Physiotherapy Services - Private Practice

Business Plan Template

Using this Template
Before you complete this business plan template and start using it, consider the following:

1. Do your research. You will need to make decisions about your business including structure, marketing strategies and finances before you can complete the template. By having the right information to hand you also can be more accurate in your forecasts and analysis. 

2. Determine who the plan is for. Does it have more than one purpose? Will it be used internally or will third parties be involved? Deciding the purpose of the plan can help you target your answers. If third parties are involved, what are they interested in? Although don’t assume they are just interested in the finance part of your business. They will be looking for the whole package.

3. Do not attempt to fill in the template from start to finish. First decide which sections are relevant for your business and set aside the sections that don’t apply. You can always go back to the other sections later. 

4. Use the [italicised text]. The italicised text is there to help guide you by providing some more detailed questions you may like to answer when preparing your response. Please note: If a question does not apply to your circumstances it can be ignored.  Delete this italicised text prior to finalising your plan.

5. Suggested responses have been provided based on our industry knowledge and statistics we have obtained.  These responses appear in blue text.  Feel free to include this information in your final plan, use it as a guide or delete it altogether.

6. Write your summary last. Use as few words as possible. You want to get to the point but not overlook important facts. This is also your opportunity to sell yourself. But don’t overdo it. You want prospective banks, investors, partners or wholesalers to be able to quickly read your plan, find it realistic and be motivated by what they read. 
[Your Name] 

[Your Title] 

[Business Name]

[Main Business Address]

ABN: [ABN]
ACN: [ACN]
[Business Name] 

Business Plan

Prepared: [Date prepared]
Business Plan Summary
[Please complete this page last]

[Your business summary should be no longer than a page and should focus on why your business is going to be successful. Your answers below should briefly summarise your more detailed answers provided throughout the body of this plan.]

The Business

Business name: [Enter your business name as registered in your state/territory. If you have not registered your business name, add your proposed business name.]

Business structure: [Sole trader, partnership, trust, company]

ABN: [Registered Australian business number]

ACN: [Registered Australian company number, if applicable]

Business location: [Main business location]

Date established: [The date you started trading]

Business owner(s): [List all of the business owners]

Relevant owner experience: [Briefly outline your experience and/or years in the industry and any major achievements/awards]

Products/services: [What products/services are you selling? What is the anticipated demand for your products/services?]

The Market

Target market:

[Who are you selling to? Why would they use your services over others?]

Marketing strategy:

[How do you plan to enter the market? How do you intend to attract customers? How and why will this work?]

The Future

Vision statement:

[The vision statement briefly outlines your future plan for the business. It should state clearly what your overall goals for the business are.]

Goals/objectives:

[What are your short & long term goals? What activities will you undertake to meet them?]

The Finances

[Briefly outline how much profit you intend on making in a particular timeframe. How much money will you need up-front? Where will you obtain these funds? What portion will you be seeking from other sources? How much of your own money are you contributing towards the business?] 
The Business

Business details

Products/services: [What products/services are you selling? What is the anticipated demand for your products/services?]

Registration details

Business name: [Enter your business name as registered in your state/territory. If you have not registered your business name, add your proposed business name.]

Trading name(s): [Registered trading name(s).]

Date registered: [Date business name registered.]

Location(s) registered: [State(s) you are registered in.]

Business structure: [Sole trader, partnership, trust, company.]

ABN: [Registered Australian Business Number.]

ACN: [Registered Australian Company Number, if applicable.]

GST: [Are you registered for Goods and Services Tax? Date registered?]

Domain names: [Registered domain names.]

Licenses & permits: [List all the licenses or permits you have registered]

Business premises

Business location: [Describe the location and space occupied/required. What is the size of the space you occupy/require? Which suburb? Where in relation to landmarks/main areas? Where are you in relation to popular shopping strips? What is the pedestrian traffic like?]

Buy/lease: [If you have purchased a business premises or are currently leasing, briefly outline the arrangements. If you are still looking for a lease, outline your commercial lease requirements and any utilities/facilities required.]

Management & ownership

Names of owners: [List all of the business owners.]

Details of management & ownership: [As the owner(s), will you be running the business or will manager be running the business on your behalf? What will be your involvement? If it is a partnership briefly outline % share, role in the business, the strengths of each partner and whether you have a partnership agreement/contract in place?]

Experience: [What experience do the business owner(s) have? How many years have you owned or run a business? List any previous businesses owned/managed. List any major achievements/awards. What other relevant experience do you have? Don’t forget to attach your resume(s) to the back of your plan.]

Key personnel

Required staff [List your required staff in the table below.]

	Job Title
	Qty
	Expected 

staff 

turnover
	Skills necessary
	Date required

	Physiotherapist
	1
	3 yrs
	At least 2 years experience
	Jul 2010

	Physiotherapist
	1
	5 yrs
	Specialist field
	Jul 2010

	Office Manager
	1
	5 yrs
	Computer experience
	Jul 2010

	
	
	
	
	

	
	
	
	
	


Recruitment options

[How do you intend on obtaining your required staff? Advertising in the local paper, online advertising, and/or training current staff members?] 

Training programs

[Are there any training programs you will be organising in the event you cannot find the required skills? Are these in-house or external providers? What training will you as the business owner/manager undertake to keep your skills current?] 

Skill retention strategies

[What procedural documentation will you provide to ensure the skills of staff are maintained? Do you have an appropriate allocation of responsibilities? How are responsibilities documented and communicated to staff? What internal processes will you implement to regularly check that the current skills of staff members are still appropriate for the business?] 

Products/services

	Service / Product
	Description


	Price

	[Service / Product name]
	[Brief service / product description]
	[Price incl GST]

	
	
	

	
	
	

	
	
	


Market position: [Where do your products/services fit in the market? Are they high-end, competitive or budget? How does this compare to your competitors?]

Unique selling position: [How will your products/services succeed in the market where others may have failed? What gives your products/services the edge?]

Anticipated demand: [What is the anticipated quantity of products/services your customers are likely to purchase? For example, how frequent are treatments, are patients likely to purchase rehabilitation aides?]
Patients tend to fall into the following categories:
· those who are covered by health insurance companies, the majority of whom will be referred to you by a GP

· those who are referred to you by a GP after requesting private physiotherapy, this usually refers to patients suffering musculo-skeletal complaint or soft tissue injury

· those patients who self-refer and pay out of their own pockets

Patients will either pay for the treatment themselves or have the fees met by their insurance company.

