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My Business Idea.


Before starting any business it’s important to have a clear understanding, of what exactly your business will do. Many people have an idea for a new product or service but when it comes down to it, it just isn’t viable. You must differentiate your idea from all the others out there and will it fill a genuine gap in the market, building on its Unique Selling Point (USP).This is where you let people know just what your business activities will be. Don’t be too restrictive in your idea.
My Business Aims & Objectives.


Most people when asked why they go into business will reply “To make money of course” But you must have some other Aims & Objectives. “To take control of my life” or “to achieve something I have always wanted”.
My Personal Aims & Objectives.

You should give a little background to you and what you wish to achieve by starting your own business. I.e. to prove your capabilities, provide security for your family, or something you have wanted to do for a long time but just not had a chance. People like to see that you have enthusiasm and commitment.
Key Personnel.


Who will be involved with the business and why, what will be their roles. It is a good idea to look to the future also if you are considering employing anyone. Don’t forget to include these in your Cash Flow Projection.
My Personal Strengths Weaknesses Opportunities Threats
	Strengths


	Weaknesses



	Opportunities

	Threats



Don’t confuse this with your Personal Aims & Objectives. This section covers just what it says on the tin. So just focus on your own. S. W. O. Ts that you will bring to your business or what you may need help with to make your business successful. It might help if you invite someone to help you with this, who will be honest with you.

The Businesses Products & Services.


This should be clear and concise are you providing a service or buying and selling products.

Price lists, Menus, Brochures will be a great help to people you are looking for help from.
 My Pricing Structure.

This is a tough one. You must consider your pricing carefully if you want to get into the market, you will need to know your costs before you can arrive at the correct sales price, your prices need to be keen but don’t fall into the trap off being too cheap. Do your homework and nick a few prices from the competition and adjust to give you the edge. This will show whether you can or cannot deliver at a price that is suitable for all concerned.   (DON’T SELL FOR MEDALS)

My Market Research. 

No one should consider starting a business unless they have done their Market Research relating to their product or service. This should cover the market size, the competition, the area you will cover. The customers you will be dealing with and how you will deal with them.

Remember Richard Branson did not invent Airlines, he just made them better. Don’t forget 

there are lots of people out there offering the same as you, so how will  yours will be better.

My Marketing.


How will you get your business known? I.e. Mail Shots, Internet, Posters, Yellow Pages even just word of mouth. Is the market place ready for your product or service? It’s no good thinking about this after you have started by that time it’s too late. A good business will have an action plan based over several months rather than a scatter gun approach
Your Competitors S.W.O.Ts.
	Strengths


	Weaknesses



	Opportunities


	Threats


If you have done your market research correctly you will know this and have decided how to deal with it.  Don’t look upon the competition as enemies you may have to use or work with them one day.

The Business Premises.

Decide where you are going to work from. If it’s the back bedroom remember your heating and lighting bills will increase, you can run a business from home but you need permission to trade from home. Commercial premises can be expensive and have other costs such as rates and services charges on top so check and remember this in your cash flow projections.

Equipment Required. 


List all the equipment you need to start with and any that you will need as the business expands over say 12 months with realistic costs and don’t forget VAT. were applicable, and all estimates should be included.
My Annual Survival Income.

	ESTIMATED EXPENDITURE 

	£

	Mortgage / Rent
	

	Council Tax
	

	Water Rates
	

	Gas, Electricity, Oil
	

	All Personal & Property Insurance
	

	Food & General Household Expenses
	

	Clothing
	

	Telephone / Mobile / Internet
	

	Hire Charges     (Television, Video etc.)
	

	Entertainment    (Entertainment, Meals, Drinks etc.)
	

	Subscriptions     (Clubs Gyms, Journals etc.)
	

