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Section 1: Executive summary
1.1 Business idea and goals

' 1 limi
I'l in goal 1s to establish a small, private (proprietary ited) compay,
The main ¢

agement consulting services for the small and mediy
or cities withi

: rise (SME) sector 1n Sydney and other Cl.tle l.h”_l the stae of

sized enterpris alia. The services to be provided will include B,

3¢ Jales, Austr
New South Wales, Ehad _ Camasen |
aration of business plans, training in small business gement skills, and

that specialises In man

book sales.

The owners plan to begin by employing one person full time (Jessie Jongs, ,

major shareholder) and gradually grow to the po.int where the busir_less employs
three or four people within two to three years of inception. The business intendg
to generate sales revenue of about A$100 000 and to make a A32000 profit by the

end of its first year of trading.

1.2 Marketing

Blueprints Business Planning Pty Ltd will have two key target markets: smy]|
business managers (for whom it will prepare business plans, feasibility studies
and associated services) and SME support agencies (for whom it will provide
contract services, principally training in small business management skills).
There are approximately 200000 SMEs in the Sydney metropolitan area. Market
research indicates that there is currently unmet demand for the products we plan
to offer. We will promote the business using a variety of methods, including

direct mail, telephone canvassing, a Yellow Pages listing, networking, a website
and testimonials.

1.3 Operations

The business will operate with one employee (Jessie Jones, managing director)
at start-up and be based from an office at her home. A minimal outlay of equip-

ment and expenses is envisaged at this stage, as most necessary equipment has
already been obtained.

1.4 Finance

a o ;
lues co Cf;::il racy a.nd Objecn"lty in the information W€
Nhdentiality and sensitivity in all its relation’




it other parties; and that giveg tailor-made responses to individual clj
ndividual client

King's Own Institute
| ibrary & Information Centre

lban needS- Bl . Bus;
R [n this way, Blueprints Business Planning p¢
thm' ests of the following. & Pty Ltd seeks to promote the inter-
17y i
of Clients. By providing these services, we .

) ! . . ’ can he] 0 7 .
Tep, the marketplace and realise their own business Zoal;sr clients achieve success in
q . The wldGT C(;mmu”]”}- I Helping businesses become more successful ulti

v stimulates local economi : N i
e fr?atéy . bl development, job creation and wealth
4 distribution.
)10)’3 yur employees. A well-paid, motivated . .
ond o Qur emj e T ed and well-educated staff is essential
/ t S to OngoIng SHECEss. return, employees should expect to receive secure
he employme(’;t’ to contlm%ally expand and improve their business skills, to be
encourage to tr.y new 1deas and approaches and to work in a comfortable,
encouraging environment.

| . The owners of the company. Successful achievement of the company mission

My| l’ should a“?W the company to operate profitably and to provide a fair return on
diey | effort and investment by the owners on a long-term basis.

Vide I

lis) | 2.2 Company history

ket ! This is a new business that springs from the existing work of Jessie Jones as
lan v a management consultant (operating as a sole trader) from August 2001 to
[mg i June 2014. During this time, Jessie provided training programs, mentoring
site | services and a limited amount of business planning to a range of clients.

|

!

| 2.3 Business goals

: The business’s goals for the short term (next 12 months) are to employ at least
or) | one person full-time on a salary of approximately A$42 000 p.a. (gross), to meet
ip- l all operating expenses and to generate a net profit of at least A$2000 for future
has u investment. The long-term (next two or three years) goals are to establish a

; viable consultancy service employing up to five people based in Sydney, deliv-

[ ering services in business planning with its own purchased building.

i A future exit strategy has been agreed to by the three foundation share-
| ‘ holders/directors, should any of them wish to liquidate their interest in the busi-
l'h | ness at a later stage. The directors have agreed that, after the end of the third
i year of trading, any shareholder will have the right to ask for the busx'ness to be
18 independently valued; the remaining directors will then have first option to buy

out that person’s interest. If they do not wish to exercise this right, the share-
holder may sell to an outside party.
Section 3: Marketing
ot | 3.1 Market research
Pl The following sources were used to prepare this business plan:
* Australian Bureau of Statistics
of5 | * NSW Small Business Advisory Network . o 3
i | * personal interviews with several business enterprise centres In and aroun

i
e }Z Sdeey
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b stralia
[nstitute of Management Consultants, Au%t.d N
« a bricf survey of SMEs that already use outside €

g management consultancies

« other existin

a scar '(I( :“l' manag T“(Ilt l]tel (]ture

: : 1c1 reater S
e conversations with several business brokers servicing g Sydney t, et
C( >T'Sc . . ]

lish valuation methods and benchmarks.

