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Assessment 13
Starting a Business

Business Information
Fit 
& 
Fab

Fit and Fab

144 Smuts Avenue
Lyttelton Manor
Centurion
0157

082 867 5547
jeanne.dup@gmail.com


I have a Certificate in Fitness and Nutrition, a Diploma in exercise Science, and a Certificate in Pilates. I have worked at Virgin Active as a Fitness Consultant and Pilates Instructor and at Shapes for Women as a Personal Trainer.

I will be starting out alone, as I want to build up a client base before I expand. This way I would also be able to form a better bond with each client and give them the personalised attention I am priding myself in.

My mission statement is to provide a friendly, comfortable, private mobile training service, which exudes quality, professionalism and a unique and distinguishable training experience.

3 Year business objectives: 

Year 1:
During the first month, I would need to introduce myself to other fitness professionals and also seek potential clients.
Within first 3 months, I want to build up a client base of a minimum of 4 clients exercising at least twice a week.
After 6 months the client base must be kept stable with a steady increase.
As the first year comes to an end, I would like to have at least 6 regular clients, and possibly host a few group training sessions.

Year 2:
During the first few weeks of the 2nd year, it would be important to generate new interest around my in-home training, so advertising would be a must.
In the first 6 months I would like to acquire at least 2 new regular clients, and also introduce a few more group sessions.
By the end of the 2nd year, I would like to seek out a permanent residence and look into opening up an exclusive ladies-only gym.

Year 3
This phase would mainly focus on setting up my own training space, doing research on suitable locations, equipment and staff.
I would like at least 20 regular clients, and the added group sessions.
I would also like to move onto family training sessions.
My overall goal is to set up my own ladies-only gym, which offers quality, one-on-one training sessions, focusing on the needs and wants of the clients.

Business Objectives: within the first 12-18 months I want to build a client base that sees me with ‘regulars’ (clients that continually re-new their contracts). Within that time period I also want to be making a profit, covering all my expenses with money to spare.

Within 2-3 years I would like to explore the option to move to a more permanent location, and establish myself as a gym owner, being a competitor in the fitness industry.


	Strengths
	Opportunities
	Weaknesses
	Threats

	Personal experience, knowledge gained from studies, passion, determination
	There are always opportunities to learn more, first gain employment at a gym to gain experience/knowledge/
Client base. There are also many career paths to follow, and become a true fitness expert, teaching others what you have learnt
	Lack of experience/knowledge in certain areas, no client base, lack of funding
	Existing gyms, more experienced trainers, economy are all threats







Products/Services
Market Research

The service offered is an at-home Personal Training service. 
The reason for this is that many ladies feel uncomfortable going to a big gym, they feel intimidated and self-conscious. This service thus provides them with all the benefits of a gym in the comfort and privacy of their own home. Added to that, they get personal one-on-one attention, can train at their own pace and are relaxed while doing so.

I have worked at a ladies-only gym before, I know what they want from a personal trainer, and I know their concerns. I can empathise with my clients; support them from day 1 with their concerns, wants and needs, as I have been through the weight loss process myself.

I want to offer at-home training, this way the client feels they are getting more for their money. This way the sessions are private and the client feels more comfortable.

I want to keep my ‘fee’ slightly lower than what a Personal Trainer at a gym would charge, this way the client is inclined to train with me for longer, and might even increase the frequency of sessions.
Prices would be based on location as well, the further I have to travel, the more the fee might be.
If the client prefers, she can have a group of friends join her, decreasing the cost per person.

The cancellation policy would be 1 month in advance, paid.
Payment would be done on the 1st of every month, cash or deposited into an account. The client can choose to pay per session or per month.

My market research was done mainly by advertising first, seeing if there was a demand for the service out there.

My target market is women, mostly housewives who have that extra time on their hands. As well as career women who don’t always find the time after work to go to a gym. My reason for this is because some ladies don’t always feel comfortable in a gym, and asking for help can also be daunting. This way, they feel comfortable in their own environment and are more inclined to work harder.

Introductory Letter
November 2012
Dear (Client Name)
Thank you for choosing Fit & Fab to help you reach your health and fitness goals.

We aim to offer you private, one-on-one training sessions, in an environment that is comfortable for you, our valued client.
We come directly to you, saving you time and making it easier for you to get your daily dose of exercise.

I am more than happy to work out a package for you, to suit your pocket, but generally the price per 1 hour session is R150 – R180.

