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Name ____________________________________

Tutor ____________________________________
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Date   ___________________________
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[image: image5.wmf]Business Idea
What is your Business idea?

[image: image6.wmf]______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

What is the name of your Business? ______________________________________________________________________________________________________________________
What will make it unique?

_________________________________________________________________________________________________________________________________________________________________________________

[image: image7.wmf]Consider!!!!

Where will the Business be run from?

[image: image8.wmf][image: image9.wmf]What resources do you need to start up the Business?

What skills/experience do you have? 

Do you need any financial help?
Who are your customers?
When do you expect to start your business?
Who will help you start your Business?

[image: image10.wmf]Market Research
Who will buy your product/service and why?
_______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

What market research do you need to do?

_______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
[image: image11.wmf]Consider!!!!

What type of customers do you want to attract?

What do they look like?
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Why will they buy your product/service?

 What will it do for them? 

What type of research methodology will you use?
What will you do with the results?

[image: image13.wmf]Who are your competitors?

How will you beat your competitors? 
[image: image14.wmf]Market Research

Who is your competition?

_______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

___________________________________________________________
How are you going to market your product/service?

[image: image15.png]


_______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

[image: image16.wmf]Consider!!!!

Where will you sell your product/service?
Why have you chosen these locations?

[image: image17.wmf]How will you let your customers know about your product/service?

Will you use:

Posters/leaflets?

[image: image18.wmf][image: image19.wmf][image: image20.wmf]Mail shots?

E-mail?
[image: image21.wmf]Social media?
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[image: image23.wmf]Pricing
How much are you going to charge for your product/service?

___________________________________________________________
How did you work this out?

___________________________________________________________

______________________________________________________________________________________________________________________What do your competitors charge?
___________________________________________________________
___________________________________________________________

What is the minimum number of sales you need to survive?
______________________________________________________________________________________________________________________What is the maximum number of sales you can realistically achieve?

___________________________________________________________

Consider!!!!

What are your overheads? (Things you need to pay such as utilities, rent, car etc).
[image: image24.wmf]How much time is spent on production? 
Is your price realistic?

Does your price allow for all your cost to be covered?

Have you worked out how much your product/service costs you?

Don’t promise what you cannot deliver!
[image: image25.wmf][image: image26.wmf]Testing your Idea

Why are you going to test your idea?

_________________________________________________________

___________________________________________________________

[image: image27.wmf][image: image28.wmf]___________________________________________________________
How are you going to test your idea?

_________________________________________________________

___________________________________________________________

______________________________________________________________________________________________________________________Where are you going to test your idea?
___________________________________________________________
___________________________________________________________

[image: image29.wmf]Consider!!!!

Have you asked friends/family what they think about your idea?
What will you do if your potential customers do not like your idea?

Are you being as direct and truthful as possible? 
Using different test groups for wider results;
Not to exaggerate the product and what you have to offer; 
[image: image30.wmf]Are you being clear about the parameters of your offering?
[image: image31.wmf]Trade shows, Country fairs, markets can be a good event for testing.
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HELPING YOU IN BUSINESS, SKILLS AND JOBS.



[image: image34.wmf]              Initial Start Up Costs







                       £
	Premises (Rent, Rates, Maintenance)
	

	ICT Equipment (Telephone, Computer etc)
	

	Equipment Requirements (specific to business)
	

	Car/Van for Business Purposes
	

	Marketing Resources (Advertising and promotional)
	

	Office stationery (headed paper, business cards etc)
	

	Materials for product/service needed
	

	Training/conference costs
	

	Insurance (check what insurance you will need)
	

	Any other items needed
	

	Any other items needed
	

	Any other items needed
	

	Total
	


[image: image35.wmf]
Consider!!!!

Do you have to buy?
Would it be cheaper to lease or hire?
What type of insurance do you need?
Have you included all the equipment and supplies you need?
[image: image36.wmf][image: image37.wmf][image: image38.wmf][image: image39.wmf]Personal Survival Income
This is the minimum income you need to survive and does not include any business costs.






        £

	Mortgage/Rent
	

	Car tax, Insurance and maintenance
	

	Telephone
	

	Utilities (Electricity/Gas/Water Rates)
	

	Food
	

	Insurances (personal and property)
	

	Clothing Allowance
	

	Petrol
	

	Socialising/Entertainment/Birthdays
	

	Hire charges (mobile phone, TV packages etc)
	

	Holidays/Savings
	

	Other Costs
	

	Total Expenditure (A)
	

	Other Income (B)
	

	[image: image40.wmf]Total Survival Income (A – B)

This is how much you need to survive on
	[image: image41.wmf]



[image: image42.wmf][image: image43.wmf]
Cash Flow Forecast

How much Income do you need to survive?
_________________________________________________________

What months are going to be better than others?  Why?


_________________________________________________________

___________________________________________________________

When will customers pay? (Immediately –cash or terms)?
___________________________________________________________
___________________________________________________________


When will you pay your suppliers? (Immediately –cash or terms)?

___________________________________________________________
___________________________________________________________
[image: image44.wmf]Consider!!!!

Cash is a better option than debtors;
[image: image45.wmf]What stack level you actually need – be realistic?

