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1. Executive Summary 

Executive Summary 1.1 

X-Consulting Consulting is a leading business document creation firm, specialising in market 
research reports, business plans, and pitch decks for early-stage businesses. With a 
client-centric approach, X-Consulting delivers tailored solutions to help entrepreneurs secure 
funding and make informed decisions. Leveraging cutting-edge technology and a network of 
strategic partnerships, X-Consulting operates remotely, serving clients worldwide with 
efficiency and cost-effectiveness. The company's growth strategy focuses on expanding its 
client base, diversifying services, and entering international markets. With a commitment to 
excellence and innovation, X-Consulting is poised for success as a prominent player in the 
industry. 

Company Synopsis 1.2 

X-Consulting Consulting is an Australian business document creation firm founded in March 
2023. Specialising in market research reports, business plans, and pitch decks, X-Consulting 
assists early-stage businesses in securing funding and making informed decisions. The 
company operates remotely, receiving client work through online freelancing platforms and 
strategic partnerships. 

Current State of First Year Operations 1.3 

The business currently operates primarily through online freelance marketplaces, with the 
bulk of orders coming from Fiverr. The business has served over 50 clients since March 
2023, earning $30,000 in revenue in that period. The business currently has three 
subcontractors, 2 consultants and a graphic designer who work on a per-project basis. 

Future Plans 1.4 

X-Consulting has ambitious plans for future growth, aiming to achieve an annual revenue of 
$1 million. To facilitate this, the company is focused on implementing fully automated 
systems to lower operational costs and streamline processes. Once this revenue milestone 
is reached and the automated systems are in place, X-Consulting will expand into 
international markets, primarily targeting the USA, UK, Canada, and other English-speaking 
countries. The company's scalable automated systems will enable it to efficiently handle 
increased client volume and projects while maintaining high-quality standards. X-Consulting 
also plans to diversify its service portfolio, responding to market trends and customer 
demands. 

2. About the Company 

Company Description 2.1 

X-Consulting Consulting is a business document creation firm based in Australia founded in 
March of 2023. The company specialises in market research reports, business plans and 
pitch decks to assist early-stage businesses in getting funding, improving business decisions 



and assessing business feasibility.​
​
The business operates fully remotely, with no physical location. The bulk of the client work is 
received through online freelancing websites (Fiverr, Upwork) along with partnerships with 
consultants and coaches.  

Mission Statement 2.2 

X-Consulting Consulting aims to empower early-stage businesses by providing 
comprehensive and high-quality business document creation services. We specialise in 
delivering market research reports, business plans, and pitch decks that enable our clients to 
secure funding, make informed business decisions, and evaluate the feasibility of their 
ventures. Through our expertise and dedication, we strive to be a trusted partner for 
early-stage businesses, supporting their growth and success. 

Vision Statement 2.3 

Our vision at X-Consulting Consulting is to be the leading business document creation firm in 
Australia, recognised for our exceptional services and unwavering commitment to client 
satisfaction. We aim to be the go-to resource for early-stage businesses seeking 
professional and tailored solutions to communicate their ideas, strategies, and financial 
projections effectively. By consistently delivering exceptional value, innovation, and 
expertise, we aspire to contribute to the success stories of numerous startups and play a 
pivotal role in fostering entrepreneurship and economic growth in Australia and New 
Zealand. 

Objectives 2.4 

Non-Financial Objectives​
 

1.​ Implement a fully automated end-to-end client management system​
Develop and deploy a comprehensive software solution that streamlines the client 
journey, from initial contact to project delivery and follow-up. This system will 
enhance efficiency, improve communication, and ensure a seamless experience for 
our clients.​
 

2.​ Build a roster of skilled full-time team members capable of servicing 10 weekly 
requests​
Recruit, train, and retain a talented and dedicated team of professionals with the 
expertise required to deliver exceptional business documents. Build a strong team 
culture that fosters collaboration, innovation, and continuous professional 
development.​
 

3.​ Achieve an average of 7 services delivered per week during FY 23-24​
Consistently meet or exceed our target of delivering at least 7 weekly services. This 
objective reflects our commitment to providing timely and efficient solutions to our 
clients, ensuring their needs are met, and their expectations are exceeded.​
 



4.​ Partnerships and Collaborations​
Develop a comprehensive list of partnerships across Australia and New Zealand​
Establish strategic alliances and partnerships with key stakeholders, including 
industry associations, incubators, accelerators, and complementary service 
providers. Collaborating with these partners will expand our network, enhance our 
service offerings, and increase our visibility in the market. 
 

Financial Objectives​
 

1.​ Reach a gross revenue of $500,000 in FY 23-24​
Implement effective sales and marketing strategies to achieve significant revenue 
growth. Continuously monitor and adjust our pricing, service offerings, and market 
positioning to maximise revenue generation and reach the targeted milestone.​
 

2.​ Maintain a net profit margin of 35%​
Implement efficient cost management practices while maintaining the quality of our 
services. Monitor expenses closely, identify opportunities for cost savings, and 
ensure optimal resource allocation to achieve a sustainable net profit margin of 35%. 
Regularly review financial performance and make necessary adjustments to meet 
this objective. 

