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Here is a free business plan sample for a recruitment agency.

If you're passionate about connecting people with their dream jobs and considering launching your own recruitment agency, you've landed on the perfect page.
In the content that follows, we will present to you a comprehensive sample business plan tailored for a recruitment agency.
As an aspiring entrepreneur, you're likely aware that a strategic business plan is a cornerstone of any successful venture. It serves as a roadmap, guiding you through establishing your mission, objectives, and tactics for your enterprise.
To jumpstart your planning process with ease and precision, you can utilize our recruitment agency business plan template. Additionally, our specialists are on standby to provide a complimentary review and refinement of your plan.

How to draft a great business plan for your recruitment agency?
A good business plan for a recruitment agency must be tailored to the nuances of the staffing and human resources industry.
To start, it's crucial to provide a comprehensive overview of the recruitment market. This includes current statistics and the identification of emerging trends within the industry, as illustrated in our recruitment agency business plan template .
Your business plan should articulate your vision clearly. Define your target market (such as tech startups, healthcare providers, or financial institutions), and establish your agency's unique value proposition (specialization in a certain industry, executive search, temporary staffing, etc.).
Market analysis is a key component. You need to have a thorough understanding of the competitive landscape, industry trends, and the needs of both employers and job seekers.
For a recruitment agency, it's important to outline your service offerings. Describe the types of recruitment services you will provide - permanent placements, contract staffing, headhunting services - and how these will address the hiring challenges faced by your clients.
The operational plan should detail the structure of your agency, including the location, the technology and tools for candidate sourcing and client management, and the recruitment and selection process.
Quality of service is paramount in recruitment. Discuss your approach to candidate vetting, compliance with employment laws, and commitment to ethical practices.
Address your marketing and sales strategy next. How will you build relationships with clients and candidates? Consider your approach to networking, brand building, and leveraging online platforms for visibility.
Having a digital strategy, such as a professional website, online job boards, and a social media presence, is vital in the recruitment industry.
The financial plan is another critical element. It should include your startup costs, revenue projections, operating expenses, and the point at which you expect to break even.
In recruitment, understanding your cash flow is essential, as there can be a delay between placing a candidate and receiving payment. For this, you can refer to our financial forecast for a recruitment agency .
Compared to other business plans, a recruitment agency's plan must focus on the intangible aspects of service delivery, such as building a strong candidate network, maintaining client relationships, and the importance of a skilled internal team.
A well-crafted business plan will not only help you clarify your strategy and operations but also serve as a tool to attract investors or secure loans.
Investors and lenders will look for a solid understanding of the recruitment market, realistic financial projections, and a clear plan for day-to-day operations.
By presenting a comprehensive and substantiated business plan, you showcase your professionalism and dedication to the success of your recruitment agency.
To achieve these goals while saving time, you can complete our recruitment agency business plan template .

A free example of business plan for a recruitment agency
Here, we will provide a concise and illustrative example of a business plan for a specific project.
This example aims to provide an overview of the essential components of a business plan. It is important to note that this version is only a summary. As it stands, this business plan is not sufficiently developed to support a profitability strategy or convince a bank to provide financing.
To be effective, the business plan should be significantly more detailed, including up-to-date market data, more persuasive arguments, a thorough market study, a three-year action plan, as well as detailed financial tables such as a projected income statement, projected balance sheet, cash flow budget, and break-even analysis.
All these elements have been thoroughly included by our experts in the business plan template they have designed for a recruitment agency .
Here, we will follow the same structure as in our business plan template.