Gauging demand

It is a good idea to build relationships with those health professionals and organisations in your area who will refer patients to you or who can give their patients information about your practice and services.  These will include:

· local GP’s

· consultants and physiotherapy departments in local hospitals

· nursing homes

· retirement homes

· sport clubs

· leisure centres

Do not be shy.  Contact these businesses and ask how many referrals they have.

Pricing strategy: [Do you have a particular pricing strategy? Why have you chosen this strategy?]

Value to clients: [How do your clients view your products/services? Are they a necessity, luxury or something in between?]

Growth potential: [What is the anticipated percentage growth of the service/product in the future? What will drive this growth?]

Innovation 

Research & development (R&D)/innovation activities

[What R&D activities will you implement to encourage innovation in your business? What financial and/or staff resources will you allocate?]

Intellectual property strategy

[How do you plan to protect your innovations? List any current trade marks, patents, designs you have registered. Do you have confidentiality agreements in place?]

Insurance

Workers compensation: [Provide details if you have workers compensation insurance? This is mandatory if you have employees.]

Public liability insurance: [Provide details if you have public liability insurance? This covers any third party death or injury.]

Professional indemnity: [Provide details if you have professional indemnity insurance? This covers any legal action taken out as a result of your professional advice.]

Business assets: [Provide details if you have insured your business assets in the event of a fire, burglary, or damage? For example: building, contents, motor vehicles.]

Business revenue: [Provide details if you have insured your business in the event of business interruption where you cannot trade because of a particular event and are unable to make money?]
Risk management

[List the potential risks (in order of likelihood) that could impact your business.]

	Risk
	Likelihood
	Impact
	Strategy


	[Description of the risk and the potential impact to your business.]
	[Highly Unlikely, Unlikely,

Likely, 

Highly Likely]
	[High,

Medium,

Low]
	[What actions will you take to minimise/mitigate the potential risk to your business?]



	
	
	
	

	
	
	
	

	
	
	
	


Legal considerations 

[List the legislation which will have some impact on the running of your business. For example: consumer law, business law, or specific legislation to your industry.]

Operations

Suppliers

[Who are your main suppliers? What do they supply to your business? How will you maintain a good relationship with them?]

The major supplier industries of physiotherapy services can be listed as:

· Medical and surgical equipment manufacturing

The major buyer industries of physiotherapy services can be listed as:

· Life insurance

· Health insurance

· General insurance

· General hospitals

· Nursing homes

· GP medical services

· Specialist medical services

· Community health centres

· Accommodation for the aged

Plant and equipment 

[List your current plant and equipment purchases. These can include vehicles, computer equipment, exercise machines, phones and fax machines.]
	Equipment
	Purchase date
	Purchase price
	Running cost



	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Inventory

[List your current inventory items in the table below. If you have a substantial inventory, you may prefer to attach a full inventory list to the back of this business plan. Note: inventory refers to items purchased for resale to patients, such as rehabilitation and exercise equipment, do not include industry consumables here, such as gels used during treatment.]

	Inventory item
	Unit price
	Qty
	Total cost



	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Technology (Software): [What technology do you require? For example: website, accounting package? What will be the main purpose for each? Will they be off-the-shelf or purpose built? What is the estimated cost of each technology solution?]

Trading hours: [What are your trading hours? What are your expected peak trading times? Which times do you expect to be more profitable? How will this change over different seasons? How do your trading hours accommodate these changes?]

Communication channels: [How can your clients get in contact with you? These channels can include: telephone (landline/mobile), post box, shop front, email, fax and/or internet blog/social networking website.]

Payment types accepted: [What payment types will you accept. cash, credit, cheque, gift cards, Paypal etc] 

Credit policy: [What is your credit policy for patients/suppliers? How long is the credit period? What are your collection strategies/procedures? What credit does your business receive? What are the terms?] 

Quality control: [Describe your quality control process. What checks or balances do you have in place to ensure the product or service you offer is produced to the same standard of quality? What steps do you take to meet product safety standards?]

Memberships and affiliations: [Is your business a member of any particular industry association or club? Do you have any affiliations with any other organisation?]
The Australian Physiotherapist Association is based in Melbourne, has over 12,000 members and represents over 75% of registered physiotherapists.  It has released a Code of Conduct which is binding to all members and established standards for a voluntary national scheme for the accreditation of private physiotherapy practices.  Currently 20%-30% of private practices throughout Australia have gained accreditation.

The Australian Physiotherapist Council (APC) is an independent national standard-setting body.  It promotes high standards in the physiotherapy industry, working to build a safe and competent physiotherapy workforce through its accreditation of entry level physiotherapy programs in Australian universities; assessment of overseas qualified physiotherapists prior to registration to practice in Australia; assessment of overseas and Australian qualified physiotherapists for the purpose of migration to Australia as a physiotherapist under the skilled visa categories; and, with its provision of advice to Government agencies and Physiotherapists Registration Boards in Australia on legislative matters relevant to a consistent national approach to physiotherapy registration.
Sustainability plan

Environmental/resource impacts

[Describe the impact your business could potentially have on the environment. E.g. a particular manufacturing process may contribute negatively on the local water supply.]

Community impact and engagement

[How does your environmental impact affect the local community? How can you engage the community in minimising your impact?]

Risks/constraints

[List any risks/constraints to your business resulting from this environmental impact?]

Strategies

[What strategies will you implement to minimise/mitigate your environmental impact and any risks to your business? Will you conduct an environmental audit? Have you introduced an Environmental management system?] 

Action plan

[List your key sustainability/environmental milestones below?]

	Sustainability milestone
	Target
	Target date

	[Reduce water consumption]
	[60% reduction]
	[2016]

	
	
	

	
	
	

	
	
	


The Market
Market research

[What statistical research have you completed to help you analyse your market? Did you use a survey/questionnaire? If so, you may like to attach a copy of your survey/questionnaire to the back of this plan.]

Market targets

[Outline your planned sales targets. What quantity of your products/services do you plan to sell in a planned timeframe? Are they monthly or yearly targets? For example, you may set yourself a goal of selling 1 000 products in 12 months.]

