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Executive Summary
Outsourced Business Growth Team is a business service for small and medium companies (SMEs) in the UK (Office for National Statistics, 2025). Many owners spend all their time on daily tasks. They have no time to plan growth. The usual solution is to hire a Managing Director (MD) for about £5,000 a month. Instead, the owner can hire our team of experts for a similar price.
We work in steps. First, we do a business audit. Then we make a growth plan with clear goals (KPIs). Then we help the business grow and earn a bonus based on the results. After about a year of good results, if the company wants to scale further, for example internationally or by increasing its market value, we look for an equity share in the business. If we get a share, we become long-term partners and help scale the business further. If we do not get a share, we stay on the KPI model. This becomes passive income for us: we build the systems, hand them over, and stay on the board of directors, while KPI payments continue.
Our clients are SME owners in services, manufacturing, trade, and construction who want fast, guaranteed growth without the risk of hiring a bad MD.


BUSINESS CONCEPT
Business Description
Outsourced Business Growth Team (OBGT) is a UK consultancy that helps SME owners grow their business (Porter, 1985). Instead of hiring one Managing Director, we give clients a team of four experts: a Business Growth Director, two Systemisation Consultants, and a Marketing Specialist. This team does the work of a senior manager, but with more skills and experience.
We work differently from normal consultants. Consultants give advice but do not always help with real changes. We get a fixed fee plus a bonus, only if the client's business grows. This makes our team very motivated to deliver results, not just advice.
After a year of good results, we also aim to get an equity share in the client's business. This turns a service relationship into a long-term partnership. Over time, OBGT plans to build a holding portfolio of companies where it holds a share, and use its team's experience to scale them further.
The founder, Roman Kotyk, built a team with 7-15 years of experience each. The team has worked with companies with millions of pounds in turnover and over 500 staff.
Product Description
Our main product is a management service with three steps: Company Audit, Strategy and KPI Plan, and Implementation.
In the audit, we study the client's business and find its main problems. In the strategy step, we make a clear growth plan with measurable goals (KPIs) (Kaplan and Norton, 1996). In implementation, we build real systems for the business, including: company structure with clear roles, financial planning, hiring and sales processes, KPIs for every department, staff training materials, a better website and sales funnel, AI tools, and new ways to find customers.
If needed, we add more specialists, for example PPC, SEO, or legal experts, and manage their work.
We also offer a second product: investment support. We write business plans and pitch decks for clients, and help them apply for UK grants, such as Innovate UK, or connect with private investors. This service helps clients get the funding they need to grow faster.
Business Objectives (SMART Objectives)
Short-Term Objectives (less than a year)
· Find 2-3 projects to start working with and begin earning KPI bonuses.
· Build full business systems for at least 3 clients in Year 1, and grow their turnover and profit 6-10 times within one year.
· Get an equity share in each project after the first year of work.
Long-Term Objectives (more than a year)
· Partner with and hire 10 teams, each managing 3 OBGT clients, to systematically grow client businesses at scale.
· Add 15-20 companies to the holding portfolio every year, where OBGT holds an equity share, and grow the holding's total value to over £1 billion.
· For projects without an equity share, stay on the board of directors and keep long-term KPI income as a passive revenue stream.
· Add more specialist services as full team members within 2-3 years.


MARKET ANALYSIS AND MARKETING PLAN
Market Analysis
Our main competitors are three types of businesses: business coaches and training courses, management consultancies, and recruitment agencies that find MDs for companies (Porter, 1980). Coaches and courses give knowledge, but the owner must do all the work alone. Consultancies give advice, but they do not usually help with real implementation, and they do not take responsibility for results. Recruitment agencies find an MD, but many hires fail, and the company takes a big financial risk. OBGT is different because we combine all three: we teach, we advise, and we implement changes ourselves, with a team instead of one person.
Our customers are UK SME owners with a monthly turnover of at least £80,000, a real profit margin of at least 30%, and a team of at least 10 employees (Department for Business and Trade, 2025). They are busy with daily operations and do not have time for strategy. They want to grow, but they do not trust one new hire to do it well.
Our main target groups are owners in services, manufacturing, trade, and construction. These owners often want to step back from daily work, focus on strategy, and grow the business without high risk or high cost.






PESTEL Analysis
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Marketing Mix (4Ps)
Product. An outsourced management team (Business Growth Director, two Systemisation Consultants, Marketing Specialist) that audits, plans, and implements growth systems for SMEs (Kotler and Keller, 2022). A second product is investment support (business plans, pitch decks, grant applications).
Price. A fixed monthly retainer, similar to one MD's salary (around £5,000-£5,500 per month), plus a KPI bonus of 7.5-15% of the turnover increase we help create.
Place. We work directly with SME owners across the UK, mainly through personal meetings, referrals, and online channels (website, LinkedIn, email outreach).
Promotion. We use case studies and real numbers (like the calculation example with turnover growth) to show trust and results (Kotler and Keller, 2022). We also use the founder's personal network, referrals from existing clients, and content marketing (LinkedIn posts, articles) to explain our unique KPI-based model.