Market Opportunity
Market data and figures.
The recruitment industry is a vital component of the global economy, facilitating the connection between employers and potential employees.
As of recent estimates, the global recruitment services market size is valued at over 150 billion dollars, with expectations for continued growth as industries expand and the job market evolves.
In the United States alone, there are thousands of recruitment agencies, contributing to an annual revenue of approximately 150 billion dollars, highlighting the critical role these agencies play in the American labor market.
These statistics underscore the significance of recruitment agencies in supporting business growth and providing essential services for job seekers.
The recruitment industry is experiencing several key trends that are shaping its future.
Technology is playing an increasingly important role, with artificial intelligence and machine learning being used to streamline the recruitment process and improve candidate matching.
There is also a growing emphasis on diversity and inclusion, as companies seek to build more representative workforces and tap into a wider range of talent.
Remote work has become a significant factor, with many agencies now offering services to help businesses find remote employees and manage distributed teams.
Additionally, the gig economy is expanding, leading to a rise in demand for short-term and freelance positions, which recruitment agencies are adapting to accommodate.
Employer branding has become crucial, as companies look to recruitment agencies to help them attract top talent by promoting their culture and values.
These trends indicate how the recruitment industry is evolving to meet the changing needs of the modern workforce and employers.
Success Factors
Several factors contribute to the success of a recruitment agency.
First and foremost, the ability to understand and meet the specific needs of clients and candidates is essential. This includes offering personalized services and maintaining a high-quality talent pool.
Investing in the latest recruitment technologies can provide a competitive edge by enhancing efficiency and the quality of matches between employers and job seekers.
A strong network and industry connections can significantly boost an agency's ability to source candidates and fill positions quickly.
Expertise in niche markets or specialized sectors can also be a differentiator, as clients often look for agencies with a deep understanding of their industry.
Excellent client and candidate service is paramount, as positive experiences lead to repeat business and referrals.
Lastly, adaptability to the changing job market and regulatory environment ensures that a recruitment agency can continue to operate effectively and maintain compliance.
The Project
Project presentation.
Our recruitment agency project is designed to address the evolving needs of the modern workforce and the companies seeking to hire top talent. Situated in a business hub with proximity to corporate offices and tech parks, this agency will specialize in matching qualified candidates with their ideal positions, ranging from tech and finance to creative and healthcare sectors. We will leverage advanced recruitment technologies and methodologies to ensure a precise fit for both employers and job seekers.
The emphasis will be on understanding the unique culture and requirements of each company, as well as the career aspirations and skills of each candidate, to facilitate successful and lasting employment relationships.
This recruitment agency aims to become a trusted partner for businesses and a career ally for professionals, thereby contributing to the growth and success of the local and wider business community.
Value Proposition
The value proposition of our recruitment agency lies in our personalized approach to talent acquisition and our commitment to delivering exceptional matches that benefit both employers and candidates.
Our expertise in sourcing and placing top talent, combined with our dedication to understanding the nuances of various industries, offers a competitive edge to our clients and supports the career progression of our candidates.
We are committed to fostering a dynamic and supportive environment where businesses can find their next star employee and where individuals can take the next step in their professional journey.
Our agency aspires to be more than just a service provider; we aim to be a strategic partner in talent management, contributing to the thriving economy and supporting the professional community.
Project Owner
The project owner is a seasoned recruitment specialist with a keen insight into the complexities of the job market and the challenges faced by employers and job seekers alike.
With a background in human resources and a track record of successful placements across various industries, the owner is dedicated to building a recruitment agency that stands out for its integrity, efficiency, and innovative approach to talent acquisition.
Driven by a vision of connecting people and businesses in meaningful ways, the owner is committed to offering tailored recruitment solutions that contribute to the success of companies and the satisfaction of job seekers.
With a passion for career development and a commitment to excellence, the project owner is the driving force behind this initiative, aiming to transform the landscape of recruitment and make a positive impact on the job market.
The Market Study
Market segments.
The market segments for this recruitment agency are diverse and cater to various needs within the job market.
Firstly, there are companies of all sizes, from startups to large corporations, looking to fill vacancies with the most suitable candidates.
Secondly, the agency serves job seekers ranging from entry-level applicants to experienced professionals seeking new opportunities or career changes.
Additionally, the market includes niche sectors requiring specialized recruitment services, such as IT, healthcare, or executive search.
Lastly, educational institutions and training programs can be a key segment by partnering with the agency to place graduates in relevant positions.
SWOT Analysis
A SWOT analysis of this recruitment agency project highlights several key factors.
Strengths include a robust network of candidates and employers, expertise in talent acquisition, and a strong understanding of market trends.
Weaknesses might involve the challenge of maintaining a high placement success rate and the intense competition from other recruitment agencies and online job platforms.
Opportunities can be found in leveraging technology to improve the recruitment process, expanding into new industries, and offering additional services such as career counseling and training.
Threats may include economic downturns affecting hiring, changes in labor laws, and the rise of in-house recruitment teams and AI-driven recruitment tools.
Competitor Analysis
Competitor analysis in the recruitment industry indicates a highly competitive environment.
Direct competitors include other recruitment agencies, both local and international, as well as online job boards and LinkedIn recruiters.
These competitors strive to offer the most efficient and effective placement services to both employers and job seekers.
Potential competitive advantages include a personalized approach to recruitment, a deep understanding of specific industry needs, and a strong reputation for reliability and success.
Understanding the strengths and weaknesses of competitors is crucial for carving out a unique position in the market and for client acquisition and retention.
Competitive Advantages
