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Starting Your Own Business
Starting your own business can be an exciting and rewarding endeavour. However, it is not 

without risks. Studies show that 50 per cent of start-ups in the United Kingdom fail within 

the first three years. Many times, this is because of improper planning, lack of business 

knowledge, failure to conduct market research or simply setting unrealistic expectations. 

The following is a general overview of the steps you should take to help ensure your start-

up becomes a successful one. 

How to Start

Most businesses get their start from a single idea. This idea must be turned into a product 

or service that people will want to buy. The following steps will help you.

1. Research Your Market

Market research involves identifying and contacting potential customers to determine 

whether your idea meets a need in the market. You want to make sure that there is a 

real demand for what you are planning to sell. Researching your market allows you to 

address problems before wasting too much time, effort and money. Make sure you:

 Identify and talk to potential customers about their specific needs.

 Make a prototype, or basic version, of the product and test it with potential 

customers. Ask them for feedback on the prototype.

 Find out what potential customers would be willing to pay for the product or 

service. Try different pricing with different customers to see what people will 

really pay. This will help ensure you can make a return on your investment.

 Determine what makes you stand out from competitors. Are you providing 

something better than or different from what is already available?

2.  Develop and Plan Your Product or Service

 Test your product or service with real customers; make changes based on their 

feedback and test it again.

 Continue to test until you are sure that customers will be willing to pay what 

you are asking and that their needs are being met.

 Address any issues, including how you are planning to make and sell the 

product or service.

 Write a business plan to show the results of your customer research and 

explain that your idea for a business is viable. This tool will be essential in 

helping you secure funding and find partners.

3. Find Partners and Suppliers

You need to work with others in order to develop and sell your idea. Many 

businesses start with just one person, but consider taking on partners and 

suppliers.

Prepare for Success

Recent studies have shown 

that:

 20 per cent of 

businesses fail within 

the first year

 50 per cent of 

businesses fail within 

the first three years

However, the good news is 

that many new businesses 

do become successful and 

profitable. Make sure you 

properly plan, conduct 

market research and secure 

adequate funding to 

increase your chances for 

success.
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 Having a partner allows you to bring in someone with different skills and 

expertise with whom you can share responsibilities.

 Contact potential suppliers if you need raw materials, supplies or equipment to 

run your business. Get estimates, negotiate prices and develop relationships 

with reliable and trustworthy suppliers.

4. Set Up your Business

 Decide what legal structure your new business will be: sole trader, partnership 

or limited company. Each structure affects personal liability, tax requirements 

and control issues.

 Decide if you will be employing staff. If so, this may require additional legal 

responsibilities, such as health and safety compliance, insurance requirements, 

and licences and permits.

5. Find Additional Funding

 If needed, explore different sources of funding, including bank loans, 

government-backed schemes or selling shares.

Additional Business Resources

 For business advice and support over the phone, call the Business Link Helpline at 

0845 600 9006 (Monday-Friday 9 a.m. to 6 p.m.).

 A number of business training courses are available from the National Careers 

Service. Look up available courses at www.gov.uk/find-business-training-courses.

 For help in developing business ideas, visit the National Enterprise Network at 

www.nationalenterprisenetwork.org.

https://www.gov.uk/find-business-training-courses
https://www.gov.uk/find-business-training-courses
http://www.nationalenterprisenetwork.org/
http://www.nationalenterprisenetwork.org/
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Creating a Business Plan
Creating a business plan is one of the most important aspects of starting a new business. A 

business plan can help you focus and clarify your ideas and business objectives, plan for the 

future and attract investors and funding. While creating a business plan may sound like an 

overwhelming task, it is actually quite manageable when broken down into a few simple 

steps. The specifics of each business plan will depend on the nature of the business; 

however, all business plans should be easy to understand, jargon-free and easy to update. 

The following sections outline what should be included in your business plan.

1. Executive Summary

The executive summary serves as an outline for your business plan. Although this is the first 

section in a business plan, wait to complete it until all other sections have been completed. 

It should highlight all main points included in the rest of the plan, including the following:

 Your product or services

 The opportunity in the market

 Financials and forecasts

Keep it brief and straightforward, but also make sure that it is appealing for investors.

2. Business Details

The second section, but first step in creating a business plan is to write down the basic 

details of your business, including:

 The name of the business

 The registered address of the business

 The business’ website

 Contact details, including email

 The legal status of the business (partnership, company, etc)

3. Business Description

In this section, you need to describe the background and vision of the business. This should 

include:

 When do you plan to start the business?

 What sector the business will operate in (for example, retail or construction)?

 Any related experience you have

 A description of your products and/or services

o What makes your product or service different and better than all others in 

the marketplace

o Why you think customers will prefer it

o How you will develop it over time

Business Plan Table of 

Contents

1. Executive Summary 

2. Business Details

3. Business Description

4. Business Aims

5. Legal Obligations

6. Market Research

7. Sales and Marketing

8. Financials

For more information on 

creating business plans and 

sample templates, please 

see: www.gov.uk/write-

business-plan. 

http://www.gov.uk/write-business-plan
http://www.gov.uk/write-business-plan
http://www.gov.uk/write-business-plan
http://www.gov.uk/write-business-plan
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o Details for any patents, copyrights, trademarks or design registrations you 

hold or plan to hold

4. Business Aims

Lay out what your business aims or goals are in this section. Make sure that your goals and 

aims are measurable, because you will want to assess them periodically to see if you are 

meeting them. This section can include:

 How do you want the business to progress in the future?

 What goals do you want to achieve in the next year? Three years? Five years?

 What are your long-term goals for the business?

5. Legal Obligations

Write out any legal obligations you may have, such as any:

 Licences

 Insurance

 Health and safety law requirements

 Other legislative requirements

6. Market Research

You need to make sure that you have a group of buyers with a common need that you can 

satisfy at a profit. In this section, provide information about the market research you have 

conducted on your product or service. Elements to include are:

 Your market knowledge—information on market size, potential for expansion, 

market trends and any potential customers and competitors in the marketplace

o One way to get this information is to find similar businesses and potential 

customers and ask for their feedback through a structured process, such 

as using a questionnaire.

 Customers

o Establish the group(s) of customers you want to target. This can include 

profiling potential customers by age, sex or particular interest. Find out 

their needs, what they expect to pay and what they are willing to pay for 

your product or service.

 Competitors

o Compile a list of competitors and assess their strengths and weaknesses. 

Specify how you can improve on what they are offering. Show that you 

have unique selling points that no one else is offering.

