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KUMON OFFICER EDUCATION CENTRE
BUSINESS PROPOSAL
1. Project
           Opening a Kumon centre in Officer.
2. Executive Summary
Kumon Narre warren was started as a take-over entity with 167 subjects in October 2014. In 3 years, the centre has a very strong presence in the community with over 270 subjects achieving the following milestones
a. 2014-15 - 
· Retention of take-over students
· Fine-tuning and stabilizing operations
· Full licenses in both the subjects
b. 2015-16 -  
· 53.89% growth in the number of subjects
· Break-even before 12 months
· 3 completers 
c. 2016-17 – Retention
                 Focus on Quality leading to 
· More than 100 subjects in English
· Returning clients for same students / siblings
· 11 Completers / 4 -ASHR 5 students
· Performance metrics of KIS/ ASHR and retention mostly exceeding / in-par with the branch averages. 


The unique strength of Kumon Narre warren lies in developing a positive learning environment to encourage and motivate students to self-learn, creating excellent word-of-mouth promotion of services and taking efforts to truly understand the client needs and individualize. 

The above statistics clearly establishes Kumon Narre warren as a strategic and performance driven organization and is well positioned to expand by taking up a second centre. This opportunity will yield to the growth of Kumon Narre warren as well by increasing the community presence and offering significant leverage in terms of marketing, staffing plan and rostering, expanded days of operation and spending capacity to grow both the organizations.  
           
3. Market 
Berwick has a growing population of young families and is projected as an education hub with the presence of quality schools, both private and public with some ranked in the top 10 VCE schools in the state.
The geographical positioning of the existing centre caters to one section of Berwick and there exists a great potential to develop the centre in the other section of Berwick
Further, the data from market survey done by Kumon office needs to be discussed in detail to formulate a realistic growth plan for the new centre. 
               
4. Management
a. Venue 
· Non-commercial venue (Until the centre reaches 170 students)
· Ideally near Bridgewater Boulevard 
b. Operating days/ hours
· Wednesdays and Saturdays (To be discussed in detail with Kumon office on timings)
c. Points of Leverage
· Maximise community presence
· Use Narre warren premises for stock management, parent-teacher meetings, Diagnostic tests and Enrolment consultations, Staff interviews (if needed)
· Combined Marketing plan / initiatives
· Rostering of staff / Staff Training
· Leverage existing ‘modus operandi’ 	

d. Staffing Plan

      	Up to 50 Students – Instructor + 2 Staff
           Greater than 50 students – Instructor + 3 staff
Extend well-trained and most-performing 7A-4A Staff and G+ Staff to      the new centre while simultaneously recruiting and training new staff for either centre. 

5. Marketing plan
· Flyers and Newsletter in schools
· Advertisement in Newspaper
· Letterbox distribution
· Stall in the local shopping centres
· Local area marketing in community centres and other allied learning programs (dance/ karate / swimming)
· Setting up of Google page and advertisement in true local/ yellow pages	
· Any educational event promoting the new centre 
· Kumon Narre Warren Newsletter

6. Operating Expenses
· Initial Set up Cost – Up to 5 K
· Ongoing expenses expected (Major overheads)
               Rent –     600 – 800 p/m
               Salary -    1200 p/m
               Marketing – 200 p/m
  
7. Timeline (TBD)
· Finalize location by Jan 2018
· Advertisement / Marketing in Jan & Feb 2018
· Start by March 2018
· Stabilize operations in March / April 2018
· Accelerate during the May / August free trials
8. Milestones
a. Goals for Berwick centre
· 70-80 Subjects in 6-8 months
· Break even by 6-8 months
· 100 Subjects by first year
b. Goals for Narre warren centre
· 300 by June 2018
· Move to a bigger place by March 2019
· Sustain performance metrics
· 10% increase in English subject numbers by June 2018
· 5 Completers
9. SWOT ANALYSIS
 
	STRENGTHS

· Low investment
· Improved brand awareness
· Holding full licenses already provides time to focus on marketing in the initial phase of the business
· Increased community presence 
· New location provides opportunity for faster growth
· Market potential with younger families and presence of schools 
· Joint marketing initiatives with existing Berwick / Narre warren centre
· Leverage Kumon Narre warren centre for resources / operational management
· Improved operational efficiency owing to prior learning and knowledge base
· Ideally located between the suburbs
· Know pulse of the community
· Good understanding of local competition and risk mitigation

	WEAKNESS

· Loss of identity – (Second centre within same suburb)
· Proximity from other centres hampering relationships
· Presence of Northshore / other institutions at Berwick
· Committing for 6 working days
· Year-on-year dependency on leasing in a community centre / public entity
· MIM’s on Wednesday morning

	OPPORTUNITIES

· Neighbouring suburbs with growing population like Clyde North
· Opportunity to choose a location closer to schools and away from the competitors
· Reduced time and effort in training / professional development / planning / marketing initiatives 
· ROI faster than a commercial centre
· To start as non-commercial and move to commercial based on growth limiting the high fixed costs
· Gain experience in running a business from the start
	THREAT

· Kumon opening yet another centre affecting the potential of the new centre
· Low equity during sale of the centre
· Students moving from the existing centres owing to proximity from their house




** Any further perceived threats / opportunities and risk mitigation to be discussed with the FDC.


10. Cash Projection
        
The cash projection is based on a conservative growth for the centre and needs to be fine-tuned after further discussion.