Critical Success Factors 2.5 

Critical Success Factors (CSFs) are the key areas or factors essential for a business's 
success and sustainable growth. Based on the nature of X-Consulting Consulting and its 
objectives, the following are the critical success factors for the company:​
 

1.​ Client Satisfaction​
Ensuring high levels of client satisfaction is paramount. Delivering exceptional quality 
in market research reports, business plans, and pitch decks is essential to meet or 
exceed client expectations. Building long-term relationships and garnering positive 
feedback and referrals are critical indicators of success.​
 

2.​ Efficient Project Management​
Implementing effective project management practices is crucial to streamline 
processes, meet deadlines, and deliver services promptly. Strong project 
management ensures the efficient allocation of resources, effective communication, 
and smooth collaboration among team members, resulting in increased productivity 
and customer satisfaction.​
 

3.​ Skilled and Knowledgeable Team​
Building and retaining a team of skilled professionals is vital for delivering high-quality 
services. Recruiting individuals with expertise in market research, business planning, 
and financial analysis is essential to ensure the team has the knowledge and 
capabilities to meet client requirements effectively.​
 

4.​ Strategic Partnerships​
Building strategic partnerships with relevant industry associations, incubators, 



accelerators, and complementary service providers is critical for expanding the client 
base, accessing new markets, and enhancing service offerings. Collaborating with 
these partners will provide valuable opportunities for growth and differentiation.​
 

5.​ Effective Financial Management​
Implementing sound financial management practices is essential for the sustainability 
and profitability of the business. Monitoring and optimising revenue streams, 
controlling costs, maintaining healthy profit margins, and managing cash flow 
effectively are crucial aspects of financial success. 

SWOT Analysis 2.6 

Strengths 

●​ Specialised Expertise​
 

●​ Personalised Approach​
 

●​ Fixed Pricing Model​
 

●​ Speed of Delivery 

Weaknesses 

●​ Reliance on Consulting Model​
 

●​ Competitive Landscape 

Opportunities 

●​ Emerging Startup Ecosystem​
 

●​ Industry Partnerships​
 

●​ Expansion of Service Offerings 

Threats 

●​ Economic Factors​
 

●​ Technological Advancements​
 

●​ Competitive Pricing Pressure 

3. Team 

Team 3.1 

David Smith​
Founder 
David Smith, a former Deloitte employee, leads X-Consulting as a passionate entrepreneur 
and heads a dynamic team of business consultants. With a firm belief in the transformative 
power of entrepreneurship, Jordan and the X-Consulting team are dedicated to helping 
entrepreneurs easily navigate the path to growth and scalability. 

4. Market 

Market 4.1 

BTG surveyed organisation leaders about the emerging project and skills demands for 
independent consultants.   



 
Company size leaders in using independent consultants: 

●​ 83% of large enterprises 
●​ 17% mid-market and small and medium-sized business organisations 

 
Leading functions utilising independent consultants: 

●​ Strategy and internal consulting groups 
●​ Marketing 
●​ Operations 
●​ Business and corporate development / M&A 
●​ Leadership (GM and P&L managers) 

 

Most in-demand projects for independent consultants: 
●​ Marketing and sales strategy 
●​ Growth strategy 
●​ Opportunity assessment 

 

Australian Market 4.1.2 
 
On 30 June 2022, there were 2,569,900 actively trading businesses in the Australian 
economy. 
 
In 2021-22 there was a:  

●​ 7.0% or 167,646 increase in the number of businesses, of which 140,102 were 
non-employing businesses​
 

●​ 19.7% entry rate, with 472,731 entries​
 

●​ 12.7% exit rate, with 305,085 exits 
 
In 2021-22 the three industries with the most significant percentage growth in businesses 
were: 

●​ Administrative and Support Services (with an increase of 14.7% or 15,685 to 122,344 
total)​
 

●​ Other Services (with an increase of 12.9% or 14,778 to 129,049 total)​
 

●​ Arts and Recreation Services (with an increase of 10.0% or 3,382 to 37,078 total)​
 

The industry with the smallest percentage increase in businesses in 2021-22 was: 
●​ Agriculture, Forestry and Fishing (with a rise of 1.4% or 2,384 to 175,333 total) 

 
A NAB (National Australia Bank) survey found that one-third of Australian small businesses 
fail because they need a business plan. Despite this, 40% of small businesses don’t have 
one, and 21% of Australian small business owners say they don’t have time to write one. 
 



What are the everyday use cases for a business plan? 
●​ Raising capital from investors or lenders 
●​ Attracting and retaining employees 
●​ Developing marketing and sales strategies 
●​ Launching new products or services 
●​ Expanding into new markets 
●​ Managing growth 

 
The CPA Australia Asia-Pacific Small Business Survey 201141 found that only 30 percent of 
businesses surveyed had a business loan at the time of the survey. According to the study, 
30 percent of companies needed additional funds in the year to October 2011, with the main 
reasons for additional funding being to cover increasing expenses and business survival (41 
per cent each). 
 
Less than 1% of startups get investment capital in Australia. 

