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Introduction

1.1 Who We Are

ABC Ltd will provide its clients with a broad range of "winning" marketing consulting

services. These services include strategic planning as well as tactical implementation.

Strategic planning utilizes those processes that lead to an executable marketing plan

including identifying areas of opportunity, market segmentation, product line analysis,

financial planning, competitive analysis, and culminate in the design of a project

implementation plan. This will serve as a detailed road map for the planning and

supervision of all marketing activities. Once completed, the tactical process is initiated

leading to the real-world execution of the plan.

Miss XYZ the director of ABC and the Head Management consultant, an Innovative young

entrepreneur with a passion for Marketing, and her love for good Food. She brings 4 years

success story in the industry working with established African Food Companies, a graduate

of MSc International Business.
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2 Financial Summary

2.1.1 Financial Highlights

The Director; Miss XYZ, intends to invest an initial outlay of £50,000 as capital over the

next 3 years as the company would not be relying on external funds or loans. This

investment will help the cash flow in the business and enable certain capital and recurrent

expenditure to be made such as marketing, paying staff and training staff etc. This

investment will serve as a basis for the following projected financial summary.

Projections and forecast for FY2014 are based on current assessment with other food

Marketing-consulting firms within London.

Figure 1 Projected Revenue, Direct Costs and Gross Margin
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3 Company Overview

5 years ago African/Afro Caribbean food was absent in all UK food retail channels, while

other foreign foods i.e India, Asian, Chinese food where in high demand.

But today thanks to Globalization and the awareness been created around Africa, we now

see people picking up interest in African culture and food.

At ABC, we understand the gap between our clients and their customers and want to help

close this gap. Our job is to help the small and medium Size Africa/Afro Caribbean

restaurants or food companies, market their products through the right channels.

3.1 Products and Services

At ABC we believe the best practices are achieved through in-cooperating our core values.

Our core values reflect basic beliefs we must embrace to continue our endless journey to

success and quality. These core values are associated with: people who deliver value to

our current and potential customers, in return growth itself offer opportunities to our

people.

Our main Aim is to deliver the best solution that is tailored to every customer’s needs. We

hope to provide a wide range of services, including particular expertise in the following:

 Consultation
 Branding and Promotion
 Creating product Awareness
 Market Entry into UK retail Stores
 Development and preparation of strategic marketing plans and programs.
 Key market segment identification plans and programs.
 Design of overall advertising/public relations’ strategies.
 Industry trend analysis.
 Execution of marketing implementation plans and programs.

Over all we hope to provide tailored services to our clients, as we are aware that different

business have various needs.
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3.2 Future Products and Services

Our future plans are to generate company growth for African/Afro Caribbean food

companies and penetrate entry barriers into other cities across UK and further towards

other countries i.e The United States, which has a larger population of Africa’s/Afro

Caribbean’s.

3.3 Mission

To put African/Afro Caribbean food on the world map by developing the best innovative

market strategies for restaurants and food companies.

3.4 Keys to Success

 Have the technical expertise to minimise the learning curve for our clients and
minimise their expenses.

 Be a part of our client's business team.
 Ensure the timely launch of each client's marketing programme.
 Generate new innovative strategies for our clients that result in a high-quality and

cost-effective product.
 Utilising, both online and offline advertising methods.

3.5 Company Summary

 Company Name: ABC Ltd
 Company Address:
 Company Reg:
 Legal Status:
 Business Service: Consulting and Marketing Afro-Caribbean Food Products (Small

and Medium Sized Firms)
 Target Buyers: Large retail chain (Uk) stores, such as Tesco, Asda, Waitross,

Sainsbury etc
 Target Clients: Small and medium sized African/ Afro Caribbean Restaurant and

Food Distributors (UK)

3.6 Company Ownership

 Director: Miss XYZ
 Company Type: Limited (Ltd)
 Qualification:

o BSc Accounting (University of Reading)
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o MSc International Business (University of Aston)
 Work Experience: Finance/ Marketing analyst Business Strategy

At ABC we can build and implement effective solutions and utilise our unique

methodologies to deliver projects on time and on budget. We take pride in what we do,

thereby driving quality through proactive interaction with our customers. The diversity of

our customers’ enables us to tailor solutions to meet specific demand. As a company we

look to adapt both a push and pull strategy in order to generate sales and meet targets.

