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Cover letter. 


Mr. Georgi Vangelov 

I am writing in regard to my interest in commencing security company. I have decided this specific topic as I have nearly 7 years of experience and I think whilst this time, I have gathered enough knowledge to start my own enterprise. 

We have chosen name which is Virtual Security Ltd. We have chosen this name for the reason that in today’s days the virtual world has taken place and have impacted the society in a better way. I think this business will progress in the market not only because security services are essential for every business, but also because of its advanced methods of operation. We suggest the newest methods of security services as cameras, alarms but mainly we will specify on the recruitment and the good quality operational hand. Our methods of recruitment require online exams on the first stage for all recruiters. This way we will pick the best of the best guards for the position, which will contribute to the client amazing service. We will encourage our employees as well with free development courses which will be an incentive for them. This way we will be able to meet customer expectation and client expectation. 

The meeting can be arranged any time upon your request!


Kind regards: 


Georgi.V



























Executive summary 

Virtual security services ltd is a start-up company found by me Georgi.V and Ludwig Rupp location has not been discussed yet, only the plan. The business will provide security service for CCTV-IP,  security guards, security audit, and referrals to equipment provide commercial buildings, Schools, Universities, hospitals, retail businesses and eventually special event venues and other clients. The business seeks investor assistance and will expand if successful. 

In the current political situation, with increasing fears of terrorist activities, and the current economic climate, which promises an upswing in general and in outsourced services especially, this business is launching at the right time. The business will target large retail stores and building management companies first in order to establish a strong base of clients in London. Virtual security services will grow its employee base of security guards carefully, based on client’s contracts, and use both part-time and full-time guards. The business expects a decent amount of sales of in the first year, and almost doubling by the end of the third year. Gross margins will be similar for the first year based on guard label cost and billings. After the initial investment and launch, a lean first year, and establishment of an office and training space in the second year the business will be poised to expand trough is own financing year after 3 years. After the business proved replicable in additional cities, the business may be sold to provide an exit for the initial investor and founders. The business is planning to recruit professional maintenance hand which will assist, and supply support the venues. We will apply flexible working hours for our employees, this way we will target harmony and organized work schedule.













1. Business description and structure


Virtual security ltd. will base its success on the following objectives.

1.1 Hire no more than 25 professional hand operational hand staff members by the end of the third year of operation. Also remove worries for clients who require sec guards for their buildings, facilities. Being attentive to client concerns and objectives to create customized security guard packages.  To guard entrances and screen guests/employees.  To monitor client premises with good quality video surveillance equipment. To protect clients’ assets employees and guests. 

1.2 Supply security guards to 10 venues on full -time basis by the end of the third year of operation.
Make sure there is appropriate cover at all times, and operational hand is always on site even on blow off cases.  Monitoring the quality of security guard service to offer quality assurance. To avoid criminal activities taking place. To liaison with police and city emergency responders. 

1.2 Earn 2million in revenue with profit over 300,000 in its third year of operation. Make sure we provide our guards with full support in terms of training twice a year.  Knowing what the client does not know (introducing deep security expertise and knowledge health and safety knowledge on the table).  To provide response in case of fire or other type of emergencies. To respond to customer and client health in case of emergencies. To avoid physical fights or trespassers. 
 
Virtual security Ltd will be legally licensed, assured and providing armed and unarmed guards, based on client expectation and budget. All the guards will be certified (well-trained) to carry firearms. There will be rotation and sometimes the same guards will be dispatched to the same place. However, cover will be necessary from time to time. We will build trust with clients as partner rather than with specific guard they communicate with. Efficient communication will be provided via two ways radios which will provide constant communication between each-other. When the radio channel does not work loose coverage then they can use the mobile version 24 in coverage. Link radio will be installed which will be connected to the town-center and local police station. There will be guard or guards on 24 hours basis in control room If there is, to ensure guarding during the night as well. Client must provide vehicles if their job require patrol. We will make a partnership with one more company that will supply us with more operational hand, this way cover will be assured at all times.  To ensure the building is fully checked on daily basis by regular patrols, we will introduce to the company spot patrol. Spot patrol will be dynamic and useful way to keep the building on point. Little rubber spot will be attached on most of each corner of the building including the ruff access points. The checking will be completed when the guard access physically the point and use the phone app called Alpha to mark his self as present on the point, all the way until the last point.

1 Market Summary

The market for security guard services includes building management companies, retail businesses, event venues, and other businesses. IBISworld.com reports that the security services industry as a whole was £29.7 billion in 2008. While this number includes investigative services and armoured car services, it is estimated that security guards accounted for £22.3 billion. This represents approximately 540,000 employees in the security guard industry.
While market revenue has dropped 2% in 2008 due to the recession, it is expected that the market will rise again due to increasing outsourcing of security services by companies who will delay hiring their own full-time employees as the recession ends. The continuing and growing concerns about security brought on by international terrorism are also expected to contribute to growth in the industry.
Of the potential targets available in Virtual Security ltd will focus on building management companies and retail businesses at the outset. These businesses require steady security needs and serving them is simpler than serving special events.