	Car – Tax & Insurance
	

	Car – Running Expenses
	

	Car – Service & Maintenance
	

	Children’s Expenditure & Presents
	

	Savings Plans
	

	Hire Purchase Repayments
	

	Other     (Please State)
	

	Other     (Please State)
	

	
	

	Contingencies
	

	Sub-Total (Expenditure)
(b)
	

	
	

	ESTIMATED INCOME


	

	Income From Family / Partner
	

	Other Income     (Please State)
	

	
	

	
	

	Sub-Total (Income)
(a)
	

	TOTAL SURVIVAL INCOME REQUIRED IN THE YEAR
{(a) – (b)}*
	


Very few businesses make much money in the first year.  Use this form to work out how much you and your family need to survive over the first twelve months.
These are the funds you need to keep you and your family going whilst your business gets of the ground or worse still if it stalls. So be practical you will still need to keep a roof above your head, i.e. holidays, birthdays, the odd drink, you will be surprised when you ad them all up.
The Business Annual Profit & Loss Budget 
	
	£

	Business Sales
	

	
	

	Other Income     (Please State)
	

	Other Income     (Please State)
	

	
	

	Total Income (a)
	

	Deduct
	

	Stock Purchases for Re Sale
	

	Rent & Rates
	

	Wages
	

	Drawing
	

	Utilities
	

	Insurances
	

	Repairs & Renewals
	

	Motor Expenses
	

	Telephone / Mobile / Internet
	

	Advertising
	

	Printing / Stationary
	

	Miscellaneous Expenses
	

	
	

	Loan Interest
	

	Bank Charges
	

	Professional Fees
	

	Depreciation 
	

	
	

	Other Costs     ( Please State) 
	

	Other Costs     ( Please State)
	

	
	

	Total Expenses (b)
	

	
	

	TRADING PROFIT (LOSS) = (a – b)
	


Above everything any one will consider before offering funds will be the figures you provide, so be as practical as possible as in the end you will only be kidding yourself and may end up being disappointed.
If you need any assistance in preparing this Business Plan please contact you personal business adviser who be happy to help.
Leeds City Credit Union Enterprise Loan Repayments

	Amount
	12 Monthly

Payments
	24 Monthly

Payment
	30 Monthly

Payments
	36 Monthly

Payments
	48 Monthly

Payments
	60 Monthly

Payments

	£ 1000
	  92.00
	  50.00
	  42.00
	 37.00
	N/A
	N/A

	£ 2000
	184.00
	100.00
	  84.00
	 73.00
	N/A
	N/A

	£ 3000
	276.00
	150.00
	125.00
	109.00
	 89.00
	 77.00

	£ 4000
	367.00
	200.00
	167.00
	145.00
	118.00
	102.00

	£ 5000
	459.00
	250.00
	209.00
	181.00
	147.00
	127.00


Cash Flow Forecast 
Double click the table to begin editing in excel.
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ExpectedExpectedExpectedExpectedExpectedExpectedExpectedExpectedExpectedExpectedExpectedExpectedExpected

Sales

Other  Income

Loans 

Grants 0

Total Incoming 0 0 0 0 0 0 0 0 0 0 0 0 0

0

Stock Purchases

Rent & Rates

Wages

Drawings 0

Utilities 0

Insurances 0

Repairs & Renew 0

Motor Expenses 0

Phone / Internet 0

Advertising 0

Print / Stationary 0

Miscellaneous 0

Loan Repayments 0

Bank Charges 0

Proffesional Fees 0

0

Equipment 0

Other 

(State)

0

Other

 (Name)

0

0

Total Outgoing 0 0 0 0 0 0 0 0 0 0 0 0 0

Incoming less 

outgoing 0 0 0 0 0 0 0 0 0 0 0 0 0

Opening Bank 

Balance 0 0 0 0 0 0 0 0 0 0 0 0 0

Closing Bank 

Balance 0 0 0 0 0 0 0 0 0 0 0 0 0


C.V. / Personal Profile
Please take the time to tell us about yourself and what makes you tick and how this will benefit your business. This will help us in our assessment of your Business Plan remember the more information you can give the better for us all. If you need help just ask.
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