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Welcome to session three!

Recap from day two

Business operations — who does what and when?

Break

Welcome back

Key costs that your business will incur

Building long lasting business relationships with 3™ parties

Session ends
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1.What is your business idea?

a. Itis a physical product
b. Itis a service

c. Itis both

d. It is something else

2.How far along the journey are you?

a. | am just thinking about starting a business
b. | am about to start my business
c. lam already trading
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Turning ideas into business models
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3. Iterative
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Updating
your
business
venture
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f V\, N D SA Your Business Model Canvas — Let’s talk about your business

Neurodiverse Self Advocacy

Key partners Key activities Value proposition Customer relations Customer segments
| - - 1 Y5 % 1 Sales & business
L3 - i\
Wi How do w, Hlow do we Wh development
pan hat What does ; really hej e Currently ‘ at type of
l"Pl!?hers have My business S p O?Ur - engage with  Customer are
8ot for my Currently do ers? our ‘we targeting?
Current goods in-hoyse? s ] Customers?
nd services? ;
- Marketing and

business strategy

Key resources Channels

¥ Business

How do we get operations
our services to

 the Mmarket?

Purchasing and
accounts

Cost structure Revenue streams

L

What are the : What
~Current costs - Income
to deliver ~ Streams do
value we haye?
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Business Operations

How Well
DO YOU
Pay Attention

To Detail?
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: Key partners Key activties
Business tasks
needed to run

a business

What does my
business
Currently do jp,-
house?

What Suppliers haye
I got for my current
80ods angd Services?

Purchasing and
managing
HLELTE]

information

Key resources

Add your

POst it noteg
as we go

through

each sectjon

Cost structure

What are the

Current costs to
deliver value
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Key partners Key activities Value proposition Customer relations Customer segments

Business tasks

needed to run
a business What does my
business

Currently do jp.
house?

Key resources | Channels |

Revenue streams
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or working . the business

Working IN Your Business Working ON Your Business
Meeting clients Planning for the future
Answering queries Learning & education
Paying invoices Setting goals
Invoicing clients Automating processes
Making and doing things Talking with mentors
80% your time on the day-to-day 20% your time on the fature
Spend [ to 2 hours each day looking at ways to drive the business forward
In association with E
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Sales: Business development, account management, promotion, networking.
Knowledge: Researching new ideas, finding new markets, your professional development.

Strategy: Competitive analysis and changing strategy as a result.

Image: Designing the brand, website, marketing materials, presentations. Using social media.

Supply chain: Finding suppliers and buying their materials or services.

Production: Processing sales orders, making the products or delivering the service.
Compliance: Paperwork for regulatory requirements and conformity to standards.
Debtors: Raising invoices for customers and checking for payments have been received.

Creditors: Paying bills for purchased goods and services. Bank reconciliation.

10. Professionals: Working with the accountant, bookkeeper, HMRC, insurers and solicitors.

NDSA Key Activities - what you do to run the business

Business Operations
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11.

12.

Neurodiverse Self Advocacy

Equipment — Tools, machinery, storage racking.

Materials to make the goods, supplies, parts, packaging, labels, boxes, tape.
Transport to deliver, collect or to visit with.

Marketing materials — Branding, business cards, banners, flyers, newsletters, posters.
Property — Storage unit, production facility, trading location, office space.

Digital resources — website, social channels, branding, email accounts, domain name.
Laptop, Mobile & Tablet — Technology devices to communicate with others.

People - The team that will actually perform the ‘hidden activities’.

Working capital — cash, credit cards, loans, bank account.

Legal/compliance - Intellectual Property, contracts, heads of terms, T’s and C’s.
Software — Accounting, CRM, Cloud Storage and specialist apps.

Artificial Intelligence — ChatGPT, Midjourney, Quillbot, Microsoft CoPilot, etc...

N DSA Key Resources — what is needed to ‘make and do’

Business Operations
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10 minute break.
Back at 7.10pm
please
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Neurodiverse Self A g
Value proposition Customer relations Customer segments

Key partners

Key activities

Purchasing

and accounts

Key resources Channels

Cost structure Revenue streams

Find out more about the Business Model Canvas by visiting the authors website: https://strategyzer.com/
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Neurodiverse Self Advocacy

1. Suppliers — Raw materials or specialist services to make the product.

2. Channel Partners - to sell through or communicate through

3. Professionals - Accountants, lawyers, financial planners, consultants, sub-contractors,
IT experts, design agencies, Web developers, SEO experts, insurers, others?

4. Associates — People from related industries with whom you might cross-refer

5. Contacts — Past connections, Networking groups, online communities and forums

6. Bank and financial institutions — will you need working capital?

7. 3" Party Support— Councils, NDSA, grant and funding agencies, professional
accreditation bodies, trade associations, Trading Standards, business incubators and

accelerators

Purchasing and managing
financial information

| Your business model
is only as good as
their business model! |
So, do you have 3
back up?
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9. Your Key Costs

Neurodiverse Self Advocacy

Are You Cost Driven? B VR GIVRYE T8 0] 4111 1

Lean structure Buy in talent
Automation Invest in best systems
Outsourcing Take time to get it right

Low Price Value Proposition High Quality Value Proposition

¥

Key Resources — which resources are most expensive?

Key Activities- which activities are most expensive?

Fixed Costs Variable Costs
Employee salaries, rents, utilities, Materials, direct labour, hiring
subscriptions resources, delivery
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Personal income Description (as required) Monthly net income (£) Annual net income (£)

Employment (nef income) £0 £0
Benefits payments £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other 3 £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0
Total income across all sources: £0 £0
Personal expenses Description (as required) Monthly net expenses (£)
Rent or mortgage payments £0 £0
Council tax £0 £0
Utilities £0 £0
Phone and internet £0 £0
TV Licence £0 £0
Personal and property insurance £0 £0
Grocery shopping £0 £0
Transport costs £0 £0
Car tax and insurance £0 £0
Subscriptions £0 £0
Clothing £0 £0
Leisure and entertainment £0 £0
Money put into savings £0 £0
Credit commitments (loans, credit cards etc) £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0
Enter other £0 £0
£0 £0
£0 £0
In association with iness
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Cashflow Forecast

1.

How much cash will your business
need over time?

How much comes in and how
much goes out

Seasonality of sales

Necessary funds to pay bills

Spreadsheet available

In association with
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|Select yeour starting month:

Cash in-flows

Cash out-flows

MONTHS

Description (as required) Starting point 6

Total cash in-flows (A)

MONTHS

Description (as required) Starting point 6 7

Total cash out-flows (B)

Your net cash flow (A-B)

Your monthly opening business bank al:l:r.:unt
balance

Your closing cash position

Business
Blast Off!
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Neurodiverse Self Advocacy

DAY RATE CALCULATOR

Calculate your day rate in 3 seconds

Annual income: Bookable days: Weeks off:
£ B
How much do you want to How many days do you want How many weeks off do you
earn per year? to work per week? want per year?

Try the Full Day Rate Calculator /

https://dayratecalculator.co.uk/index.php
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Key partners Key activities Value proposition Customer relations Customer segments Sa Ies &
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Session 3 — Business Operations

|.  The key activities to run your business
II.  What resources your business needs
Ill. Knowing who are your key partners

V. The costs involved in setting up your business
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Thank You

See you next week!
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