It can be costly to establish a viable practice within the physiotherapy services industry due mainly to the time and effort involved in establishing a reputation and a client base.

Clients may self-refer on the basis of recommendation or location, or may be recommended to a given practice by other health and medical practioners.

The physiotherapist therefore needs to establish a reputation both in the general community and in the health and medical communities.

Market segmentation can be analysed in relation to the age of patients treated.  In 2009, the following data is available.

Patient age
Market share

0-24 year
16.20%

25-64 years
66.40%

over 65 years
17.40%


Industry analysis

[What is the size of the market? What recent trends have emerged in the market? What growth potential is available and where do you fit in?]

The physiotherapy industry in Australia, for the financial year ended 30th June, 2009:

· Revenue = $922,700,000

· Profit = $239,900,000

· Wages paid = $368,500,000

· Annualised real growth rate for five years to 2008/09 = 5.1% 

· Employment = 13,381 people

· Average revenue per practice = $270,000

Share of industry by state, as at end of financial year 30th June, 2009:

NSW
32%

VIC
22.7%

QLD
16.6%

WA
14.5%

SA
12.1%

TAS
1.6%

NT
0.5%

ACT
0.0%

Industry Growth is promoted by:

· a general awareness of the benefits of physiotherapy treatment and with that an increase in GP referrals for such services.

· an increase in the number of people holding private health insurance together with an increase in the number of physiotherapy treatments available under private cover and therefore greater numbers seeking these treatments. In fact, patients with private health insurance typically account for around half of all clients.

· the aging population.

· an increase in incidents of chronic disease

· an increase in household income and wealth

· an increase in applications for physiotherapy courses and the number of students taking these courses, indicating a bright future for the industry.

The physiotherapy services industry is forecast to grow at an annualised real rate of 4.4% for 5 years to 2014/15 while GDP is forecast to grow at an annualised real rate of 3.7% for 5 years to 2014/15.

INDUSTRY STRUCTURE AND OPERATING CONDITIONS:

Lifecycle stage: GROWTH

· the physiotherapy industry is growing at a faster rate than that of the overall economy

· in 5 years to 2009/10, revenue of the physiotherapy services industry grow at an annualised real rate of 4.9% whereas GDP experienced just 2.3% annualised real rate of growth for the same period

· industry growth is underpinned by the aging population

· the population of persons aged at least 65 years will grow at an average annualised real rate of 3.7% in 5 years to 2015, while the total Australian population will grow at 1.5% in the same period; age related services anticipating growth include cardiovascular conditions, incontinence, diabetes, arthritis and musculoskeletal conditions 

Revenue volatility: LOW

Physiotherapy services industry revenue is produced from the following sources:

· 20% from WorkCover, TAC or another third party 

· 24% from private health insurance

· 50% patients out-of-pocket

There is a correlation between household disposable income and the rendering of physiotherapy services, this is evident on 2 levels: an increase in household disposable income leads to an increase in consumers taking out private health insurance, which inadvertently leads to an increase in physiotherapy services covered by their insurance, and; an increase in household disposable income leads to a greater number of consumers seeking out-of-pocket physiotherapy services.  Household disposable income has reported growth at an annualised real rate of 3.2% in the 5 years to 2009/10; this represents reasonably strong growth which supports a growing industry.

The presence of health insurance, WorkSafe, TAC and other third-party compensation companies reduces revenue volatility.  Demand for physiotherapy services is therefore not significantly impacted by adverse macro economic conditions.

Investment requirement: LOW

· the low capital intensity of the physiotherapy services industry is represented by the ratio of labour costs to capital (depreciation) costs being 20 to 1

· the industry is characterised by highly personal services being applied by highly trained practioners, resulting in a high labour component

· there is relatively little requirement for the purchase of equipment or other capital items, major equipment items include electrical stimulators and treatment tables

Industry assistance: NONE

Concentration level: LOW

· the four largest grossing service providers in the physiotherapy industry account for less than 10% of revenue

· 50% of physiotherapy services are provided from within a sole trader structure

· 45% of physiotherapy services businesses have no employees
· less than 2% of physiotherapy services businesses have more than 20 employees

Regulation level: MEDIUM

· physiotherapy is a registerable profession, administered through physiotherapy registration boards in each State and Territory

· to register, physiotherapists must have a prescribed qualification and pay an initial and annual registration fee

Technology change: LOW

There has been no significant development in technology within the physiotherapy services industry.  However, research has recently been completed demonstrating the benefits of physiotherapy in treating a widening array of conditions.

· equipment used in physiotherapy private practice is very slightly, if at all, impacted by technological advances, such equipment includes ultraviolet and infra-red rays, shortwave or microwave, ultrasound and high frequency wave treatment

· service techniques used in physiotherapy private practice are not at all impacted by technological advances, such techniques include massage, manipulation, hydrotherapy and personalise exercise programs 

Computerised systems are available to assist with practice management, in particular with features to develop patient database, make appointments, provide marketing information and promote clinical research.  Practices may need to update such systems as new software is developed.

Competition level: MEDIUM

Key success factors include:

· accessing niche market, establishing a reputation as a specialist

· having a good reputation

· developing a loyal customer base

· proximity to consumers: maximise visibility and accessibility

· becoming a member of the Australian Physiotherapist Association or Australian Physiotherapist Council, to improve credibility

· ensuring an appropriate pricing policy

Barriers to entry: MEDIUM

· length of time taken to gain qualification may be a deterrent, with requirement being a 4 year university degree plus postgraduate study for a specialised qualification

· current intake levels at university are experiencing greater demand than what resources are available

· the existence of physiotherapy practices in the area and the extent to which they have tied up referral sources may impact the ease of starting-up in private practice

Your customers 

[Define who your target customers are and how they behave. You can include age, gender, social status, education and attitudes.]

Customer demographics

Some physiotherapist practices offer general physiotherapy services while others may specialise in particular treatments.  In 2009/10, 80% of all physiotherapists offered general physiotherapy services while 20% of physiotherapists practiced in a specialist field.  There are advantages to both scenarios: a generalist has a larger potential customer base but may find it more difficult to attract new clients as they are competing in a larger market; and, a specialist practice can more easily target its clients but has a far narrower potential customer base.