7. Sales and Marketing

Use this section to show how you will sell, position, promote and market your product to 

customers. It should include the following:
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 A business model describing how you will use the product or service to generate 

income for your business

 The sales channels you will use to distribute your product or service to the market; 

for example, phone, Internet or face-to-face

o Base your sales channels on feedback from target customers.

 A pricing structure outline that details your costs and how much above this price 

your target customers are willing to pay

 A marketing plan on how you will promote the product or service

o This does not have to be too specific, as it is typical to have a separate 

marketing plan.

8. Financials

The financial section of your business plan will help you lay out forecasts and projections to 

determine whether your business will be economically viable. Your financial section should 

include:

 Estimated running costs

o Calculate how much you will spend on equipment, premises, materials, 

stock, transport and insurance and whether you will need to hire 

employees or not.

 Sales forecasts

o Analyse customer spending habits and the performance of similar 

businesses.

 Profits and loss forecasts

o Outline potential risks, such as rising costs, and list assumptions that 

support your forecasts.

 Cash flow projections

o Identify potential shortfalls and determine whether you will need 

additional funding. If so, know how much and when you may need it.

Once your business plan has been completed and implemented, make sure to update it 

when necessary. The business environment is constantly changing, and keeping an updated 

business plan can help you stay one step ahead of the curve.
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Conducting Market Research 
After creating a business plan, it is time to conduct market research for your new small 

business. Conducting market research is essential for success—without it, you won’t know if 

there is actually a market for your product or service. Market research helps you 

understand your marketplace, find out who will buy your product or service and discover 

your unique selling point, which sets your product or service apart from the competition.

Although this process may sound daunting and complicated, by focusing on three main 

areas, you will be able to analyse your potential market and determine whether people will 

actually buy your product or service.

1. Know Your Potential Customers

You cannot hope to sell to customers if you do not know them. If you are an established 

business, you can do this by asking existing customers for their opinions on your product or 

service. If you do not have any customers yet, you should formulate an idea of what type of 

customers you want to target. For example, ask yourself:

 Is your product or service for consumers or other businesses?

 Is it meant for a certain demographic, such as people of a certain age or gender?

Look at your competitors’ customers and the customers who buy a product or service 

similar to yours. These customers will most likely make up a large part of your target 

market. Once you have identified your target market, you can start planning how to best 

conduct your research and what type of information you want to gather.

The most important thing to know is whether potential customers are actually interested in 

buying your product or service. Ask whether they have concerns about your idea; 

specifically, are they sceptical of its quality or its ability to compete against your 

competitor?

Conducting customer research is also an opportunity to investigate pricing. Weigh your 

costs against your competitors’ to establish your pricing structure, and get feedback on 

from potential customers to find out how much they are willing to pay. Judge your product 

or service against your competitors’ and ask potential customers what they think about your 

competition. This can help you identify deficiencies in your competitors’ product or service, 

which you can fill in.

2. Research Your Competitors

In addition to soliciting customer feedback, you should also research your competitors. This 

will give you a more comprehensive view of your competitors’ place in the marketplace and 

your potential niche. Start by seeking out information on your competitors’ turnover, profit 

and sales patterns. You can get this information from:

 Local business reference libraries

 Trade associations

 Local chambers of commerce

 Commercial publishers of market reports

The Value of 

Market Research

One of the biggest mistakes 

entrepreneurs make when 

starting a business is not 

spending adequate time 

and resources conducting 

market research. Proper 

market research can give 

you an advantage over the 

competition and helps you 

gauge how to best position 

your product or service. 
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You can also go straight to your competitors for information or look at their promotional 

materials to understand how they market themselves. Use this information to challenge 

your competitors in areas like price, quality and service.

3. Explore Different Types of Research

There are several different types of market research you can use to learn about customers, 

competitors and the market, including the following:

 Focus groups: getting together a small selection of potential customers to use and 

talk about the product

 Prototype testing: providing potential customers with an early version of your 

product and recording feedback (this is best for new products)

 Questionnaires: sending out a list of questions for current or potential customers 

to answer via post, online or in person

o Structure the questions as multiple choice or according to a rating scale. 

Try to elicit opinions rather than just yes-or-no responses.

 Market report and trend analyses: getting information on competitors’ market 

popularity and trends your customers are following

The best research method for your business will depend on your product or service, your 

finances and the market.

No matter which types of research you ultimately use, you will need to receive both 

quantitative and qualitative feedback to ensure you are fully informed. Quantitative 

feedback consists of facts and figures, such as how many people are likely to buy your 

product, or how much your potential customers earn. Qualitative feedback consists of 

thoughts and feelings about your product or service.

It is important to take into account both positive and negative reactions. Negative reactions 

can often be more helpful for coming up with improvements to your product or service.

Top Tips

 Ask specific questions. Misleading or badly-worded questions produce unusable 

information.

 Talk to the right people. Talking to a full range of potential customers will help 

ensure you get opinions from people who would buy your product.

 Ask enough people. Asking only a handful of people will not give you enough 

information. You need to ask at least 150 people from every segment of your 

target market.

 Keep research impartial. Encouraging the answers you want to hear will skew your 

results and ultimately inhibit your success.

 Be realistic. Interpreting results as definitive proof of your product or service’s 

eventual success is unwise. Remember that interviewees do not always say what 

they think.
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Choosing Your Legal Structure – 
Sole Traders
Once you decide to start a business, you need to choose what type of legal structure the 

business will have. The most common types are sole traders, limited companies and 

business partnerships. The structure you choose will define your legal responsibilities, 

including paperwork and registration requirements, taxes and personal liability. The 

following is an overview of how to become a sole trader.

Sole Trader Responsibilities

Sole traders are the easiest type of legal structures to set up. Being a sole trader, also 

known as being ‘self-employed’, means that you alone own the business and are the only 

one responsible for it. However, you may still take on staff and employees.

As a sole trader, you will be personally responsible for:

 Any debts and bills that the business incurs, including stock and equipment

 Keeping accurate financial records of sales and expenses

 Filing an annual Self-Assessment Tax Return

 Paying income tax and National Insurance

How to Set Up as a Sole Trader

When setting up as a sole trader, you need to properly name your business, get a National 

Insurance number and register for Self Assessment with HM Revenue & Customs (HMRC).

1. Trade under your own name or create a business name.

If you don’t trade under your own name, you will need to come up with a business 

name. This name cannot contain any terms such as ‘Limited’, ‘Ltd’, ‘public limited 

company’ or ‘LLP’. It also cannot contain any sensitive words or expressions (a list 

of sensitive words and expressions can be found at www.companieshouse.gov.uk), 

suggest involvement with the government or local authorities, or be too similar to 

a registered trademark or existing business in the same sector.

