
· Value added services
· All products and services is under one click.
· C2C, B2C& B2B
· Our websites have more features as compared to our competitors 
· Price comparison is one of our key feature  
· Categories the buyers into different groups (in terms of business activity)
	Weakness
·  Lack of Investment  
· At early stage it’s hard to capture market 
· we planned to go global after success in UK 

	Opportunities
· plan to go global within one year  
· Price is 50% cheaper than our competitors
	Threats
· Competitors can also adopt low price strategy in online market 
· Competitors financial power is much stronger than us 
·  Prices may disrupt by Brexit  .



[bookmark: _Toc18459246]Target market research
The target market for this business will be basically consisting of four types of consumers which include manufacturers, suppliers, re sellers and buyers. However, all these four types of consumers have a similar mindset which is: spend less and save more. Retailers already have this type of mindset. Resellers are also looking for saving and most of them consider their purchase more important than their selling. Similarly, suppliers and manufacturers want to sell their inventory as fast as possible because the faster the inventory moves the more a manufacturer will be profitable. Now let’s dive deep into our target market.
[image: C:\Users\owner\Documents\Desktop\Untitled.png]

Geographic analysis
[bookmark: _GoBack]Geographically, the best market that suits this business plan is UK. The biggest reason is that the citizens of UK have always showed early adoption patterns since early 1960s. Similarly, according to Evans (2019) social advertising making huge impact on the huge impact on buyers in the UK . This shows that the growth in this market is amazing. After UK, if we talk about expanding this business plan outside UK then the best choice would be the EU because according to Aerostat 69% of EU internet users are shopping online. Another interesting study tells us that 86% of the British people using the internet everyday spending an average of six hours. In the month of May 2019, 86% of British people searched their products online and 81% of them wanted to buy something. This tells us that we have solid grounds for prospecting however brand worth and our low pricing strategy will work wonders in concerting prospects into customers. 
Table 1 The top online spenders countries (Frisby,2018)
[image: C:\Users\owner\Documents\Desktop\Untitled 1.png]

Demographic analysis
The primary target market demographically would be people of age 16-24 and both of the genders however the age group consisting 24-54 is also very important for us. However, in business if we are not considering the life time business that could be done with a customer than we are not doing it right. Let me illustrate this for you with an example. If one of our customers who is 17 years of age and he always buys from us will he ever remain 17 years of age. Of course, not unless he is a vampire. So, cutting a long story short if we target a younger age group, we have a better chance to make loyal life time customers in a longer run. 
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[image: C:\Users\owner\Documents\Desktop\Untitled 3.png]
Psychographic analysis

[image: ]
The review and likes war are raging amongst all the businesses. In today’s world nothing matters more than a review sometimes people buy reviews from click farms as well so the level of trust is plunging down. This is mainly the reason why people have started trusting the local reviews. In today’s world, we understand what is the real worth of marketing by word of mouth. According to a study published by Jenkins (2018).

