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Consulting Firm SWOT Analysis
Jackie and Sandra's firm SWOT Analysis will concentrate on the firm and its strength, Weaknesses, Opportunities, and Threats. The firm will have to face challenges; however, how they recoup and adapt to them will be vital in its operations. The SWOT analysis suggests that the firm will need to invest more in its process to expand its services to another state. Legal guidelines/compliance are yet an issue confronting the healthcare industry as they guarantee data security.
Strength
Sandra and Jackie have five years in health information, having an excellent reputation for excellence. Their firm has done well in their job and has increased reimbursement for the thirty-five facilities they have worked with. Albeit challenges at times, the firm is very good at innovation. It keeps up to date all advances in its field of aptitude and applies the directive management style when training other employees. The firm is entrepreneurial and innovative, and it has accomplished exceptional work in administrative consistence through volunteering to ensure that the reporting on all the centers is finished. Also, their employees are registered health administrators with a bachelor’s degree in health administration, which makes them informed and skilled in contacting consultation services.
Weaknesses 
The weaknesses of the firm are that, tragically, its employees are, to some extent, opinionated and pompous and feels nobody knows more than they do in their specialization, handling computers, or giving out consultation services. Despite the firm accomplishing its goals in all the facilities it has ever worked in, it tends to push its employees excessively hard. Besides, the firm does not have enough employees to expand the geographical region into another state. Jackie and Sandra's firm does not have enough finances to motivate its employees and retain them for long, especially those who are knowledgeable with degrees in health administration since they tend to get attracted by major firms for increased salaries. The firm has also not marketed its services to other states, which would mean an extra cost and expenses. 
Opportunities 
According to Brian, there is a need for additional home health care personnel and resources in the nearby hospital, which would be an excellent opportunity for the firm to expand its services. The firm will also develop home health care that will fill the existing market niche. Since the firm has enough expertise to train competent staff and handle practice offices, it can expand its businesses into physician offices. According to Brand essence market research (2020), few firms and individuals have started consulting firms in the United States. It is a new type of business that is attracting the interest of many hospitals and health facilities. By expanding its services to another state, the firm will get itself a lot of health facilities to work with. 
Threats
The firm will have to be keen on the threats that might arise from the internal security leak, which might end up leaking patients' private profiles and information. Also, the existing consultation firms that are owned by the government and wealthy corporations possess a vast threat to Jackie and Sandra's firm(Hughes, 2019). Furthermore, operating in another geographical region might take time for adaptation without earning the firm enough, thus experience a loss. The firm might also end up losing its best employees to established firms (Florentine, 2019). 


  

Consulting Firm Business plan
Executive Summary
Jacky and Sandra's firm is a consulting firm that focuses on the management of revenue for medical practices and other facilities. The firm's primary focus is corporate compliance and QM reporting system implementation, software optimization for third parties, IT system execution and implementation, implementation and operation of FQHC, review, and redesign of processes, financial reporting, and revenue cycle management. Every one of these opportunity sections straightforwardly influences the income of the present clinical practice. Each consulting administration is custom-made to the association's individual needs. Regardless of whether it is persistent access and stream, doctor efficiency, doctor fulfilment, reporting, or reimbursement issues, Sandra and Jackie’s consultation firm has the capacity and experience to convey answers to each association. Besides, the firm provides administrations to explore the new impetus programs for various payers to income increment. Today, numerous firms that offer healthcare consulting services have an essential focal point of medical clinics. The sole focal point of this firm is clinical practice. Regardless of whether the customer is an independent practice, emergency clinic claimed practice, scholarly practice, or a coordinated practice, we can support you. Jackie and Sandra have had an exhibited involvement with working with customers to determine issues, lessen costs, improve income, and execute Best Practice conventions. 