2 Market Segmentation
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The market analysis table shows the market segmentation for London among the major market segments for security guard services. Growth is slow among these markets as new development is not prevalent in London currently.

Building management companies generally install surveillance equipment and employ security guards to monitor that equipment, to staff front desks/security checks, and sometimes for general patrol. These companies often work with a number of commercial or residential buildings and look to establish a relationship with one reliable vendor for all of their security guard needs. While some buildings require night-shift guards, others require only day coverage.

Large retail businesses use security guards to deter theft and to provide safety. These include department stores and other retail stores over 4,000 square feet, although some smaller stores may use security guards if they sell high-priced items (designer fashion, jewelry, technology, etc.). Retailers require more guards during the day. Some simply lock the store at night while some larger department stores use night patrols as well.

Event venues use security guards to monitor guest lists and fire capacities and to organize emergency response. Nightclubs and bars may be included in this category. However, most nightclubs and bars employ their own security personnel (or "bouncers") directly and do not use vendors. Event security has the same risks as other security, but there is limited time for security audits and situations change fast, making this a higher stress business that requires better trained guards. Events tend to happen in the evenings with weekday nights for corporate events and weekend nights for private events.

Educational institutions, such as primary and secondary schools and colleges, generally employ security officers to guard and patrol their buildings and campuses. Often these institutions employ their own in-house security staff, but they will sometimes use outsources security vendors. These institutions require night and day patrols.
The service where, private institutions as individuals who are seeking for personal protection called close protection services are very recommended those days, as the rapidly changing environment is dotted with unexpected danger, as terrorism and robberies. Those institutions require day and night protection, mainly upon the client request and budget. The key strategy for Virtual Security ltd. is to build their operations and marketing around buildings and retail stores that are large enough to have permanent, on-site security needs, but not so large that they can save significant money by developing security staff in-house. 

To achieve this strategy, Virtual security will:

Train guards well for permanent check-in, patrol, and surveillance positions
Use advertising and targeted lists to locate and market to these customer markets
Focus specifically on guard services and high-level consulting audits, while outsourcing or referring to vendors for security equipment and system needs



3 Competitive Edge.
 
Virtual Security Ltd will built a competitive edge through high levels of customer service and assurance. The company will strive to not be a broker between clients and contracted security guards, as some security guard providers become, but instead be a partner in the security and protection of client's assets, with security guards as a major tool in that protection. This strategy will require Chindit Batten to carefully audit a client's security situation and to work with them on plans to upgrade and maintain that security. He will continually check in with clients and with the guards sent to client sites to learn about the challenges they are facing.











4 Marketing Strategy
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To reach its target markets of building management companies and large retail businesses, Virtual Security will use the following tactics:

Development of a basic "brochure" website with services and contact information
Advertising in trade publications read by managers in these two industries
Advertising online with Google AdWords around keywords for security services and security guards, especially associated with these two types of customers
Business cards and brochures for to Virtual security distribute on appointments and while networking with Virtual security area business networking groups
Direct selling work based on purchasing or developing target lists
Direct mail of brochures and letters to these target lists of potential clients in Virtual

5 Sales Strategy.
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Virtual security will be the primary salesperson for Virtual security services. He will meet with clients at their buildings to perform an initial consultation and will create proposals for security services based on the client's needs. Batten will track sales prospects and clients with ACT!, a client management database system. 
Virtual security's sales strategy will be to listen carefully to the needs of the client and to provide assurance through stories of his experience and a canny understanding of their needs and concerns. While his proposals may not be the lowest cost bids a potential client receives, he will follow up with care and the same personal attention that clients will receive if they move forward with using Virtual-Security.


6 Sales Forecast

Security guard sales will be recurring. Assuming a client retention rate of 90% annually, based on virtual security 's track record in the business, total sales will escalate quickly. Sales will be a combination of clients requiring 24/7 coverage and those with only daytime coverage. 40% of sales in Pounds are expected from 24/7 clients. Sales are expected to meet the objective of £1.75 million in the third year.
Direct costs of sales consist of supplies specific to each job, such as uniforms which must be purchased. Uniform may be a branded Virtual security uniform or contain the customer's branding to provide the visible presence of security at the job site. Additional sets of uniforms must be purchased by the guards (at a discount) from the designated uniform provider and laundry and cleaning of uniforms is the responsibility of the guards as well. Job supplies will include materials related to security audits and specific equipment purchases for a job as well. work schedule.



7 Diagram and roles








7.3 General Manager Profile:

Three types of skills are required for the administration and direction of the company:

· Technical ability: Consists of using knowledge, methods, techniques and equipment necessary to carry out their specific tasks through their instruction, experience and education.
· Human Ability: Consists of the ability and discernment to work with people, understand their attitudes and motivations, and apply effective leadership.
· Conceptual ability: consists of the ability to understand the complexities of the global organization and to adjust the behavior of the person within the organization. This ability allows the person to behave in accordance with the objectives of the total organization and not just in accordance with the objectives and needs of her immediate group.

7.4 Administrative Manager profile

The administrative Manager is expected to possess skills to:

· Support the management and administrative process of companies and organizations.
· Advise the internal and external client.
· Produce and organize correspondence and other.