Behavioral analysis
[image: ]UK is third biggest online market for purchasing household products. This trends are growing constantly. As shown in fig e-commerce sales is 586 billion pounds and B2C is 145 billion British pounds which indicate 35% people in the UK are prefer to purchase online and its expected in 2021 that 93% of UK internet user will shop online, according to statistic in Europe online penetration rate will be higher in future  
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[bookmark: _Toc18459247]Total Market Size
According to UNCTAD, the global e commerce sales surged to $29 trillion it grew by 13% in 2017 according to latest numbers released on Mar 29, 2019. However, we must consider an important thing here. In these numbers there are brands and no matter what we do most of the people would buy their favorite brands from the brand’s online flagship store. For example, if someone wants to buy Nike shoes, he will always buy from the Nike’s online flagship store because such customers are never price sensitive. However, there is a positive side to this as well If someone is looking for great shoes and he came across a Nike pair on our side. We might be able to make him a loyal customer of us and Nike both. The point being we have to estimate the total market size because there is no way to no know how many people purchased Armani from their own website and how many people bought their first Armani shirt from online multi brands store. There are many people in this world who own few items of the premium brands. Here we have to consider our own business as well since we are making cheap items even cheaper. According to our deep thoughts and after interviewing many loyal and disloyal customers of premium brands we estimated that our total market size to be 70% of the global e-commerce sales which is 20.3 trillion.
[bookmark: _Toc18459248]Total Addressable Market
In the UK, ecommerce has grown steadily, reaching £137.38 bn last year, according to ONS data. Online share of overall retail sales is currently 16%, up from around 9% in 2012. We have to apply our same analysis of calculation to the total market size. We estimated our total addressable market size to be 60% of the total addressable market size of UK which is 82.49 billion. The reason why our analysis shifted a little bit was because that there are less price sensitive people in UK as compared to the world.
[bookmark: _Toc18459249]Brand and product positioning
Our brand is all about cutting costs so that the end consumers can enjoy the fruit of the technological integration into commerce. So, we are marketing ourselves with the positioning statement as ‘light on your pockets’.
[bookmark: _Toc18459250]Porter’s Five Forces Analysis
The Porter’s Five Forces analysis is performed to evaluate the company’s competitive environment. The company’s profitability, efficiency and effectiveness are analyzed through five mediums of forces as given below for the ‘One Search International Ltd.’
[bookmark: _Toc18459251]New Entrants
Threat level for new entry is very low, as its very difficult for a company to capture the market with same business strategy as we are giving our best with low prices 
[bookmark: _Toc18459252]Bargaining power of Suppliers
One search Ltd prices is already 50% less than its competitors so bargaining power of suppliers is weak. So our main aim is to display comparison of prices what our competitors offered to gain loyalty of our customers and suppliers   
[bookmark: _Toc18459253]Threats of Substitutes 
As you can get envision from the name of our company “One search Ltd”  you can get every product under the one roof by paying 15 % less from our website which would decrease the competition 


[bookmark: _Toc18459254]Bargaining Power of Buyers 
Bargaining power of buyer is low, customers when get value added products and services with low prices under one roof we will get customer loyalty 
[bookmark: _Toc18459255]Threat of Rivalry
Big brands already capture big portion of market so it’s hard for new start-up company to develop trust, loyalty to switch customers to one search Ltd. Threat of rivalry is from medium to high 
[bookmark: _Toc18459256]Target customer personas and profiles
[bookmark: _Hlk18449690]Our primary customer would be an online purchaser followed by the sellers. If we further breakdown the traits of sellers; they are wholesalers, merchants and small vendors or SMEs (small and medium enterprises). The business plan will focus on the purchasers or buyers as they will be the core targeted audience of our platform. 
[bookmark: _Toc18459257]Attributes of customers
Age
Customer would be any person: male or female of age: 15 years and above who wants to do online shopping or avail any other service through the vendors at our site. 
Behavior
· Price Oriented
· Discount hunter
· Voucher tracker
· Impulsive buyer
· Conservation of effort
· Status seeking
Goals
· A customer who wants to maintain his pockets by the end of month
· Anyone who can afford more quality products at low price
Pain points
· More subscription charges
· More transaction fee surcharges
Character Traits
· Likes browsing
· Experiencer
· Influenceable
· High agreeableness
· Safe player
[bookmark: _Toc18459258]Operational Plan	
[bookmark: _Toc18459259]Procedure to obtain services
Registration with One Search Ltd.
People (wholesalers, merchants and small vendors or SMEs) who are selling products on the two giant online platforms (competitors – Amazon and eBay) mostly have their own websites. This business platform also aims to give a secure and cheaper forum to those sellers who want to sell their products from their own website. 
Requirement to develop seller websites 
Sellers will be required to develop their websites before registering to the online platform of ‘One Search international Ltd.’ After developing the website, sellers can use our platform for selling products by giving 5% website fees to us instead of giving 25% to 30% fees to the other competitive websites including: Ali Baba, eBay, PayPal and Amazon. It will smartly allow sellers to save huge fees of inscriptional packages and earn more profit.
Purchase subscriptions 
Not only the sellers will find One Search Ltd. as cheapest platform among all online shopping portals, but also the buyers will feel this difference. Easy steps and low-price products shopping from a variety of products will be furnished through this portal. 
Payment procedure
Instead of higher priced PayPal with 5% extra charge over the amount, this platform will provide options of payment service providers such as Square, PayTm and Klarna. In this way, transaction all across the globe would be against 2 to 2.5% of the charged amount for purchased product.   
Delivering products to buyers
Delivering vendors such as Wish.com will be acquired for this business plan. The goods ordered at our portal will be obtained and delivered to customer with a handling time of minimum 15 days and normal time to deliver the product will be around 30 to 40 days. Usually this is more awaited time but the quality assurance and low pricing will be highly maintained. 
This platform will not take the responsibility of delivery services but the beneficiary will so that a seller can save money and give a quick delivery service by itself. 
Payment clearance to the sellers
Through this website, customer can give rating to seller so it will increase customer satisfaction level and seller will make sure the customers are satisfied with their products and services. This business website will adopt the same strategy just like top airline booking website (skyscanner.com) is doing. In order to avoid a wrong or fake product delivery, our platform will be there to take care of it through 15 days money back hold policy. 
Exchange and Return method
This platform will be holding the seller clearance and payment for 15 days after the delivery, so that customer can be satisfied with quality and services according to the detailed description provided with it. 
Brand awareness
Today world is very competitive and inflation rate is high. The reduced market cost and increased quality of customer service will accelerate the brand awareness. The business plan will also invest heavily on resource and development along with the guidance of its investors. 
[bookmark: _Toc18459260]Balance scorecard 
The company’s balance score card is acquired to learn about its implementation framework and management strategy. With the help of this scorecard, strategic objective to become globalized and provide low pricing is linked to measurable targets and initiatives. This directs the company planning and implementation by balancing its finance with performance measures and objectives. Following is the balance scorecard of ‘One Search International Ltd.’ depicting its strategic objectives and business map:

Source: Group presentation UWTSD (one search international ltd)
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[bookmark: _Toc18459261]Facilities and space needed
Talking in the context of this business plan and seed funding, few facilities will be needed that are listed below:
· Working Space for 10 -12 individuals
· High Speed Internet
· Minimum10 high performance PC
[bookmark: _Toc18459262]Objectives
· Penetrate into the market
· Outperform every year in terms of market share
· Globalization as one of the long-term objectives

· plan to go global within one year  
· Price is 50% cheaper than our competitors

[bookmark: _Toc18459263]Company’s Organogram
The business plan is organized to hire 10 -12 individuals as manpower for its execution and management. It will include lead generator od start-up, back-end developer, front-end developer, website developer, social media marketer, marketing analyst, graphic designer and content writer. 

[bookmark: _Toc18459264]Financial Plan
[bookmark: _Toc18459265]Cash flow forecast of 12 months ( source: presentaion EP uwtsd )
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[bookmark: _Toc18459266]HR budgeting
Total budgeting for HR is 33,000 pounds. Following is the detailed sheet for its summary:
	Role/Designation
	Lead generator
	Website developer
	Market Analyst
	Front-end designer
	Back-end designer
	Graphic Designer
	Social media marketer
	Content Writer

	Cost of Hiring
	0
	0
	0
	0
	0
	0
	0
	0

	Number
	1
	1
	1
	1
	1
	1
	1
	1

	 Salary 
	 £       300.00 
	 £      500.00 
	 £          350.00 
	 £         400.00 
	 £        600.00 
	 £               200.00 
	 £                        200.00 
	 £           200.00 

	Months
	12
	12
	12
	12
	12
	12
	12
	12

	 Total 
	 £    3,600.00 
	 £   6,000.00 
	 £        4,200.00 
	 £      4,800.00 
	 £      7,200.00 
	 £            2,400.00 
	 £                     2,400.00 
	 £        2,400.00 

	
	
	
	
	
	
	
	
	

	Total: £ 33,000.00



[bookmark: _Toc18459267]Profit and Loss projection of 12 months 
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offering both vendors and
manufacturers to dispatch
product directly to end
user.

Cost Efficiency Index

5% per year

Schedule weekly
brainstorming meetings to
generate innovative ideas
toincrease brand
awareness.

Brand Awareness Score

25% per year

Organizational Capacity

Training given to
employees on advance
applications in technology
to achieve company goals
in every six months

sTechnology training
Index

90% efficient

By Maintaining strong
relationship with
manufacturers and
vendors for strong supply
chain system.