3.2 Market analysis |
After a review of the industry, the following conclusions were drawn,
(a) Industry analysis | |
There is a definite demand for generic manage@ent consulting SerVices,
although the industry is still unregulated and 1ill-defined (-Browr_l 2008
p. 48). Most services provided are aimed at larger corporatlon-s since, 4
the ‘bottom end’, micro-enterprises are too small to affolrd businesg plan.
ning services. Accordingly, niche opportunities to prov1d.e these Services
best axist among small to medium-sized (mid-range) businesses (Zierick
2007). A study of Australian SMEs recently showed that most need more
training but are unsure where to find this (Australian Bureau of Statistics
2009, pp. 23-4). This need is especially evident among the 200 000 knoyy,
SMEs 1n the Sydney metropolitan region (Sydney Chamber of Commerce
2009).

(b) Seasonality

It 1s estimated that business declines in December and January, which rep.

resents the Christmas break and summer holiday period in Australia.
(c) Competitors

The business’s competitors are very similar to its potential strategic allies.

They include:

* other management consultants (especially those who focus on SME
training)
accountancy practices (which al

so act as advisers to many small firms)

publicly funded business support agencies (such as business enterprise
centres)

commercial training providers.

The Sydney Yellow Pages lists 123 management consultancies, 3000 account-
ancy practices, 20 public agencies and 34 commercial training providers 1o

the city. This does not include non-Sydney advisers who are contracted on an

‘as needed’ basis by firms who wish to use their services.

(d) Potential strategic alliances
Potential exists to subcontract work from:

* accountants (that s, tho
but who do want to offe

* business enterprise cent
vided or business plans

se who don’t want to do business plans themselves
Tt as a service to their clients)

res (such as
assessed)

sultants (who may need someone to help if their
great),

those who want training courses pro”

* other Mmanagement cop
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v

) swOT analysis
A . X
The information on the previous page was used to devel

41 op a list :
rengths, weaknesses, opportunities and threats. P of potential

trengths Jessie’s substantial SMEs advisory experience
Links to NSW Small Business Advisory Network

o DOUTENOE
| weaknesses One-person operation at present

potential S

memal track record in external consultancies

Little skill in preparing tenders
potential opportunities Growth in external training programs

Growth of ongoing mentoring services

Good placement to qualify if sector becomes regulated
potential thre ats Competitors

Sensitivity of SMEs to economic downturns

3.3 Marketing plan
3.3.1 Products/services and target market

(a) Business planning
Preparation of detailed business plans, covering all parts of a firm's activities

Target markets:
« Small to medium-sized firms (10 to 100 employees).
« Sydney metropolitan area.
« Established companies (preferably two years or older).
. Approximately 200 000 such firms. J
Customer buying motives: !
. SMEs often need specialist expertise to help in running their firms.
o Itis often too difficult to do themselves.
+ Such advice is often needed for organisational survival or repositioning.

(b) Training
Short, intensive (one- or two-day) cou
business planning, basic financial mana

Target markets:
« New small business owners and existing owners

rses on marketing, human resources,
gement and record-keeping for SMEs

keen to increase their

knowledge.

* Central Sydney metropolitan area.

+ Sufficient business income (A$200 00

* An estimated 5000 new businesses that start tra

Customer buying motives:

* Ownermanagers of SMEs want short, focu
own knowledge base and competencies.

* Such courses allow them to acquire use
mManagement.

* The increased knowledge helps them to gro

(¢) Small business development books
Sales of various book titles, best done in conju
(that is, sell books at the end of a particular course)

0+) to be willing to pay for services.
ding each year.

sed courses that develop their
ful skills in different aspects of

w their own business.

nction with tralning courses
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ad e

y discussed.