Market Size 4.2 

Total Businesses 4.2.1 

New Businesses in Australia 4.2.1.1  
​
In 2021-22 there was a:  
 
7.0% or 167,646 increase in the number of businesses, of which 140,102 were 
non-employing businesses 
19.7% entry rate, with 472,731 entries 

New Businesses in New Zealand 4.2.1.2  
 
In 2022 there were 54,616 incorporations in New Zealand and 41,672 removals. (15) 

Total New Businesses 4.2.1.3  
 
527,347 New Businesses each year 

Number of Businesses in Australia 4.2.1.4 
 
On 30 June 2022, there were 2,569,900 actively trading businesses in the Australian 
economy. 

Number of Businesses in New Zealand 4.2.1.5 
 
In 2022, there were 711,599 businesses in New Zealand. 



Total Businesses 4.2.1.6 
 
3,281,499 Total businesses 

TAM 4.2.2 

TAM Business Plans 4.2.2.1 
 
21% of Small Businesses say they don’t have time to write a business plan: 
 
98% of all businesses in Australia and NZ are classified as small businesses. 
 
3,215,869 Small businesses in Australia. 
 
675,332 small businesses need more time to write a business plan. 

SAM 4.2.3 

SAM Business Plans 4.2.3.1 
 
According to the survey, 30 percent of businesses needed additional funds. 
 
141,819 businesses need more time to write a business plan each year and are looking for 
funding. 

SOM 4.2.4 

SOM Business Plans 4.2.4.1 
 
If the business were able to capture 10% of SAM customers would equal 14,181 
If the business were able to capture 5% of SAM customers would equal 7,090 
If the business were able to capture 1% of SAM customers would equal 1,418 

5. Competitors 

Competitive Landscape 5.1  

The competitive landscape for business document creation, including business plans and 
market research reports, in Australia and New Zealand is characterised by various players 
offering diverse solutions and services. Both countries have vibrant business environments 
with a thriving entrepreneurial spirit, leading to significant demand for professional document 
creation. 
 
The advent of technology has also played a significant role in shaping the competitive 
landscape. Online platforms and tools designed for document creation have become 
increasingly popular in Australia and New Zealand. These platforms provide intuitive 



interfaces, customisable templates, and automated features, empowering entrepreneurs and 
businesses to create business plans and market research reports. While these self-service 
solutions may offer different expertise than professional consulting firms, they provide 
cost-effective options for budget-conscious startups and small businesses. 

Competitors 5.2 

Competitor Name Pro Business Plans Business Plan Writers 

About 
Raise Capital and Scale 
Your Business Faster 
Collaborating with a wide 
array of industries, catering 
to both startup ventures and 
Fortune 500 companies on 
a global scale. 

 

Business Plan Writers 
provide effective solutions 
for start-ups, SMEs and 
enterprise-level companies 
seeking finance, growth 
opportunities, government 
funding and a range of other 
outcomes. We work directly 
with business owners to 
build a business plan 
bespoke to your industry 
and business. No matter 
what business plan level 
you choose, we create 
comprehensive documents 
designed to help you solve 
problems, seize 
opportunities and achieve 
success. 

Products Offered ●​ Business Plans 
●​ Pitch Decks 
●​ Strategy Plans 
●​ Consulting 

●​ Business Plans 
●​ Pitch Decks 
●​ Market Research 

Reports 
●​ Ongoing Consulting 
●​ Branding and Logos 

Service Area Online company, country 
agnostic but American 
Based 

Online company focussing 
on the Australian Market 

Pricing From $1,800 USD to 
$15,000 USD 

From $500 to $2,500+ 

https://www.business-plans.com/
https://businessplanwriters.com.au/


Competitive Advantages 5.3 

X-Consulting boasts two distinct competitive advantages that differentiate it from its 
competitors: Fixed Price and Speed.  
 
With its Fixed Price model, X-Consulting offers clients transparency and financial 
predictability by eliminating any budgetary uncertainties. This approach allows businesses to 
allocate resources more effectively and confidently plan their budgets.  
 
X-Consulting excels in delivering prompt results without compromising quality. Leveraging 
their expertise and streamlined processes, X-Consulting ensures clients receive strategic 
insights and actionable recommendations promptly.  
 
By combining a Fixed Price model with expedited services, X-Consulting positions itself as a 
reliable and efficient partner, enabling businesses to navigate complexities and succeed in 
an increasingly competitive landscape. 

6. Product 

Product 6.1 

X-Consulting offers two productised services designed to meet the diverse needs of startups 
and entrepreneurs:​
 
Business Plans​
 

X-Consulting provides comprehensive business plan solutions for internal strategy 
development and funding requirements. These business plans serve as strategic 
roadmaps, outlining the business's vision, goals, and operational strategies. The 
three tiers of business plan services include:​
 

●​ Basic​
This package includes a detailed business plan without financial projections and 
design elements.​
 

●​ Standard​
The standard package offers a comprehensive business plan without financial 
projections but with essential design elements.​
 

●​ Premium​
The premium package includes a professionally designed business plan, without 
financial projections, to make a lasting impression on stakeholders.​
 

Market Research Reports​
 

X-Consulting offers a range of market research reports and business feasibility 
reports to support informed decision-making. These reports provide valuable insights 
into market trends, consumer behaviour, competitive analysis, and business viability. 