Have you allowed for VAT? 
Could you spread your costs thinner over the 12 month period (e.g loan payments, utility bills, supplier terms).

Have you looked at when you will actually be paid for the product service? (it may not be at the time of sale).

	CASHFLOW FORECAST FOR …………………… ……………..........12 MONTHS: …………...................

	Month
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	TOTAL

	INCOME
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Sales
	
	
	
	
	
	
	
	
	
	
	
	
	

	Debtors
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Income
	
	
	
	
	
	
	
	
	
	
	
	
	

	TOTAL INCOME (A)
	
	
	
	
	
	
	
	
	
	
	
	
	

	DIRECT COSTS
	
	
	
	
	
	
	
	
	
	
	
	
	

	Materials/Labour
	
	
	
	
	
	
	
	
	
	
	
	
	

	OVERHEADS
	
	
	
	
	
	
	
	
	
	
	
	
	

	Wages
	
	
	
	
	
	
	
	
	
	
	
	
	

	Rent/Rates
	
	
	
	
	
	
	
	
	
	
	
	
	

	Utilities
	
	
	
	
	
	
	
	
	
	
	
	
	

	Marketing
	
	
	
	
	
	
	
	
	
	
	
	
	

	Insurance
	
	
	
	
	
	
	
	
	
	
	
	
	

	Office Supplies
	
	
	
	
	
	
	
	
	
	
	
	
	

	Travel Costs
	
	
	
	
	
	
	
	
	
	
	
	
	

	Lease/Hire Costs
	
	
	
	
	
	
	
	
	
	
	
	
	

	Telephone
	
	
	
	
	
	
	
	
	
	
	
	
	

	Legal/Prof Fees
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Costs
	
	
	
	
	
	
	
	
	
	
	
	
	

	Other Costs
	
	
	
	
	
	
	
	
	
	
	
	
	

	TOTAL CASH OUT (B)
	
	
	
	
	
	
	
	
	
	
	
	
	

	NET CASHFLOW

(A  – B)
	
	
	
	
	
	
	
	
	
	
	
	
	

	Opening Balance (start)
	
	
	
	
	
	
	
	
	
	
	
	
	

	Closing Balance (Finish)
	
	
	
	
	
	
	
	
	
	
	
	
	


[image: image46.wmf][image: image47.wmf]       Profit and Loss Account

     


                                                       







                                       £
	Sales (a)
	

	Less Direct Costs (Materials Stock Labour) (b)
	

	Gross Profit (c) =  (a) – (b)
	

	Less Overheads
	

	Salaries/Wages
	

	Utilities (Gas/Electricity/Water Rates)
	

	Marketing/Advertising Costs
	

	Office Stationery
	

	Telephone Costs
	

	Insurance
	

	Car Expenses (Tax, petrol, Insurance, MOT etc)
	

	Bank Charges
	

	Hire/Lease Equipment
	

	Financial/Legal/Professional Fees
	

	Other Expenditure
	

	Total (d)
	

	Net Profit (Before Tax)
	

	Calculating the Break-even Point

 



	Calculating break-even – Businesses often use break-even analysis as a means of assessing a single product.  When considering whether to make or sell a particular item it is useful to know two things:

· How many units do we need to sell to cover costs (i.e. break even)?

· What will the profit be for a given number of sales?

Fixed costs - costs that do not change with the level of output (Rent, water rates)

Variable costs - costs that do change with the level of output (labour, materials)

Selling Price – This is what the product is sold for (per unit) or calculate total    sales /total number sold
Contribution per unit - This is the difference between selling price and  variable cost per unit

The break-even point (BEP) calculation is as follows:

BEP = Total  Fixed Costs/ Unit of Contribution

Consider the following example:
Tigerline Ltd make golf clubs.  The golf clubs sell for £8 each. Materials cost £3 per club and labour costs £3 per club Fixed costs are £4,600 per year.
How many golf clubs does Tigerline Ltd have to sell to break even?
Variable costs per unit = M-£3 + L-£3 = £6

Unit of Contribution = SP-£8 – VC-£6 = £2
Break even point = TFC-£4600 /UC-£2 = 2300 Units
Break even point per month = 2300/12 = 192units
Calculate your break even point here

Unit of contribution = Selling price per unit   – variable costs per unit 

Total fixed costs/Contribution 

Break even Point =



Further Development

	Further Courses 
(Please tick any course(s) you may be interested in and hand the sheet into your Tutor)
	Interested √

	Getting the Basics Right – Business planning, data protection, intellectual property, health and safety insurance, licensing.
	

	Taxes, VAT, Returns and Payroll – HRMC advisors examine the legal and regulatory issues, giving advice and guidance.
	

	Managing Money and Making a Profit – Financing your business, sales forecasting, how to keep financial records
	

	Finding and Keeping Customers – How to create a customer profile, Branding and developing a marketing strategy, internet marketing, how to win sales  and keep customers
	

	Running a successful Business – Purpose, vision and values, leadership and Management, time management, managing people, customer service, staying motivated.
	

	Buying a Franchise – Personal SWOT analysis and an Action Plan
	

	Social Enterprise - trading for social and environmental purposes. Environmental purpose is absolutely central to what you do - profits are reinvested to sustain and further their mission for positive change. 
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