N .
Target market rses as preVlOUSl

. Participants 1
) Sydney metro
s income

training co4
Centr politan areas: -

. Centr:
, 200 000+) to be Wi ing to pay fi |
. Sufficient busimes (A% J for -
g motives:

Customey buymn
le mor

These books provi¢

our training courses:

¢ information about materials initially COVered |
I

3.3.2 placement

his1s a home—based b
ution arr

Since t usiness dealing directly with clients at their Prem
ises, no particular distrib angements are envisaged as necessary. ‘

3.3.3 Promotions and advertising
To start trading, the business already has a number of secure contracts in plac

As such, it is not necessary to actively promote the enterprise to the gener
community. However, it would be useful to alert other potential clients tg it
existence, with a view to seeking work from them at a later stage. To this end, the

following promotional tools will be used by the business:

« business cards and letterheads

« direct mail followed up by telephone contacts
listing in the next edition of the Sydney Yellow Pages under ‘Managemen:

Consultants’
« promotional literature — a series of A4 sheets about the company covering

staff of the organisation, services provided, the benefits of using the company
and a listing of previous clients

. n}tlatwork.mg — links to other practising professionals through membership of
the ‘Instlt.ute of Management Consultants and other local business bodies
testimonials — a file of positive testimonials from clients that can be used as
references for future marketing

* publi ions —
?Ocu ;co:lelatlons as a start-up, we do not have the luxury of a significant
o many public relations initiatives. However, we will do what we can

su ol
e pe::; \e)vci are tgood corporate citizens and as such will have a triple bottom
1ve to extern icatl 1 i
e e al communications. This will need to be backed up
on the ground (operations and finance).

3.3.4 ICT marketing strategy

There are fe ' :

cess without\)‘;)z:fgu Zst:g-u? businesses these days who achieve sustained suc
thing broader than just oufc‘:—lve ICT strategy. We are talking here about som¢’
a need to include other formsC O?IH(I:erce Stra'tegy or our website content; theré
genera“y communicate with ao T that inform, service, retain, develop a%
includes: range of stakeholders. The range of tools Us¢

* internet — a webs; i
ebsite will be created, displaying inbound links from othef

referrin 1ti
g entities (such as government inform

tories) ation agencies and online direc

as well as resou )
seek expertise to ensurceshfor Othe.r online information for customers. We ™"
website will be design;iie In tS}irdney can find us online easily. Once built, the
so that the A '
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, softwarc¢ — .
hard\\’arc) to develop and disseminate information in-he ‘
) -hou

i ‘ se th
market about what we offer. We will also yse custome hat educates the

i i r relationsh;

e WS imise cl; ship manage.-

ent software which will help us maximise client value and . 2 N \age
iders ye¢ ctermi : eat business
(P"(W‘d“‘\ yet to be determined). Because our business places us on th .
on the road

(mobilc) a S%"Cat‘ deal of the time we will also utilise basic blogs and wik;

internal marketing-related communication purposes. Wikl ton

» hardware —W¢ will utilise smart phones and tablet PCs as sales and m
tools for conveying concepts to clients in the field and for internal .

cations whilst out of the office.

rketing
communi-

3.3.5 Pricing policy

Charge-out rates for tendered or casual consulting and training services will be
A$120 per hour, which is the current market rate (Jones 2012 p. 1). The stan-
dard price of preparing a basic 10-page business plan will be A$2000; this figure
is comparable to prices charged by other private sector business planners (both
fees exclude GST). Any specific costs (such as travel and accommodation) will
be additional. These prices are set towards the higher end of those charged
within the commercial training sector, but well within the acceptable price range
for management consulting services. Terms of payment will be 10 working days
(two calendar weeks) and accounts will be tendered on the day that the services

are provided.

3.4 Evaluation of marketing

The effectiveness of our marketing strategy will be assessed on a six-monthly
basis by analysing sales data to see what draws the company’s work. For example,
if most work is coming from the distribution of promotional brochures, then this

source of promotion will be seen to be effective.

Section 4: Operations
4.1 Legal and licensing requirements

(2) Business name and legal structure
Blueprints Business Planning Pty Ltd (
99999999 999) is a proprietary limited com
has already been registered and established wit

Australian Business Number
pany. The company structure
h three shareholders:

Stephen Molloy (40% shareholding)
Jessie Jones (40% sharehold%ng)
Andrew St John (20% shareholding)

Wwho also serve as the directors of the entity.