The premium package also includes professionally designed pieces. The three tiers 
of market research and business feasibility report services include:​
 

●​ Basic​
This package includes basic market research and business feasibility reports without 
design elements.​
 

●​ Standard​
The standard package includes market research and business feasibility reports with 
essential design elements.​
 

●​ Premium​
The premium package offers professionally designed market research and business 
feasibility reports to enhance visual appeal and readability. 

Price 6.2 

X-Consulting offers transparent and competitive pricing for its high-quality services. The 
pricing structure is as follows:​
 
Business Plans​
 

●​ Basic​
 

●​ Standard​
​
 

●​ Premium​
 

Market Research Reports​
 

●​ Basic​
The basic market research report package is priced at $999. It provides a 
well-researched report offering valuable insights into market trends, consumer 
behaviour, and competitive analysis without design elements.​
 

●​ Standard 
Our standard market research report package is priced at $1,299. It includes a 
comprehensive report, without design elements, to support your business 
decision-making process. 
 

●​ Premium​
The premium market research report package is priced at $1,499. It offers 
professionally designed reports to enhance the visual presentation and readability of 
the valuable insights provided. 



Distribution 6.3 

X-Consulting employs an online-only distribution strategy, utilising Service Provider Pro 
(SPP), a client portal and management software, to facilitate the delivery of services. By 
leveraging SPP's capabilities, X-Consulting offers clients a streamlined and convenient 
online platform for accessing and managing their engagement. 
 
The SPP client portal is a central hub for communication, document sharing, and project 
collaboration. It enables real-time collaboration between X-Consulting and clients, ensuring 
efficient interaction throughout document creation. The platform also ensures secure 
document management and provides clients with enhanced project visibility, allowing them 
to track progress and stay informed about project updates. 
 
With X-Consulting's online distribution strategy and the utilisation of SPP, clients benefit from 
the convenience of accessing services anytime, anywhere. They can collaborate seamlessly, 
securely share information, and stay updated on project milestones through the user-friendly 
client portal. 

7. Customers 

Customers 7.1 

X-Consulting's services cater to diverse clients within the business and entrepreneurial 
landscape. The target market can be segmented based on the three motivation categories 
for purchasing X-Consulting's services: Funding, Business Decision Improvement, and 
Business Feasibility.​
 
Funding 

●​ The target market within the funding motivation category includes startups, 
early-stage companies, and entrepreneurs seeking financial support for their 
ventures. These clients seek professional assistance in preparing tailored funding 
lists comprising grants and potential investors. They also require expertly crafted 
business plans that effectively communicate their vision, growth strategies, and 
financial projections to secure funding. Additionally, clients in this category may need 
compelling pitch decks to present their ideas persuasively. Market research is 
another critical service clients seek in this segment, as it helps them identify market 
trends, assess competition, and demonstrate the potential for return on investment.​
 

Business Decision Improvement 
●​ The target market within the business decision improvement motivation category 

comprises established businesses, small and medium enterprises (SMEs), and 
corporate entities. These clients seek to enhance their decision-making processes 
through comprehensive market research reports that provide valuable insights into 
consumer behaviour, market trends, and industry analysis. X-Consulting's services in 
creating business plans assist these clients in developing strategic roadmaps to drive 
growth and achieve their business objectives. Go-to-market strategies, which involve 
identifying target markets, positioning products or services, and developing marketing 
tactics, are also crucial for clients in this segment. They rely on X-Consulting to 



deliver well-researched and insightful documents that support their decision-making 
processes.​
 

Business Feasibility 
●​ The target market within the business feasibility motivation category includes 

entrepreneurs, startups, and existing businesses exploring new ventures or markets. 
These clients require market research services to evaluate their business ideas' 
viability and potential profitability. They rely on X-Consulting's expertise in conducting 
market research to assess market demand, competition, and industry dynamics. 
Business plans are also essential for clients in this segment as they comprehensively 
outline their business model, operational strategies, and financial projections. 
X-Consulting assists these clients in developing well-structured and persuasive 
documents demonstrating their business concepts' feasibility and profitability. 

​
The breakdown of services offered to each motivation is below: 

 
1.​ Funding: 

a.​ Tailored Funding Lists (Grants, Investors) 
b.​ Business plans for funding 
c.​ Market Research​

 
2.​ Business Decision Improvement: 

a.​ Market Research Reports  
b.​ Business plans 
c.​ Creating go-to-market strategies​

 
3.​ Business Feasibility 

a.​ Market Research 
b.​ Business Plans 

Why Customers Choose X-Consulting 7.2 

X-Consulting stands out as the preferred choice for business document creation due to their 
Fixed Price model, delivering cost predictability, and transparency. With remarkable speed, 
they provide high-quality results, enabling timely decision-making. Moreover, their strong 
relationships with auxiliary companies lead to valuable referrals, expanding their reach and 
establishing trust. X-Consulting offers a comprehensive solution that sets them apart, 
making them the go-to option for efficient and reliable business document creation services. 