7.5 Accounting Department


· This is responsible for the financial information recording and reporting the cash flow transactions for the company.
· This department will be in charge of accounts receivable, accounts payable, payroll, financial reporting.


7.6 Legal Department 

· They will work for the company to maintain and prevent any legal issues that arise.
· They will play critical roles dealing with regulatory requirements which allows the company to operate compliantly as an entity.
· They will be reviewing and drafting contracts, employee policies, and handling court cases.


7.7 Sales & Marketing 

· Marketing will be in charge of the costumes service, sales and communications research and development, pricing, distribution.
· In this way, the sales department they will advises the marketing department based on the feedback with customers and focuses on customer contact to drive sales.



7.8 Area Manager profile

· Will be in communication with sales targets.
· Will be providing at the team with a stimulating and supportive environment.
· Will be maintaining and increasing standards of customer service.
· Will be driving the teams for the performance.
· Will be controlling the training and development of the staff.
· Serve as a link between the different areas of the company, providing a comprehensive vision of the organization and its knowledge of ITs for the fulfillment of organizational objectives with special emphasis on Customer Service and HHRR.

1.3 Area Manager profile

Electronic engineer skills include:

· Manage electronic equipment and systems.
· Direct the operation of electronic equipment and systems in the areas of communication, control, instrumentation and power.
· Direct the installation of electronic systems and equipment.
· Supervise electronic maintenance activities.
· Train the technical staff of the area.
· Participate in the administration of the corresponding work processes to her profession.
· Ability to identify, analyze, and solve problems specific to the Electrical Engineering and related.
 
1.4 Supervisor Profile

· He will be supervising the team members in duties and performance, providing feedback where necessary and reporting team strengths and weaknesses to management.
· Motivates, guides, and mentors team members to exceed goals and creates a positive environment during shifts.

1.5 Security Guard skills & Duties

· Some of de skills must to be: Lifting, Surveillance Skills, Deals with Uncertainty, Judgment, Objectivity, Dependability, Emotional Control, Integrity, Safety Management, Professionalism, Reporting Skills.
· Secures premises and personnel by patrolling property; monitoring surveillance equipment; inspecting buildings, equipment, and access points; permitting entry.


2 Type of Services offered for the Security Company

These can be any of the following:

9.1 Security system CCTV:

This CCTV System it allows covering larger surveillance areas and regardless of the distance from the monitoring station. Through this system the client will also be able to access in real time the events that take place in their infrastructure. 

The cameras will be installed in open spaces defined as exteriors and interiors closed or restricted access places: 
Dangerous places such as access roads, perimeter wall, parking lot.
Places with valuable content such as: books, documents, computers, art, etc.
Places with highly dangerous content such as: chemical component, fuels, radioactive substances, etc.

1.2 Security guards for contract

	We offer short or long contract of the security guards to various types of organizations to protect assets as well as protect people. These are generally stationary guards located in different types of establishment where we can provide patrol control on this site, control keys, registration of obligations for the prevention of losses in some cases.

	For special events we will have trained personnel for to create a safe atmosphere, to totally prevent problems and will be ready where and when they are required to enforce the rules of the organization.

1.3 Mobile patrols

We will provide mobile patrols to impose a security presence where the CCTV system wants it. In this way we can act quickly in places where monitoring requires it.

Mobile security patrols traditionally are used by clients that wanted a security presence at their location but only at random times. The mobile patrols will have a vehicle and in some cases dogs to patrol the site for a period of time that is required. The patrols will have a computer and video camera for a complete record and subsequent analysis of the custody. In London, despite the fact that we have many security cameras on the streets, it is strictly necessary to impose a mobile security presence provided with search equipment. At Central London we will visit our clients to provide a continuous presence as a deterrent in addition to regular surveillance. Often times, mobile patrol officers are also used as supervisors for company emergencies and coordination with the Police.


1.4 Uniformed personnel

Our guards will have their uniform accompanied by the bodycam to be used in places where the visibility of the security guard is a main concern for the client. With our uniforms we will force to promote crime prevention and to visibly indicate that it will be enforced.

1.5 Plainclothes personnel

 Security officers who work in buildings where the responsibility is for access control, public relations, back guard, and escort will often wear formal and elegant clothing. The client will have to choose a variety of uniforms that suit the establishment and its needs.

1.6 Access duty

Security staff are often hired for special events or locations where strict enforcement of access to the site is required. This may or may not be part of an entire technologi- cal access system.

9.7 Hotel security

	 Security officers are hired to perform duties within hotel environments that may include first aid, access control, fraud prevention, special events security, and so on.
	
	“Hotels must foster an inviting atmosphere for guests while ensuring safety and security. Presenting security per- sonnel in a customer service role with officers dressed in upscale business clothing rather than traditional police- or military-style uniform, makes for a more accessible presence. This careful balance of customer service and security requires experience, specialized training and supervision. When your guests feel that they are both welcome and watched-over, they will feel more comfortable.