3.7 Market Analysis Summary

Our Market Analysis has helped us understand the potential of our target market and its

evolving opportunities and threats. This involves the following:

 Market Growth Rate: English, Italian, and Mexican food has been in existence for
over 10 years in the UK. The African/Afro Caribbean market, has virtually taken
over the food market, as consumers like to see something new and exciting when
they enter a food store.

 Market Profitability: The population of Nigerians alone in the UK is around 3 million.
Our plan is to reach out to as many as possible. We will push our clients products
to the right channels where most African/ Afro Caribbean customers shop.

 Market Trends: We understand food plays an important part in our daily life;
therefore we seek to continuously extend our marketing range as we grow to keep
our clients products at the top of their customers mind.

3.8 Market Segmentation

ABC will focus on two groups of businesses:

 Small Start-up and existing Companies - These small start-up businesses can rarely
afford big marketing consulting services and don't have the in-house expertise to
create strategic marketing plans. Their focus is always on getting a product or
service out to customers. The city is growing at a rate of 10% annually and the
numbers of start-ups increase each year in all the city's major industries and
service areas. ABC believes that this is an underserved market segment and that
they could provide an invaluable service to these customers.

 Medium Sized Businesses - These companies have already reached some limited
success and are planning to expand their operations. Typically, they haven't used
marketing consulting services in the past. Perhaps the success of their product or
service is only hiding marketing problems in the operation that will emerge as
greater pressure is placed on the company performance. Each stage of growth in a
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company presents challenges that can hurt its performance and success. ABC can
provide these companies a focused marketing approach that is responsive to unique
client demands, assisting them in achieving their future sales goals, creating own
brand

3.9 Market Analysis

The market analysis shows the different kinds of customers ABC would potential get. These

customers are characterized into small start-up and existing small companies and medium sized

companies. Growth level over a 5 year period is expected to be 3% and 1% respectively

Market Analysis

2014 2015 2016 2017 2018
Potential
Customers Growth CAGR

small Start-up
and existing
small
Companies

3% 240 150 173 199 229 -1.17%

Medium Sized
Companies 1% 129 84 123 141 178 8.38%

Total 2.48% 369 234 296 340 407 2.48%
Table 1 Market Analysis

3.10 Chart: Market Analysis (Pie)

The pie chart shows that the number of small start-ups and existing small businesses would be

ABC’s large or main clients, as they may not have huge budget for the big consulting and

marketing firms. However the medium sized companies may look for small consulting firms

as opposed to facing expensive consultants.
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Figure 2 Market Analysis

4 Strategy and Implementation Summary

Our marketing strategy is a simple one: Satisfied customers are our best marketing tool and

asset. Showcasing feedback from clients will result in our work our brand and our service to

stand on its own. In addition, we will distribute advertising brochures and flyers to businesses

that can benefit from our services.

At ABC we believe that with proper marketing and maintenance of quality levels, the goals of

the firm and future investors will be met.

4.1 Marketing and Promotion

ABC would attract customers mostly from the East and South part of London, as this is where

majority of African/ Afro Caribbean restaurants and Food Company are bases.

Our primary focus in the first year is to ensure that we are providing not only state of the art

solutions but also delivering long lasting value to our clients. Our methods of reaching out to

potential clients are through the following effective mediums:
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 Our Company’ Website (www.abc.com)
 Facebook page
 A twitter account
 LinkedIn pages
 Email Marketing
 Advertisement using online sources ie. Yellow pages
 Distribution of business cards at various food fair events, Food Seminars and workshops.
 Distribution of flyers in several locations ie Strafford shopping centre.

The company’s website will be the virtual business card and portfolio for the company. It

would also show cases on-going projects and previously completed projects done.

Over the next few months we would attend various food trade fairs, African food seminars and

other local food events.

4.2 Target Market

Our target customers are small to medium size Africa/ Afro Caribbean food business across

London and as we grow we hope to expand across UK.

4.3 Pricing

ABC services will be priced competitively with other small consulting firms around London.

Typically the fees charged by small firms are much lower than those charged by the large firms

due to low overhead costs. Our fees will be based on several factors including the time and

resources needed to complete a project, overhead costs, as well as the direct expenses incurred

as part of the project.

Based on market research most consulting service base their fee on the hours spent on each

customers project, this can vary from £40-$120 per hour.