Case Studies 7.3 

Working with Jordan was seamless. He provided a transparent, well-organised, and 
well-researched market analysis. I will be working with him again to develop a business plan! 
 
Neil G 
 
This is my second time working with Jordan, and I am really happy with his help. Without 
having previous business experience, he's able to help me understand if I'm taking the right 



steps to move forward and give advice on what I should be looking at. His advice is not 
general, but really takes my business idea and its needs into account. 
 
Sheena D 
 
This was an exceptional experience - The team at X-Consulting take the time to get to know 
you and your business or idea and to understand exactly what it is you want to achieve 
instead of just making assumptions. Very professional, great communication and, to put the 
icing on the cake, they provided an incredibly detailed business plan which has given me a 
roadmap to success in my venture. If you're looking for a knowledgeable, attentive and 
professional business consultant, look no further! Highly recommended, will definitely be 
back for more. Thank you! 
 
Zac E 
 
It's been incredible working with Jordan. With his help, we were able to secure a specialised 
business loan in our sector. He has been invaluable to our startup, and we can't wait to 
collaborate again. I think what makes Jordan particularly valuable is that he's talented at so 
many things. You can throw any problem his way, and he'll figure out the best course of 
action for your business. 
 
Danielle T 

8. Marketing​ 
Marketing Strategy 8.1 

X-Consulting aims to establish an omnichannel marketing approach, leveraging multiple 
channels to drive leads to the business. The initial stages of the business launch will be 
testing of the below strategies: 

1.​ PPC Marketing 
​
Google, Meta, Twitter, Linked In, and Quora paid Social media advertising. 

2.​ Partnerships 
 
This strategy involves partnering with other businesses in similar niches to provide 
services to their customer base. 
 
Here are some examples of the companies that X-Consulting could potentially 
partner with for referrals: 
 
Business Incubators/Accelerators​
X-Consulting could partner with startup incubators or accelerators that support 
early-stage businesses. These organisations often provide resources and guidance 



to startups, and they may refer their clients to X-Consulting for professional 
document creation services. 
 
Venture Capital Firms​
X-Consulting could establish partnerships with venture capital firms that invest in 
early-stage businesses. When these firms invest in startups, they often require 
well-crafted business plans and pitch decks. X-Consulting can be referred to by these 
venture capital firms to help their portfolio companies create such documents. 
 
Entrepreneurial Networks/Communities​
X-Consulting could collaborate with entrepreneurial networks or communities, such 
as startup meetup groups or business networking organisations. These communities 
often comprise founders, investors, and industry professionals who can refer 
X-Consulting's services to early-stage businesses they interact with. 
 
Small Business Development Centers​
X-Consulting could partner with government-supported small business development 
centres, which offer guidance and resources to entrepreneurs. These centres may 
refer their clients to X-Consulting for assistance with market research reports, 
business plans, and pitch decks. 
 
Industry Associations​
X-Consulting could establish relationships with industry associations or trade 
organisations that support early-stage businesses within specific sectors. These 
associations often provide resources and support to their members and could 
recommend X-Consulting for document creation needs. 
 
Co-Working Spaces​
X-Consulting could partner with co-working spaces that cater to startups and small 
businesses. These spaces serve as hubs for entrepreneurs, freelancers, and 
startups, providing an ideal environment for networking and collaboration. 
Co-working areas could refer their members to X-Consulting for document creation 
services. 
 
Angel Investor Networks​
X-Consulting could establish partnerships with angel investor networks that support 
early-stage businesses. Angel investors often provide capital, mentorship, and 
guidance to startups. These networks can refer X-Consulting to their portfolio 
companies or startups they come across during their investment activities. 
 
Professional Services Providers​
X-Consulting could form alliances with professionals who offer complementary 
services to early-stage businesses. For example, they could partner with business 
consultants, marketing agencies, or legal firms that work with startups. These 
professionals may refer X-Consulting to their clients needing document creation 
assistance. 

 
These include but aren't limited to: 



 
●​ Business Consultants 
●​ Business Loan Brokers 
●​ Business Coaches 
●​ Accountants 
●​ Lawyers 
●​ Marketing and Advertising Agencies​

 
a.​ White Label 

​
The business will aim to partner with Business Consultants to offer white 
labelling services, allowing business consultants and other professional 
services providers to use X-Consulting as an arm of their business. 

b.​ Referral Programs 
 

Implementing referral programs that incentivise existing customers to refer 
new customers to your business. This strategy capitalises on word-of-mouth 
marketing and encourages customers to become brand advocates. 

c.​ Email Marketing 
Building an email list of partnership prospects and sending targeted and 
personalised email campaigns. This strategy helps nurture relationships, 
promote new offerings, and drive repeat purchases. 

9. Business Strategy 

Business Model 9.1 

X-Consulting Consulting operates under a service package model that provides 
comprehensive business document creation services to early-stage businesses in Australia.  

Operational Plan 9.2 

X-Consulting's operational plan involves implementing critical systems and processes to 
ensure smooth business operations and efficient service delivery. 
 
To begin with, X-Consulting will launch a website using Webflow, seamlessly integrated with 
Service Provider Pro (SPP). SPP will be a comprehensive platform for handling payments, 
contracts, client communication, and project management, providing a centralised and 
streamlined approach to managing client engagements. 
 