	“Ensuring that the right type of person occupies this customer-centric security role is also important. It is important to identify candidates through selective recruiting resources like hospitality and concierge associations and conduct exten- sive interviewing to ensure they possess a high aptitude for customer interaction.”3

9.8 Mall security

	 Security within malls is to ensure the positive use of the mall shopping environment by all customers. Of- ficers patrol the mall regularly, maintain information to assist customers, patrol exteriors, enforce parking issues on the site, work with police regularly in relation to shoplifting and theft matters and, more recently, threats of terrorism.

9.9 Construction security
	Construction security is most often at night; site protection is required after hours to ensure no break-ins or theft.


9.10 Postsecondary campus, university, and college security
Academic environments use security 24/7 and security officers maybe involved in escort duties, lock and key control mainte- nance, campus vehicle patrols, foot patrols, and enforcement


10 Market Analysis 

	We will try to quickly apply and make understood our market study that we have collected through social networks, market behavior, economic and social political classification that we are currently experiencing in this way, we want to show that a lot of marketing and the trends that the information shows us we have collected.

10.1 0ur target customer


The video surveillance system opal market was valued at 40.37 million Pounds in 2018 and is expected to reach a value of 95,983 millions Pounds by 2024, registering an annual growth rate of 15.53% during the forecast period 2019-2024 according to the report published by the Observatory and market the use of video surveillance in business is growing significantly due to the growing need for physical security along with the use of cloud-based service for centralized data.

It is here where we focus our market segment, given the needs of industries such as banks, financial entities, transportation industry and in all types of businesses, that we will make foray into this type of services CCTV

Security systems services in UK industry trends (2015-2020) had industry average growth 2015-2020: 11.1%
	
	Operators in this industry install, maintain and monitor security and fire alarms and CCTV surveillance equipment. The demand for security services tends to be protected to a great extent regardless of the economic changes that arise since security is what matters most even in difficult times. In the past five years, public concern about terrorism and crime has increased, supporting the industry's demand for services. To alleviate public fears regarding safety and improve efficiency, government authorities have outsourced security services to specialized contractors. Additionally, consumers have sought out industry products to lower insurance premiums. Consequently, over the five years to 2020-21, revenue is expected to grow at a compound annual rate of 6.4%, reaching just £ 1.4bn.

As the UK security surveillance market covers a variety of market segments from locking systems, CCTV, security fences, security gates, intruder alarms and access technology; is that, we focus on providing specialized security service in the CCTV segment supported by the traditional human factor.
Since the UK security market grows annually an average of approximately 12% and more than 2,000 companies specializing in the design, manufacture and supply of security equipment employing about 600,000 people. Is that we bet on this segment.

The CCTV segment accounts for the majority of the market value, with a 52% share. The video surveillance industry has experienced the highest levels of innovation and new product development. Competition from Chinese manufacturers has led to a significant reduction in the resale price. In the access control sector, product development and new technologies have been a key driver of growth in this segment, particularly in commercial offices and home construction. Electronic access control plays a very important role. Additionally, access control products have not been subject to price deflation experienced in other sectors, which has allowed for relatively constant value growth. Paxton, ACT, Comelit, TDSI, Fermax are some of the main players in this segment. The main key players are Honeywell, Texecom, Pyronix, Risco, Scantronic, Bosch, etc.
 

[image: ]






10.2 Potential customers 
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Our potential customers target that we have focused in the market for security guard services includes building management companies, retail businesses. Located in the central area of London as it is one of the most important financial centres in the UK. This area has more than 10,000 companies.

I n the first year we hope to get a minimum of 10 clients in central london, to whom we can make a contract of 24 hours a day for a period of at least 1 year, with an approximate cost per hour of £ 25, in such a way that an average of £ 219,000 per year can be obtained for each customer.

With the expectation of having 10 clients in the first year, we hope to increase the clientele by 12% and thus in the term of 3 years we would go from £ 2,190,000 to £ 2,747,136£ as annual income.

To calculate the price, we started from the costs involved in providing the service, such as labor costs (wages and salaries of guards), costs of using equipment, uniform, policies, administrative expenses, and other costs which are necessarily incurred to provide our service with the characteristics described above; and a 25% profit margin was established as company policy.










10.3 Competition

Biggest companies in the Security System Services industry in the UK The companies holding the largest market share in the Security System Services in the UK industry include: ADT Fire & Security plc, Securitas Security Services (UK) Ltd, G4S Secure Solutions (UK) Limited and MITIE Security Limited.

	
	Due to these difficult times such as covid-19, all the information search was carried out through desk (books) and online research (thought websites SIA), personal experience (we have working in the sector for more than two years) and social media (Facebook, Linkedin). Thethis was the way for our research that we had to conducted to develop our market, industry, regions, customers, competitors.











10.4 Competitor Analysis using the SWOT format

MITIE Security Limited
	Strengths
they are for many years in the market
	Weakness
They are in various areas and are not concentrated in the security area

	Opportunity
Price in the market 
	Threats
High waste of management fee





G4S Secure Solutions (uk)
	Strengths
 Cost in payrolls
	Weakness
Lack interaction with the customers

	Opportunity
Lower wage scale

	Threats
Union labour issue




Virtual security services ltd
	Strengths
Investing heavily in new technology  

	Weakness
Competitive market and limited customers

	Opportunity
New market, new contract available, Political climate.