Specialist areas include:

· Neurology

· Cardiopulmonary

· Orthopedics
· Pediatrics
· Sport physiotherapy

· Manipulative therapy

· Women specific health issues

The profile of your patients, that is their age and their treatment needs will vary depending upon the focus of you practice.  

Customer trends

[Identify your key customers. (These can be large consumers of your products or individuals whose satisfaction is key to the success of your business.) How will you target your services/products to them?]

Customer management

[How will you maintain a good relationship with your patients? What techniques will you use? How will you keep your patients coming back? Have you introduced customer service standards? Do you follow any particular code of practice?]

The physiotherapy industry is governed by the independent bodies of the Australian Physiotherapy Association and the Australian Physiotherapist Council.  These authorities ensure that the industry operates in a professional manner at all times and that services are conducted to the highest of standards.  The regular review of the Australian Standards for Physiotherapy ensures a safe and competent physiotherapy workforce is maintained.  The provision of advice on legislative matters relevant to a consistent national approach to physiotherapy registration, to Government agencies and Physiotherapists Registration Boards across all states and territory’s, ensures a satisfactory standard exists within the industry.   By becoming a member of such an association and participating in the voluntary national scheme for the accreditation of private physiotherapy practices, patients can be confident in the services you provide.
S.W.O.T. analysis

[List each of your businesses strengths, weaknesses, opportunities or threats in the table below and then outline how you plan to address each of the weaknesses/threats.]

	Strengths
	Weaknesses

	No substitute services available

Public awareness of the benefits associated with physiotherapy

Loyal customer base for return patients

Physiotherapy not considered a luxury item and is therefore less likely to be impacted in economic downturn

	Limited government rebates

Current labour shortage which may have a negative impact on industry growth

	Opportunities
	Threats

	Aging population is providing a steady stream of customers

An increasing proportion of the population with private health insurance is also seeing more people seek physiotherapy

Increased government health spending

Introduction of HICAPS allowing easy processing of private health care claims

Potential for greater industry participation in the Medicare system

	More stringent Occupational Health and Safety legislation has lead to  safer work places with fewer accidents and a reduction in WorkCover payments for physiotherapy

Uncertain economic conditions may lead to reduced consumer spending on out-of-pocket services

Uncertain economic conditions may lead to reduced consumer spending on private health insurance




Your competitors

[How do you rate against your competitors? How can your business improve on what they offer?]

Concentration in the physiotherapy services industry is considered low with the top four firms accounting for less than 10% of revenue.

Your competitors will include:

· other private physiotherapy practitioners

· other practitioners that treat a similar range of conditions as you do, such as chiropractors, osteopaths, masseurs

· private hospitals

· GP’s with in house physiotherapists

You will be completing on the basis of:

· location, accessibility, visibility

· areas of specialty services offered

· rapport with patients and referring clinicians

· reputation for quality of care and effective treatment among the general community and referrers

· being a registered member of an industry organisation, such as Australian Physiotherapy Association or Australian Physiotherapist Council, by having access to professional development and accreditation services offered by these organisations you can increase your credibility with patients and referring clinicians and in turn improve your competitiveness within the market 

· the price of your services will also be a factor with limited coverage under Medicare

Competitor details

[Completing the following table will highlight how you rate against your competitors and help identify how your business can improve on what they offer.  Use the above list of potential competitors to complete the table, trying to list at least 3 competitors.]
	Competitor: [Competitor’s name]

	Est. date: [When were they established?]

	Size: [Number of staff and/or turnover]

	

	Value to customers
	Strengths
	Weaknesses

	[Unique value to customers. E.g. convenience, quality, price or service?]
	[What are your competitor's main strengths?]
	[What are your competitor's main weaknesses?]

	
	
	

	
	
	


Advertising & sales

Advertising and promotional strategy 

[What strategies do you have for promoting and advertising your practice in the next 12 months?]

	Planned promotion
	Expected business improvement
	Cost
	Target date



	[Print media advertising, online advertising, mail-out, giveaway, media release or event.]
	[How do you expect it will improve your business success?]
	[$]
	[Dec 2010]

	
	
	
	

	
	
	
	

	
	
	
	


Sales and marketing objectives

[Who will be responsible for the promotion of your practice? What techniques will be used? What sales goals/targets will they meet?]

Unique selling position

[Why do you have an advantage over your competitors? How will practice succeed in the market where others may have failed?]
The Future

Vision statement

[What is your business' vision statement? It should briefly outline your future plan for the business and include your overall goals.]

Mission statement

[What is your business' mission statement? I.e. how will you achieve your vision?]

Goals/objectives

[What are your short & long term goals? What activities will you undertake to meet them?]

Action plan

[This table does not include sustainability milestones as they are listed in the sustainability section above]

	Milestone
	Target date
	Person(s) responsible

	[What are the business milestones that you need to complete starting from today?]
	[When do you expect to complete them?]
	[Who is responsible for delivering this milestone?]

	
	
	

	
	
	

	
	
	


The Finances

Key objectives and financial review

Financial objectives

[List your key financial objectives. These can be in the form of sales or profit targets. You could also list your main financial management goals such as cost reduction targets.]

Finance required 

[How much money up-front do you need? Where will you obtain the funds? What portion will you be seeking from loans, investors, business partners, friends or relatives, venture capital or government funding? How much of your own money are you contributing towards the business?]

Start-up cost
[Estimate the costs involved in starting up your business.]

The items and figures will vary depending on your circumstances and as such the following spreadsheet should be considered a guide and not an exhaustive list of expenses.  Remember not all items will be relevant to you.  

Expenses: What will it cost you to get your business up and running?  The key to accuracy here is attention to detail. For each category of expense, draw up a list of everything you will need to purchase.  Then consider from where you might purchase these goods or services, be sure to research more than one vendor and do not look at price alone; other area such as terms of payment, delivery, reliability and service are also important.  Based on your research, estimate the cost for each item.

Contingencies: Add a reserve for contingencies.  Be sure to explain in your narrative how you decided on the amount you are putting into this reserve. 