However as we are just starting and trying to build our clientele list we shall offer a decent

price, ranging from £40-£80 per hour and also a 20% discount to any client that’s been referred

by an old client.
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5 SWOT Analysis

5.1 Strengths

 ABC would leverage the following strengths:
 Relationship selling: We understand that the number 1 key to business success is to satisfy

our clients. This is why we intend to get to know our customers one by one. Our direct sales
efforts will seek to maintain a relationship with them.

 Diversified market segments. With the diversity of marketing products and services we intend
to provide, will ensure the lack of dependency on one particular market.

 Combination of skills in implementation. The management team intends to jointly develop
business strategy and long-term plans with its strategic allies, having wide experience in their
respective market and product know-how, and strong marketing skills and business know-
how.

 Clear vision of the market need. ABC knows what it takes to build an ad-hoc Quality-marketing
solution. We know the clients, we know their target market, and we know how to build the
service that will bring the two together.

5.2 Weaknesses

Notable weaknesses for our company include the following:

 Bringing to the market less operating experience than some competitors
 Challenges of the seasonality of the service market.
 Cash flow continues to be unpredictable

5.3 Opportunities

ABC’s strengths will help it capitalize on emerging opportunities       some of which includes:

 There is a high likelihood of repeat business.
 The rate of new marketing techniques and style presents an opportunity to be explored.
 Growing market with a significant percentage of our target market still not knowing we exist.
 Strategic alliances offering sources for referrals and joint marketing activities to extend our

reach.
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5.4 Threats

 Existing competition from competitors
 Low customer retention
 Lack of demand

6 Competitors

Research has proved that there is a lot of competition in this area of business and also on the

other hand the demand for good marketing is in high demand. There are a number of marketing

consulting firms offering similar services in the UK. Majority of these firms offer services to

the large private sector enterprises. Therefore, based on cost structure, these large firms cannot

effectively service this market. Small and medium sized businesses usually cannot afford the

high hourly fees charged by these firms. Businesses from this target market do not represent a

significant portion of the revenues generated by these four large firms which all specialize in

other areas of consulting. Our main competitors are small food consulting firms delivering the

same service as we do, after doing some market research some of our competitors are:

 Blend marketing- a business and marketing consulting service located in London.
o Business size- Small medium size with 5workers
o Their services: include business development for all food companies across London,

branding and logo personalities.
o Payment and fees- Hourly rate of £60-£100

 Cerry Inc - PR marketing consulting service located in surrey.
o Business Size- Small medium size with 3 workers
o Their service- Public relation duties to various local/ small food businesses,

Marketing and strategic implementations plans.
o Payment and fees- hourly rate of £50-£90

 ChazBrooks Marketing- Marketing Consulting service in London.
o Business Size- Small medium size with 4 workers
o Their services- Includes tailored professional marketing strategies to small food

business. Expansion and product awareness offerings.
o Payments and fees- Hourly rate of £50-£80

Looking at all three competitors, one advantage ABC has is its target market and pricing.
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7 Sales Strategy

ABC sales strategy will be based on systematic person-to-person contacts with new and

growing businesses. Lists of potential customers have already been compiled and will serve as

a launching pad for marketing the group's services.

7.1 Sales Forecast

The following table and chart highlight forecasted sales for five years for each classified

potential customers.

Sales Forecast 2014 2015 2016 2017
Sales
Services to Start-up and
existing small business £150.00 £4,200.00 £11,800.00 £24,800.00

Services to Medium Sized
businesses £6,000.00 £43,400.00 £72,800.00 £94,200.00

Total Sales £6,150.00 £47,600.00 £84,600.00 £119,000.00
Table 2 Sales Forecast
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7.2 Chart: Sales Monthly

Figure 3 Sales Monthly

7.3 Chart: Sales by Year

ABC forecast yearly sales increase over 5 year period around £20,000 in year1, £50,000 year2

and yr3 & 4 around £80,000 and £100,000 or more in year 5.

Figure 4 Sales by year
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8 Financial Plan

Below introduces the financial plan of ABC, how it intends to start and how the £50,000 would

be invested yearly etc.

8.1 Personnel Plan

In the first year, assumptions are that there will be only one head consultant, which would be

myself. I shall focus on delivering our values and establishing trust with our current clients. I

understand that business continuity with existing clients is one of our opportunities towards

competition with other suppliers.

