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[bookmark: _Toc1962414739] Summary
Care and Comfort is a sole trade private care home based in Cardiff, close to local shops, nearby bus stop that can get you to city center which is a 15-minute journey away and a beautiful lake with a lovely pathway to walk on a bright summers morning or even take a picnic on the grass hill. Care and comfort provide around the clock Nursing as well as residential care and support to elderly and vulnerable adults. Care and comfort provide 15 standard spacious bedrooms, five of the bedrooms are en suite, as well as a standard walk-in shower room and an extra bathroom downstairs. Our home has professional and friendly staff that work around the clock, we are highly qualified and dedicated to our role in the care industry. Our staff believe in providing a happy homely environment and giving your loved ones the meaningful life, they deserve to have. We have a daily menu of warm and cold foods of choice and a variety of fluids to choose from. We will make your loved ones feel at home here at Care and Comfort, this is their home and will be until the very end.
We also provide a respite service if we have rooms available on request. 



[image: ]
     Care & Comfort
“Our mission is to have impacted on the lives of others, and to be committed to care” 







[bookmark: _Toc1183383304]Introduction
My name is Carole-Anne Thomas, and I am the Manager of Care and support Care Home.
The aim of my business is to help and support families as well as the individual accepting the support, Care is in high demand everywhere and has always been a big part of my life. It is not easy being a care worker and it can have an impact on the care worker and family as well as the individual when it is a loved one, it impacts your life and can sometimes out strain on and individual, that is where my company come to the rescue, I feel in making it to this role I have helped another person in need, and somehow taken weight from them. In providing this service we can help put a smile on someone's face and people can gain more freedom. My team of care workers will be dedicated to everyone we care for. We want to promote health and increase quality of life. I have a timeline of 3 years to prepare myself and be ready to open Care and Support. I have worked in the care sector since leaving school in 2004, my first ever care role was in a large nursing home covering care for 65 residents. I remember being petrified as I started off with no experience whatsoever, but as the days went by, I knew this was going to be my future dream job. My duties included getting the residents up every morning, washed, or bathed, dressed securing dentures, assisting to breakfast, unless bed ridden, I would assist with breakfast for safety, manual handling using hoists if necessary, making beds and assuring the resident was comfortable for the day, assistance with toileting if required. I eventually left nursing and went on to residential care, which was a little different, not as much full-on care was required but a lot of assistance instead, this was a lovely home, and the client were jolly, they would love a sing along playing board games walks to the park, and we accompanied them during appointment times. During work with both homes, I attended a lot of in-house training that was mandatory, I learned a lot and grew attached even more to my clients. I have always found care not only a rewarding job but an amazing experience to help an older person to still live life to the fullest, still help them smile and enjoy each day as they deserve. 












[bookmark: _Toc1759061235]Market 
My Target market is based on attracting patients and their families, I will rely on hospital staff for admissions if the clients are unable to go back home due to medical reasons or mobility, doctors for referrals sometimes just planning for the next step, by research I have learned that by marketing in the health care industry has more potential of reaching older people and their families where as using internet marketing will surely more likely reach the younger consumer. I believe all the above are reliable sources for referrals to the clients my company seeks. 
I think photo galleries and shared stories will be a reliable source for families that have already had the experience with us at Care & comfort, this could be very comforting and reassuring for new clients to view. 
Public relations and events marketing would be a wonderful way to talk to families face to face and give information as well as answer questions in relation to the care we provide. Open house events for the client and a family member to attend at our home for a few hours to get the experience in personal and meet the clients already living with us
Cardiff Council are often searching for part time to full time care when they are full and cannot provide the care them self's, I have previously worked for care in the community where we were given clients for 6 weeks (about 1 and a half months) to help support Cardiff Council when they were short on staff capacity. Very few of the Councils clients were referred to us permanently as they were so happy with the care they received. Being able to help another company is a fantastic way to get our name across and reputation. 
Charities such as Age Uk, Alzheimer's Society, Mind, these are all useful sources to me when it comes to marketing as they are charities that speak and give free information to older people seeking advice and help on topics such as care home advice as well as benefits, health, and well-being. Companies like these are useful marketing tools for me. When I searched these charities online, they helped with arranging care to paying for care and home safety. 