	Threats
Domestic competition, terrorism







10.5 Marketing and sales plans

	The way in which the service is to be made known will be through direct marketing, specifically through Mailing to potential clients, also the action program is constituted by the use of another mass medium such as advertising on Twitter.

	The affiliation to the CompanyHouse will also be an open door to be able to have a greater approach to possible clients.

Will promote our business including the following:

• Website 

	We will have an interactive and promoted web page through search engines: 

Google 			One of the best-known search engines and business.
Safari			One of the best-known search engines for people who use the Apple brand.
Microsoft edge		One of the best-known search engines for people who use the Microsoft.
Youtube		One of the video hosting must popular 
Faceboock		With more than 600 million users, 50% of whom log in every day, it’s a natural
			 for businesspeople to advertise themselves and even offer items for sale. 
Instagram		Focus on top-quality visuals effect.
Linkedin		Is a professional social media 


	Our web will have totally free advice, we guarantee your money back if you are unsatisfied with our product, 


• Advertising (print, radio, TV)

	In the moment we will make a strong investment in advertising to continue growing in those channels. 


   
10.6. Operations (supplier & partnership)

	Safesite facilities Uk, it will be our main suppliers in electronic machines and cameras for surveillance with which we will have a free advice and credit line.

	A goal in the near future is to seek people and companies to partner with and thus be able to consolidate our service, make it more efficient and reach a greater diversification of prospects.

	We are convinced that acquiring experience and knowledge from other people or companies is essential for us to develop a new profile in the market that we are choosing for this, it is strictly necessary to have the help and people who already have the knowledge.

Supplier
	Organization
Safesite UK
	Relationship status
Supplier 

	Service provider
Electronic supplier 

	Key terms of relationship 
We have a contract for 2 years





10.7 Other Operational considerations (Police)

	We are talking about operating in coordination with other companies, it is strictly necessary to have and work with the police, this is important because in their work it will be essentially coordinated, monitored with the police, given a point we have to work supported with this institution or vice versa. support this institution.

	It is of vital importance to be in coordination with the Police of the area to know to make them know our functions some strategies that can be taken jointly both for support and logistical support.

	Surveillance control cannot be confused or believe we are exercising police functions, on the contrary, our work cannot be carried out without the support of this institution.

10.8 Staff required for to star-up the company

	Currently we are starting with 15 people between Administrative and operative staff. Each contract is with a full time of 8 hours daily. We have organized a rota weekly and monthly.

	The payment will be the 8 of each month through a bank account with all discount for the law.

	For all of our key staff how the security guard will have a bonus and regards for the job done efficiently.


10.9 Home of Business
    
	We are starting in a small office were will pay 1.600£ monthly, is addressed in central London with easy access and car park for to keep our mobile patrol (vehicle).

11 Technology Plan

	Introducing technology to change an organization or company presents different types of objectives to achieve, such as the administration of work, the competent people to the project and above all an effective administration.
	Frequently, those responsible for technical management and innovation have to break a routine which is to investigate equipment with greater efficiency and also the training of personnel to use these equipment so that they can have a very effective experience in the development of the work is for this Technological reason includes developing the part of the devices as well as the human part.  We will use the Internet networks through the connection in the IP which will allow us to have a surveillance with all our clients in real time.

12 Social Responsibility and Sustainability
Explain how your company is acting towards the corporate social responsibilities
 FinancialPlan(ConsidertheFollowing)




13 Sources of Finance
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Resorting to a loan may be the option for entrepreneurs or small and medium-sized companies (SMEs). The importance of analyzing the budget, cash flow, needs and projects for which money is required, is important at the time of borrowing.

One of the valid reasons to apply for a loan is to improve or protect cash flow or expand the business. "In these cases, the cost originated by the loan may be less than that of financing these actions with current income," says Connect Americas in a publication.

Taking as a reference the Informative Guide for SME Banking, situations in which to apply for a loan are indicated:

Export.- By entering new markets, companies could have longer periods of time to charge new customers and need to cover this gap
Increase capital.- It can be used to hire more staff or increase the rate of production
Purchase of equipment.- When we are going to increase production or enter new markets
Credit history.- To improve the image of the company before the financial system
Improve cash flow.- In the case of a debt that lacks time to finish, a new one is acquired to cancel it or make a payment and improve cash flow
Basically, short-term loans are for brief needs, thus avoiding the unnecessary payment of higher interest. "For example: if an SME experiences rapid and transitory growth in its sales, such as seasonal increases in demand, a short-term loan could help meet that seasonal situation. This allows it to absorb all of the demand and access income additional "is explained in the post.

Meanwhile, the long-term is intended for more extensive situations. For example, if an increase in sales is projected for a longer time. "In addition, there is a positive impact on the liquidity indicators of an SME. This is due to the fact that current liabilities include only the debt that must be repaid within the current year and not that of later dates."