Working Capital: You cannot open with an empty bank account. You need a cash cushion to meet expenses while the Practice gets going. You should do a 12-month cash flow projection. This is where you will work out your estimate of working capital needs. For now, either leave this line blank or put in your best rough guess. After you have done your cash flow, you can come back and enter the carefully researched figure.

Sources of Capital: Now that you have estimated how much capital will be needed to start, you should turn your attention to obtaining it. Enter the amounts you will put in yourself, how much will be injected by partners or investors, and how much will be supplied by borrowing.

Security and Collateral for loan proposal:  If you will be using this plan to support a bank loan request, use this section to show what assets are offered as collateral to secure the loan, and give your estimate of the value of these items (using the lower of cost or market value).  Be prepared to offer some proof of your estimates of collateral values.
	Start-up Expenses
	
	
	
	

	
	
	
	
	

	Buildings/Real Estate
	
	
	
	

	Purchase
	
	                     - 
	
	

	Construction
	
	                     - 
	
	

	Remodeling
	
	                     - 
	
	

	Other
	
	                     - 
	
	

	Other
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Leasehold Improvements
	
	
	
	

	Refurbishment
	
	                     - 
	
	

	Fittings
	
	                     - 
	
	

	Item 3
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Plant and  Equipment
	
	
	
	

	Vehicles
	
	                     - 
	
	

	Exercise equipment
	
	                     - 
	
	

	Medical machines/scanners
	
	                     - 
	
	

	Massage tables
	
	                     - 
	
	

	Other
	
	                     - 
	
	

	Other
	
	                     - 
	
	

	Other
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Office Equipment
	
	
	
	

	Furniture
	
	                     - 
	
	

	Computer hardware
	
	                     - 
	
	

	Computer software
	
	                     - 
	
	

	Phone system
	
	                     - 
	
	

	Security system
	
	                     - 
	
	

	Other
	
	                     - 
	
	

	Other
	
	
	
	

	Other
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Location and Admin Expenses
	
	
	
	

	Rental lease cost (rent advance/deposit)
	
	                     - 
	
	

	Utility connections & deposit (electricity, gas, water)
	
	                     - 
	
	

	Phone connection
	
	                     - 
	
	

	Internet connection
	
	                     - 
	
	

	Staff training & pre-open wages
	
	                     - 
	
	

	Printing
	
	                     - 
	
	

	Stationery & office supplies
	
	                     - 
	
	

	Solicitor fees
	
	                     - 
	
	

	Accountant fees
	
	                     - 
	
	

	Membership fees
	
	                     - 
	
	

	Other
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Insurance
	
	
	
	

	Professional Indemnity
	
	                     - 
	
	

	Fire & Perils 
	
	                     - 
	
	

	Public Liability
	
	                     - 
	
	

	Workers Compensation
	
	                     - 
	
	

	Business Interruption
	
	                     - 
	
	

	Other
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Registrations
	
	
	
	

	Business name
	
	                     - 
	
	

	Licenses
	
	                     - 
	
	

	Permits
	
	                     - 
	
	

	Domain name
	
	                     - 
	
	

	Trade marks/designs/patents
	
	                     - 
	
	

	Other
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Advertising and Promotional Expenses
	
	
	
	

	Advertising
	
	                     - 
	
	

	Signage
	
	                     - 
	
	

	Printing
	
	                     - 
	
	

	Travel/entertainment
	
	                     - 
	
	

	Other
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Opening Inventory
	
	
	
	

	Category 1
	
	                     - 
	
	

	Category 2
	
	                     - 
	
	

	Category 3
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	
	
	
	
	

	Sources of Capital
	
	
	
	

	
	
	
	
	

	Owners' Investment (name and percent ownership)
	
	
	
	

	name and percent ownership
	
	                     - 
	
	

	name and percent ownership
	
	                     - 
	
	

	name and percent ownership
	
	                     - 
	
	

	name and percent ownership
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Bank Loans
	
	
	
	

	Bank 1
	
	                     - 
	
	

	Bank 3
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Other Loans
	
	
	
	

	Source 1
	
	                     - 
	
	

	Source 2
	
	                     - 
	
	 $                   - 

	
	
	
	
	

	Reserve for Contingencies
	
	
	
	 $                   - 

	
	
	
	
	

	Working Capital 
	
	
	
	 $                   - 

	Summary Statement
	
	
	
	

	
	
	
	
	

	Sources of Capital
	
	
	
	

	Owners' and other investments
	
	                     - 
	
	

	Bank loans
	
	                     - 
	
	

	Other loans
	
	                     - 
	
	

	Total Source of Funds
	
	                     - 
	
	

	
	
	
	
	

	Startup Expenses
	
	
	
	

	Buildings/real estate
	
	                     - 
	
	

	Leasehold improvements
	
	                     - 
	
	

	Plant & Equipment
	
	                     - 
	
	

	Office Equipment
	
	                     - 
	
	

	Location/administration expenses
	
	                     - 
	
	

	Insurance
	
	
	
	

	Registrations
	
	                     - 
	
	

	Advertising/promotional expenses
	
	                     - 
	
	

	Opening inventory
	
	                     - 
	
	

	Contingency fund
	
	                     - 
	
	

	Working capital
	
	                     - 
	
	

	Total Startup Expenses
	
	                     - 
	
	

	
	
	
	
	

	
	
	
	
	

	Security and Collateral for Loan Proposal
	
	
	

	
	
	
	
	

	Collateral for Loans
	
	 Value 
	
	 Description 

	Real estate
	
	                     - 
	
	

	Other collateral
	
	                     - 
	
	

	Other collateral
	
	                     - 
	
	

	Other collateral
	
	                     - 
	
	

	
	
	
	
	

	
	
	
	
	

	Owners
	
	
	
	

	Your name here
	
	
	
	

	Other owner
	
	
	
	

	Other owner
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	Loan Guarantors (other than owners)
	
	
	
	

	Loan guarantor 1
	
	
	
	

	Loan guarantor 2
	
	
	
	

	Loan guarantor 3
	
	
	
	

	
	
	
	
	


CASH FLOW ANALYSIS ITEMS:

CASH INCOMINGS

‘Cash sales’ refers to income from your main business activity which is received at the time of consultation. Your cash sales income will be from patients paying your fees out of their own pocket and from patients covered by MediCare or health insurance who will pay you and then claim back the cost from MediCare or the insurance company. If such a patient needs a course of treatment (more than one appointment), you may decide to charge them after each treatment rather than at the end of the course to improve your cash flow. 
You should also include any retail sales of physiotherapy equipment that you make in ‘cash sales’. 
To prepare your cash flow, you need to estimate how much income you will receive over the next twelve months. To do this you will need to work out how many patients you are likely to treat, how much you will charge them and when you will receive the money.