Once the systems are set up, X-Consulting will initiate an omnichannel marketing strategy 
during the testing stage. This will involve Pay-Per-Click (PPC) advertising across various 
platforms, email marketing, cold calling for partnership development, and general content 
marketing. This multifaceted approach will help drive awareness and attract potential clients. 
 



X-Consulting will offer professional service providers in related fields two partnership 
opportunities: 
 
Referrals​
X-Consulting will offer a 10% commission to businesses that refer clients to the company. 
The commission will be paid upon completion and final payment by the referred client. 
 
White Label​
Professional service providers can utilise X-Consulting's services under a white-label 
opportunity. This arrangement allows the service provider to present X-Consulting's work as 
their own, charging their clients accordingly. A fixed rate will be assigned to the service 
provider for this privilege. 
 
X-Consulting will use subcontractors and a project-based payment model during the initial 
phase. X-Consulting will transition to employing full-time staff as marketing channels solidify 
and business scales. 
 
Based on staffing assumptions, each consultant is expected to produce 3.5 documents per 
week, each financial modeller 3.5 financial models per week, each graphic designer 5 
documents per week, and each client manager can concurrently handle 20 clients per week. 
 
With a revenue goal of $1 million by the end of the Financial Year 2023 and an average 
order price of $2,500, X-Consulting aims to complete 400 orders during the year, equivalent 
to 7.6 weekly orders. To sustain this growth, the business must scale its team to include 2.5 
consultants, 2.5 financial modellers, 1.5 graphic designers, and 1 client manager. 
 
X-Consulting's operational plan focuses on leveraging efficient systems, strategic 
partnerships, and targeted marketing efforts to achieve its revenue targets and provide 
high-quality services to clients in a scalable and sustainable manner. 

Key Resources 9.3 

The critical resources of X-Consulting Consulting include:​
 

1.​ Human Resources​
Skilled professionals with expertise in market research, business planning, financial 
analysis, and document creation are the backbone of the business. These team 
members possess the knowledge and capabilities to deliver high-quality client 
services.​
 

2.​ Technology Infrastructure​
X-Consulting Consulting relies on a robust technology infrastructure to support its 
operations. This includes hardware, software, and digital tools necessary for market 
research, document creation, project management, communication, and data 
security.​
 

3.​ Network of Strategic Partners​
X-Consulting Consulting leverages strategic partnerships with industry associations, 



incubators, accelerators, and complementary service providers. These partnerships 
expand the company's network, enhance its service offerings, and enable access to 
a broader client base.​
 

4.​ Client Base​
The existing and growing client base is a key resource for X-Consulting Consulting. 
These clients provide a source of revenue, feedback, and potential referrals, 
contributing to the business's long-term success.​
 

5.​ Brand and Reputation​
The reputation and brand recognition of X-Consulting Consulting are valuable 
resources. A positive brand reputation attracts clients, instils trust, and differentiates 
the company from competitors.​
 

6.​ Financial Resources​
Adequate financial resources are essential for sustaining and growing the business. 
This includes capital for investment in technology, marketing, talent acquisition, and 
operational expenses. 

Key Activities 9.4 

The key activities of X-Consulting encompass a range of essential tasks and processes that 
drive the success of our business. These activities include:​
 

1.​ Business Document Creation​
X-Consulting's core activity revolves around creating various business documents, 
including reports, proposals, presentations, whitepapers, and more. They employ a 
team of skilled professionals with expertise in content creation, design, and 
formatting to ensure the production of high-quality and impactful documents.​
 

2.​ Client Consultation​
X-Consulting thoroughly consults with its clients to understand their needs, goals, 
and requirements. This process involves gathering information, conducting 
interviews, and holding discussions to understand their client's business objectives 
and desired outcomes comprehensively.​
 

3.​ Quality Assurance​
X-Consulting has a dedicated quality assurance process to review and ensure its 
deliverables' accuracy, consistency, and overall quality. This includes proofreading for 
grammar and spelling errors, verifying data integrity, and checking adherence to 
client requirements and style guidelines.​
 

4.​ Project Management​
X-Consulting actively manages projects from initiation to completion, ensuring they 
stay on track, meet deadlines, and satisfy client expectations. This involves 
coordinating tasks, assigning resources, monitoring progress, and communicating 
effectively with all stakeholders.​
 



5.​ Client Relationship Management​
X-Consulting prioritises building solid and lasting relationships with its clients. This 
includes regular communication, addressing feedback and concerns, providing 
ongoing support, and seeking opportunities for collaboration and business growth.​
 

6.​ Continuous Improvement​
X-Consulting is committed to continuous improvement and staying up-to-date with 
industry advancements. This involves investing in training and development for their 
team members, staying informed about emerging trends and technologies, and 
regularly evaluating and enhancing their processes and service offerings. 

