WE insure LTD.

1. Executive summary
This business plan will provide evidence of a sustainable idea based on an idea to establish a new
business in the life protection industry advising and selling to customers via the telephone, working
in conjunction with some of leading providers for life protection cover. The business will be
regulated by the financial conduct authority (FCA) to give advice over the phone to customers UK
based. We insure LTD would sell life protection as intermediary service for large insurance
company’s such as Royal London, Legal and General, Liverpool Victoria etc.
2. Introduction
The idea of this business plan is to create a sustainable organisation that can grow in size and staff
selling life protection on an advised basis to customers all over the UK that fall in the identified
category for life protection. The key to this business plan is the niche for life protection in the UK as
it’s a huge importance to securing peoples futures. Secondly the insurance companies mentioned
previously have established reputations and longevity worldwide offering many financial products. It
is also important to mention the governing body the FCA financial conduct authority who would
authorise us to sell financial products to UK residents on an advised basis. I plan to employ 10 staff
initially to work remotely either at my home or within their own home selling the life insurance
products over the phones via connex dialling system which can connect staff to customers over the
phone with data that I purchase legally, which is TPS checked.
My 3 objectives would be:
1. To be able to move to a larger office space where all staff can enjoy working environment
within 12 months of establishing the business.
2. We insure needs to be sustainable long term financially and to achieve this we need to
increase sales exponentially, with the sales target increasing by 2.5% per month for the first
6 months.
3. To offer an increased range of financial products such as funeral plans income protection
and WILL reviews within 6 month of setting up the business.
My USP would be that we can offer an advised basis which benefits the customer more.

3. Operations
 Management: I will be the owner and manager of the business
 Location: The business will operate from 68 New Street, Burry Port SA16 0RT- this will be the
address that I will start my business. This is currently a property which was left to me as
inheritance from family. I will be living upstairs which will enable me to operate my business
from downstair, meaning some members of the team can work from this location whilst
other members of staff will be working from their own home.
 Information Technology - I will need 10 computers and a working internet connection to
operate the phone calls made to the client to be able to operate our service to clients nationwide. An IT technician is crucial to have to make everything function properly to make
sure staff can do their job without an interruption, plus being able load data is something
that needs qualification.
 Licences/Regulation - Financial conduct Authority- FCA are the main reason all this possible
as they govern all finance in the UK. With out being regulating by them you’re not
authorised to sell insurance over the phone
 Tuto money LTD- tuto money LTD also regulated by the FCA are the company that would
authorise and pay us the fee from the insurer if the work we do is sold correctly.
 Management Information Systems - Connex dialling system will be required to run the
business. Primo dialling system will be required
 Employees: I will employ 10 staff to start the campaign which will include 6 lead generators
who make first contact with client generating interest and gathering information ready to
pass client over to the 2 advisors being employed to close the sales. Also, I will take on 1
member of staff to take charge of dealing with admin and cancels. And finally, an IT
technician to make sure everything regarding uploading data and making sure staff can
function well.
4. Marketing
USP’s
My USP are that my staff are going to be able to offer an advised service to the customer
where they will be able to be told what polies are best for them, were as with other local
companies such as iquote online not able to offer as they operate on a non-advised basis.
Also, the access of legal and general would also give my company the upper hand as legal
and generals acceptance for medical issues is far greater than most other insurers.

Market segment
A Target market is the end consumer to which the company wants to sell its end products
too. Target marketing involves breaking down the entire market into various segments and
planning marketing strategies accordingly for each segment to increase the market share
(Economic Times, 2023).
My target market would be aimed at British citizens with or without life protection. We will
be contacting clients with life protection already place to review and update existing polies
in line with(CUSTOMERS ) circumstances.
The strategy of dividing the market in homogenous group is known as segmentation ( Goyat,
2011). We Insure will segment the market based on age and will focus on the younger
generation, as life protection is age dependant and does require us to follow a life and
health application set out by the insurance companies. This is demographic segmentation, in
demographic segmentation, the market is divided into different groups on the basis of age,
sex, family life circle, income, occupation, education, religion, race, generation gap and
nationality (Sun, 2009).
Life protection is used nationwide to cover loans and mortgages, that would be another
important target for we insure to concentrate on. The size of my market is pretty much
uncapped as my service would provide advice to customers already paying for life insurance
year in year out. When an existing customers circumstances change the need for change on
their life insurance becomes vital, and that can happen at any point. Insurance companies
would pay a fee to we insure for any polies sold correctly to the customer.
Competitor Analysis
Competitor analysis is the process of evaluating your competitors’ companies, products, and
marketing strategies (Maksimova, 2023).