Organization plan
Mission 
The firm's mission is to provide administrations with clinical practices to improve their cash flow and financial position. The firm also has the aim of ensuring it expands its services to another state. 
Strategy
A decision has already been made to expand the firm’s services to another state. Now the next step is figuring out and providing services that will meet the needs of the locals of this state(Abdullah Saif, 2015). As soon as this is put in place, a market plan will be formulated, and the company is legally accepted to receive orders and request services provision. The firm's marketing will begin four months after it enters into another state.
Marketing plan
Overview and goals
The general objective of the marketing strategy is to have showcase entrance to works on declaring the administrations that will be provided by the firm. Brand acknowledgment in the practice manager/doctor the network is an objective to advance administrations that will be advantageous to the network and will improve the primary concern of those practices.
Market Analysis 
The firm will expand its services to New York. This state has a vast population with many hospitals and medical clinics, which will act as a market for its services. It has an airport that will ease connection with other states easier.
Major competition
The firm will face competition from both major and small firms such as Deloitte and KPMG. These two companies are known to possess the finances and workforce that will help them take assignments quickly. However, their disadvantage is that they do not have a good relationship with the community. Also, many of them go for university graduates who tend to have little experience. Smaller firms have been in the city and build a good relationship (Marino and Armstrong, 2016). However, they lack enough resources to boost their services. 
Industry trends 
The trends in the industry are always varying. There are reliably newer principles and changes in the current regulations than what used to be there. New guidelines at the condition of government magnitude influence the matter of human services and, in numerous events, the conveyance of that equal consideration. The obligation of this association shall remain educated and taught to have the option in order to provide their customers the best assistance on new or existing and up and coming guidelines and projects.
Operating and Control system 
Administrative control, procedures, and policies
On billing of the customers, they will be billed every month, except for an alternative agreement. Customers will have to put a signature before any service delivery. Clients will be charged at the end of each service for the services that take less than four weeks.
Suppliers will be paid on the fifteenth day and will be given a nine percent of the total invoice payment
For paper flow and documents, there will be an official engagement during each engagement session, which will provide an expectation of the services, commitment, and payment. Also, there will be a progress proclamation that is sent to the organization for the straightforwardness of activities (Van Stel and Stunnenberg, 2006). This will keep the organization aware of the advancement of the tasks. At last, there will be a receipt for costs and services.
Growth Plan 
Exit strategy
Because of limited investment, the existing strategy will be discreet of Sandra and Jackie. The two will do this by taking avoiding many engagements. If the business has developed exponentially, the financial reports would show the development and would be the reason for selling their shares (DeTienne, 2010).
Personnel requirements
The second-year after the expansion will see the need for an extra accomplice and perhaps low maintenance administrative individual for dealing with the records receivable and demands for the proposition that come into the organization. If a chat evaluation services are provided within the first two years, qualified examiners with a CPC accreditation will be employed.
Capital Requirements
There will be an accomplice for the expected growth after two years in business. As the firm proceeds to develop, it will be the choice of the two accomplices on whether we will include workers or accomplices. Since this business needs constrained resources other than information, we will have the option to develop with constrained assets (Malherbe, 2015).
Equipments
All our equipment will be bought. The table below shows the equipment we will use.
	Equipment
	When  
	Cost

	Computers and accessories
	For online tutoring
	£2,000

	Office chairs
	To be used by staff
	£1,800

	Walk-in cooler
	Reducing the atmosphere’s temperature
	£6,000

	Digital infrastructure in maintain websites
	Controlling classes between individuals and tutors
	£1,000

	
	
	



Start-Up Costs at other States
	 
	£

	IT and computers
	1,500.00

	Telephones and broadband
	500.00

	Equipment
	60,000.00

	Website management
	15,000.00

	Tools
	2,000.00

	Vehicles
	0.00

	Professional fees
	750.00

	Insurance
	750.00

	Rent/rent deposit
	2,000.00

	Stationery
	50.00

	Marketing
	10,000.00

	Consumables
	1,000.00

	Licences
	750.00

	Training
	2,000.00

	Association fees
	750.00

	Wages/recruitment
	50,000.00

	Security/health and safety equipment
	5,000.00

	Market research costs
	5,000.00

	TOTAL  £
	157,050.00



	
	

	Estimated personal income (after tax)
	

	Income from family, partner (total)
	25,000

	Other income
	9,000

	Total personal income
	34,000

	
	

	Total survival income required from the business (after tax)
	8,600

	
	

	Current income
	 £                34,000




Profit and Loss Forecast
	 
	Year 1 (£)
	Year 2 (£)
	Year 3 (£)

	Total expected sales
	330,000
	450,000
	700,000

	Less variable costs
	80,000
	36,000
	76,000

	Gross profit (sales less variable costs) = 
	250,000
	414,000
	624,000

	Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)
	1
	1
	0

	
	
	
	

