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Executive Summary

Harry Best is the proposed proprietor of Get Fit Studio, a business is due to commence operations on the first week of Month / YEAR.

The business services will primarily include:

· Group training for existing customers, school groups, corporate, police force, army 

· Personal training: one on one

· Open gym: for both individual or group training outside bookings

The main strengths of the business include:

· Pre-existing and loyal customer base built up over 2 years, already adopting the training concept.

· Unique training concept that applies to anyone, at any age and level of fitness

· Get Fit is a supplement for other forms of exercise, sports and martial arts

· Applies to specific interest groups (Police force,army and firefighter) training requirements.

Specific marketing initiatives that will support sales include:

· Weekly corporate presentations conducted

· Distributing leaflets, letter box drops, website 

· Encouraging word of mouth

Sales in year 1 have been projected at $173k and gross profit in year 1 is projected at $119,599. Net (September 2010) profit of approx $85k (post Proprietor salary)
This business plan has been written to support an application for $45,000 funding. The funding will be used for the purchase of gym equipment and start up costs that will include administration and legal costs in executing a new lease.

This business plan will also be used to support an application for lease of premises.

1 Business Registrations 

	ABN/ACN
	123456789


	Business Name/ Address
	Get Fit Studio
123 Main Road, Suburb, VIC 3000


	Fitness Australia
	Membership no. 12345678




1.1 Accountant  

	Accountant/Address
	Good Accountants: Mr Good
321 Main Rd, Suburb, STATE PCODE
Australia



	Contact details

	03 9999 0000


1.2 Solicitor

	Solicitor/Address
	A Lawyer
222  Main Rd, Suburb, STATE PCODE
Australia



	Contact details

	03 7777 8888


2 Proprietor
	Name
	Harry Best


	Address
	123 Main Road, Suburb, VIC 3000



	Telephone
	0400 xxx 4564x


	Email
	harry@internet.com


2.1 Proprietor Background 
Key components of the Proprietor background include;

· Harry has been a personal trainer for over 2 years.

· He has experience in personal training for a large scale organisation having worked for ANN Fitness as a personal trainer for a year.
· Harry is currently subcontracting at a training studio called ABB Gym.

· Harry has established a large and loyal customer base that he is training to the Get Fit methodology. As such, he is looking to take the next logical step on his path by opening his own studio.

· He has also completed Certificate 3 and 4 in fitness, courses in yoga and First Aid

· The Proprietors both have established and stable income streams. 
· References for them can be provided on request. 

3 Business Profile
The business is scheduled to commence the first week of Month / Year, and will operate as a fitness studio at a commercial premises at 123 Main Road, Suburb VIC 3000.

A lease is being negotiated with the owner of the premises with terms set out within this document.
The business will provide the following services:

· One on one training 45 minutes - members and casual session.

· Monthly memberships available to access special rates

· Group training for specialist groups: school groups, corporate, police force, army, firemen and  bridal parties 
· Various personal trainers available for any particular style the clients are after

· Open gym: for both individual or group training outside bookings
· Rental of space to other personal trainers.

Key milestones reached to date include:
· Three personal trainers have agreed to hire studio space

· Harry has secured numerous clients for both personal and group training

· Business assets and other necessary items have been purchased to provide the training services

· Relevant courses including First Aid have been completed  
· Procurement of clients in mixed martial arts and police to further prove concepts, diversify experience, attain personal contacts and encourage word of mouth in these areas.

· PowerPoint presentation composed and corporate presentations have been practiced and performed to assist with the future marketing strategy.
· Subscription plans and revenue systems have been devised for clients to ensure steady revenue and minimize administrative overhead.
· Town planner has been engaged to ensure council approval of business setup in the premises.

· Business name has been registered.

· Domain name registered and website created to further inform and market to clients.

4 Key Relationships
The following table outlines key relationships which aid the business in its operations.

	Name
	Nature of Relationship

	Jane Better
	Business Administration of Get Fit . Administration of Get Fit Studio Website. Ongoing administrative assistance with operations including back office support and marketing activities. Establishment and documentation of business systems.

	Secure client base
	Harry’s established clients for both group and personal training


5 Marketing 
The business will undertake the following additional marketing activities outside of its current client base and networks, and assumes marketing will be a key component to its success. 
· Corporate presentations will be conducted weekly at various companies/organizations to encourage group training sessions encouraging word of mouth
· Flyers distributed, letter box drops, website  
· Encouraging word of mouth references 
· Every Saturday, time will be reserved for free sessions   
· Open day is scheduled for the Opening of the Studio

· Trade show marketing

· Web site & e newsletters

· Social networking - Twitter, Face book and  Linked In.

5.1 Target Market

The business will target the following types of customers:
· Individuals and existing customer networks.