2. Have a National Insurance Number

Most people already have a National Insurance number; it is typically given 

automatically to a person before his or her 16th birthday. However, if you do not 

have one, you can call Jobcentre Plus at 0845 600 0643 to apply for one. You must 

prove that you have a right to work or study in the United Kingdom. This process 

may include an interview on why you need it and proof of identity.

3. Register for Self Assessment with the HMRC.

You are required to register with the HMRC as soon as you can after starting your 

business. If you register later than 5 October in your business’ second tax year, you 

may be charged a penalty. When registering, you will need your National Insurance 

Ease of Set Up

The majority of businesses 

in the United Kingdom are 

sole traders. This is because 

sole traders are the 

simplest business structure 

to set up and run. However, 

keep in mind that as a sole 

trader you will be 

personally liable for any 

business debts.

http://www.companieshouse.gov.uk/about/gbhtml/gp1.shtml#appA
http://www.companieshouse.gov.uk/about/gbhtml/gp1.shtml#appA
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number, personal contact information and business details, such as the business’ 

address and the date the business started.

Once you register, you will get a Unique Taxpayer Reference (UTR) number and an 

online Government Gateway account which allows you to send in your annual tax 

return online. If your business turnover is expected to be more than £79,000 a 

year, you must also register for VAT with the HMRC.

Other Types of Entities

If you prefer to not be personally responsible for business losses, debts and liabilities, you 

can also consider forming a limited company. Keep in mind that there are additional 

registration requirements and responsibilities.

A limited company is an organisation that is set up to run your business. It is considered a 

completely separate entity, thus limiting your own personal liability for business finances, 

unlike a sole trader. 
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Choosing Your Legal Structure – 
Business Partnerships
Once you decide to start a business, you need to choose what type of legal structure the 

business will have. The most common types are sole traders, limited companies and 

business partnerships. The structure you choose will define your legal responsibilities, 

including paperwork and registration requirements, taxes and personal liability. The 

following is an overview of setting up a business partnership.

What is a Business Partnership?

A partnership is defined by the Partnership Act 1890 as ‘the relation which subsists between 

partners carrying on a business in common with a view to profit’. In a business partnership, 

the business is run as though it is a self-employed individual, but all the partners share 

responsibility for the business, meaning that they are personally liable for business losses 

and debts.

Business partnerships are easy to start; they can even be created orally. However, it is 

advisable to write a partnership agreement between partners which lays out the structure 

of the partnership and the rights and obligations of each partner.

Responsibilities

In a business partnership, you and your partner(s) share the responsibility for the business. 

This means that:

 All profits are shared between partners

 Each partner is personally responsible for his or her share of business losses, 

debts and liabilities

 Both the partnership and individual partners must file an annual Self- 

Assessment Tax Return

 Partners must pay income tax on their share of profits, and must also pay 

National Insurance

How to Set Up a Business Partnership

When setting up a business partnership, you need to choose a nominated partner, come up 

with a name and register with HM Revenue & Customs (HMRC).

4. Select a Nominated Partner

The nominated partner is the partner responsible for managing the partnership’s 

tax returns and keeping all the business records.

5. Choose a Name

You will need to come up with a partnership name. This name can be as simple as 

using your own names or coming up with a partnership name. The name cannot 

contain any terms such as ‘Limited,’ ‘Ltd’, ‘public limited company’ or ‘LLP’. It also 

cannot be offensive, contain any sensitive words or expressions (a list can be found 

Liability

In an ordinary business 

partnership, every partner 

is personally liable for his or 

her share of business losses 

and debts. You can avoid 

personal liability for 

business losses if you set up 

as a limited company, 

limited partnership or 

limited liability partnership.
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at www.companieshouse.gov.uk), suggest involvement with the government or 

local authorities, or be too similar to a registered trademark or existing business in 

the same sector.

6. Register for Self-Assessment with the HMRC

The nominated partner must register the partnership with the HMRC and file 

annual partnership tax returns. This process automatically registers the nominated 

partner. The remaining partners must then individually register for Self-Assessment 

to pay personal tax and National Insurance as soon as possible. The partnership will 

have to register for VAT if takings are to be more than £79,000.

Avoiding Personal Liability

If you prefer to not be personally responsible for business losses, debts and liabilities, you 

can also consider forming a limited company, a limited partnership or a limited liability 

partnership instead of an ordinary business partnership. Keep in mind that there are 

additional registration requirements and responsibilities.

 A limited company is an organisation that is set up to run your business. It is 

considered a completely separate entity, thus limiting your own personal liability 

for business finances, unlike a sole trader or business partnership. 

 A limited partnership consists of both general and limited partners. A general 

partner is one who is personally liable for all of the partnerships’ debts. A limited 

partner is only liable for the amount he or she initially invested in the business. 

Please visit the Companies House Web page on limited partnerships for 

information on setting one up.

 In a limited liability partnership, partners are not personally liable for business 

debts. Partner liability is limited to the amount a partner invests into the business. 

The majority of limited liability partnerships are set up by professional services 

firms, such as accountants or solicitors. Please see the Companies House Web page 

on limited liability partnerships for information on setting one up.

http://www.companieshouse.gov.uk/
http://www.companieshouse.gov.uk/
http://www.companieshouse.gov.uk/about/gbhtml/gpo2.shtml
http://www.companieshouse.gov.uk/about/gbhtml/gpo2.shtml
http://www.companieshouse.gov.uk/about/gbhtml/gpllp1.shtml
http://www.companieshouse.gov.uk/about/gbhtml/gpllp1.shtml
http://www.companieshouse.gov.uk/about/gbhtml/gpllp1.shtml
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Choosing Your Legal Structure – 
Limited Companies
Once you decide to start a business, you need to choose what type of legal structure the 

business will have. The most common types are sole traders, limited companies and 

business partnerships. The structure you choose will define your legal responsibilities, 

including paperwork and registration requirements, taxes and personal liability. The 

following is an overview of setting up a limited company.

What is a Limited Company?

A limited company is an organisation that is set up to run your business. It is considered a 

completely separate entity, and limits your personal liability for business finances, unlike a 

sole trader or business partnership. Limited companies have appointed directors, who are 

responsible for running the company, and shareholders, or members who own shares in the 

company. Directors have legal duties and responsibilities they must follow, including 

conducting business actions with a duty of care and acting in the company’s best interest. 