Among the tips for acquiring debt, it is suggested to avoid them during a crisis, because things can be uncertain. Also, prepare a financial statement that projects your financial situation for the next three years. Finally, make a budget to know how your situation would go with this credit.
 














14 Personal Survival Budget







15 Sales Assumption










16 Cash Flow Forecast






17 Conclusion

Taking into account the research carried out during the construction of the marketing, the following results were found:

There is a fairly well-positioned and recognized competition in the sector, with several years of experience, additionally substitutes were found, such as, which also provide security and surveillance services, with cheaper prices than the others.

On the other hand, the security and surveillance sector is very traditional, with no possibility to innovate  too much, so it is necessary to investigate and include other forms of show the service a little more attractive to the customer, and likewise make the company and its services through mass advertising, which is currently not it is being handled in this sector. There is also the need to focus activity of the company towards Social Marketing, is an added value in the tenders or private contracts since social inclusion is being supported to staff with disabilities, this being a positive aspect.
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PERSONAL SURVIVAL BUDGET



Enter Full Name Key:



Enter Company Name
These cells auto-calculate and are 
locked so you can't edit them.



Enter Date
Insert your own text/numbers into 
these cells as relevant.



Personal income Monthly net income (£) Annual net income (£)



Employment (net income) £2,100 £25,200
Benefits payments £0 £0
Enter other £500 £6,000
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0



£2,600 £31,200



Personal expenses Monthly net expenses (£) Annual net expenses (£)



Rent or mortgage payments £1,600 £19,200
Council tax £140 £1,680
Utilities £0 £0
Phone and internet £40 £480
TV Licence £11 £132
Personal and property insurance £25 £300
Grocery shopping £130 £1,560
Transport costs £130 £1,560
Car tax and insurance £3 £36
Subscriptions £0 £0
Clothing £50 £600
Leisure and entertainment £100 £1,200
Money put into savings £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0



£2,229 £26,748



YOUR MONTHLY BALANCE YOUR ANNUAL BALANCE



£371 £4,452



Description (as required)



Total income across all sources:



Description (as required)



Use this space to explain any of the information you have provided in the fields above.
Your notes or commentary



Total expenses across all areas:
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PERSONAL SURVIVAL BUDGET

Enter Full Name

Key:

Enter Company Name

These cells auto-calculate and are 

locked so you can't edit them.

Enter Date

Insert your own text/numbers into 

these cells as relevant.

Personal income

Monthly net income (£) Annual net income (£)

Employment (net income) £2,100 £25,200

Benefits payments £0 £0

Enter other £500 £6,000

Enter other £0 £0

Enter other £0 £0

Enter other £0 £0

£2,600 £31,200

Personal expenses

Monthly net expenses (£) Annual net expenses (£)

Rent or mortgage payments £1,600 £19,200

Council tax £140 £1,680

Utilities £0 £0

Phone and internet £40 £480

TV Licence £11 £132

Personal and property insurance £25 £300

Grocery shopping £130 £1,560

Transport costs £130 £1,560

Car tax and insurance £3 £36

Subscriptions £0 £0

Clothing £50 £600

Leisure and entertainment £100 £1,200

Money put into savings £0 £0

Enter other £0 £0

Enter other £0 £0

Enter other £0 £0

Enter other £0 £0

Enter other £0 £0

£2,229 £26,748

YOUR MONTHLY BALANCE YOUR ANNUAL BALANCE

£371 £4,452

Description (as required)

Total income across all sources:

Description (as required)

Use this space to explain any of the information you have provided in the fields above.

Your notes or commentary

Total expenses across all areas:
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SALES ASSUMPTIONS



Key:



August



1. Product breakdown
Product / Service 1 Product / Service 2 Product / Service 3 Product / Service 4



Product / Service name
Sale price (per unit) £25.00 £25.00 £25.00 £25.00
Cost price (per unit) £11.00 £11.00 £11.00 £11.00
Gross Margin (per unit) 127% 127% 127% 127%



2. Number of sales per month
*Average sales volumes per day based on 30-days per month.



Month Product / Service 1 Product / Service 2 Product / Service 3 Product / Service 4 Total sales volumes 
per month



Average sales volumes
per day*



1 300 300 160 300 1060 35
2 300 300 160 300 1060 35
3 300 300 160 300 1060 35
4 300 300 160 300 1060 35
5 300 300 160 300 1060 35
6 300 300 160 300 1060 35
7 300 300 160 300 1060 35
8 400 200 200 200 1000 33
9 200 200 200 200 800 27
10 200 200 200 200 800 27
11 200 200 200 200 800 27
12 200 200 200 200 800 27



Sales (£)
You do not need to edit this section; this will auto-calculate based on your responses above. *Average sales value per day is based on 30 days per month.