· Mother’s groups

· Children and school groups (Get Fit Kids program)

· Corporate groups, special service groups (Police, Army, Fire-fighters, Ambulance Officers), hobby groups (football and mixed martial artists)
· Elderly
· Anyone who wants to get fit for life with an emphasis on building functionality and conditioning the body
The Proprietor believe his services target a broad customer base as their training style is suited to everyone, at any age and level of fitness.
5.2 Pricing

The business will set prices as follows:

Monthly Membership

$180 inc gst

Members sessions

$25 inc gst

One on one training

$60 per hour inc gst

Group training


$200 per hour inc gst

6 Human Resources 
The business team is represented in the following organisational chart. 
 SHAPE  \* MERGEFORMAT 



7 Operations 
The business operational components are outlined in the following table; 
	Equipment

	Hardware
	Software
	Policies

	Olympic rings 
	Landline phone
	Microsoft office
	OH&S

	Kettle bells 
	Sound system
	
	Waiver Client policy

	Olympic bars and plates 
	Computer
	
	Building and contents insurance

	Resistance bands
	
	
	Public liability insurance

	Rowing machines
	
	
	

	Flooring and Fixtures
	
	
	

	Medicine balls
	
	
	

	Ropes
	
	
	

	Squat Racks
	
	
	

	Abs Mats
	
	
	

	Fridge and Microwave
	
	
	


A large number of these items in this table have already been purchased by the Proprietor.
Also, certain business systems (registration processes, bookings, customer payment arrangements and the like) are already established and operational.

7.1 Hours of Operation

The business will operate seven days a week during the following hours:  

	
	Hours

	Monday
	5:30am – 10pm

	Tuesday
	“

	Wednesday
	“

	Thursday
	“

	Friday
	“

	Saturday
	8am-4pm

	Sunday
	8am-4pm


7.2 Lease Details for Premises
The lease details the Proprietors have negotiated are as follows:
	Lease commencement date
	01/MM/YEAR 

	Terms
	2 years (option to extend to 3 years at end of lease)  4mths rent free at start of lease  


	Rent/month
	$2,000 (GST inclusive), increments at CPI% 


	Bond
	$2,000 (GST inclusive) plus deposit of $3,250 (first month rental)


	Details
	Address 123 Main Road, Suburb, Victoria, 3000


	Studio lay out/ plans
	See Appendix 2



A copy of the initial lease proposal (to be revised pending negotiation) is attached (Appendix 2). This lease proposal is being negotiated to add several months of rent free period to the lease to allow the business to begin operations and achieve appropriate operating scale.
8 Competition 

The business competes with the following businesses in the Suburb include:

· Body 4U: Personal training studio
· Do It : Personal training gym
· You Too Gym
· Get Up
However, these competitors are “general gyms” in nature and do not offer Get Fit training services. 

The Proprietor has either worked in or attended these gyms and understand their business models and customer base.
8.1 Competitive Advantages 

The business has the following competitive advantages:
· A large and loyal existing customer base which has been developed over the past 2-3 years. 

· The Proprietor conducts group training sessions that are profitable and readily managed. These sessions encourage social interaction and are offered at a competitive price. This also encourages word of mouth referrals.

· Get Fit is a growing and unique training concept that applies to a broad target market
· Get Fit also caters for children through their Get Fit Kids program
· Get Fit training is also a supplement to all sports and other forms of exercises  including martial arts 

9 Funding Requirements

The following table outlines the funding requirement for the business.
	Item
	$

	Gym fixtures, equipment, furniture, flooring
	25,000

	Start up costs and fees e.g. Affiliation, council, legal/accounting
	8,500

	Bond and deposit
	6,500

	Total Funding required
	40,000


9.1 Proprietors’ Contribution

The Proprietors is contributing approximately $10,000 cash towards the business.  The Proprietor has already contributed towards the business by purchasing gym equipment; business assets such as computers, laptops, accounting software; other items such as Get Fit uniforms and training certification programs.
9.2 Security & Other Income Sources
The following table outlines security available.

	Item
	$

	Residential house estimated value:
	325,000

	Borrowings
	145,000

	Available Equity
	180,000


10 SWOT Analysis

The following table represents the strengths, weaknesses, opportunities and strengths of this opportunity.

	Strengths
	Weaknesses

	Well established, loyal and existing customer base (already being trained).
Unique training concept that applies to any age and level of fitness.
Specific programs for children and schools
Price competitive (and established) group training sessions.
Extensive industry knowledge and experience.
Get Fit training is a supplement to other forms of exercise, sports and martial arts.
Specific programs for select groups (Police, Army and emergency services).

	Services not currently known beyond immediate customers base


	
	Opportunities

	
	Demographics in Suburt present a large target market.
Health conscious trends are increasing.
Expand the business by way of more studios in the future.


	
	Threats

	
	Other personal training studios opening close to the business



11 Financial Projections

See Appendix 1 – Year 1 Projected Financials.
Assumptions:

· Interest at 13.5%

· Business Loan 45,000 taken over 3 years

12 Milestones
The business will aim to reach in the following milestones during the noted time frame
	Tasks

	Time Line
	Status

	Secure 10 clients
	Month1 

	Achieved with existing customers

	Secure corporate group
	Month 3
	Underway (1 presentation performed). New contacts with corporate clients (such as David Jones) have been made to organize further presentations.