By 2015 there would be an increased amount of demands for our services and in order to

effectively manage financial and business operations, ABC shall employ 2 fully qualified UK

based staffs:

 Account manager – This would be a fully qualified ACCA holder who has an MBA certificate
with at least 2-3 years working experience to manger our accounts effectively.

 Junior Consultant- He or she should have 2years or more work experience in similar field.
Duties will include working with my self to manage our clients, providing client services, office
Admin work and seeking new potential clients.

Personnel Plan 2014 2015 2016 2017
Director £2,416 £23,000 £23,000 £23,000
Account Manager £1,667 £20,000 £20,000 £20,000
Junior Consultant £0 £19,000 £19,000 £19,000
Total People 1 3 3 3
Total Payroll £4,083 £62,000 £62,000 £62,000

Table 3 Personnel Plan

9 Budget

Indirect expenses 2014 2015 2016 2017
Salary(Acc. Manager & ½ Director) £2,875 £31,500 £31,500 £31,500
Marketing and Promotions £2,400 £2,500 £5,000 £5,000
Office supplies £60 £500 £1,200 £1,200
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Business Insurance £70 £300 £500 £500
Company Mobile plan £100 £300 £300 £300
Rent £500 £4,000 £8,000 £8,000
Total Operating Expenses £5,505 £60,150 £60,200 £60,201

Table 4 Indirect Expenses

ABC shall not rely on external funding or loans from venture capital firms or banks. However

we hope to adopt a bootstrapping business strategy, as the company would be funded by the

owner with an initial investment of £50,000 and also operating profits generated from the

company. One of our keys to success is to manage our finances and find effective ways to

reduce expenses and delivery cost in the first year and also in proceeding years.

9.1 Loans and Investments

Loans and Investments 2014 2015 2016 2017
Internal Investor Funds £2,300 £35,670 £15,100 £0
Financing at 0% interest
Total Amount Received £2,300 £37,970 £53,070 £53,070

Table 5 Loan and Investment

9.1.1 Sources of Funds

At this point, there will be no outside investment or financing. The business will be funded

entirely with cash from operations and also the owner XYZ will invest an initial £50,000 cash,

benefits, and labour into the start-up and effective running of the business.

9.1.2 Use of Funds

The business intends to use the funds as an aid to cover personnel costs and operational

expenses etc. as the company grows.
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9.2 Break-even Analysis

The Break-even Analysis is laid out in the following chart.

Figure 5 Break-even

9.3 Projected Profit and Loss

The following table will indicate projected profit and loss for five years.

The chart shows that at the early part of startup, ABC would not make any profit until the 10th

month upwards.
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Figure 6 Monthly Profit

In general ABC profit would increase as the year goes by, through creating awareness, making

more sales and adding more to their clientele base.

Figure 7 Yearly profit

Both monthly and yearly gross margin shows positive indication. Meaning that more sales

equals more profit.
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Figure 8 Gross Margin Monthly

Figure 9 Gross Margin Yearly

9.4 Projected Cash Flow

The following chart and table indicates projected cash flow.

Projected Cash Flow Statement 2014 2015 2016 2017
Cash flow from operations -£2,300 -£31,670 -£15,100 £8,530
Cash flow from investments £0 -£4,000 £0 £0
Cash flow from financing activities £0 £0 £0 £0
Total cash flow -£2,300 -£35,670 -£15,100 £8,530
Cash beginning of period £50,000 £47,700 £12,030 -£3,070
Cash end of period £47,700 £12,030 -£3,070 £5,460

Figure 10 Cash Flow
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Figure 11 Cash

9.5 Projected Balance Sheet

The following is the projected balance sheet for five years.

Pro Forma Balance
Sheet Start 2014 2015 2016 2017

Assets
Current Assets
Cash £50,000 £47,700 £12,030 -£3,070 £5,460
Accounts Receivable £0 £0 £0 £0 £0
Other Current Assets £0 £0 £0 £0 £0
Total Current Assets £50,000 £47,700 £12,030 -£3,070 £5,460