Month Product / Service 1 Product / Service 2 Product / Service 3 Product / Service 4 Total sales value (£)
per month



Average sales value
per day*



1 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33
2 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33
3 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33
4 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33
5 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33
6 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33
7 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33
8 £10,000.00 £5,000.00 £5,000.00 £5,000.00 £25,000.00 £833.33
9 £5,000.00 £5,000.00 £5,000.00 £5,000.00 £20,000.00 £666.67
10 £5,000.00 £5,000.00 £5,000.00 £5,000.00 £20,000.00 £666.67
11 £5,000.00 £5,000.00 £5,000.00 £5,000.00 £20,000.00 £666.67
12 £5,000.00 £5,000.00 £5,000.00 £5,000.00 £20,000.00 £666.67



Cost of sales
You do not need to edit this section; this will auto-calculate based on your responses above. *Average cost of sales per day is based on 30 days per month.



Month Product / Service 1 Product / Service 2 Product / Service 3 Product / Service 4 Total cost of sales (£)
per month



Average cost of sales
per day*



1 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67
2 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67
3 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67
4 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67
5 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67
6 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67
7 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67
8 £4,400.00 £2,200.00 £2,200.00 £2,200.00 £11,000.00 £366.67
9 £2,200.00 £2,200.00 £2,200.00 £2,200.00 £8,800.00 £293.33
10 £2,200.00 £2,200.00 £2,200.00 £2,200.00 £8,800.00 £293.33
11 £2,200.00 £2,200.00 £2,200.00 £2,200.00 £8,800.00 £293.33
12 £2,200.00 £2,200.00 £2,200.00 £2,200.00 £8,800.00 £293.33



ludwig rupp



virtual security  service ltd



01/08/2020



Select your starting month:
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SALES ASSUMPTIONS

Key:

August

1. Product breakdown

Product / Service 1 Product / Service 2 Product / Service 3 Product / Service 4

Product / Service name

Sale price (per unit) £25.00 £25.00 £25.00 £25.00

Cost price (per unit) £11.00 £11.00 £11.00 £11.00

Gross Margin (per unit) 127% 127% 127% 127%

2. Number of sales per month

*Average sales volumes per day based on 30-days per month.

Month Product / Service 1 Product / Service 2 Product / Service 3 Product / Service 4

Total sales volumes 

per month

Average sales volumes

per day*

1 300 300 160 300 1060 35

2 300 300 160 300 1060 35

3 300 300 160 300 1060 35

4 300 300 160 300 1060 35

5 300 300 160 300 1060 35

6 300 300 160 300 1060 35

7 300 300 160 300 1060 35

8 400 200 200 200 1000 33

9 200 200 200 200 800 27

10 200 200 200 200 800 27

11 200 200 200 200 800 27

12 200 200 200 200 800 27

Sales (£)

You do not need to edit this section; this will auto-calculate based on your responses above. *Average sales value per day is based on 30 days per month.

Month Product / Service 1 Product / Service 2 Product / Service 3 Product / Service 4

Total sales value (£)

per month

Average sales value

per day*

1 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33

2 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33

3 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33

4 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33

5 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33

6 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33

7 £7,500.00 £7,500.00 £4,000.00 £7,500.00 £26,500.00 £883.33

8 £10,000.00 £5,000.00 £5,000.00 £5,000.00 £25,000.00 £833.33

9 £5,000.00 £5,000.00 £5,000.00 £5,000.00 £20,000.00 £666.67

10 £5,000.00 £5,000.00 £5,000.00 £5,000.00 £20,000.00 £666.67

11 £5,000.00 £5,000.00 £5,000.00 £5,000.00 £20,000.00 £666.67

12 £5,000.00 £5,000.00 £5,000.00 £5,000.00 £20,000.00 £666.67

Cost of sales

You do not need to edit this section; this will auto-calculate based on your responses above. *Average cost of sales per day is based on 30 days per month.

Month Product / Service 1 Product / Service 2 Product / Service 3 Product / Service 4

Total cost of sales (£)

per month

Average cost of sales

per day*

1 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67

2 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67

3 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67

4 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67

5 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67

6 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67

7 £3,300.00 £3,300.00 £1,760.00 £3,300.00 £11,660.00 £388.67

8 £4,400.00 £2,200.00 £2,200.00 £2,200.00 £11,000.00 £366.67

9 £2,200.00 £2,200.00 £2,200.00 £2,200.00 £8,800.00 £293.33

10 £2,200.00 £2,200.00 £2,200.00 £2,200.00 £8,800.00 £293.33

11 £2,200.00 £2,200.00 £2,200.00 £2,200.00 £8,800.00 £293.33

12 £2,200.00 £2,200.00 £2,200.00 £2,200.00 £8,800.00 £293.33

ludwig rupp

virtual security  service ltd

01/08/2020

Select your starting month:
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12-MONTH CASH FLOW FORECAST



Enter Full Name Key:



Enter Company Name



Enter Date



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



Total anticipated sales £0 £26,500 £26,500 £26,500 £26,500 £26,500 £26,500 £26,500 £25,000 £20,000 £20,000 £20,000 £20,000 £290,500
Value of your Start Up Loan £50,000 n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a £50,000
Other sources of cash or equity £10,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £10,000
Existing assets for business purposes £11,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £11,000
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



£71,000 £26,500 £26,500 £26,500 £26,500 £26,500 £26,500 £26,500 £25,000 £20,000 £20,000 £20,000 £20,000 £361,500