Shareholders have liability based on the type of limited company formed. 

Types of Limited Companies

There are several different types of limited companies s, each with different liabilities for 

shareholders. The following are the most common types of limited companies.

 A private company ‘limited by shares’—the shareholders are responsible for the 

company’s financial liabilities, limited to the original value of the shares issued, but 

not paid for. For example, a company issues 100 shares valued at £1 each and has 

two shareholders who own 50 shares each. Each shareholder has only paid for 25 

of the 50 shares he or she owns when the company fails. They would lose the value 

of the 25 shares they already paid for, and would be liable for the additional 25 

shares they each own, but have not paid for yet.

 A private company ‘limited by guarantee’—the directors or shareholders financially 

back the organisation up to a specific amount if things go wrong.

 A private unlimited company—the directors or shareholders are liable for all debts 

if the business fails.

 A public limited company—this type of company has stocks that are traded publicly 

on a market, such as the London Stock Exchange.

How to Set Up a Private Limited Company

The majority of UK businesses that use the limited company business structure choose a 

private limited company. The following is an overview of how to set one up.

1. Create a company name and address.

To properly register your private limited company, you must first come up with a 

company name. All private limited companies in the United Kingdom must end 

Certificate of Incorporation

Once you register your 

limited company with 

Companies House, you will 

receive a ‘Certificate of 

Incorporation’, which 

confirms that the company 

legally exists and shows the 

company number and date 

of formation. 
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their names with either ‘Limited’ or ‘Ltd’. The name cannot be the same as any 

other name in the Companies House index of names, contain offensive or sensitive 

words or expressions, or suggest a connection with the government or local 

authorities.

You must also have a registered address where official correspondence can be 

sent. This must be a physical address in the same country that the company is 

registered in.

2. Have at least one director and one shareholder.

Your company must have at least one director who is responsible for running the 

company. This can be you, someone you appoint or even another company (but at 

least one of the directors must be an individual). Directors must be over the age of 

16 and not otherwise disqualified. The director has many legal responsibilities and 

duties, including making sure business decisions benefit the company and keeping 

records of business finances and taxes. Directors need to file a Self-Assessment tax 

return each year and also pay income tax and national insurance through the PAYE 

system if they get a salary. Directors can also be personally liable for company 

business liabilities, and can be fined or prosecuted if they do not abide by the 

required duties and responsibilities.

The company must also have at least one shareholder. There is no maximum 

number, and directors can also be shareholders. Shareholders are the owners of 

the company and are entitled to certain rights, such as voting on changes to the 

company. When registering, you will need to provide details of the company’s 

shares, including the number of shares the company has, their total value and the 

names and addresses of all shareholders.

3. Create articles of association.

You must create articles of association. The articles of association are rules that set 

out the duties and responsibilities of directors and shareholders when running the 

company. The articles can contain rules about how decisions that affect the 

company are made and the role of shareholders in those decisions. The majority of 

companies use a standard or ‘model’ policy.

4. Register the company.

All limited companies must register with the Companies House. You will need all of 

the information in the above steps to complete registration. You can register online 

if your company is limited by shares and uses the model articles of association. 

Online registration takes 48 hours to process and costs £15. For all other limited 

companies, register by post with Form IN01. Applications by post take about 8 to 

10 days to process and cost £40.

5. Set up your corporation tax.

Within three months of starting your business, you are required to give HM 

Revenue & Customs (HMRC) information about your company in order to set up 

Corporation Tax. After you register or incorporate your company, the HMRC will 

http://www.companieshouse.gov.uk/toolsToHelp/findCompanyInfo.shtml
http://www.companieshouse.gov.uk/toolsToHelp/findCompanyInfo.shtml
http://www.companieshouse.gov.uk/promo/webincs/
http://www.companieshouse.gov.uk/promo/webincs/
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send you a Unique Tax Payer Reference number within a few days. Along with this 

number, you must tell the HMRC the date you started business, your company 

name and registered number, your main address, the kind of business you do, the 

date you will submit your annual financial accounts and if you have taken over the 

business or are part of a group.
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Funding Your Business
Your business idea may be solid, but without adequate funding your chances of success are 

slim. Starting a viable business takes judicious financial planning.

There are several different ways to fund your small business, each with their own 

advantages and disadvantages. The appropriate funding option for your business will 

depend on a number of factors, including business size, legal structure, projected growth 

and financial stability. The following is an overview of six common forms of financing for 

your new or growing business.

1. Investment Finance

Also known as equity finance, investment finance involves selling part of your business to an 

investor as shares. The investor then shares part of the business’ profits or losses.

Advantages

 Investors can jump-start the business by using their expertise and providing 

new opportunities for growth.

 Injecting more money into the business increases financial stability.

 You will not have to pay interest or repay a loan.

 You share risks with your investors.

Disadvantages

 Selling shares to investors can be complicated, expensive and time-consuming.

 You will own a smaller share of your business.

 You may have to consult investors before making management decisions.

 Only limited companies can sell shares, so sole traders and partnerships 

cannot resort to investment finance.

2. Loans

Loans are a type of credit that the borrower repays over a pre-determined length of time. In 

addition to repaying the amount you borrowed, you will probably have to pay interest. The 

amount of interest depends on the following:

 How long you need the loan

 How much you borrowed

 Whether the loan is secured (that is, you provided something you own, such as 

your house, as collateral)

Your interest rate will either be fixed, which means it won’t change during the course of the 

loan, or it will be variable, which means it will change with bank costs. Because of this, it is 

more prudent to take out a loan when your costs are stable—otherwise you might not be 

able to pay back the borrowed money if your expenses grow but your income doesn’t. You 

can apply for loans through private financial providers, such as banks, or through public 

funding, such as government schemes.

Assess Your Needs

There are six types of 

financing you can consider 

for funding your small 

business:

1. Investment finance

2. Loans

3. Grants

4. Overdrafts

5. Invoice financing

6. Leasing and asset 

finance

Be sure to examine your 

business’ financial needs in 

order to choose the most 

appropriate and cost-

effective funding options.
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Advantages

 Loans are not repayable on demand, so you are guaranteed the money for the 

whole term (usually three to 10 years).

 You will not have to give your lender a percentage of your profits or shares.

Disadvantages

 Loans are not flexible—the terms are set early and do not change.

 You could struggle to make payments if your business suffers a setback.

 If your loan is secured, missing payments could mean losing your collateral.

3. Grants

You can apply for grants through private institutions like charities or public institutions like 

the government or European Union; however there is usually a lot of competition. Grants 

are usually awarded for a specific project or purpose.