Fixed Assets
Fixed Assets £0 £0 £4,000 £4,000 £4,000

Accumulated
Depreciation £0 £0 £800 £1,600 £2,400

Total Fixed Assets £0 £0 £3,200 £2,400 £1,600
Total Assets £50,000 £47,700 £15,230 -£670 £7,060
Liabilities and Capital Start 2014 2015 2016 2017
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Current Liabilities £0 £0 £0 £0 £0
Accounts Payable £0 £0 £0 £0 £0
Current Borrowing £0 £0 £0 £0 £0
Other Current
Liabilities £0 £0 £0 £0 £0

Subtotal Current
Liabilities £0 £0 £0 £0 £0

Fixed Liabilities £0 £0 £0 £0 £0
Total Liabilities £0 £0 £0 £0 £0

Paid-in Capital £50,000 £50,000 £47,700 £15,230 -£670
Retained Earnings £0 £0 £0 £0 £0
Earnings £0 -£2,300 -£32,470 -£15,900 £7,730
Total Capital £50,000 £47,700 £15,230 -£670 £7,060

Total Liabilities and
Capital £50,000 £47,700 £15,230 -£670 £7,060

Table 6 Balance Sheet

9.6 Long-term Plan

Our long term plan is to make available Afro-Caribbean brand available in all the food retail

stores such as Asda, Tesco, Sainsbury, Waitross, Lidl. Rebuilding same brand in the USA,

Canada within the next 5 years either through franchise or growth/ expansion.
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Appendix 1: Sales Forecast

1) Monthly forecast November 2014 – November 2015

Projected Revenue Nov.14 Dec.14 Jan.15 Feb.15 Mar.15 Apr.15 May.15 Jun.15 Jul.15 Aug.15 Sep.15 Oct.15 Nov.15
Services to Start-up and
existing small business - £150 £150 £150 £150 £150 £300 £300 £300 £500 £500 £500 £600

Services to Medium Sized
businesses £1,200 £1,200 £1,200 £1,200 £2,800 £3,600 £3,600 £3,600 £3,600 £4,200 £4,800 £4,800 £5,000

Total Revenue £1,200 £1,350 £1,350 £1,350 £2,950 £3,750 £3,900 £3,900 £3,900 £4,700 £5,300 £5,300 £5,600

2) 4 year forecast November 2014 – November 2015

Projected Revenue 2014 2015 2016 2017
Services to Start-up and existing small business £150 £4,200 £11,800 £24,800
Services to Medium Sized businesses £6,000 £43,400 £72,800 £94,200
Total Revenue £6,150 £47,600 £84,600 £119,000
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Appendix 2: Personnel

1) Monthly review of personnel November 2014 – November 2015

Personnel per month Nov.14 Dec.14 Jan.15 Feb.15 Mar.15 Apr.15 May.15 Jun.15 Jul.15 Aug.15 Sep.15 Oct.15 Nov.15

Director £42 £1,958 £1,917 £1,917 £1,917 £1,917 £1,917 £1,917 £1,917 £1,917 £1,917 £1,917 £1,917

Account Manager £0 £1,667 £1,667 £1,667 £1,667 £1,667 £1,667 £1,667 £1,667 £1,667 £1,667 £1,667 £1,667

Junior Consultant £0 £0 £1,583 £1,583 £1,583 £1,583 £1,583 £1,583 £1,583 £1,583 £1,583 £1,583 £1,583

Total Payroll £42 £3,624 £5,167 £5,167 £5,167 £5,167 £5,167 £5,167 £5,167 £5,167 £5,167 £5,167 £5,167
2) 4 year review of personnel

Personnel Plan 2014 2015 2016 2017
Director £2,416 £23,000 £23,000 £23,000
Account Manager £1,667 £20,000 £20,000 £20,000
Junior Consultant £0 £19,000 £19,000 £19,000
Total People 1 3 3 3
Total Payroll £4,083 £62,000 £62,000 £62,000
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Appendix 3: Pro Forma Profit and Loss Statement

1) Forecasted Monthly Profit & Loss statement November 2014 – November 2015

Profit and Loss Nov.14 Dec.14 Jan.15 Feb.15 Mar.15 Apr.15 May.15 Jun.15 Jul.15 Aug.15 Sep.15 Oct.15 Nov.15

Sales forecast

Services to Start-up and
existing small business £0 £150 £150 £150 £150 £150 £300 £300 £300 £500 £500 £500 £600

Services to Medium Sized
businesses £1,200 £1,200 £1,200 £1,200 £2,800 £3,600 £3,600 £3,600 £3,600 £4,200 £4,800 £4,800 £5,000