11. Outstanding queries (TBD)

· Second centre in Berwick Vs New centre in Clyde north/ neighbouring suburbs.
· What is the feedback from other neighbouring centres, specifically from the Berwick instructor.
· Is there any specific location perceived as ideal for the new centre?
· Was the data survey done for whole of Berwick only or in accordance with neighbouring suburbs?
· What is the estimated growth potential in terms of the number of subjects?
· How Kumon office will support the new centre (Financial, marketing and others)?
· Is there any incentive for an existing instructor opening a second centre?
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Kumon Berwick Cash Projection.xlsx
Start-up Costs

		Set-Up costs

		Good will		0

		Setting up the business

		Accountants fees		250

		Solicitor’s fees		0

		Business registration		100

		Insurance premiums 		441

		Licences		0

		Workers compensation		0

		Setting up the premises

		Lease deposit and advance rent		1000

		Furniture / Tubs/ Racks		500

		Utility bonds and connection		0

		Stationery and office supplies		200

		Plant & equipment

		Equipment		0

		Vehicles		0

		Telecommunications		0

		Computers and software		0

		Starting operations

		Advertising and promotion		1200

		Raw materials and supplies		0

		Working capital		2000

		Start-up capital

		Equity investment		0

		Borrowings		0

		Total		0

		The result

		Total set-up costs		5691

		Borrowing required		5691





2018-2019

		CASHFLOW PROJECTION FOR KUMON BERWICK

																														Yearly Expenses		Estimate

				Mar-18		Apr-18		May-18		Jun-18		Jul-18		Aug-18		Sep-18		Oct-18		Nov-18		Dec-18		Jan-19		Feb-19		Total		Accountant		1000

		SALES																												Marketing		0

		Number of subjects		10		20		30		55		65		75		95		90		90		70		65		95		760		Outgoings		0

		Sales (Invoice) 		1300		2600		3900		7150		8450		9750		12350		11700		11700		9100		8450		12350		98800		Trainings / Conference		1000

		Sales - Royalty		520		1040		1560		2860		3380		3900		4940		4680		4680		3640		3380		4940		39520		Reading material		500

		GST		70.9090909091		141.8181818182		212.7272727273		390		460.9090909091		531.8181818182		673.6363636364		638.1818181818		638.1818181818		496.3636363636		460.9090909091		673.6363636364		5389.0909090909		Tubs/ Racks		750

		TOTAL REVENUE		709.0909090909		1418.1818181818		2127.2727272727		3900		4609.0909090909		5318.1818181818		6736.3636363636		6381.8181818182		6381.8181818182		4963.6363636364		4609.0909090909		6736.3636363636		53890.9090909091		Worker compensation		300

		Monthly expenses																												Insurance		440

		Bank Charges		10		10		10		10		10		10		10		10		10		10		10		10		0		Miscellaneous		500

		Depreciation		0		0		0		0				0		0		0		0		0		0		0		0		Transport		500

		Rent		800		800		800		800		800		800		800		800		800		600		800		800		9400		ASHR ceremony		1000

		Wages		450		600		900		900		1200		1200		1500		1500		1500		1200		1200		1600		13750		TOTALS		5990

		Superannuation		0		50		50		50		100		100		100		100		100		100		100		100		0

		Transport		150		150		150		150		150		150		150		150		150		150		150		150		1200

		Courier		0		0		0		0		0		0		0		0		0		0		0		0		0

		Electricity & Water		0		0		0		0		0		0		0		0		0		0		0		0		0		Mothly contribution		499.1666666667

		Petty expenses		100		100		100		100		100		100		100		100		100		100		100		100		1200

		Rewards & Recognition		100		100		100		100		100		100		100		100		100		100		100		100

		Marketing		500		1000		0		200		1000		0		0		0		450		0		600		0		3750

		Yearly expenses		500		500		500		500		500		500		500		500		500		500		500		500		500

		Miscellaneous		100		100		100		100		100		100		100		100		100		100		100		100		1200



		TOTAL EXPENSES		2710		3410		2710		2910		4060		3060		3360		3360		3810		2860		3660		3460		39370



		GROSS PROFIT		-2000.9090909091		-1991.8181818182		-582.7272727273		990		549.0909090909		2258.1818181818		3376.3636363636		3021.8181818182		2571.8181818182		2103.6363636364		949.0909090909		3276.3636363636		14520.9090909091



												Break-even by Sep 18    5305				2598.1818181818