Advantages

 You do not have to pay grant money back or pay any interest.

 You will not lose any control over your business.

Disadvantages

 You must find a grant that matches your specific project, which can be difficult.

 There is often a lot of competition for grants.

 You may have to match your grant funds.

 The application process is time-consuming.

4. Overdrafts

An overdraft is a credit facility that you agree to with your bank. It temporarily allows you to 

spend more money than you have to cover short-term financing needs. You should not 

habitually use overdrafts or use them as a source of long-term funding. You set overdraft 

terms with your bank and usually have to pay interest.

Advantages

 Overdrafts are flexible—you borrow what you need at the time.

 Overdrafts are quickly and easily arranged.

 You can usually start paying off your balance early without any penalties.

Disadvantages

 There is a charge for extending your overdraft.

 You could be penalised if you exceed the overdraft limit.

 The bank can ask for the money back at any time.

 You can only get an overdraft from the bank where you hold your money.

5. Invoice Financing

Invoice financing is when a third party agrees to purchase your unpaid invoices for a fee. 

The third party will either provide invoice financing by ‘factoring’, where the invoice 

financier manages your unpaid invoices and collects on your behalf, or by invoice 
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discounting, where the financier only provides money up front that you slowly repay as your 

invoices are paid.

Factoring Advantages

 Your financier will oversee the collection efforts, saving you time.

 Your financier can help you negotiate better terms with your suppliers.

Factoring Disadvantages

 Your customers may prefer to deal with you directly.

 Using a financier may negatively affect your image.

Discounting Advantages

 It can be confidential, so your customers will be unaware that you are working 

with a financier.

 You still maintain your accounts, which will foster good customer relationships.

Discounting Disadvantages

 You lose profits from orders or services that you provided.

 Financiers will usually only buy commercial invoices, meaning your sales to the 

public will be ineligible.

6. Leasing and Asset Finance

Rather than owning assets, you can lease or rent them to reduce initial costs.

Advantages

 You get access to goods you could not otherwise afford to own.

 Interest rates are usually fixed.

Disadvantages

 It is more expensive than initially purchasing an asset.

 Long-term contracts can be difficult to cancel early.

Securing the appropriate financing for your business can be tricky. Consult the 

government’s Business Finance and Support Finder at www.gov.uk/business-finance-

support-finder.

https://www.gov.uk/business-finance-support-finder
https://www.gov.uk/business-finance-support-finder
https://www.gov.uk/business-finance-support-finder
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Selecting Your Business Premises
Whether you are opening a new business or expanding an existing one, the process of 

locating and securing new premises can be difficult. Besides finding a location, you need to 

decide whether it is more cost-effective to rent or to buy. These decisions could impact the 

success of your business. The following guide can help you choose premises that are right 

for your business.

Location

The first thing you should consider is where your business will thrive. If your premises are 

too remote, it will be difficult to attract customers and staff. Centralised locations on busy 

city streets have the advantage of constant pedestrian traffic, which is full of potential 

customers. Your business could also benefit from local transport and nearby car parks that 

make it easier for customers to frequent your business. But if your business is tailored more 

for rural or small-town customers, it may not be suited to the city centre. Think about the 

people you want to serve and where you can best serve them, as well as how the location 

you choose will reflect your business’ image.

Size and Layout

The size and layout of your premises will depend on your business needs. Inadequate space 

or an inefficient layout will make you and your employees uncomfortable and may inhibit 

future growth. Without a sensible layout, your daily operations can be unnecessarily time-

consuming. Consider how much space you need now, and anticipate what you will need in 

five, 10 or 15 years.

Cost

Cost is often a deciding factor when choosing a location for your business. You need to 

balance what your business requires and what you want with what you can afford.  This will 

help you decide whether to rent or buy a commercial property.

The decision to rent or buy should not be made lightly. Each has its own advantages and 

disadvantages. The choice will depend on several factors, including business size, how long 

you have had your business and how long you intend to occupy the space.

Should You Rent?

Most business owners rent commercial space because owning premises is too expensive. 

Renting is usually the most cost-effective option for new businesses.

Advantages

 Spaces for rent are cheaper and easier to find.

 Leases are more flexible than mortgage agreements.

Disadvantages

 You may have to pay a premium to sign a lease.

 You are likely to be responsible for maintenance and repairs.

How to Search for Premises

When looking for 

commercial premises for 

sale or rent, you must be 

thorough. Take advantage 

of every resource you have, 

including the following:

 Commercial property 

agents

 Local newspapers

 Online searches

 Local surveyors

 Local authority

 Local chamber of 

commerce

 Trade associations
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 Rent may increase over time.

 The owner may prohibit any changes to the interior.

Costs

 Rent charge

 Service charge

 Stamp duties

 Maintenance

 Utility bills

 Solicitor’s fees in case help is needed

Responsibilities

 Workplace safety requirements

 Gas safety

 Fire and electrical safety

Additional Considerations

 You will need to sign a lease and possibly register it with land registry.

 You may need to apply for planning consent if you change the building’s use.

 You might be responsible for content and building insurance.

 You should enquire whether you can make alterations to the premises’ 

interior.

Commercial lease contracts will typically last from about three to 25 years. If you are 

hesitant to commit, some contracts may include a ‘break clause’ which lets you exit your 

contract. 

Should You Buy?

Buying a commercial space can be ideal for established businesses looking for premises that 

foster sustainable expansion. Businesses with long-term, achievable goals are poised to 

benefit from owning their premises.

Advantages

 You can stay on the premises as long as you want.

 You have more freedom to adapt the building to your uses.

 The premises might rise in value and increase your assets.

Disadvantages

 You may be required to pay a 15 per cent deposit before signing the mortgage.

 Owning a commercial property is expensive.

 Buying is a long-term commitment.

 Signing a commercial mortgage can be time-consuming and stressful.
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Costs

 Legal fees

 Stamp duties

 Fifteen per cent deposit

 Value added tax

Responsibilities

 Maintenance

 Utilities

 Insurance

Whether you decide to rent or buy, always check the contract’s legal terms before agreeing 

to anything. Ensure there are no hidden clauses, obligations or costs. A commercial agent or 

commercial property solicitor can help you at this stage. He or she can highlight any pitfalls 

in the contract and maybe even help to negotiate a better deal. Do not be afraid to 

negotiate, or to hire a professional to do it for you.