Setting your Fees

Setting your fees at the right level is an important part of making sure the practice gets off to a good start, however, this can prove easier said than done.  You may already have a core of patients that you have been seeing privately and will have an idea of how much to charge, although, you may find that you will have to increase that rate to cover practice overheads and for you to make a profit.

You may find it useful to research the fees of other private practices operating in your area.  You may decide to set a competitive price, charging less to attract more patients. Alternatively, you may feel that you can charge more if you are very experienced or specialised.
'Cash from debtors' refers to income you receive from debtors, that is, patients who don’t pay at time of consultatoin but instead receive an invoice from you, usually at the end of the month. After they have been sent an invoice but before they pay, they are referred to as your debtors. When they pay you, the payment is referred to as ‘cash from debtors’.
The majority of your debtors are most likely to be health insurance companies. Some of your patients will pass you their completed claims form when treatment has finished and you will then have to collect your fees from the insurance company. Once you have invoiced the company but before it has paid you, the company is referred to as your debtor - when they pay, the payment is referred to as ‘cash from debtors’. You should contact the health insurance companies you will be dealing with to see how long you will have to wait before receiving payment. If it is typically longer than 30 days, include projected income from insurance companies as ‘cash from debtors’ (ie in the month after the treatment has been completed). If the delay is less than 30 days, treat such payments as 'cash sales'.
Establish clear terms of payment with your debtors so that there is no confusion as to when invoices should be settled. You might, for example, require all accounts to be settled every month, perhaps by a particular day of the month. Alternatively, you might state on your invoice that payment must be made within 30 days of the invoice date. 

Consider what steps you will take to recover any overdue amounts and whether interest will be charged on these.

To prepare your cash flow, you need to make an estimate of the amount of income you are likely to invoice each month. Enter this amount in your cash flow statement in the following month as ‘cash from debtors’ indicating that this is when payment is due to be received.

'Other income' relates to amounts you receive from sources other than your main physiotherapy business that haven't been dealt with anywhere else in the cash flow.

Examples of ‘other income items’ include:
· rent received from sub-leasing your premises

· the selling of physiotherapy equipment to the public, or 

· writing articles for a professional journal 
To prepare your cash flow, you need to make an estimate of how much you think you will receive every month in ‘other sales’ and enter this in your cash flow projection. Be careful not to count any income twice - if you've already counted something as 'cash sales’; do not count it again as ‘other income’.
‘Borrowed funds’ relates to the principle amount of money you borrow, eg via a business loan from the bank. 
Important Note: Physio Accountant has finance available and offer products that have been especially designed to suit the needs of those involved in the Physiotherapy industry.  Whether you are looking to finance practice equipment, office equipment, property fit-out or even the purchase of a practice premises we are able to provide the financial solution for your needs with a repayment plan that suits your budget

‘Cash injection’ relates to the amount of money you intend to put into the business from your private funds, for example, funds sourced from private savings or the sale of a privately owned asset.   

‘Working capital’ relates to the instance where cash incomings are not sufficient to cover set-up costs and cash outgoings.  For example, when you first open your Practice you will not be operating at full potential as your Practice is becoming known and developing a good reputation.  During this period you will still have to cover expenses such as: wages (and your own living expenses); consumables, such as gels; rent; rates; utilities, such as heat, light and telephone.
If the income during this period does not cover your practice expenses, you will need 'working capital' to tide you over.
To prepare your cash flow, leave this entry blank until you have completed all the other items. This will give you an indication of the shortfall between income and expenditure.  If you discover you’re your cash position is low or negative, you should arrange for additional funding, either via private injection of funds or via external lending.  
CASH OUTGOINGS
'Cash purchases' refers to any payment you make to a supplier at the time when you buy them rather than taking an invoice to pay at a later date.  Cash purchases only include items that you buy for use in the course of treatments, such as gels, tape and so on. They don't include things like tea and coffee bought for consumption at work, or items such as business stationery.

Remember to keep safely all the invoices and receipts for cash purchases, even if the amounts are small.

 ‘Cash to creditors’ refers to payments you make to creditors, that is, suppliers who you don’t pay at the time of the sale but instead you purchase on account.  After you have made the purchase and received an invoice but before you pay your account, these suppliers are referred to as creditors.  When you pay the supplier, the payment is referred to as ‘cash to creditors’.

For convenience it is best to set up accounts with your main suppliers. To do this you may be asked to provide bank references. Until the account facility has been granted you will have to pay for your order at the time you place it.  Once your account has been set up you will be invoiced at regular intervals and expected to pay within a certain number of days of receiving the invoice.
If you are purchasing items of equipment for the on sale to patients, such as back rolls, joint supports and rehabilitation exercise items, it is important to maintain control over your stock levels.  You may decide to keep a small stock of such items on hand or you may decide to order them as patients place orders with you. The latter method will mean that you don't have money tied up in stock and, as many suppliers offer 24 hour delivery, should mean that the patient is not unduly inconvenienced.  This will be a personal decision.
To prepare your cash flow, you need to make an estimate of the amount of supplies you are likely to purchase each month. Enter this amount in your cash flow statement in the following month/months (depending on terms of payment) as ‘cash to creditors’ indicating that this is when payment is due to be made.

‘Wages’ refers to the gross amount of wages paid to your employees, including any amount withheld by you on their behalf under the PAYG system.