Cash out-flows Description (as required) Starting point 1 2 3 4 5 6 7 8 9 10 11 12 TOTAL
Total anticipated cost of sales £0 £11,660 £11,660 £11,660 £11,660 £11,660 £11,660 £11,660 £11,000 £8,800 £8,800 £8,800 £8,800 £127,820
Existing assets for business purposes £11,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £11,000
Rent or premises costs £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £26,000
Business rates for your business premises £50 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £3,650
Utilities (gas, electricity, water) £50 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £1,850
Insurance £0 £130 £130 £130 £130 £130 £130 £130 £130 £130 £130 £130 £130 £1,560
Telephone and internet £0 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £3,600
Marketing and advertising expenses £0 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £2,400
Vehicle running costs £0 £600 £600 £600 £600 £600 £600 £600 £600 £600 £600 £600 £600 £7,200
Equipment purchase or leasing £0 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £3,600
Postage, printing, stationery £0 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £1,200
Transport and delivery £0 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £1,800
Professional fees (legal, accounting etc.) £0 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £24,000
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 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £28,800
Staff costs £0 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £364,320
Start Up Loan monthly repayment - First Loan n/a £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £6,000
Enter other n/a £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
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



£13,100 £51,150 £51,150 £51,150 £51,150 £51,150 £51,150 £51,150 £50,490 £48,290 £48,290 £48,290 £48,290 £614,800



Your net cash flow (A-B) £57,900 -£24,650 -£24,650 -£24,650 -£24,650 -£24,650 -£24,650 -£24,650 -£25,490 -£28,290 -£28,290 -£28,290 -£28,290 -£253,300



Your monthly opening business bank 
account balance £50,000 £107,900 £83,250 £58,600 £33,950 £9,300 -£15,350 -£40,000 -£64,650 -£90,140 -£118,430 -£146,720 -£175,010 -£203,300



Your closing cash position £107,900 £83,250 £58,600 £33,950 £9,300 -£15,350 -£40,000 -£64,650 -£90,140 -£118,430 -£146,720 -£175,010 -£203,300 -£203,300



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)



MONTHS



Total cash out-flows (B)



YOUR NOTES OR COMMENTARY
Use this space to explain any of the information you have provided in the fields above.










12-MONTH CASH FLOW FORECAST

Enter Full Name

Key:

Enter Company Name

Enter Date

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

Total anticipated sales £0 £26,500 £26,500 £26,500 £26,500 £26,500 £26,500 £26,500 £25,000 £20,000 £20,000 £20,000 £20,000 £290,500

Value of your Start Up Loan £50,000 n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a £50,000

Other sources of cash or equity £10,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £10,000

Existing assets for business purposes £11,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £11,000

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

£71,000 £26,500 £26,500 £26,500 £26,500 £26,500 £26,500 £26,500 £25,000 £20,000 £20,000 £20,000 £20,000 £361,500

Cash out-flows

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

Total anticipated cost of sales £0 £11,660 £11,660 £11,660 £11,660 £11,660 £11,660 £11,660 £11,000 £8,800 £8,800 £8,800 £8,800 £127,820

Existing assets for business purposes £11,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £11,000

Rent or premises costs £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £26,000

Business rates for your business premises £50 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £3,650

Utilities (gas, electricity, water) £50 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £1,850

Insurance £0 £130 £130 £130 £130 £130 £130 £130 £130 £130 £130 £130 £130 £1,560

Telephone and internet £0 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £3,600

Marketing and advertising expenses £0 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £2,400

Vehicle running costs £0 £600 £600 £600 £600 £600 £600 £600 £600 £600 £600 £600 £600 £7,200

Equipment purchase or leasing £0 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £3,600

Postage, printing, stationery £0 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £100 £1,200

Transport and delivery £0 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £1,800

Professional fees (legal, accounting etc.) £0 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £2,000 £24,000

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 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £2,400 £28,800

Staff costs £0 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £30,360 £364,320

Start Up Loan monthly repayment - First Loan n/a £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £6,000

Enter other n/a £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

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

£13,100 £51,150 £51,150 £51,150 £51,150 £51,150 £51,150 £51,150 £50,490 £48,290 £48,290 £48,290 £48,290 £614,800

Your net cash flow (A-B)

£57,900 -£24,650 -£24,650 -£24,650 -£24,650 -£24,650 -£24,650 -£24,650 -£25,490 -£28,290 -£28,290 -£28,290 -£28,290 -£253,300

Your monthly opening business bank 

account balance

£50,000 £107,900 £83,250 £58,600 £33,950 £9,300 -£15,350 -£40,000 -£64,650 -£90,140 -£118,430 -£146,720 -£175,010 -£203,300

Your closing cash position

£107,900 £83,250 £58,600 £33,950 £9,300 -£15,350 -£40,000 -£64,650 -£90,140 -£118,430 -£146,720 -£175,010 -£203,300 -£203,300

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)

MONTHS

Total cash out-flows (B)

YOUR NOTES OR COMMENTARY

Use this space to explain any of the information you have provided in the fields above.
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