Total Sales £1,200 £1,350 £1,350 £1,350 £2,950 £3,750 £3,900 £3,900 £3,900 £4,700 £5,300 £5,300 £5,600

Costs

Direct Cost -£80 -£110 -£230 -£230 -£430 -£430 -£650 -£650 -£850 -£900 -£900 -£1,100 -£1,650

Direct Personnel cost -£21 -£979 -£2,542 -£2,542 -£2,542 -£2,542 -£2,542 -£2,542 -£2,542 -£2,542 -£2,542 -£2,542 -£2,542

Total Direct cost -£101 -£1,089 -£2,772 -£2,772 -£2,972 -£2,972 -£3,192 -£3,192 -£3,392 -£3,442 -£3,442 -£3,642 -£4,192

Gross Margin £1,099 £261 -£1,422 -£1,422 -£22 £778 £708 £708 £508 £1,258 £1,858 £1,658 £1,408

Indirect Cost

Indirect personnel -£21 -£2,646 -£2,625 -£2,625 -£2,625 -£2,625 -£2,625 -£2,625 -£2,625 -£2,625 -£2,625 -£2,625 -£2,625

Marketing and promotion -£50 -£1,850 -£208 -£208 -£208 -£208 -£208 -£208 -£208 -£208 -£208 -£208 -£208

Cell Phone -£8 -£8 -£25 -£25 -£25 -£25 -£25 -£25 -£25 -£25 -£25 -£25 -£25

Office Supplies -£5 -£5 -£42 -£42 -£42 -£42 -£42 -£42 -£42 -£42 -£42 -£42 -£42

Insurance -£6 -£6 -£25 -£25 -£25 -£25 -£25 -£25 -£25 -£25 -£25 -£25 -£25

Rent £0 -£500 -£333 -£333 -£333 -£333 -£333 -£333 -£333 -£333 -£333 -£333 -£333
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Total Indirect Cost -£90 -£5,015 -£3,258 -£3,258 -£3,258 -£3,258 -£3,258 -£3,258 -£3,258 -£3,258 -£3,258 -£3,258 -£3,258

Earning before tax
(EBITDA) £1,009 -£4,753 -£4,680 -£4,680 -£3,280 -£2,480 -£2,550 -£2,550 -£2,750 -£2,000 -£1,400 -£1,600 -£1,850

Depreciation £0 £0 -£67 -£67 -£67 -£67 -£67 -£67 -£67 -£67 -£67 -£67 -£67

Earning before tax (EBIT) £1,009 -£4,753 -£4,747 -£4,747 -£3,347 -£2,547 -£2,617 -£2,617 -£2,817 -£2,067 -£1,467 -£1,667 -£1,917

Interest £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Profit EBT £1,009 -£4,753 -£4,747 -£4,747 -£3,347 -£2,547 -£2,617 -£2,617 -£2,817 -£2,067 -£1,467 -£1,667 -£1,917

Taxes -£202 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Profit after tax £807 -£4,753 -£4,747 -£4,747 -£3,347 -£2,547 -£2,617 -£2,617 -£2,817 -£2,067 -£1,467 -£1,667 -£1,917



2) 4 year Pro forma Profit and Loss

Pro Forma Profit and Loss 2014 2015 2016 2017
Sales forecast
Services to Start-up and
existing small business £150.00 £4,200.00 £11,800.00 £24,800.00
Services to Medium Sized
businesses £6,000.00 £43,400.00 £72,800.00 £94,200.00
Total Sales £6,150.00 £47,600.00 £84,600.00 £119,000.00
Costs
Direct Cost -£430.00 -£9,670.00 -£22,700.00 -£31,400.00
Direct Personnel cost -£249.96 -£30,500.00 -£30,500.00 -£30,500.00
Total Direct cost -£679.96 -£40,170.00 -£53,200.00 -£61,900.00
Gross Margin £5,470.04 £7,430.00 £31,400.00 £57,100.00
Indirect Cost
Indirect personnel -£2,874.63 -£31,500.00 -£31,500.00 -£31,500.00
Marketing and promotion -£2,400.00 -£2,499.96 -£5,000.04 -£5,000.04
Cell Phone -£100.00 -£300.00 -£300.00 -£300.00
Office Supplies -£60.00 -£500.00 -£1,200.00 -£1,200.00
Insurance -£70.00 -£300.00 -£500.00 -£500.00
Rent -£500.00 -£3,999.96 -£8,000.04 -£8,000.04
Total Indirect Cost -£6,004.63 -£39,099.92 -£46,500.08 -£46,500.08

