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BUSINESS DESCRIPTION

Offering a comprehensive service of all domestic carpentry needs including; cabinet making, fitted units (wardrobes etc), fitting kitchens, flat pack assembly & door hanging.
The business shall be targeted towards home owners, tenants, landlords & small business premises.

My business edge is my ability to offer a high quality service at a competitive rate, due to low overheads.

I will be operating as a sole trader working locally, initially, with starting rates of £15 per hour - £120 per day, increasing to £20 per hour - £160 per day with current competitive rates after the first year.

I have experience working in the domestic environment as an appliance engineer and kitchen fitter. I am a highly skilled and experienced carpenter.

BUSINESS GOALS AND AIMS

· Short-term business goals 

· Build local client base by referral and localised advertising. 

· Earn enough income to support myself without the need for benefits.
· Medium-term business goals
· Expand into electrical installation (with appropriate training and certification) offering a more comprehensive service. 

· Possibly taking on an apprentice.

· Long-term business goals 
· Possible expansion into other building trades.

MARKET RESEARCH REPORT

I have contacted local competition traders to get current rates to ensure I can offer my potential customers a competitive rate.
Customers will be found mostly in the domestic market for those wishing to improve their homes, landlords & property developers refitting their properties and carrying out house conversions.
MARKETING PLAN

Parts and materials will be supplied by the customer or paid for in advance; the labour cost will be paid at completion of job. This is industry standard.
Advertising/Promotion

Free listing in Yellow Pages and BT Phonebook have already been arrange.

Business cards will be accepted at local business for circulation and display free of charge.

Postcard size adverts can be place in newsagents window for 50p per week.

Business cards to be left with all enquiring customers and all work will be labelled with business contact details, (by way of discreet stickers/tags)

RESOURCES

Premises

· I’ll be working at clients premises solely.
Equipment
Personnel and Organisation

· I will be trading as a sole-trader.
SWOT CHART

	STRENGTHS

High Quality Service 
Competitive Rates

Low-Overheads

	WEAKNESS



	OPPORTUNITIES

Declining house market would imply that individuals are more likely to improve their own homes as opposed to moving into new properties.

Shortage of local affordable housing may lead to more house to flat conversions
	THREATS

More established Business

Lack of large scale construction projects.



FINANCIAL INFORMATION

COSTINGS

It is important that the cost of your product/service is calculated rather than arrived at by guess work.  This then allows you to adjust it with some degree of confidence if needs be.

Show how you worked out your costs at each stage and how this builds to the final selling price.

Cover the following:

· Calculations of your personal budget, hourly, weekly and yearly.
· Calculations of your business overheads, hourly, weekly and yearly.
· Calculations of your hourly labour rate.

· Show two worked examples of costings for two different products/services.  Make sure that you clearly show cost price, percentage of profit margin and the final selling price.
· List your start-up costs including the value of items that you already own.
	DRAWINGS/PERSONAL SURVIVAL BUDGET

	
	
	
	

	To work out how much money you will need to take out of your business as personal drawings each week or month, complete the following list of your household expenses.



	Please add other items if you need to


	
	
	

	Payments
	Per week
	Per Month
	Per Year

	 
	 
	 
	 

	Mortgage
	 
	 
	 

	Council Tax
	 
	 
	 

	Water & Sewerage Rates
	 
	 
	 

	Gas, Electricity and other fuel
	 
	 
	 

	Telephone 
	 
	 
	 

	Insurance
	 
	 
	 

	Housekeeping/food
	 
	 
	 

	Clothing
	 
	 
	 

	Private car/Travel costs
	 
	 
	 

	Holidays
	 
	 
	 

	TV Licence
	 
	 
	 

	Loan/Hire Purchase Repayments
	 
	 
	 

	Newspapers/Magazines/Other subscriptions
	 
	 
	 

	Childrens Expenditure (pocket money etc)
	 
	 
	 

	Christmas & Birthdays
	 
	 
	 

	Entertainment
	 
	 
	 

	Class 2 National Insurance Payments
	 
	 
	 

	Other payments
	 
	 
	 

	Savings
	 
	 
	 

	Other payments
	 
	 
	 

	Other payments
	 
	 
	 

	Other payments
	 
	 
	 

	TOTALS
	 £             -   

	
	

	Less other income - e.g. husband's/wife's earnings, pension
	 £             -   

	
	

	Minimum Survival Budget
	 £             -   

	
	

	Divided by 48 (for weekly income)
	 £             -   

	
	

	Divided by 30 (for hourly income)
	 £             -   

	
	


	BUSINESS START UP COSTS

	
	
	

	
	
	

	What you will need to set up
	Value of what you have now
	Cost of what you must pay

	 
	 
	 