Our recruitment agency's competitive edge lies in our personalized and consultative approach to both clients and candidates.
We offer tailored recruitment solutions that align with the specific needs of businesses, and we support job seekers throughout their employment journey to ensure the best fit for both parties.
Moreover, our commitment to staying abreast of industry trends and leveraging cutting-edge recruitment technology sets us apart in the market.
We pride ourselves on our ethical practices, transparency in communication, and our ability to build long-term relationships with our clients, which fosters trust and loyalty to our brand.
You can also read our articles about: - how to start a recruitment agency: a complete guide - the customer segments of a recruitment agency - the competition study for a recruitment agency
The Strategy
Development plan.
Our three-year development plan for the recruitment agency is designed to establish us as a leader in the industry.
In the first year, we will concentrate on building a strong client base and developing relationships with key businesses in various sectors, ensuring a deep understanding of their recruitment needs.
The second year will focus on expanding our services to include specialized recruitment for niche markets and enhancing our candidate training programs to provide more value to our clients.
In the third year, we aim to leverage technology to improve our matching algorithms and expand our reach with remote recruitment services, as well as exploring international partnerships to facilitate global placements.
Throughout this period, we will prioritize client satisfaction, efficient service, and innovative recruitment solutions to adapt to the evolving job market.
Business Model Canvas
The Business Model Canvas for our recruitment agency targets companies looking for top talent and job seekers aiming for their ideal career opportunities.
Our value proposition is delivering personalized recruitment services with a focus on fit and long-term success for both employers and employees.
We operate through a combination of online platforms and direct engagement with clients, utilizing our key resources such as our skilled recruiters and proprietary candidate databases.
Key activities include talent scouting, candidate assessment, and relationship management.
Our revenue streams are derived from successful placement fees, retainer services, and customized HR consulting, while our costs are mainly associated with recruitment operations and marketing efforts.
Access a complete and editable real Business Model Canvas in our business plan template .
Marketing Strategy
Our marketing strategy is centered on building a strong brand reputation and establishing trust with both clients and candidates.
We plan to engage with industry leaders and participate in networking events to increase our visibility. Our content marketing will focus on providing valuable insights into recruitment trends and career development.
We will also develop strategic partnerships with educational institutions and professional associations to access a wider pool of talent.
Utilizing social media, targeted advertising, and referral programs, we aim to expand our reach and attract top candidates and high-profile clients.
Risk Policy
The risk policy for our recruitment agency is designed to mitigate risks associated with talent acquisition, client satisfaction, and data security.
We will implement rigorous vetting processes to ensure the quality of candidates and maintain a high level of service to our clients. Regular training for our staff will ensure compliance with industry standards and legal requirements.
Cost management strategies will be in place to control operational expenses and ensure financial stability.
We will also invest in robust cybersecurity measures to protect sensitive client and candidate data, with comprehensive insurance coverage to manage any potential liabilities.
Why Our Project is Viable
We are confident in the viability of our recruitment agency due to the increasing demand for specialized recruitment services and our commitment to quality and innovation.
With a strategic approach to growth and a focus on adapting to the needs of the job market, we are poised to become a preferred partner for companies and job seekers alike.
We are prepared to make the necessary adjustments to our strategies to achieve our objectives and are excited about the potential to shape the future of recruitment.
You can also read our articles about: - the Business Model Canvas of a recruitment agency - the marketing strategy for a recruitment agency
The Financial Plan
Of course, the text presented below is far from sufficient to serve as a solid and credible financial analysis for a bank or potential investor. They expect specific numbers, financial statements, and charts demonstrating the profitability of your project.
All these elements are available in our business plan template for a recruitment agency and our financial plan for a recruitment agency .
Initial expenses for our recruitment agency include setting up a professional office environment, investing in recruitment software and databases, legal fees for business registration and compliance, training for our recruitment consultants to ensure best practices, as well as costs related to brand creation and launching targeted marketing campaigns to build relationships with clients and job seekers.
Our revenue assumptions are based on a thorough analysis of the local and industry-specific demand for recruitment services, considering the current employment trends and the need for specialized talent acquisition.
We anticipate progressively increasing placements, starting modestly and growing as the reputation of our recruitment agency strengthens.
The projected income statement indicates expected revenues from our placement fees, service charges, and possibly retainer fees, minus the costs of operations (salaries, database subscriptions, office expenses, etc.).
This results in a forecasted net profit crucial for evaluating the profitability of our business over time.
The projected balance sheet reflects assets specific to our business, such as office equipment, software, and liabilities including debts and anticipated expenses.
It shows the overall financial health of our recruitment agency at the end of each period.
Our projected cash flow budget details incoming and outgoing cash flows, allowing us to anticipate our cash needs at any given time. This will help us effectively manage our finances and avoid cash flow problems.
The projected financing plan lists the specific financing sources we plan to use to cover our startup expenses.
The working capital requirement for our recruitment agency will be closely monitored to ensure we have the necessary liquidity to finance our daily operations, including marketing efforts, office maintenance, and salary payments.
The break-even point specific to our project is the level of sales needed to cover all our costs, including startup expenses, and start making a profit.
It will indicate when our business will be profitable.
Performance indicators we will track include the placement success rate, the average time to fill a position, the client retention rate, and the return on investment to measure the effectiveness of our capital invested in the project.
These indicators will help us evaluate the financial health and overall success of our recruitment agency.
If you want to know more about the financial analysis of this type of activity, please read our article about the financial plan for a recruitment agency .
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How to write a business plan for a recruitment agency?