Special Considerations

Just because a space will suit your business’ needs does not mean it is ideal for your 

operations. Ensure the premises have adequate water, power and drainage access. Consider 

whether your business has special requirements, such as increased wheelchair access or 

room for expansion. Find out whether there are structural issues that you’ll need to take 

care of. Take note of what the community is like. You should also think about features that 

may attract customers and employees—for example, an eco-friendly building or proximity 

to local attractions.
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Assessing Your Business’ IT Needs 
Information technology (IT) has become essential to conducting business throughout the 

United Kingdom. It is at the centre of everyday life and found in almost all businesses and 

industries. It encompasses the use of computers, telecommunication systems and other 

devices for storing, retrieving, transmitting and manipulating information.

Such a broad definition can understandably bewilder novice and even seasoned business 

owners. How do you identify what your IT needs are, or implement and maintain constantly 

changing technology? The following is an overview of how to assess your business’ IT needs. 

Both new and established businesses can benefit from a habitual review of their IT systems 

and needs.

Understanding Your Business’ IT Needs

Before exploring specific IT systems, you need to examine the aims of your business to find 

out how IT can help you achieve your goals. An IT system will be successful only if it is 

aligned with your business’ aims.

The right IT system will efficiently capture, process, store and use information. Using this 

information will improve communications, cut costs, simplify business processes and help 

businesses grow and find new opportunities—but only if the system is tailored to your 

business.

Choosing the Right IT System

Choosing a system to fit your business’ IT needs involves asking a series of questions about 

your computer use and connectivity issues. The answers to these questions will help you 

determine what type of hardware and software will benefit your business.

Computer Use

 How do you use computers at your business?

 What key jobs do you need to perform?

 For each job, what data is required?

Connectivity Issues

 Is your business based mainly in one place?

 Do you need to be mobile?

 Will you need computers to connect to other equipment?

 How many computers will you need?

 Does your business require several computers linked in a network?

Top Tips

Keeping the following tips in mind as you choose and set up your IT system will help you 

make an informed decision and ultimately benefit your business.

IT is Here to Stay

IT is thoroughly ingrained 

into daily life and business 

operations around the 

world. One in every 20 

people working in the 

United Kingdom is 

employed in the IT industry, 

according to a 2011 report. 

The report also found that 

22 million people, or 77 per 

cent of the UK workforce, 

use IT in their jobs. This 

proportion will continue to 

rise.

Rather than bucking the 

trend, smart businesses 

should assess and upgrade 

their IT systems to stay 

ahead of the curve.
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 Plan for inexpensive, easy upgrades as your business grows. IT is indispensable but 

is also constantly changing. Make sure you allow room to accommodate the 

newest technological advances or business growth.

 Seek professional advice from local computer shops. They can provide you with 

information on specific systems and help you compare the costs and benefits of 

buying rather than leasing hardware. Some also offer ongoing technological 

support.

 Keep your system and data secure with strong passwords and effective guards 

against external threats such as computer viruses.

 Make sure you have a resource available to help maintain your system.
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Forecasting Cash Flow Problems 
All businesses are susceptible to cash flow problems. To overcome this risk, and to identify 

and prevent potential difficulties, you should diligently monitor your business’ finances. The 

following overview provides financial forecasting strategies to help improve your cash flow.

Forecasting Your Cash Flow

Estimating your business’ cash flow is essential for success, because it helps keep your 

business viable and prepared for risks. ‘Cash flow’ is the money coming in and out of your 

business. You should closely monitor what you are owed to ensure prompt payment from 

customers, and also what you spend to ensure your costs do not outweigh your income. 

Balancing the two will help you plan for the future, including deciding when the most 

opportune time to institute a sales push is, collecting on late payments or taking out a loan.

To maintain this balance, you will need to develop these three financial forecasts, in the 

order they are listed, to arrive at an accurate cash flow forecast.

1. Sales forecasts estimate your business’ expected sales from month to month. This 

involves calculating your projected sales revenue, or the number of units you plan 

to sell multiplied by the price of each unit. Your projected sales revenue is based on 

assumptions such as your market share, resources, pricing and competition. Sales 

forecasts need to show the sales income you expect each month based on realistic 

expectations.

2. Profit and loss forecasts incorporate your sales forecast and your costs to 

determine how profitable you expect your business to be. You should include 

expected revenue, cost of sales, gross profit and net profit.

3. Cash flow forecasts build off the sales and profit and loss forecasts you have 

already done to estimate whether you will run short of cash at any time. Your cash 

flow forecast should include any costs not accounted for in the first two forecasts, 

such as stock, material, equipment, wages, rent, utilities and daily operating 

expenses. Also include any income left out of the first two forecasts, such as 

interest on savings or shareholder investments. This information, coupled with 

knowledge of your customers’ payment patterns and when your bills are due will 

allow you to analyse the cash moving in and out of your business on any given day.

You should now have a clear picture of your business’ income, costs and cash flow and be 

able to address the following common barriers to the movement of cash:

 Many payments becoming overdue at the same time

 Difficulty in paying bills or suppliers

 Rapid, unchecked business growth

Cash flow forecasting helps solve these problems by predicting when cash will flow in and 

out of your business. It enables you to predict the timing of any surplus or shortfall of cash 

and encourages sustainable business growth.

Forecasting Cash Flow

Developing sales forecasts 

and profit and loss forecasts 

will help you calculate an 

accurate forecast of your 

business’ cash flow. Once 

you know your cash flow, 

you can start identifying 

and solving potential 

problems.
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You should update your figures and projections on a weekly or monthly basis. Regular 

updates will help reveal patterns in your cash flow, uncover discrepancies between 

spending and estimates, and fix the causes for those discrepancies.

Identifying and Solving Problems

After developing your business’ cash flow forecast, you can start identifying and solving 

potential problems. Regularly monitoring your payments received will help you understand 

customer payment patterns and identify irregularities. One way you can do this is by noting 

the number of days it takes a customer to pay from the day the invoice is sent. If the 

customer’s payments suddenly become habitually late or erratic, you can use your cash flow 

forecast to determine how the customer’s new payment pattern will affect your cash flow 

and find ways to replace any lost cash.

Tactics that customers may use when delaying a payment include:

 Incorrectly completing or not signing cheques

 Habitually asking you to resend an invoice

 Routinely assuring you the ‘late cheque is in the post’

 Ignoring or not returning phone calls and email

Reducing the risk of late or non-payment from the outset fosters predictable cash flow. 

Keep your cash flowing smoothly with the following tips:

 Carry out credit checks before supplying goods and services. You can use a credit 

agency or conduct your own research.