[bookmark: _Toc1715085877]USP: Quality care in a relaxed, homely environment, it is all about you!!







[bookmark: _Toc1432861298]Swot Analysis

	Strengths:

· 24-hour care, social time with clients not just care
· Small Company = manageable
· Skills-experience
· Good at adapting to changes


	Weaknesses:

· Competition
· Staff absence




	Opportunities:

· Ongoing training
· Gain reputation
· Wide opportunities

	Threats:

· Prices
· Other homes
· Reputation





[bookmark: _Toc233326784]Size & Trends
 I feel as a startup business staying small is wise, it will be a chance to get comfortable gain reputation and then expand when we grow. This also gives the clients more one-to-one time with the caregivers and time to have a social life as well as keep busy arrange day trips, quiz days, movie dates, museum tours etc. Our trend will be the social and activities side of the care, making sure our clients get the chance to still have fun and explore what is out there. The care will be of a high standard, but we want to make each day memorable.  I have worked for care homes where we are home all day with the clients and we live by the clock hour by hour, in certain circumstances this is the case, but I want to be different. Just because we get to a certain age does not mean we have to stop living. The clients will get to choose options and give their ideas of activities as well as having surprise day trips and planned activities. Once again, I feel staying small will help this to be more manageable overall. When business is comfortable, I would consider another house rather than one big house as again numbers will be manageable, and we could even arrange to all meet for social events.
I used to work in a care home which supplied 65 bedrooms and we were full, we worked according to the hour and staff was minimum, this meant we had no social time for the elderly we could never even sit and chat while they had a coffee, I absolutely loved this role and the clients but always felt bad for not having one to one time with them. 9/10 their only time of socializing was if a family member came to visit otherwise, they would be in a lounge with the tv on all day.



[bookmark: _Toc1788240468]Competitors
Competition is high in the care industry and the demand for care is ongoing. In searching online according to gov.co.Uk, they have stated that in the care home sector there are around 410,000 residents (about half the population of Montana) in the Uk alone, with 5,500 different providers and operating 11,300 care homes for the elderly. 
There are a wide range of care homes such as Domiciliary, Care and nursing as well as independent living, there are privately owned homes charitable homes and local authority owned homes and all of them have their own personal type of care and standards they provide. 
This means I have a lot to consider in many areas, I believe competitors will always be on the rise in years to come as the sector is so big. 




[bookmark: _Toc1063628413]Sales 
· Sales are purely based on a client's needs, and affordability. 
· where it is (location) – for example, do you want to be near your family or local shops?
· how much it costs
· whether they offer the right services or activities you need
· How visiting and leaving the care home works – for example, do you want to be able to go out on your own or with staff assistance?

[bookmark: _Int_KZe3WIBL][bookmark: _Int_q0e6BRRZ]The important thing for marketing my care home is knowing my target audience.  When I advertise my care home, I will quite often be targeting the family and friends of the residents, rather than the residents themselves.  This can be because the prospective resident is mentally incapable of making these kinds of decisions anymore, for example, if they suffer from dementia etc. I will need to highlight to the relative or friend how we will take care of your residents, maintaining their independence, privacy, and dignity, and that choosing my care home is the best choice for their loved one.  In my marketing material, I could also include statements from relatives of residents already in your care for real life examples to personalize 

and promote My care home.
After researching what other care homes have, I can now understand what makes my care home unique and stand out to be where relatives and friends want their family to reside.  This is your unique selling point and should be marketed to make your care home stand apart from the rest. If I have specialized care facilities, certain activities for residents, these are all unique selling points for my care home that will encourage relatives to pick my setting.