Key Metrics 9.5 

The critical metrics for assessing the performance and success of X-Consulting Consulting 
include the following:​
 

1.​ Revenue​
Tracking the total revenue generated by the business is a fundamental metric that 
indicates the financial health and growth of X-Consulting Consulting. Monitoring 
revenue on a monthly, quarterly, and annual basis provides insights into the 
effectiveness of pricing strategies, client acquisition, and overall business 
performance.​
 

2.​ Client Acquisition and Retention​
Measuring the number of new clients acquired within a specific period helps gauge 
the effectiveness of marketing and sales efforts. Additionally, tracking client retention 
rates and repeat business showcases the ability of X-Consulting Consulting to deliver 
quality services and maintain long-term client relationships.​
 

3.​ Project Volume​
Monitoring the number of projects undertaken and completed within a given period 
indicates the business's capacity to handle client demands. This metric helps 
evaluate operational efficiency, resource allocation, and overall productivity.​
 

4.​ Client Satisfaction and Referrals​
Collecting client feedback and measuring client satisfaction through surveys, 
testimonials, or Net Promoter Score (NPS) helps assess the quality and value of 
X-Consulting Consulting's services. Additionally, tracking the number of referrals from 
satisfied clients indicates the strength of the company's reputation and the likelihood 
of attracting new business.​
 

5.​ Employee Productivity and Utilisation​
Evaluating the productivity and utilisation of team members helps assess resource 
allocation and operational efficiency. Metrics such as billable hours, 
project-to-employee ratio, and employee satisfaction surveys provide insights into the 
performance and effectiveness of the team.​
 



6.​ Competitive Positioning​
Evaluating market share, market penetration, and client feedback on competitive 
advantages helps gauge X-Consulting Consulting's position relative to competitors. 
This metric provides insights into the company's ability to differentiate its services 
and maintain a strong market presence. 

Future Growth 9.6 

X-Consulting has ambitious plans for future growth to achieve an annual revenue of $1 
million. To facilitate this growth, the company is committed to implementing fully automated 
systems that ensure low operational costs and streamline operations. 
 
Once the revenue threshold of $1 million has been reached and the automated systems are 
in place, X-Consulting will expand into international markets, primarily focusing on the USA, 
UK, Canada, and other English-speaking first-world countries. These markets present 
significant opportunities for startup consulting services, and X-Consulting intends to leverage 
its expertise and reputation to establish a strong presence abroad. 
 
Implementing automated systems plays a pivotal role in the scalability of X-Consulting. The 
company can efficiently handle a higher volume of clients and projects without compromising 
quality or incurring high overhead costs by automating client onboarding, document creation, 
project management, and financial transactions. This scalability allows X-Consulting to grow 
its customer base, expand its service offerings, and penetrate new markets effectively. 
 
In addition to geographical expansion, X-Consulting plans to diversify its service portfolio 
further. By continually assessing market trends and customer demands, the company will 
identify new areas of opportunity to provide auxiliary solutions that address the evolving 
needs of startups and entrepreneurs. This diversification will enable X-Consulting to expand 
its reach and capture a larger market share within the startup ecosystem. 
 
X-Consulting will invest in talent acquisition and development to support its growth initiatives. 
By assembling a team of experienced consultants, financial modellers, graphic designers, 
and client managers, the company will ensure the delivery of exceptional services and 
maintain its reputation as a trusted partner for startups seeking support and guidance. 
 
By pursuing a well-defined growth strategy, leveraging automated systems, expanding into 
international markets, diversifying service offerings, and investing in top talent, X-Consulting 
is positioned to achieve its revenue goal of $1 million and establish itself as a prominent 
player in the startup consulting industry. 

10. Financials 

The following are the three-year financial projections for the business. The full financial 
projections with assumptions will be attached to this business plan. 

10.1 Profit and Loss Statement 

Profit & Loss (Summarised) 31-Dec-24 31-Dec-25 31-Dec-26 



    

Gross Revenue 196,480 215,776 238,931 

Cost of Sales 35,520 42,624 51,149 

Gross Profit 160,960 173,152 187,782 

Gross Profit Margin % 63.2% 63.2% 63.2% 

 36.8% 36.8% 36.8% 
Operating Expenses 28,920 26,014 31,102 

EBITDA 132,040 147,139 156,680 

Depreciation & Amortisation (6,748) (6,748) (6,748) 

EBIT 125,292 140,390 149,932 

Interest Expense - - - 

EBT 125,292 140,390 149,932 

Taxes (12,646) (20,195) (24,966) 

Net Income 112,646 120,195 124,966 

Net Income as % of Revenue 13.11% 17.44% 17.97% 
 

10.2 Cash Flow Statement 

Cashflow (condensed) 31-Dec-24 31-Dec-25 31-Dec-26 

Net Profit 12,646 20,195 24,966 

Operating Cashflow 6,748 6,748 6,748 

    

Investing cashflow - - - 

    

Financing cashflow - - - 

    

Net Increase/(Decrease) in Cash 19,394 26,943 31,714 

Cash at Beginning 1,500 20,894 47,837 

Ending Cash Balance 20,894 47,837 79,551 

 
 

10.3 Balance Sheet 

Balance Sheet (condensed) 31-Dec-24 31-Dec-25 31-Dec-26 

    

Current Assets 20,894 47,837 79,551 

Non Current Assets 40,489 33,741 26,993 

    

Total Assets 61,383 81,578 106,544 

    