Before you can make an estimate of the wages you will pay each month you have to determine how many staff member you will need to employ.  This will vary depending on the size and scope of the practice. Your employees may include:

· other physiotherapists 

· physiotherapy assistants 

· other therapists who can offer treatments that you are not trained to provide 

· administration support to answer the phone, make appointments, organise patients files, deal with health insurance companies and so on

Now you need to determine the rate of pay for each staff member.  You can find this information by referring to the relevant Modern award which details minimum conditions for employers and employees across Australia, replacing federal and state-based awards on 1st January, 2010.  The physiotherapy industry, including support staff, is covered in The Health Professionals and Support Services Award 2010 [MA000027].  Take a look at a copy of this Modern Award, available online at www.fairwork.gov.au, to gain insight into what you can expect to pay your employees. 
Don't forget, you could use a combination of full and part-time staff. Part-time work is often attractive to parents with children at school.  So take this into consideration when calculating your monthly wage figure. 
Important Note: Money that you take from the business to cover your own personal living expenses are known as 'Drawings'. This should not be included in ‘wages’, it will be dealt with elsewhere in the cash flow.

To prepare your cash flow, you need to determine the number of staff you intend to employ then apply the relevant rate of pay as determined in The Health Professionals and Support Services Award 2010 [MA000027].  Calculate a monthly figure to enter into you cash flow.
‘Superannuation’ refers to the amount of superannuation guarantee that as an employer you are obliged to pay to your employees.  This is calculated at 9% of each the eligible employees’ base earnings.  As a general rule, eligible employees are those who are paid at least $450 per month.  However for more detailed information about employee eligibility you will need to visit www.ato.gov.au [external link to website]

To prepare your cash flow, you need to calculate 9% of your gross wages figure. The superannuation guarantee contribution is payable on a quarterly basis so calculate 9% of gross wages for the three month period ended 31st March, 30th June, 30th September and 31st December and apply the figure to your cash flow in that month.

‘Rent’ refers to the amount of rent you will have to pay for your premises in the months that you will have to pay it.  
Helpful hint: If you have not yet decided on a particular premises you could contact a local estate agent who handles commercial property to get an idea of how much the rent is likely to be. You should have already given some consideration to the type and location of the premises that you will require for your practice, so they will be able to give you some guidance as to how much you will have to pay.

‘Rates & water rates’ refers to the rates you may be subject to pay in relation to your premises. 

Helpful hint: Your local council, the estate agent and your local water authority will be able to give you some guidance as to how much these will be.

‘Utilities’ refers to the gas and electricity you will be charged on a quarterly basis for all the gas and electricity you have used in the business.
Helpful hint: Until you have been trading for a few months you will not know exactly how much energy the business will use. Your energy supplier may be able to give you some guidance, based on the size of your premises and the nature of any equipment you will be using, for example, electrotherapy, ultrasound machines. You can adjust the figures once you have been in the premises for a few months.

All the utility companies have become much more competitive and it might be worth shopping around to see which would be the cheapest for your energy needs.
‘Telecommunications’ refers to the cost all your telephone needs, including landline and mobile, together with internet usage costs.

Your business will need at least one telephone line so that patients can contact you and so you can contact local GPs, hospitals and suppliers. You may decide that you also need a mobile phone, for example if you decide to offer home visits which would mean being away from the practice. 
You may also decide to create a website for your practice, which can be used to provide your contact details, advertise your services, give details of your fees and so on. Many different internet service providers (ISPs) offer internet connections together with email accounts. The features and prices offered will vary from provider to provider so make sure you shop around to find the best deal for the package of services your business requires.

The telephone company will bill you every month or quarter for the calls you have made together with an amount for the line rental, payable in advance for the next quarter.  Various packages and discount structures are available to business users, which can help to reduce telecommunications costs. So again, be sure to shop around by contacting several communication networks to get a deal customised to your needs.
‘Postage’ You are likely to spend a certain amount on a regular basis, but every now and then you might decide to do a promotional mail out, advertising your business to local GPs, hospitals, leisure centres etc. This will increase the amount you spend on postage in that month.

‘Printing and stationery’ refers to business stationery such as letterheads, invoices and so on. Contact a printing company for an estimate of how much a package of essential business stationery costs.  You will probably pay for this in month one or two and then re-order as necessary later in the year. 

Important Note: If you have recorded an amount for customised stationery in your start-up estimation, be sure not to include an initial amount here.

‘Advertising’ refers to the costs involved in implementing the marketing plan you have previously developed.  This may include: advertising in the local newspaper or business directory - contact relevant businesses for a quote; printing leaflets to distribute or send out as part of a mail shot telling GPs and other health professionals about your services and charges – decide how regularly you will conduct these drops then contact distribution company for quote on mailbox drop or calculate postage costs involved.  

To prepare you cash flow, calculate the costs involved in implementing your marketing strategies and enter your estimate of the cost in the months in which you will spend the money.

Important Note: If your marketing strategy includes developing a website for your practice and you have included website design costs in your start-up estimation, be sure not to include this amount here.  You will however need to consider running costs, such as website hosting.

‘Motor vehicle expenses’ refers to costs incurred whilst using your motor vehicle for business related travel.  You should enter here the cost of any business mileage. (Don't include the cost of the vehicle itself - include that under 'Capital expenditure'.)

Running costs include:

the cost of fuel used for business purposes. If you plan to offer home visits within a certain area you should estimate what your total mileage will be. If you know the average fuel consumption of your vehicle you can then estimate how much the fuel will cost you 

servicing and repairs 

replacement tyres, exhausts and so on 

road tax

If the vehicle is used solely for business use then you should allocate all of the servicing and repair costs to the practice. If it is your private vehicle which is used occasionally for practice business then you should only allocate a proportion of the cost to the practice.

‘Travel expenses’ refers to business relates travel expenses incurred other than by car. This may include: public transport, airfares, hotel expenses.  For example, you might travel by train to a residential training course or seminar which involves staying overnight in a hotel.
Some of these costs, such as fuel, you will incur every month. Others, such as road tax, you can pay annually or in two, six monthly installments. Enter your estimate of motor and travel expenses in the months when you expect to pay them.

‘Accounting fees’ refers to the costs incurred for business services provided by your accountant.  Such services may include book-keeping, tax compliance, preparation of annual accounts and tax returns, tax and business advice and so on.  Ask your chosen accountant to estimate the likely cost of the accountancy services you require and enter the amount in the month when you expect to pay for them.

‘Legal fees’ refer to costs incurred by using the services of a solicitor.  You may decide to employ a solicitor to assist you with deciding what form your business will take, to draw up a partnership agreement or form a company. 

Ask your solicitor to estimate the likely cost of the services you will require and enter this amount in the month you expect to pay the fees.