From this unique service, the benefits would be highly motivating in themselves.
You get one-on-one sessions, free from distractions of other people, sessions are done in the privacy of your own home, you can choose if you want a group of friends, or completely private sessions, as well as the undivided attention from the trainer.
You wouldn’t need any fancy equipment, just a positive attitude and determination.

As the trainer, I will be with you every step of the way through this journey, whether it’s losing weight or just getting fit and healthy.

I look forward to taking the first step with you as you reclaim your fitness!

Yours sincerely, 

Jeanné du Plessis
082 867 5547
jeanne.dup@gmail.com









Service Agreement
Entered into by and between
Jeanne du Plessis
The “Service provider”
And
“The Client”

(ID  ___________________)

1. This agreement is for Jeanne du Plessis to provide personal training services to: 
                                                       For:                   sessions per week.
2. The Services will consist of initial evaluation, re-evaluation every 3 months, dietary recommendations and possible lifestyle improvements.

3. The Service provider cannot guarantee results, but can guarantee to try their utmost best to help “The Client” achieve results. “The Service provider” may not be held liable for any loss, damage or injury that occurred during the duration “The Client” was/is a client of “The Service provider”.  

4. The amount of                    per session for                 sessions will be due on the 5th of every month.

5. All information regarding “The Client” will be kept confidential unless a legal authority requests it.

6. Training will take at “The Clients” residence.

7. This Agreement constitute(s) the entire agreement between the parties with respect to its subject matter and constitutes and supersedes all prior agreements, representations and understandings of the parties, written or oral.

8. “The Client” waives the right to hold “The Service provider” responsible for any injury that occurred during a training session.


“The Client”                                                                                         Date:

“The Service provider”                                                                         Date:

 
FINANCE 
ADVERTISING/PROMOTION

As I will be training ladies at their homes, my expenditure regarding equipment will be slightly higher in the beginning, as I would have to acquire all the necessities. This, coupled with the money needed to be spent regarding advertising, may set me back in the first few months of being in business. My only real expense every month would be my fuel, which would be roughly R2 000.
From the 2nd month, this would increase by roughly R800.
During my first month, I am hoping to have at least 3 or 4 clients, who train at least twice a week.
So, let’s assume it have 4 clients training twice a week, my income would then be R5 760. (R180 per session, with a total of 8 sessions and 4 clients).
During the 2nd month, I still have 4 clients, but have 1 group sessions which consists of 4 ladies, and they train twice a week. (Each lady only pays R100 per session)
Each month, up to and including June, I would host at least one extra group session, and acquire 1 extra client.
As from July, people are not as keen to train as the weather is colder, so I lose 2 clients and 2 ladies from each group session pulls out. This spills over into August.
As from September, 1 lady from each group returns and I have 1 more client join.
In October, I have an increase of 2 new clients, as well as the return of the remaining 2 ladies in the group sessions.
November and December see me acquiring a total 4 new clients and a new group session.

	12 Month Cash-flow statement
	Income 
	Expenditure

	1st month    4 Clients
	R5 760
	

	Business Cards (100)
	
	(R 325)

	Flyers (100)
	
	(R 200)

	Posters (10)
	
	(R 150)

	Equipment
	
	(R 2500)

	Fuel
	
	(R2 000)

	
	
	

	2nd month    4 Clients
	R5 760
	

	1 group session (4 ladies)
	R1 600
	

	Fuel
	
	(R2 500)

	
	
	

	3rd month     5 Clients	
	R 7 200
	

	2 group sessions
	R3 200
	

	Flyers (100)
	
	(R 200)

	Fuel
	
	(R2 800)

	
	
	

	4th month     6 Clients
	R 8 640
	

	2 group sessions
	R 3 200
	

	Fuel
	
	(R2 800)

	
	
	

	5th month     7 Clients
	R 10 080
	

	2 group sessions
	R 3 200
	

	Fuel
	
	(R 2 800)

	
	
	

	6th month     8 Clients
	R 11 520
	

	2 group sessions	
	R 3 200
	

	Fuel
	
	(R 2 800)

	
	
	

	7th month     6 Clients 
	R 8 640
	

	2 group sessions
	R 1 600
	

	Fuel
	
	(R 2 500)

	
	
	

	8th month     6 Clients	
	R 8 640
	

	2 group sessions
	R 1 600
	

	Fuel
	
	(R 2 500)

	
	
	

	9th month    7 Clients
	R 10 080
	

	2 group sessions
	R 2 400
	

	Fuel
	
	(R 2 800)

	
	
	

	10th month  9 Clients
	R 12 960
	

	2 group sessions
	R 3 200
	

	Fuel	
	
	(R 2 800)