Current Liabilities - - - 

Non Current Liabilities - - - 

    



Total Liabilities - - - 

    

Net Equity 61,383 81,578 106,544 

Shareholder equity 48,737 48,737 48,737 

Retained earnings 12,646 32,841 57,807 

Total Equity 61,383 81,578 106,544 

 

11. General 
Suppliers 11.1 

X-Consulting maintains strategic relationships with various software providers to support its 
operations and ensure seamless service delivery. The following suppliers play a vital role in 
enabling X-Consulting to operate efficiently:​
 

1.​ Website: 
●​ Webflow: X-Consulting uses Webflow as its website development platform, 

costing a monthly cost of $30.​
 

2.​ Domain: 
●​ Google: X-Consulting registers its domain through Google, ensuring a 

professional online presence at an annual cost of $18.​
 

3.​ Email: 
●​ Google Workspace: X-Consulting relies on Google Workspace for its email 

communication, benefiting from robust features and security at a monthly cost 
of $8.​
 

4.​ Client Portal Software: 
●​ Service Provider Pro (SPP): SPP serves as the comprehensive client portal 

and management software for X-Consulting, facilitating seamless 
communication, document sharing, and project management. The cost for 
SPP is $190 per month.​
 

5.​ Team Communication: 
●​ Slack: X-Consulting leverages Slack as its team communication platform, 

fostering effective collaboration and efficient internal communication. The cost 
is $10 per person, totalling $40 per month for the team.​
 

6.​ Overall Project Management: 
●​ Trello: X-Consulting utilises Trello, a free project management software, to 

organise and track project-related tasks and milestones.​
 

7.​ Accounting: 



●​ Xero: X-Consulting relies on Xero for its accounting needs, ensuring accurate 
financial management and reporting. The cost for Xero is $30 per month.​
 

8.​ Freelancer Services: 
●​ Fiverr Seller Plus Premium: X-Consulting subscribes to Fiverr Seller Plus 

Premium, accessing premium features and benefits on the platform at a 
monthly cost of $32. 

Risks & Challenges 11.2 

X-Consulting must be aware of and actively monitor all risks and challenges to ensure the 
effective delivery of its products. Some key risks that X-Consulting faces are: 
 

1.​ Market Volatility​
X-Consulting Consulting operates in a dynamic business environment, and market 
volatility can pose a significant risk. Fluctuations in the economy, changes in industry 
trends, or shifts in client preferences can impact demand for services and potentially 
lead to a decrease in revenue. X-Consulting should regularly monitor market 
conditions and adapt its strategies to mitigate the effects of market volatility.​
 

2.​ Competitive Landscape​
X-Consulting operates in a competitive industry where other consulting firms and 
service providers offer similar services. Intense competition may lead to pricing 
pressure, loss of clients, or reduced market share. To address this risk, X-Consulting 
should continuously differentiate its offerings, maintain high-quality services, and 
actively monitor and analyse competitor activities to identify areas of opportunity or 
potential threats.​
 

3.​ Client Dependence​
Relying heavily on a few key clients can expose X-Consulting to revenue 
concentration risk. If a significant client reduces their business or decides to 
discontinue services, it could have a significant negative impact on the company's 
financial stability. Diversifying the client base and proactively seeking new clients can 
help mitigate this risk and ensure a more stable revenue stream.​
 

4.​ Talent Retention and Recruitment​
X-Consulting's success relies on the expertise and skills of its team members. Losing 
key employees or facing challenges in attracting and retaining top talent can hinder 
the company's ability to deliver high-quality services and maintain client satisfaction. 
Implementing effective talent management strategies, fostering a positive work 
culture, and offering competitive compensation packages can help mitigate this risk.​
 

5.​ Regulatory Compliance​
Operating within the legal and regulatory framework is essential for X-Consulting's 
success. Non-compliance with industry-specific regulations, data protection laws, or 
licensing requirements could result in legal penalties, reputational damage, or 
business disruptions. Staying updated with regulatory changes and ensuring 
compliance through proper processes and documentation is vital. 



12. Future Milestones 

Item Target date  

Launch Website July 30th 

Setup Automation  August 30th 

Speak with Lawyer July 30th 

Begin OmniChannel Marketing Approach August 30th 

First Full Time Hire December 1st 

Achieve 5 projects per week January 30th 

13. Conclusion 
X-Consulting is a dynamic startup business consulting firm dedicated to empowering 
entrepreneurs and startups to achieve their goals and make a significant impact in the 
business world. With a comprehensive suite of services, including business plans, market 
research reports, and tailored funding lists, X-Consulting has established itself as a trusted 
and reliable partner for startups seeking guidance and support. 
 
X-Consulting stands ready to support early-stage businesses in their journey to success, 
providing them with the necessary resources, expertise, and guidance to overcome 
challenges and thrive. The company's passion for helping startups make a difference and 
commitment to fostering long-term relationships built on trust and mutual growth positions 
X-Consulting as a valuable ally in the startup ecosystem. Entrepreneurs ready to take their 
startups to the next level are invited to join X-Consulting on this exciting journey, where 
remarkable milestones can be achieved together, and a lasting impact can be created. 
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