%Supply Chain Index

95% efficient.





image14.png
Cash Flow Forecast - 12 Moriths

Month: Pre-start 1 2 3 a s s 7 s
Receipts
Start Up Capal 160,660
Expected Investment 300.000
Gash sales o 200.600 220,000 242,000 278.300 320,045 388,051 a23259 ase7as
ot Receipts 400.000 500.000 520.000 243,000 275,300 S20.0a5 Ses051 23355 ase7as
Faym ents
Fxed Azset 720.000 720,000 )
Cash purchases ) ) ) ) ) ) ) ) )
) ) ) ) ) ) )
Saimries and wages ) 55.000 55.600 55.600 55.600 55.600 53.000 35.000 55.000
Employers NIC & Fension 2550 3.550 3.550 3.550 3550 3550 3550
Employes's Tax & NIC 72210 72210 72210 72210 72210 2210 2210
Rent 3600 3600 3600 3600 3600 3.600 3.600 3.600
Utiteies © 7.000 7.000 7.000 7.000 7.000 7000 7000 7000
Repairs and maintenance ) 7.000 7.000 7.000 7.000 T.000 T.000 T.000 T.000
nsurance ) 1.200 1.200 1.200 1.200 1.200 1200 1200 1200
[Transportation ) T.000 T.000 T.000 T.000 T.000 7000 7000 7000
[Telephone ° 350 350 350 350 350 350 350 350
nternet & Computing 700 700 700 700 700 700 700 700
Fostage ) 700 Too oo 700 700 700 700 700
Gffice supphies ) T.500 7300 7100 500 500 500 500 500
Aovert=ing ) 5.000 5.000 5.000 5.000 5.000 5000 5000 5000
Marketing/promotion ) 5.000 5.000 5.000 5.000 5.000 5.000 5.000 5.000
Professionsl fees ) 7.000 7.000 7.000 7.000 7.000 7.000 7.000 7.000
Gut Sourcing Fes 70.000 70.000 70.000 70.000 70.000 75.000 75.000 75.000
[Training and deveiopmant ) 70.000 70.000 70.000 70.000 70.000 70.000 70.000 70.000
Bankohargas ) 2.000 200 200 200 2.000 2000 2.000 2.000
Mis caliansous. ) 500 500 500 500 500 500 500 500
Gw ners drawings ) ) ) ) ) ) ) ) )
) ) ) ) ) ) ) ) )
Capial purchases ©
Gtner ) ) ) ) )
Total Payments 730.000 75.750 $5.570 Zi5510 55510 55510
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Twelve-month profit and loss projection

Jan-20

Feb-20 Mar-20

Apr-20

May-20

Jun-20

Jul-20Aug-20Sep-20Oct-20Nov-20Dec-20YEARLY   % of Revenue

Revenue (Sales)

Total Revenue (Sales)

200,000 £220,000 £242,000 £278,300 £320,045 £368,051

Cost of Sales

Purchases 0 0 0 0 0 0

Storage Costs 0 0 0 0 0 0

Total Cost of Sales 0 0 0 0 0 0

Gross Profit 200,000 220,000 242,000 278,300 320,045 368,051

Expenses

Salary expenses 

33,000 37,550 37,550 37,550 37,550 37,550

Supplies (office and operating) 36,200 36,000 35,800 35,600 35,600 35,600

National Insurance 4,550 4,550 4,550 4,550 4,550 4,550

Repairs and maintenance 1,000 1,000 1,000 1,000 1,000 1,000

Car, delivery and travel 1,000 1,000 1,000 1,000 1,000 1,000

Rent 4,000 4,000 4,000 4,000 4,000 4,000

Telephone 350 350 350 350 350 350

Insurance 1,200 1,200 1,200 1,200 1,200 1,200

Depreciation 2,000 2,000 2,000 2,000 2,000 2,000

Total Expenses 83,300 87,650 87,450 87,250 87,250 87,250

Profit Before Tax 116,700 132,350 154,550 191,050 232,795 280,801

Corporation Tax 14,345 17,319 21,537 28,472 36,403 45,524

Net Profit 102,355 115,032 133,014 162,579 196,392 235,277

Income Tax Calculation
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