Important Note: Physio Accountant can provide advice on business structure and can then prepare a binding partnership agreement, set up a company, or trust depending on what structure is best suited to your situation. 

‘Insurance’ refers to the premiums you are paying for insurance relating to your business.  Working in private practice, you may need some or all of the following types of insurance:

· professional liability

· all risks cover for your equipment

· public liability

· employer's liability insurance

· loss of earnings

· premises

· motor insurance (for delivery vehicles)

Premiums may be paid in a lump or they may be paid in instalments. Your broker will be able to advise you of the amounts due - enter them in the months when you will pay them.

Important Note: If you have included lump-sum insurance premiums in your start-up estimation, be sure not to include this amount here as you will be covered for a twelve month period so your insurance will not be due for renewal with in the twelve-month cash flow projection period.  However if you intend to pay via querterly instalments, by sure to enter these amounts in the months they are payable.

Important Note: Physioaccountant is a registered insurance broker and offers specialised, competitive business insurance policies that can be tailored to the precise requirements of private physiotherapy practices. 
 ‘Licenses/permits’ refers to the costs involved in obtaining permits required to open your practice.  For example, if you intend to place a sandwich board in the footpath outside the front of your practice, you first have to obtain a permit from your local council.
‘Bank/finance charges & interest’ refers to the costs involved in borrowing funds to finance your business, either by way of overdraft or loan.  These may include interest payable on any money borrowed and bank charges due on the operation of your business bank account. 
If you decide to accept payment by credit card you'll need to open a 'merchant account'. You'll have to pay monthly card charges to your merchant account provider.
Your bank will be able to help you estimate the amounts that will be due.

‘Leasing payments’ refers to principle and interest payable on hire purchase and lease agreements. Generally the payments are fixed at the beginning of the lease period and do not reflect movements in interest rates, although agreements over longer terms might include a variable rate option. Lease payments are made monthly.
Helpful Hint: Leasing items of equipment rather than purchasing outright can help cash flow by spreading the cost over an agreed period.
Important Note: Physio Accountant Finance can give you access to the money you need for the equipment you want, including new and used practice equipment, fit-out materials and computer hardware/software.

‘General expenses’ refers to costs you are likely to incur on different goods and services for your practice. These might include:

· subscription to a trade journal
· annual registration fees

· computer supplies

· flowers, magazines and pictures for the waiting room
· staff amenities
· external contract cleaners

· window cleaner

· repairs and maintenance

Make an estimate of the amount you are likely to spend on general expenses every month and enter this in your cash flow.  You may review this figure once your business is up and running. Do not forget to record what you spend on general expenses and keep receipts wherever possible as the amounts may seem inconsequencial at the timwe of purchase but they do add up..

‘Other expenses’ refers to any payments that the business will make that have not been covered elsewhere in the cash flow. This might be, for example:

· payments due under a maintenance contract for your computer 

· the amount spent on staff uniforms

Enter the amounts in the months when you expect to pay them.
‘Loan principle payment’ refers to principle repayments made on borrowed funds.

‘Capital purchases’ Now that you have given further thought to exactly how your business will operate, you might like to revisit your estimates of capital costs to make sure that you have identified all of the items you will need and any other capital costs you will incur.
Don't forget to include any expenditure on your premises such as sign writing, or having your logo embroidered onto staff uniforms. Make sure you have thought about the security measures you will put in place - for example, you should install an effective anti-theft system to safeguard expensive equipment, such as ultra-sound machines and computers.
If you are paying cash for all the items you are buying for your business, enter the amounts in the months when you expect to pay for them.

If you decide to buy some items on hire purchase, or with a loan, enter the deposit and the monthly payments in the months in which you will pay them. These payments will be made up of both capital and interest. Enter the capital here and the interest under 'Bank/finance charges and interest' in your cash flow. The agreement will identify the amount of interest payable annually - if you deduct this from the total amount you have to pay each year the balance is the capital.
Don't forget that many items can be bought second-hand considerably cheaper. You could try looking for advertisements in trade journals.

‘Owners withdrawals’ refers to the amount of money you will take from the business to cover your personal living expenses. (Some people refer to this as their 'wage' but correctly it should be referred to as Drawings.) Base this amount on what you need to cover your personal expenses.
Make a list of all your regular expenditure and then add things that you only spend money on every now and then, such as birthdays and Christmas.
Be realistic with your estimates - don't be tempted to underestimate your living costs just to make your cash flow work!

	Twelve-Month Cash Flow Projection
	
	
	
	
	
	
	
	
	
	

	12 month period beginning:
	Jul-10
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Pre-Startup EST
	Jul-10
	Aug-10
	Sep-10
	Oct-10
	Nov-10
	Dec-10
	Jan-11
	Feb-11
	Mar-11
	Apr-11
	May-11
	Jun-11
	Total Item EST

	Cash on Hand (beginning of month)
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	CASH RECEIPTS
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Cash Sales
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Cash from debtors
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Other income
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Borrowed funds
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Cash injection
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Working capital
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	TOTAL CASH RECEIPTS
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Total Cash Available (before cash out)
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	CASH PAID OUT
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Cash purchases
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Cash to creditors
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Wages
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Superannuation
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Rent
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Rates & water rates
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Utilities
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Telecommunications
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Postage
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Printing and stationery
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Administrative expenses
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Advertising
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Motor vehicle expenses
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Equipment costs
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Repairs and maintenance
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Travel expenses
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Accounting fee
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Legal fee
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Insurance
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Licenses
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Bank/finance charges & interest
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Leasing payments
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Consumables
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	General expenses
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Other expenses
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	SUBTOTAL
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Loan principal payment
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Capital purchase
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	Owners' Withdrawal
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	0

	TOTAL CASH PAID OUT
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Cash Position (end of month)
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0


Appendices

Include details and studies used to support the information within in your business plan; for example:

•
Brochures and advertising materials

•
Industry studies

•
Blueprints and plans

•
Maps and photos of location

•
Magazine or other articles

•
Detailed lists of equipment owned or to be purchased

•
Copies of leases and contracts

•
Letters of support from future customers

•
Any other materials needed to support the assumptions in this plan

•
Market research studies

•
List of assets available as collateral for a loan