One of my biggest competitotrs will be Iquote online – This competitor is a contact centre
based in Ammanford Carmarthenshire also regulated by the FCA but working on a non-
advised basis with most of the insurance companies we intend to use apart from one (LnG)
Currently working at I quote online are operating with 20 staff in total and have been running
for 8 years. They do offer more products like income protection and funeral plans, but they
do have restrictions on how they sell which can hinder them but also turn in to their
advantage. They do have advantages of employing staff as they are based in a busy town
Ammanford. And they can also use selling on a non-advised basis to their advantage as they
don’t have to follow as many regulations as we insure would, but in return iquote
cancellation rate would be far higher. Regarding pricing, it would be practically the same as
neither company’s would dictate the cost the customer pays as its based-on health and age
and what the customer needs. The features iquote online have over we insure is the office
they have above the cooperative. a nice attractive office invites staff to be employed and
gives the advantage on being sustainable. The distance from this business to mine is 22
miles. The marketing methods this company’s uses to source business would profiled data
specific to customers with life insurance and people with out cover that fit the age bracket
for life protection. Also, a source of marketing used would be online and social media via
Instagram, Facebook, twitter.
www.iquote.online.co.UK

freedom online 
another huge competitor I’m up against is freedom online a contact centre based in Swansea that is already offering all life protection products across the whole of the market with all the uk leading providers for life protection and is also regulated by the financial conduct authority. They currently have 40 staff that includes a massive lead gen team generating leads for 8 advised closers. This company has  been running for 10 years and gains advantage over employing staff as the city plays in their favour.in regards to pricing it will be same as any other company as we don’t dictate the cost. The distance from my business to the company is 33 miles.









what is the size of my market?
In life protection the size of the market is uncapped as the need for the product will always
be in demand as life protection is based on your current circumstances, but they change the
need for advice to change or amend the existing cover. And as year goes on the younger
generation become old enough to enter the need for to be covered as family are created
houses are bought. Our market even widens to the older generation looking to take life
protection out for funeral costs or to support loved ones at end of life. In the near future the
market will widen even more my company are the added life protection products can be
added to the business model such as income protection and fully pre-paid funeral plans.
The market I aim to target is customers UK based between the ages of 30 – 65 as the uk national statistics suggest that my market is capped at 15 million how ever that could a limited down due to health problems.