[bookmark: _Toc1297593278]Pricing Strategy

Running a care home can be a very lucrative business, explains King.
“In the smaller care homes, if you are the registered manager, you can make 35-40% profit from fees. Fees are around £250 per week per bed. Therefore, on a smaller home with say 10 beds, you will make a profit of £50-60,000 before interest payments.
[bookmark: _Toc768364189]Budget & Timeline


	INCOME
	
	January
	February
	March
	April
	May
	June
	July
	August
	September
	October
	November
	December

	Bedroom 1- en suite
	
	Empty
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800

	Bedroom2-en suite
	
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800

	Bedroom 3-en suite
	
	Empty
	Empty
	Empty
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1.800

	Bedroom 4-en suite
	
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800

	Bedroom 5-en suite
	
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	Empty
	Empty
	Empty

	Bedroom 6-en suite
	
	Empty
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800

	Bedroom 7-en suite
	
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800
	£1,800

	Bedroom 8-en suite
	
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	£1,600
	£1,600
	£1,600

	Bedroom 9-Standard
	
	Empty
	Empty
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600

	Bedroom 10-en suite
	
	Empty
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600

	Bedroom 11-Srandard
	
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty

	Bedroom 12-Standard
	
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600
	£1,600

	Bedroom 13-en suite
	
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty

	Bedroom 14-Standard
	
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty

	Bedroom 15-Standard
	
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty
	Empty

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	OUTGOING
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Gas
	
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00

	Electricity
	
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00
	£100.00

	internet & phone 
	
	£42.00
	£42.00
	£42.00
	£42.00
	£42.00
	£42.00
	£42.00
	£42.00
	£42.00
	£42.00
	£42.00
	£42.00

	food shop
	
	£300
	£300
	£300
	£300
	£300
	£300
	£345
	£345
	£345
	£345
	£345
	£345

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	cleaning essentials
	
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60
	£60

	liability insurance
	
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80
	£80

	rent
	
	
	
	
	
	
	
	
	
	
	
	
	

	c.tax
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	WAGES
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cook Standard day rate  £70.00
	7Am-12.00
	£1960
	£1960
	£1960
	£1960
	£1960
	£1960
	£1960
	£1960
	£1960
	£1960
	£1960
	£1960

	
	4pm-6pm
	
	
	
	
	
	
	
	
	
	
	
	

	Cleaner £9.00ph  Mon-Saturday
	8Am-2Pm
	£1296
	£1296
	£1296
	£1296
	£1296
	£1296
	£1296
	£1296
	£1296
	£1296
	£1296
	£1296

	Care workers £10.00 ph 18hours Am shift
	3 members 8am-2pm
	£5,040
	£5,040
	£5,040
	£5,040
	£5,040
	£5,040
	£5,040
	£5,040
	£5,040
	£5,040
	£5,040
	£5,040

	
	
	
	
	
	
	
	
	
	
	
	
	
	











[bookmark: _Toc1845944373]Operations
[bookmark: _Toc627256122]Location/Premises/Equipment

Care & Comfort is a private rented 15-bedroom care home, located in Cardiff. The location is perfect for walks in local parks and a lake across the road, close to nearby shops, bus stops not a five-minute walk away. The location is ideal for the clients and easy access for visitors. 
Our premises are privately rented from an estate agent, and maintenance is checked on a regular basis. I have managed to secure a long-term rent agreement with the property owner for up to 10 years with the option to renew providing maintenance and respect for the building is maintained to the specified standard. We have an advantage with the location as everything we need is accessible and to a safe standard for our clients. We currently pay monthly rent at the price of £1700.00 by transfer. 






[bookmark: _Toc47802395]People/Staff/Supplies
Manager
Senior x2
Care workers x 
Capacity for 15 clients =
Cook 
Cleaner
Activities coordinator
Bills
Rent
Shopping for food
Toiletries
Cleaning essentials

 




[bookmark: _Toc1430055552]Financial Information

[bookmark: _Toc583619678]Funding Requirements
[bookmark: _Toc575438936]Sources of finance chart
I have a small source of finance as I will be starting with loans and grants to help start my business. I will need to apply for loans and rely on family for support until I am on my feet.
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