	Secure 120 clients
	Month 12
	This process is underway. New clients are being secured each week.


	Secure large client groups e.g. police force
	1 ½ years
	Police contact training underway for entry into SOG (Special Operations Group). Initial discussions to be scheduled pending success of recruit.


	Teach concept in different areas (e.g. education)
	2 years
	Initial discussions with schools. Specialist training underway with a prominent career mixed martial artist.



	Repay loan 
	3 years
	Proposed principal repayments calculated at $1500 per month


12 Appendix 1 – Year 1 Financial Projections 
12.1 Sales Analysis 

[image: image2.emf]Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month 9 Month 10 Month 11 Month 12 Total

Monthly M'shipUnits 30 30 40 50 50 50 50 50 50 50 50 50 550

Sale Price 180 180 180 180 180 180 180 180 180 180 180 180 180

Total 5400 5400 7200 9000 9000 9000 9000 9000 9000 9000 9000 9000 $99,000

Casual Sess Units 10 10 30 30 40 40 50 50 60 60 70 70 520

Sale Price 25 25 25 25 25 25 25 25 25 25 25 25 25

Total 250 250 750 750 1000 1000 1250 1250 1500 1500 1750 1750 $13,000

1 Hr Group Units 3 3 7 7 15 15 15 15 15 15 15 15 140

Sale Price 200 200 200 200 200 200 200 200 200 200 200 200 200

Total 600 600 1400 1400 3000 3000 3000 3000 3000 3000 3000 3000 $28,000

Personal 45 m Units 20 20 20 20 40 40 40 40 80 80 80 80 560

Sale Price 60 60 60 60 60 60 60 60 60 60 60 60 60

Total 1200 1200 1200 1200 2400 2400 2400 2400 4800 4800 4800 4800 $33,600

Total $7,450 $7,450 $10,550 $12,350 $15,400 $15,400 $15,650 $15,650 $18,300 $18,300 $18,550 $18,550 $173,600


12.2 Cash Flow Analysis
[image: image3.emf]Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month 9 Month 10 Month 11 Month 12

Opening Cash Balance $0 $75 $150 $3,325 $8,300 $16,325 $24,350 $32,625 $40,900 $51,825 $62,750 $73,925

Total Cash Receipts $7,450 $7,450 $10,550 $12,350 $15,400 $15,400 $15,650 $15,650 $18,300 $18,300 $18,550 $18,550

Total Cash Payments $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,175

Closing Bank Balance $75 $150 $3,325 $8,300 $16,325 $24,350 $32,625 $40,900 $51,825 $62,750 $73,925 $85,300

Cash inflows

Sales Revenue $7,450 $7,450 $10,550 $12,350 $15,400 $15,400 $15,650 $15,650 $18,300 $18,300 $18,550 $18,550

Other Income Received

Total Cash Receipts $7,450 $7,450 $10,550 $12,350 $15,400 $15,400 $15,650 $15,650 $18,300 $18,300 $18,550 $18,550

Cash Outflows

Operating Expenses

Proprietor Salary $4,000 $4,000 $4,000 $4,000 $4,000 $4,000 $4,000 $4,000 $4,000 $4,000 $4,000 $4,000

Rent $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000 $2,000

Affiliations $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100

Insuarnce $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200

Institute Memberships $25 $25 $25 $25 $25 $25 $25 $25 $25 $25 $25 $25

Eftpos $30 $30 $30 $30 $30 $30 $30 $30 $30 $30 $30 $30

Advertising $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $0

Web site maintenance $20 $20 $20 $20 $20 $20 $20 $20 $20 $20 $20 $20

Accounting bookkeeping $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200

Phone / Internet $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100 $100

Electricity $50 $50 $50 $50 $50 $50 $50 $50 $50 $50 $50 $50

Cleaning $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200 $200

Loan Interest $250 $250 $250 $250 $250 $250 $250 $250 $250 $250 $250 $250

Total Operating Expenses $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,175

Total Cash Payments $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,375 $7,175



12.3 Profit and Loss Statement
[image: image4.emf]REVENUE

Sales $173,600

TOTAL INCOME $173,600

OPERATING EXPENSES

Proprietor Salary $48,000

Rent $24,000

Affiliations $1,200

Insuarnce $2,400

Institute Memberships $300

Eftpos $360

Advertising $2,200

Web site maintenance $240

Accounting bookkeeping $2,400

Phone / Internet $1,200

Electricity $600

Cleaning $2,400

Loan Interest $3,000

TOTAL OPERATING EXPENSES $88,300

NET PROFIT $85,300
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13 Appendix 2 – Studio Floor Plan 
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Owners / Manager / Personal Trainer 


Harry Best











Personal Trainers (3)


(Payment of weekly fee for the use of the premises and equipment)





Bookkeeper 


(out sourced)
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