CHAi’TER 8 APPENDIX Sampl
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(b) Operating laws and licences

4
Small Business Development Cor

POrgy; 0

i ith the CoE
After checking w1 that no specific licences are nogy M

. . S
' ' ‘entre, 1t appear '
Business Licence ( St ; W
‘ business, except for a ho o

operate this business, .

of Sydney.

4.2 Management details

The managing

director of the company will be:

Jessie Jones

135 Central Blvd, Sydney NSW 200
Ph: (02) 9999 9999 Fax: (02) 9999 9998

Home address:

Date of birth: 14 August 19701 -
Qualifications: Bachelor of Business (distinction)
Experience: Owner of café, 1992-2001

Management consultant and owner of Jones
Consultancies, 200114

4.3 Organisational structure and staffing

Initially, the following tasks of the business will be done by the Managing
director:

consulting

training

servicing board of directors

marketing and public enquiries

bookkeeping and administration of the enterprise.

‘Two casual trainers will be employed to help deliver the training programs,

and to help conduct research and write business plans for clients. Both wil
report directly to the managing director.

The following is an intended final staffing structure as part of the business’s

long-term (two to three years) goals:

* Consultant — 44

Managing directoy — business consultancy

Duties: Provide business planning, mentoring and occasional training to
clients; undertake marketing of the business; provide administrative services
and strategic development of the firm

Salary: Set at approximately A$42 000 per annum in Year 1, rising t0
A$50 000 by the end of Year 2

This role will be filled by Jessie Jones.

Consultant — general business planning
Duties: Conduct business planning and general management consultancy
work for clients; undertake office management
Salary: A$45 000 per annum
Qualifications required: Aptitude for dealing with the public; small busine®

background; experience in Preparing and evaluating business plans; busines
degree useful, but not essential,

. Ining activities

Duties: Prepare and deljver training courses

Salary: A$45000 per annum

206 PART 2 Getting into business




Qualifications required: Aptitude for dealing with the public; small busi-
ness background; training qualifications (or willingness to obtain); proven
ability to deliver effective training sessions: formal educational qualifications
preferred.

More detailed job descriptions, employment contracts and ongoing perfor-
mance appraisal mechanisms will be needed during the second -yearkof oper-
ations, or when the employment of full-time staff other than Jessie is necessary
(Anderson & James 2008, p. 2). This information must be compiled and
entered into that year’s business plan. When the business does reach the stage
of employing more than one full-time person, it will also use a team-based

approach in dealing with specific projects, with different staff members leading
the rest of the team on particular assignments.

Training

A minimum of 20 hours professional development must be undertaken by each
employee each year, as such training 1s needed to keep abreast of general devel-
opments in the field. One area where specific knowledge is needed is in the prep-
aration of tender submissions.

Professional associations
The managing director will seek to join the Institute of Management Consultants

of Australia (IMCA).

4.4 Professional advisers

Accountant

Sunshine Street Accountants

4 Sunshine Street, Midland NSW 2050

Ph: (02) 7999 9999 Fax: (02) 2222 9999 Email: info@sunshinestreet.com.au
Lawyer

Moot & Moot Partners

Suite 1, 1 Main St, Sydney NSW 2002

(Postal address: PO Box 1, Sydney NSW 2045)

Ph: (02) 8999 9999 Fax: (02) 3999 9999 Email: reception@moot.net.au
Insurance broker

To be determined

Bank account

MegaBank Australia

5 5t Gregory Tce, Sydney NSW 2000

Manager: Janine Gregory ,

Ph: (02) 2222 3333 Fax: (02) 2222 3334

Email: Janine.Gregory@megabank.com.au

Bookkeeper

To be determined. This will not be sought unless the managing director can no

longer provide this service.

4.5 Insurance and security issues

The following insurance will be required for the business:
* professional indemnity

* public liability

CHAPTER 8 APPENDIX Sample business plan 207




. workers compensation |
e director’s liability (possibly). ' o these imsarances uil
It is estimated that the comi}?mcd coS
in Year ading.
matjcly A$?5()?\1“:,:i:31 ;:f:::i(:\f for the business property and Qipmg,
| Necessary -3‘(.<i(>n'ofa locked filing cabinet for chcr?t records. Onlipe secur;
:::II;T\t\lzkbz)l‘tzvxlwll be needed, and electronic data will be backed up regy]

be Pproy;,

arly
and stored off-site.