 State payment conditions clearly on all your invoices. Include a statement 

specifying what will happen in the event of a late payment.

 Send out invoices promptly. Use email or first-class post for speed.

 Think about using a computerised credit management system. It will help keep 

track of customers and generate reminders when payments are late.

 Define and implement your collection strategy. A staggered collection process 

helps you track a payment at each step.

 Set monthly payment targets. Meeting your targets will mean reliable cash 

collection and an accurate picture of monthly revenue.

 Offer online payments. Online payments help expedite the payment process.

 Take out credit insurance. It covers you in the event that a customer becomes 

insolvent and you are saddled with bad debt.

Overtrading

One of the most common challenges to young and growing businesses is overtrading, or 

taking on more work than you can handle. Overtrading is detrimental to a business’ cash 

flow—it prompts a business to pay a large amount of cash long before the additional 

income is due, often by paying suppliers, increased wages and by purchasing new 

equipment or larger premises. Overtrading makes it possible for a business to fail even with 

a large order on the books.
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There are several ways to reduce the risk of overtrading:

 ‘Just in time’ ordering reduces the demand on working capital by ordering stock as 

the business needs it, rather than in advance.

 Effective debt management ensures your business is paid quickly so it has more 

cash available to pay suppliers and staff.

 Investigating all areas of business spending helps uncover areas of your business 

where you can regain more control over cash flow.
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Growing Your Business 
Starting your own business is hard. But growing your business can be even harder—you 

need to work constantly to improve your business and stave off risk. The best way to 

protect against future threats to your business is to make it as successful as possible.

The following eight tips will help encourage business growth. Many businesses think of 

‘growth’ only as increased sales, but it is much more than that. Growth means increased 

resiliency, profitability and adaptability. Read on to find ways you can improve and grow 

your small business.

1. Plan for Growth

Once your business becomes profitable, you need to start planning immediately for future 

growth to ensure continued profitability. Consider taking the following actions as part of 

your plan.

 Research ways to increase sales from existing and new customers.

 Improve your products and services by testing changes with your customers.

 Develop new products and services, and breach new markets.

 Hire new employees and implement training programmes for new and existing 

employees.

 Look for extra sources of funding, such as additional investors.

 Consider selling your products and services online.

 Work with a business mentor who can help you draft a plan for the future.

2. Get Extra Funding

Growing your business usually means you need to invest more in it. You can do this in the 

following ways:

 Investing previous profits back into your business

 Taking out a loan

 Selling shares to outside investors

 Looking for other sources of funding, including government-backed schemes

Consult a professional advisor, such as an accountant, before investing any money to ensure 

it makes financial sense. New investment from an outside source could potentially change 

the entire leadership structure of your business; seek legal advice to ensure you do not lose 

control of your business.

Taking out a Loan

If you decide to take out a loan, make sure your business can repay the entire borrowed 

amount and any accrued interest. Repayments are often scheduled for several years in 

advance, so be confident in your ability to make payments. You may need to provide 

collateral such as your house or car if you cannot repay the loan.

Fostering Business Growth

Though not exhaustive, the 

list in this article provides 

tips that can help your 

business to grow and 

prosper. Use it as a guide to 

create a bespoke growth 

plan.
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Selling Shares

If you decide to sell shares in your business, you will need to provide potential lenders 

or investors with a financial model showing how their extra money will impact the 

business and provide a return on investment. Focus on how an injection of cash can 

positively affect sales and profitability in the long term.

3. Increase Sales to Existing Customers

The easiest way to increase sales is to sell more products and services to existing customers. 

This involves persuading one-off customers to become repeat customers, winning back 

former customers and selling more of the same products and services to regular customers. 

Keeping a record of your customers and what they bought will help you track their spending 

habits and strategically target those most likely to buy more. Concentrating on these 

customers is often cheaper and more effective than attempting to attract potential new 

customers.

Reviewing Your Prices

Periodically reviewing and adjusting your prices against the competition is a smart way 

to boost sales, but be sure to anticipate any effects of price changes. Sometimes 

offering a discount can jolt sales figures but reduce overall profitability, while raising 

prices can slow sales but increase profitability. Understanding the cost structure of your 

business can help you decide what will be most beneficial.

4. Attract New Customers

One of the fastest and most effective ways to attract new customers is to increase your 

business’ local presence. You can do this by asking customers to recommend you to family 

and friends, advertising in local media and using online and other forms of marketing. 

Consider interviewing potential customers to uncover strategies for leading them away 

from the competition and towards your product or service. You could also find new 

customers by exporting to other countries. UK Trade and Investment offers guidance on 

selling in foreign markets at www.ukti.gov.uk.

5. Improve Your Products and Services

You can also grow your business by improving your products and services. Ask your 

customers about their experience: what are they buying from you, and what do they value 

most about the product or service? What could you do to make the product or service more 

valuable to them? What would encourage them to buy more? Implement changes based on 

customer feedback. It may be helpful to test prototypes with existing customers to ensure 

any changes you make are aligned with customer feedback. Remember that any 

modifications should yield enough future profits to validate the time you spent on 

improvement.

6. Develop New Products and Services

Developing new products or services enables you to sell more to existing customers, spread 

fixed costs like premises or payroll across a range of products and diversify the products you 

offer so you are less vulnerable in the market. It will help to test your new product or 

http://www.ukti.gov.uk/
http://www.ukti.gov.uk/
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service with customers, because customer feedback is an invaluable resource to spot 

potential flaws or barriers to success. It will also help you determine whether there is a real 

demand for your new product or service and give you a chance to fix any problems before 

putting too much money into development. To successfully develop a new product or 

service:

 Talk to existing and potential customers about their needs.

 Develop a prototype as quickly and cheaply as possible.

 Test your prototype with customers and get feedback.

 Differentiate yourself from the competition.

If you develop something completely original, register it so nobody copies it without your 

permission. More information on intellectual property can be found at 

www.gov.uk/browse/business/intellectual-property.

7. Hire and Train Staff

A growing business needs more resources at its disposal to handle increased output. The 

easiest way to bolster your business is by hiring additional employees. Employing more 

people allows you to spread your workload, expand production and take advantage of new 

and different skill sets. More information on hiring employees can be found at 

www.gov.uk/employing-staff.

You can also grow your business if you capitalise on your existing employees by providing 

them with additional training. This can increase staff loyalty, productivity and company 

profits and help offset the cost of hiring new employees. 

8. Work With a Mentor

Business mentors are exactly what you think they are. They leverage their skills, expertise 

and contacts to help develop your ideas for growth. You can find paid and free mentors 

through the ‘mentorsme’ service at www.mentorsme.co.uk.