Earning before tax (EBITDA) -£1,492.59 -£31,669.92 -£15,100.08 £10,599.92
Depreciation £0.00 -£800.00 -£800.00 -£800.00
Earning before tax (EBIT) -£1,492.59 -£32,469.92 -£15,900.08 £9,799.92
Interest £0.00 £0.00 £0.00 £0.00
Profit EBT -£1,492.59 -£32,469.92 -£15,900.08 £9,799.92
Taxes -£807.34 £0.00 £0.00 -£2,069.99
Profit after tax -£2,299.93 -£32,469.92 -£15,900.08 £7,729.93



Appendix 4: Cash Flow

1) Monthly review of Cash Flow November 2014 – November 2015

Projected Cash Flow Statement Nov.14 Dec.14 Jan.15 Feb.15 Mar.15 Apr.15 May.15 Jun.15 Jul.15 Aug.15 Sep.15 Oct.15 Nov.15

Cash flow from operations £807 -£4,753 -£4,680 -£4,680 -£3,280 -£2,480 -£2,550 -£2,550 -£2,750 -£2,000 -£1,400 -£1,600 -£1,850

Cash flow from investments £0 £0 -£4,000 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Cash flow from financing activities £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0 £0

Total cash flow £807 -£4,753 -£8,680 -£4,680 -£3,280 -£2,480 -£2,550 -£2,550 -£2,750 -£2,000 -£1,400 -£1,600 -£1,850

Cash beginning of period £51,646 £52,454 £47,700 £39,020 £34,340 £31,060 £28,580 £26,030 £23,480 £20,730 £18,730 £17,330 £15,730

Cash end of period £52,454 £47,700 £39,020 £34,340 £31,060 £28,580 £26,030 £23,480 £20,730 £18,730 £17,330 £15,730 £13,880

2) 4 year Pro Forma Cash Flow

Projected Cash Flow Statement 2014 2015 2016 2017
Cash flow from operations -£2,300 -£31,670 -£15,100 £8,530
Cash flow from investments £0 -£4,000 £0 £0
Cash flow from financing activities £0 £0 £0 £0
Total cash flow -£2,300 -£35,670 -£15,100 £8,530
Cash beginning of period £50,000 £47,700 £12,030 -£3,070
Cash end of period £47,700 £12,030 -£3,070 £5,460



Appendix 5: Balance Sheet

Working capital ASSUMPTION: REVENUE = CASH IN; COSTS = CASH OUT; SAME

PERIOD

Pro Forma Balance
Sheet Start 2014 2015 2016 2017

Assets
Current Assets
Cash £50,000 £47,700 £12,030 -£3,070 £5,460
Accounts Receivable £0 £0 £0 £0 £0
Other Current Assets £0 £0 £0 £0 £0
Total Current Assets £50,000 £47,700 £12,030 -£3,070 £5,460

Fixed Assets
Fixed Assets £0 £0 £4,000 £4,000 £4,000

Accumulated
Depreciation £0 £0 £800 £1,600 £2,400

Total Fixed Assets £0 £0 £3,200 £2,400 £1,600
Total Assets £50,000 £47,700 £15,230 -£670 £7,060
Liabilities and Capital Start 2014 2015 2016 2017

Current Liabilities £0 £0 £0 £0 £0
Accounts Payable £0 £0 £0 £0 £0
Current Borrowing £0 £0 £0 £0 £0
Other Current
Liabilities £0 £0 £0 £0 £0

Subtotal Current
Liabilities £0 £0 £0 £0 £0

Fixed Liabilities £0 £0 £0 £0 £0
Total Liabilities £0 £0 £0 £0 £0

Paid-in Capital £50,000 £50,000 £47,700 £15,230 -£670
Retained Earnings £0 £0 £0 £0 £0
Earnings £0 -£2,300 -£32,470 -£15,900 £7,730
Total Capital £50,000 £47,700 £15,230 -£670 £7,060

Total Liabilities and
Capital £50,000 £47,700 £15,230 -£670 £7,060
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Some of the parts of the business plan have been
modified/removed due to confidentiality.