4.6 Business premises

& tion . L .

. FLF;C: ;)usiness will be based at Jessie’s home at 135 Central.Boulevard,
Sydney NSW 2000. A separate room that can be used as a dedicated office
isyavailable with all required furniture and equipment. The property cop.
cerned is owned by Jessie and her husband, so it has security of tenure
indefinitely. No rent is payable and no special equipment or fixtures are
required. . |

C}Training courses will be conducted at specialised venues that can be hired
on a daily basis.

(b) Council and government rules . |
A home-based business licence will have to be obtained from the City of
Sydney. No other licences apply to the project. Trainers and business plan-
ners do not need to be licensed.

(c) Ability to access target market

Since most services will be provided on-site at the customer’s premises, the
office will easily allow the business to access its target markets. The office
is located close to most major roads and freeways. Clients will be scattered

throughout the metropolitan area, therefore, the firm will need to travel to
the client’s preferred locations,

4.7 Equipment required

The equipment required for the business will be:
* answering machine

* telephone line
* mobile phone

* computer, printer and scanner
high-speed internet access
filing cabinet

* table

ergonomic office chajr.
Quotes from suppliers indicat

approximately A$11 500. All mat

grams (such as TV, video and wh
venues,

Likely future needs
If futu.re growth necessitates the use of a fax/ modem, the existing home P ook
line will need to be replaced with a by

will Probably inclyde an upgraded sy

, 11 be
e that the total cost of these items will E,
erials required for the proposed training P 5
iteboard) are provided by commercial trainifs

. . - eds
siness phone line. Futyre computing n€

stem with wirelegs internet.
208 PART 2 Getting into business



4.8 Production processes

. ns manual, updated every si : .
An operations p UP every six months, will explain procedures and

0cesses within th'e office. It will also allow the company to apply for I
(eurance certification at a later stage, if it wishes to do so quahty

4.9 information and communication technologies

The busIness will use Nicrosoft (.)[‘ﬁ(fc‘m professional suite to manage most
int(‘fﬂal data and document lmnldlmg needs and, in addition, will I;urcha;e
)\1\"0133\ basics for our accounting software. We will use customer relatio;xs
nanagement tools from .Salesforce.com for developing a knowledge base of
out existing and future clients and an online communications and E-commerce
roolset developed by Woocom.com.au. Selected ‘lead user’ clients will also be
oiven access t0 d private wiki that we hope will involve them in the development
;,( process and product improvements over time.

4.10 Critical risks/contingency plans

The critical risks facing this business and contingencies to deal with them are:

. liability — to be covered by professional indemnity insurance

. injury to the managing director — to be covered by workers compensation

. excessive workload — other directors may take on work, or it may be redi-
rected to other consultancies with whom a strategic alliance has been
developed.

Section 5: Financial projections
5.1 Basic assumptions and information

(a) Calculation of income and expenses
Expenses have been calculated based on market research and the manager’s
own knowledge of costs. It 1s assumed that all accounts revenue will be paid
within the month issued (so there is no delayed income on a monthly basis).
No provision has been made for the impact of inflation or increases 1n costs.
Pricing and costs for the second year of operations will be reviewed in next
year's business plan to take these factors into account.

Depreciation of equipment items purchased in July 2014 is calculated
using the straight-line method at 10% per annum of total initial outlay. Book
sales assume a gross cost of goods of 60% (that 1s, a A$20 gross profit on sales
price of A$50). Only one year’s forecasts have been provided due to the diffa-

culty of forecasting over a longer time period.

(b) Financing of the business _
The directors will provide an initial capital contribution to the I-)usmeSS
according to their shareholdings — Stephen Molloy A$4000, Jessie Jones
A$%$4000, Andrew St John A$2000. Sales income for July 2014 ?s .bas?d' on
commitments or early orders from prospective clients, thus providing initial
cash flow and removing the need for short-term debt financing. The overz%ll
financing strategy is to operate, wherever possible, with a cash surplus 1n
the bank account at all times. Bank loans will not be required. [f necessary,
the directors will reduce the wages paid to them during times of cash flow
difficulty.
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