A marketing mix is a set of actions that businesses and marketers use to help promote their
brand, or to sell a product or service they offer (Focus-7, 2018), and the marketing mixalways starts with a product to sell
Product- life insurance will be the main bread winner for the business as I do look to add other products such as over 50s life cover, funeral plans and will reviews 
Price- the price gets dictated by the age, health and lifestyle of the consumer.
Place- the home of the business to begin with will be at68 New Street, Burry Port SA16 0RT- this will be the address that I will start my business. This is currently a property which was left to me as inheritance from family.
Promotion- I intend to promote my business via Facebook and Instagram alongside insurance company’s promoting us. Also a final solution is to have PR story in the local news paper covering the start up of my firm.
People – 10 employees -4 lead generators -2 advised closers – 1 IT technician- 1 admin officer
Process- The process would begin with lead generators dialling purchased data profiled to customers that suit our product. We offer a free review across many different providers with brilliant rates. After lead generators have gathered the appropriate information the customer then gets transferred over the an advised agent to then potentially closing the sale for the company.
Physical evidence- the location currently may not be ideal although when the company earns enough profit I intend to move to an office were I can I can be more inviting to staff to come and join the team.
5. Revenue and pricing strategy
Logically to start off a realistic revenue target per week would be £20.0000 per week to
cover wages, commission, cancelations and general company costs to maintain a sustainable
company. Our pricing strategy will be dictated by the customers age health and lifestyle. We
would be paid a fee from the insurers for every policy we place on risk. Each policy will have
an average return of £750 per deal. The average premium a customer would pay for life
cover would be £30 per month. We would be liable to pay the fee back to the insurer should
the customer cancel within a 2-year period from first mandate. As I’ve stated previously my
retention team would manage cancelations and early warning signals when a customer may
miss a direct debit by mistake. Our advice service can allow us to increase the pricing
strategy in our favour as we explore way to cover the customer in all areas of life protection
which in turn increases the payment the customer pays. That allows the weekly revenue to
be earned quicker and can allow the company to grow and employ more staff. Its within all
staff’s interest to be fully focused on the aim which is hitting the weekly target.
the only income stream the business will gain from the start will be life insurance. As the business grows in staff and size I aimed to develop the use of other products such funeral plans, over 50s cover and will reviews.
Until the company grows this will be my only income stream as I plan to pay myself a weekly
wage of £500 per week as I will include that in my cashflow chart.
Financial information
The amount of customers policies that need to be sold to hit the weekly revenue target
would differ due to the commission paid on each sale, we would base the average
commission as £750 per sale as the average premium someone pays would be £30.00 per
month. The insurer would pay my company a fee worth 24 times the premiums that’s sets
up. But again, the policy that’s sold must be correct for the customer to continue to pay
their premium over a 2-year period, after that 2 year period the insurer would no longer
require a clawback on the commission paid to us. Based on average policy premium the
number of customers needed per week to break even would be 16 which should see the
revenue be an estimated £12.0000 pounds. That would cover costs such as wages, rent, data
, cancels and fees we would be pay to the Financial advisor for authorising We insure LTD.
The number of sales needed to make a comfortable living will be hitting the target required
weekly. The daily target breakdown would £4.000 per day to keep up with being on target of
£20.000 per week which in return will bring a comfortable living and keep the company
sustainable until its time grow in size and staff. Detailed financial information can be seen
in the cash flow and profit and loss account located in Appendix 1 and Appendix 2. Cash flow
and profit are essential financial metrics in business. A cash flow statement is ‘a financial
document designed to provide a detailed analysis of what happened to a business’s cash
during a specified period of time’ (Sobieski, 2020) whereas profit refers to the balance that
remains when all of a business’s operating expenses are subtracted from its revenues
(Sobieski, 2020)
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1 january febuary march april  may  june july august  september october  november december Total
2 |sales income
3
4 |capital 5,000
5 |sales income 80,000 80,000 80,000 80,000 80,000 80,000 80000 80000 80000 80000 80,000 80,000 960,000
6 |total income 85000 80,000 80,000 80,000 80,000 80,000 80,000 80000 80000 80000 80,000 80,000
7
8
9 |staff pay-10 20000 20000 20,000 20,000 20,000 20,000 20,000 20,000 20,000 20,00 20,000 20,00 240,000
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11 |cancelation fees 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 10000 120,000
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13 |insurance policies 500 500 500 500 500 500 500 500 500 500 500 500 6,000
14 | telephone bill 600 600 600 600 600 600 600 600 600 600 600 600 7,200
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16 |internet 500 500 500 500 500 500 500 500 500 500 500 500 6,000
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18 |pension contribuitions 500 500 500 500 500 500 500 500 500 500 500 500 6,000
19 | national insurance 500 500 500 500 500 500 500 500 500 500 500 500 6,000
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21 |total expediture 52600 52,600 52,600 52,600 52,600 52,600 52,600 52600 52,600 52600 52600 52,600 631,200
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25
26
27
28 -
Sheet1 [ @) < ,

Ready Y% Accessibility: Good to go

H L Type here to search 17°C Cloudy




image2.png
Callum Mason

Fle Home Insert Pagelayout Formulas Data Review View Automate Help

de canon T e B B 8RE Iy O @
[ACopy v ill
" Sramarna | 51 Bseacons - | B % 5 8| SISl | T pur. I R
Clipboard ~ Font ~ Alignment ~ Number ~ Styles Cells Editing Analysis ~
E1 - S v
A B c D E F G H ! J K L M N o P Q R s T -
Il -
2| profit and loss
3| april 2022-april 2023 sales 960,000
4 cost of sales 631,200
5| gross profit 960,000
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13 expenses total expenses 631,200
14 net profit 383,800
15 staff pay -10 20,000
16 data 8,000
17 cancelation fees 10,000
18 IFA fees 10,000
19 insurance policies 500
20| telephone bill 600
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22| internet 500
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25 | national insurance 500
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