	Motor vehicle
	 
	 

	Plant and Machinery
	 
	 

	Tools and Equipment
	 
	 

	Fixtures and Fittings
	 
	 

	Furniture
	 
	 

	Office Furniture
	 
	 

	Leases
	 
	 

	Land and Buildings
	 
	 

	Advance Rent
	 
	 

	Business Insurance
	 
	 

	Legal & Accountancy Fees
	 
	 

	Advertising
	 
	 

	Printing and Stationery
	 
	 

	Telephone Installation
	 
	 

	Equipment & Maintenance
	 
	 

	Agreements
	 
	 

	Vehicle Tax and Insurance
	 
	 

	Licences
	 
	 

	Subscriptions
	 
	 

	Stock and Materials
	 
	 

	Marketing calls
	 
	 

	Other Costs
	 
	 

	Other Costs
	 
	 

	TOTALS
	 £                        -   
	 £                        -   

	
	
	

	
	
	


	BUSINESS OVERHEADS

	
	
	
	

	
	
	
	

	Payments
	Per week
	Per Month
	Per Year

	 
	 
	 
	 

	Business Property - Rent
	 
	 
	 

	Unified Business Rates
	 
	 
	 

	Depreciation on Capital Equipment*
	 
	 
	 

	Employees Wages
	 
	 
	 

	Employees National Insurance
	 
	 
	 

	Finance/Bank Charges/ Interest
	 
	 
	 

	Insurance
	 
	 
	 

	Motor expenses: Tax, Fuel, Expenses, Maintenance
	 
	 
	 

	Other Travel Expenses
	 
	 
	 

	Post and Carriage
	 
	 
	 

	Profession Fees e.g. Accountant/Solicitor
	 
	 
	 

	Repairs and renewals
	 
	 
	 

	Telephone
	 
	 
	 

	Advertising
	 
	 
	 

	Business Magazines etc
	 
	 
	 

	Other 
	 
	 
	 

	Other
	 
	 
	 

	Other
	 
	 
	 

	TOTALS
	 £             -   

	
	

	Divided by 48 (for weekly income)
	 £             -   

	
	

	Divided by 30 (for hourly income)
	 £             -   

	
	

	
	
	
	

	

	* The cost of buying things like plant, vehicles and tools is not a continuous business expense and should not be included.  The value that these items lose in the year is a valid expense and can be included as depreciation.

	

	


APPENDIX

This may contain a variety of items that do not fit in easily elsewhere in the business plan.

They could include

· C V (option here or on page 3)

· Letters of intent from potential customers willing to use your services

· Market Research, the actual findings of your customer research

· Photos and samples of work

· Letters of recommendation

· Other supporting material

· Contingency plans.

	CASHFLOW
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	INCOME
	Pre-start
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	TOTALS

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Cash Sales
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Debtor Sales
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Grants
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Loans
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Own Money
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	TOTAL 'A'
	 
	 £              -   
	 £               -   
	 £               -   
	 £              -   
	 £              -   
	 £                -   
	 £                  -   
	 £                 -   
	 £                  -   
	 £               -   
	 £             -   
	 £                -   
	 £             -   

	 
	 
	 
	
	
	
	
	
	
	
	
	
	
	
	 

	EXPENDITURE
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Cash purchases
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Creditors
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Rent/Rates
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Wages
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Drawings
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Gas/Electricity
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Telephone
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Post/Stationery
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Vehicle Expenditure
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Fuel
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Repairs/maintenance
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Business Insurance
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	VAT
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Advertising
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Professional Fees
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Loan Interest
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	Capital Expenditure
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 £             -   

	TOTAL 'B'
	 
	 £              -   
	 £               -   
	 £               -   
	 £              -   
	 £              -   
	 £                -   
	 £                  -   
	 £                 -   
	 £                  -   
	 £               -   
	 £             -   
	 £                -   
	 £             -   

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Surplus (deficit A-B)
	 
	 £              -   
	 £               -   
	 £               -   
	 £              -   
	 £              -   
	 £                -   
	 £                  -   
	 £                 -   
	 £                  -   
	 £               -   
	 £             -   
	 £                -   
	 

	Opening Balance
	 
	 £              -   
	 £               -   
	 £               -   
	 £              -   
	 £              -   
	 £                -   
	 £                  -   
	 £                 -   
	 £                  -   
	 £               -   
	 £             -   
	 £                -   
	 

	Closing Balance
	 
	 £              -   
	 £               -   
	 £               -   
	 £              -   
	 £              -   
	 £                -   
	 £                  -   
	 £                 -   
	 £                  -   
	 £               -   
	 £             -   
	 £                -   
	 








PAGE  
7
Disk – BSU Day 1 – Business Plan-detailed October 7, 2008