Management Team
Management Team and Their Background
The founder, Roman Kotyk, leads a team of specialists, each with 7-15 years of experience in business management and growth. Team members have international experience and MBA-level education. They have worked with companies with millions of pounds in turnover and teams of over 500 employees.
The core team has four roles:
· Business Growth Director — leads strategy and project management for each client.
· Two Systemisation Consultants — build and improve business processes, operations, and internal systems.
· Marketing Specialist — manages all marketing activities, from branding to lead generation.
If needed, the team adds outside specialists (PPC, SEO, SMM, legal, accounting, CRM, PR, data analytics). All of them have worked with OBGT for over two years, and the core team manages and takes responsibility for their work.

Organizational Chart
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Key Milestones
Months 1-2: Sign the first three client contracts and complete audits.
Months 3-4: Grow client turnover 2x and start earning KPI bonuses, while beginning outreach to new clients.
Months 5-8: Reach 10 signed contracts and fully implement business systems for the first clients.
Months 9-12: Start strategic partnership negotiations and secure an equity share in client businesses.

Financial Plan (One Year)
The financial plan demonstrates that the Outsourced Business Growth Team business model is highly scalable because the majority of costs are fixed, while revenue increases as more client projects are signed and KPI bonuses begin to accumulate (Burns, 2023).
The company expects relatively low operating costs during the first year because most work is performed by the founder and a network of experienced freelance specialists. As client numbers increase, revenue grows significantly without a proportional increase in expenses.
The financial projections below are based on acquiring ten active client projects during the first year and gradually increasing KPI performance payments as client businesses grow.
Sources of Finance
The business requires relatively low start-up capital because it provides consulting services rather than manufacturing products.
The initial funding sources are:
	Source
	Amount (£)

	Founder's personal investment
	5,000

	Small business bank loan
	10,000

	Total Start-up Finance
	15,000


The founder's investment will cover company registration, website development, legal costs and initial marketing activities. The bank loan provides additional working capital during the first months of operation.


Cash Flow Forecast
The business expects a small negative cash flow during the first month because of company registration and website development costs. From Month 2 onwards, positive operating cash flow is generated through monthly retainers. Beginning in Month 3, KPI bonuses significantly increase cash inflows while operating costs remain relatively stable.
The forecast demonstrates strong liquidity throughout the year and provides sufficient cash to finance future expansion without requiring additional external investment.
	Item
	Monthly Average (£)
	Annual Total (£)

	Retainer Fees
	35,000
	420,000

	KPI Bonuses
	84,347
	1,012,164

	Total Revenue
	119,347
	1,432,164

	Fixed Operating Costs
	3,588
	43,050

	Variable Operating Costs
	250
	3,000

	Total Operating Costs
	3,838
	46,050

	EBITDA
	115,172
	1,382,064

	One-off Setup & Website Costs
	442
	5,300

	Bank Loan Interest
	100
	1,200

	Net Profit (before tax)
	114,630
	1,375,564



Sales Forecast
The business generates revenue from two complementary income streams. Monthly retainer fees provide stable recurring income, while KPI bonuses reward the company for successfully increasing client turnover and business performance. During the first year, KPI bonuses become the largest source of revenue as more client projects achieve measurable growth.
	Revenue Source
	Annual Revenue (£)

	Retainer Fees
	420,000

	KPI Bonuses
	1,012,164

	Total Revenue
	1,432,164


The average monthly revenue is projected to reach £119,347, demonstrating the scalability of the business model.

Cost of Production Forecast
As a consultancy business, OBGT has no manufacturing costs. Instead, its cost of production consists of staff salaries, administration, software, office expenses and specialist support.
	Cost Category
	Annual Cost (£)

	Core Team Salaries
	24,000

	Sales Manager
	13,500

	Office Rent
	4,200

	Software & AI Subscriptions
	1,800

	Legal & Accounting
	3,600

	Freelance Designer
	3,000

	Total Operating Costs
	50,100


The company benefits from a highly scalable cost structure because operating expenses increase much more slowly than revenue.

Break Even Analysis
The break-even point identifies the minimum level of sales required for the business to cover all operating costs (Burns, 2023).
Average monthly fixed costs are approximately £3,588, while the average monthly retainer received from one client is approximately £5,000. This means the business reaches its operational break-even point with only one active client.
	Metric
	Value

	Average Monthly Fixed Costs
	£3,588

	Average Monthly Revenue per Client
	£5,000

	Break-even Point
	1 Client


The financial forecasts indicate that the company reaches break-even during the second month of operation and generates increasing profits throughout the remainder of the first year.
Annual Averages
	Metric
	Yearly Total (£)
	Monthly Average (£)

	Total Revenue
	1,432,164
	119,347

	Total Fixed Costs
	43,050
	3,588

	Total Variable Costs
	3,000
	250

	Total Operating Costs
	46,050
	3,838

	EBITDA
	1,382,064
	115,172

	One-off Setup & Website Costs
	5,300
	442

	Bank Loan Interest
	1,200
	100

	Net Profit (before tax)
	1,375,564
	114,630
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Company output: 2-3x client growth, fully systemised, within 12 months




