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Take away task feedback

• What was difficult?

• Any surprises?

• Do you have targets – are they SMART? What market 
research have you done, or might you do?
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Aims and Outcomes
To equip you and your organisation to plan for the future, 
and understand where your services fit in the wider sector

By the end of this session you should have increased:

• Ability to identify resources needed to fulfil your business 
plan

• Confidence in preparing a full cost recovery budget

• Understanding of income generation methods
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What we’ll cover today:

• Operational plan – resources

• Full cost recovery

• Budgeting and cash flow

• Pricing strategy

• Income generation plan
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Planning in action
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Business Model Canvas
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Full Cost recovery

Potatoes

Oil

Salt

Crisp maker salary

Packaging

Deep fat fryer

Direct Costs Indirect Costs

Marketing budget

Packaging design

Management

Equipment maintenance

Insurance

Rent
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Scenario

The  ‘Young Knutsfordians’ youth club meets in a school 
hall, in the town centre. It covers the age group 11-16 and 
meet on a Friday evening. They want to expand and open 
another day a week for 7-11 year olds, using volunteers 
and one staff member. They are just at the planning stage 
of this, but want to get the new session running for 
September.
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Budgets
• Salary costs, NI, Pension

• Utilities

• Insurance

• Recruitment costs

• Training 

• Marketing

• Travel expenses

• Equipment –laptop, phone

• Activity costs – craft, sports equipment, trips

• Refreshments
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Break

Back in 5……
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When do you need it? Cash-flow

Up-front?

During the Project?

Responding to change

What is the urgency? What level of risk?
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Pricing Strategy

• Pricing for market penetration

• Economy pricing

• Pricing at a premium

• Price skimming

• Psychological pricing

• Bundle pricing

• Geographical pricing

• Promotional pricing

• Value pricing

• Captive pricing

• Dynamic pricing

• Competitive pricing
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Gift Economy – Open Market

Donations TradingGrants Contract
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Income Generation plan

• How much is needed?

• When is it needed

• What method of income generation will you use?

• Who will be responsible?
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What is a business plan?

Component Parts

1. Executive summary

2. About your organisation

3. What we do

 4. Our market

 5. Market research and 
testing

6. How we reach our market

 7. Market analysis

 8. Operational plan

 9. People, management and 
governance

 10. Our impact

 11. Cost and income structure

 12. Financial forecasts

13. Risk map
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Questions

• Take away task

• Future Weeks