	Salaries/wages (survival income + any staff
	60,000
	70,000
	75,000

	Premises (including rent, rates, utilities)
	2,000
	2,000
	25,000

	Telephone and broadband
	1,000
	1,000
	1,000

	Printing, post and stationery
	1,500
	1,500
	1,500

	Advertising and promotion
	15,000
	17,000
	19,000

	Bank charges
	1,000
	1,000
	1,500

	Professional fees
	2,000
	2,000
	2,000

	Insurances
	750
	800
	900

	

	
	
	

	Total fixed costs
	25,000
	40,000
	80,000

	Net profit (gross profit less fixed cost)
	225,000
	374,000
	544,00

	Calculate your net profit margin (net profit divided by total sales x 100)
	0
	1
	1

	
	
	
	

	Calculate your breakeven
	Year 1 (£)
	Year 2 (£)
	Year 3 (£)

	Total variable costs + total fixed costs (B)
	105,000
	76,000
	156,000
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Cash Flow Forecast

	
	Q1
	Q2
	Q3
	Q4
	Y1 Total

	INCOME
	Forecast
	Actual
	Forecast
	Actual
	Forecast
	Actual
	Forecast
	Actual
	Forecast
	Actual

	Cash from sales (incl. VAT)
	110,000
	90,000
	330,000
	350,000
	460,000
	490,000
	550,000
	560,000
	1,450,000
	1,490,000

	Cash received from debtors
	20,000
	19,000
	26,000
	27,000
	19,000
	20,000
	28,000
	23,000
	93,000
	89,000

	Capital/loans received
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Other Payments
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	TOTAL £
	130,000
	109,000
	356,000
	377,000
	479,000
	510,000
	578,000
	583,000
	1,543,000
	1,579,000

	EXPENDITURE
	
	
	
	
	
	
	
	
	
	

	Wages to staff (incl. PAYE & NI)
	65,000
	80,000
	85,000
	88,000
	90,000
	100,000
	90,000
	100,000
	330,000
	368,000

	Premises (rent, rates & utilities)
	45,000
	48,000
	48,000
	49,000
	52,000
	55,000
	59,000
	60,000
	204,000
	212,000

	Telephone & Broadband
	1,000
	1,000
	1,500
	1,500
	1,800
	1,800
	2,000
	2,000
	6,300
	6,300

	Printing, post & stationery
	2,500
	2,500
	3,000
	3,000
	3,000
	3,500
	3,500
	3,500
	12,000
	12,500

	Advertising & promotion
	20,000
	22,000
	25,000
	25,000
	25,000
	28,000
	28,000
	30,000
	98,000
	105,000

	Bank charges
	2,000
	2,000
	2,500
	2,500
	3,000
	3,000
	3,500
	3,500
	11,000
	11,000

	Professional fees
	4,000
	4,000
	5,000
	5,000
	6,000
	6,000
	6,500
	6,500
	21,500
	21,500

	Insurances
	1,000
	1,200
	1,500
	1,500
	2,000
	2,000
	2,500
	2,500
	7,000
	7,200

	Bank/HP
	1,500
	1,500
	2,000
	2,500
	3,000
	3,000
	4,000
	4,000
	10,500
	11,000

	Equipment & vehicle leasing
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Payments relating to variable costs
	34,000
	35,000
	37,000
	38,000
	41,000
	45,000
	62,000
	63,000
	174,000
	181,000

	Capital Expenditure
	51,000
	52,000
	53,000
	56,000
	57,000
	61,000
	67,000
	68,000
	228,000
	237,000

	Other Payments
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	VAT
	750
	800
	800
	850
	900
	900
	950
	0
	3,400
	2,550

	Owner's wages/salary
	90,000
	100,000
	110,000
	120,000
	130,000
	130,000
	130,000
	130,000
	460,000
	480,000

	Owner's National Insurance
	1,000
	1,000
	2,000
	1,500
	2,000
	2,000
	2,200
	2,500
	7,200
	7,000

	Loan repayments (incl. interest)
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Stock
	12,000
	15,000
	17,000
	17,000
	17,500
	18,000
	20,000
	27,000
	66,500
	77,000

	Consumables
	2,000
	2,600
	3,000
	3,000
	4,000
	4,500
	5,000
	5,000
	14,000
	15,100

	TOTAL £
	332,750
	368,600
	396,300
	414,350
	438,200
	463,700
	486,150
	507,500
	1,653,400
	1,754,150
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