This list is not exhaustive, but you can use it as a starting point to prepare your business for 

future growth and success. For more information on the risks your small business faces and 

ways to manage these risks, contact the insurance professionals at Prizm Solutions Ltd 

today.

http://www.gov.uk/browse/business/intellectual-property
http://www.gov.uk/browse/business/intellectual-property
http://www.gov.uk/browse/business/intellectual-property
http://www.gov.uk/employing-staff
http://www.gov.uk/employing-staff
http://www.mentorsme.co.uk/
http://www.mentorsme.co.uk/
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Operating in the United States – 
10 Best States for UK Firms
While the United States is the fourth easiest country to do business with according to UK 

Trade & Investment, conducting business in a foreign country creates unavoidable 

challenges. But these 10 US states—the best for UK firms operating in the United States—

can make the transition worth the investment. 

New York

 Offers a robust and diverse travel and distribution hub composed of rail, motorway, 

seaborne and airborne transport 

 Start-Up NY, a state programme that offers several beneficial incentives such as zero 

taxes for 10 years and, if established on a university campus, access to state-of-the-art 

facilities and talent 

 Promises access to a broad range of markets such as agriculture, manufacturing, 

distilling and technology—which rivals that of Massachusetts and Silicon Valley—as well 

as easier access to Canadian markets

Georgia

 CNBC ranked the state as the most favourable business climate in 2013 and 2014 due to 

tax incentives, including its low corporate tax rate of 6 per cent

 Quick Start, a state-wide workforce training programme that provides free, bespoke 

workforce training to qualified businesses 

 Offers grant opportunities to help offset the higher costs of relocating

California

 Boasts strong rail and motorway infrastructure with possible access—depending on 

location—to markets in Mexico and the Pacific Rim

 California Competes Tax Credit, an income tax credit available to businesses that want 

to come, stay and grow in California

 Houses the United States’ strongest manufacturing economy, a robust agricultural sector and Silicon 

Valley, the nation’s technology hub

Texas

 Provides the largest amount of business incentives anywhere in the United States, including no personal 

and corporate income tax

 Offers access to 29 ports and 27 airports, making it highly beneficial for import and export trade 

Benefits of Doing Business 

in the United States:

 Low regulatory barriers

 Minimal language 

barriers

 Highly mobile, 

productive and skilled 

labour force

 Consistent Gross 

Domestic Product 

growth—1.8 per cent 

or more since 2011

These accolades are part of 

the reason why the United 

States is the fourth easiest 

country to do business with. 
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Louisiana

 Structures incentives to attract and benefit software development and media production companies

 Highly developed seaborne infrastructure—including the ‘Superport’, the nation’s only port capable of 

handling superships 

 Promises a low cost of living

North Carolina

 Offers one of the lowest business tax rates in the country at 5 per cent

 Job Development Investment Grant, a discretionary incentive that provides sustained annual grants to 

new and expanding businesses 

 Houses the ‘Research Triangle’, an area encompassing three of the nation’s top research universities, 

numerous global Fortune 500 companies and a hub for technology startups

Florida

 Boasts one of the world’s most extensive transport systems with four major international airports, deep-

water shipping ports as well as a considerable rail and motorway network 

 Qualified Target Industry Tax Refund, an incentive for companies creating jobs in certain industries

 Possesses strong agricultural and fishing sectors and a major aerospace centre

Washington

 Grants a variety of tax and hiring incentives, primarily targeting aerospace and high-tech industries

 International Services Credit, a tax credit for businesses engaging in international services

 Boasts a highly skilled work force that has access to lauded academic institutions

Colorado

 Supports a diverse economy resembling the West Coast without the associated higher cost of living

 Strategic Fund Incentive, a programme that supports and encourages business relocations

 Houses an extensive network of freight rail as well as the Denver International Airport

Massachusetts

 Boasts the nation’s second largest technology industry and research hub after Silicon Valley

 State Research & Development Credit, offering tax incentives for investment in manufacturing and 

research and development companies

 Supports a diverse economy comprised of biotechnology and biomedical companies, financial services, 

information technology as well as a strong fishing industry
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Considering Insurance Needs
Starting a small business requires tireless effort and endless financial reserves. Besides 

dealing with necessary tasks to start the business—affording exorbitant start-up costs, 

establishing a customer base, forecasting cash flow problems—new small business owners 

are besieged on all sides by risks.

The only sure-fire thing you can count on during the tumultuous beginning stages of your 

business or later in its development is the protection offered by commercial insurance. 

Avoid losing everything to a disaster that you could have easily insured—purchase robust 

and comprehensive commercial insurance to keep your small business protected on all 

sides.

Essential Covers

Small businesses vary widely in their insurance needs. Many different factors—including 

industry, location and size—will determine the type of insurance your business needs to 

survive. All businesses, however, can benefit from the essential covers listed below.

 Employers’ liability is mandatory for all UK employers. It covers employers’ liability 

for bodily injuries or diseases their employees may suffer in the course of their 

employment.

 Property protects your commercial property, buildings and contents from a broad 

range of risks. 

 Business interruption recoups lost profits in the event that insurable property 

damage causes your business to temporarily close.

 Public liability covers your liability for third-party injury and property damage 

arising from your business’ operations.

 Products liability insures against damages and costs arising from accidental injury 

or damage caused by products supplied by your business.

 Cyber-liability provides protection against a host of cyber threats, including 

hacking, stolen data and system failure.

This list is not exhaustive. Depending on your specific business, you may need to consider 

additional cover options to fully protect your business.

Additional Covers to Consider

Carefully consider the needs of your business—is there anything unique about it that would 

require additional insurance protection? Consider the following additional covers. Many 

businesses cannot afford to go without them.

 Motor fleet

 Legal expenses

 Theft by employee

Scrutinise Your Business’ 

Weaknesses

Harshly scrutinising your 

business’ weaknesses can 

help you choose which 

covers you need and devise 

a long-term plan to 

strengthen your business 

against foreseeable risks.
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 Equipment breakdown

 Stock

 Loss of money

 Trade credit

 Professional indemnity

 Crime

 Key person

 And much more

Part of investigating available insurance covers is determining the points where your 

business is weakest. Pinpoint the spots where your business is the most vulnerable, and 

secure insurance that bolsters those vulnerabilities.

Trust the insurance professionals at Prizm Solutions Ltd to craft you a sturdy bespoke policy 

that offers reliable and comprehensive protection.