	
	
	

	11th month  13 Clients 
	R 18 720
	

	4 group sessions
	R 6 400
	

	Fuel
	
	(R 3 000)

	
	
	

	12th month  13 Clients
	R 18 720
	

	4 group sessions
	R 6 400
	

	Fuel
	
	(R 3 000)

	
	
	

	Totals
	R 162 720
	R35 375

	Total Income before personal expenses
	R 127 345	
	

	
	
	




Promotional Plan

To promote my business, I will be using flyers, posters and place advertisements in local newspapers and may even use the internet to get exposure.
Word of Mouth is still the best form of promoting a business, as I build up my client base, hopefully the ladies will refer me to friends and family, as they start achieving their health, wellness and fitness goals.
Month 1: This would need to be the time where I put most of my time and energy into advertising and promoting.
Month 2: I will continue with the flyers, and promote myself on local sites.
Month 3: I would promote my group sessions, focusing on promoting how exercising in a group can be beneficial and motivational.
Month 4: By now, I’m hoping to have a few regular clients, who may even help me promote my business by sharing with friends and family.
Month 5: I will hand out some more flyers, this time pointing out the importance of keeping active during the winter months.
Month 6: I will try and keep my ladies motivated during the colder months, help them stay on track regarding their diet and get them staying active.
Month 7: I will be concentrating on acquiring more clients, handing out flyers, placing advertisements.
Month 8: I would encourage any clients that stopped training during the winter months to start getting active again.
Month 9: During this time, I will start promoting for the upcoming summer months.  
Month 10: I am hoping by this time of the year I have clients whom have reached amazing goals and by their word of mouth will be referring new clients to me.
Month 11: I would by this time, have increased the intensity of my regular clients’ workouts, so we will be getting ready for the summer months, I will focus on their eating as well, paying special attention to each lady individually.
Month 12: I will be focusing on getting my existing clients into the best shape they can be in before they go away on holiday. And I will continue working with the ladies that won’t be going away.

Question 2
Information needed in a Business Plan include;
Business description/concept
Market analysis
Promotion/Advertising plan
SMART goals
Risk Assessment
Operation Management system
Income projection
Financial needs
Short, Medium, Long-term goals
Management and Employee background

Without a Business plan, there is no vision, or strategy to commence with the idea.
It helps one manage the business more effectively, and should any risk arise, one can manage that more effectively as well.

A business Plan is effectively a step-by-step guide on how to star, manage, and continue forward.
It would need to be reviewed every so often, as the technological world, as well as the economic climate is always changing.
Without a Business Plan, there are no clear steps outlined, there would be confusion, and there would be no direct path to success.

It helps one understand the specific market you are entering into, because much time and research has gone into identifying the many aspects involved.

Business Plans are also needed to ensure that your investors feel confident in entrusting you with their money/capital.
You would need to indicate that you are prepared for any financial risk that might occur, as well as allocating the necessary funds to the right channels.






The benefits of having a Business Plan
The time you invest in your business plan will pay off many times over. Some of the most obvious benefits you can gain from business planning include
An opportunity to test out a new idea to see if it holds real promise of success
A clear statement of your business mission and vision
A set of values that can help you steer your business through times of trouble
A blueprint you can use to focus your energy and keep your company on track
Benchmarks you can use to track your performance and make midcourse corrections
A clear-eyed analysis of your industry, including opportunities and threats
A portrait of your potential customers and their buying behaviors
A rundown of your major competitors and your strategies for facing them
An honest assessment of your company’s strengths and weaknesses
A roadmap and timetable for achieving your goals and objectives
A description of the products and services you offer
An explanation of your marketing strategies
An analysis of your revenues, costs, and projected profits
A description of your business model, or how you plan to make money and stay in business
An action plan that anticipates potential detours or hurdles you may encounter
A handbook for new employees describing who you are and what your company is all about
A résumé you can use to introduce your business to suppliers, vendors, lenders, and others
What can go wrong without a Business Plan
The many benefits of having a business plan should be enough to convince you. But in case you’re still wavering, consider what can go wrong if you don’t take time to plan. You risk
Running out of cash before you open your doors because you haven’t anticipated your start-up costs
Missing sales projections because you don’t really know who your customers are and what they want
Losing customers because your quality or service falls short
Becoming overwhelmed by too many options because you never took the time to focus on a mission and vision for your company
Going bankrupt because you don’t have a rational business model or a plan for how to make money
http://www.dummies.com/how-to/content/why-is-a-business-plan-important.html
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