Writing a business plan for a recruitment agency can be an intimidating task, especially for those just starting.
This in-depth guide is designed to help entrepreneurs like you understand how to create a comprehensive business plan so that you can approach the exercise with method and confidence.
We'll cover: why writing a recruitment agency business plan is so important - both when starting up, and when running and growing the business - what information you need to include in your plan, how it should be structured, and what tools you can use to get the job done efficiently.
Let's get started!
In this guide:
Why write a business plan for a recruitment agency?
What information is needed to create a business plan for a recruitment agency.
	What goes in the financial forecast for a recruitment agency?
	What goes in the written part of a recruitment agency business plan?
	What tool can I use to write my recruitment agency business plan?

Understanding the document's scope and goals will help you easily grasp its structure and content. Before diving into the specifics of the plan, let's take a moment to explore the key reasons why having a recruitment agency business plan is so crucial.
To have a clear roadmap to grow the business
Running a small business is tough! Economic cycles bring growth and recessions, while the business landscape is ever-changing with new technologies, regulations, competitors, and consumer behaviours emerging constantly.
In such a dynamic context, operating a business without a clear roadmap is akin to driving blindfolded: it's risky, to say the least. That's why crafting a business plan for your recruitment agency is vital to establish a successful and sustainable venture.
To create an effective business plan, you'll need to assess your current position (if you're already in business) and define where you want the business to be in the next three to five years.
Once you have a clear destination for your recruitment agency, you'll have to:
	Identify the necessary resources (human, equipment, and capital) needed to reach your goals,
	Determine the pace at which the business needs to progress to meet its objectives as scheduled,
	Recognize and address the potential risks you may encounter along the way.

Engaging in this process regularly proves advantageous for both startups and established companies. It empowers you to make informed decisions about resource allocation, ensuring the long-term success of your business.
To get visibility on future cash flows
If your small recruitment agency runs out of cash: it's game over. That's why we often say "cash is king", and it's crucial to have a clear view of your recruitment agency's future cash flows.
So, how can you achieve this? It's simple - you need to have an up-to-date financial forecast.
The good news is that your recruitment agency business plan already includes a financial forecast (which we'll discuss further in this guide). Your task is to ensure it stays current.
To accomplish this, it's essential to regularly compare your actual financial performance with what was planned in your financial forecast. Based on your business's current trajectory, you can make adjustments to the forecast.
By diligently monitoring your recruitment agency's financial health, you'll be able to spot potential financial issues, like unexpected cash shortfalls, early on and take corrective actions. Moreover, this practice will enable you to recognize and capitalize on growth opportunities, such as excess cash flow enabling you to expand to new locations.
To secure financing
A detailed business plan becomes a crucial tool when seeking financing from banks or investors for your recruitment agency.
Investing and lending to small businesses are very risky activities given how fragile they are. Therefore, financiers have to take extra precautions before putting their capital at risk.
At a minimum, financiers will want to ensure that you have a clear roadmap and a solid understanding of your future cash flows (like we just explained above). But they will also want to ensure that your business plan fits the risk/reward profile they seek.
This will off-course vary from bank to bank and investor to investor, but as a rule of thumb. Banks will want to see a conservative financial management style (low risk), and they will use the information in your business plan to assess your borrowing capacity — the level of debt they think your business can comfortably handle — and your ability to repay the loan. This evaluation will determine whether they'll provide credit to your recruitment agency and the terms of the agreement.
Whereas investors will carefully analyze your business plan to gauge the potential return on their investment. Their focus lies on evidence indicating your recruitment agency's potential for high growth, profitability, and consistent cash flow generation over time.
Now that you recognize the importance of creating a business plan for your recruitment agency, let's explore what information is required to create a compelling plan.
Need a convincing business plan?
The Business Plan Shop makes it easy to create a financial forecast to assess the potential profitability of your projects, and write a business plan that’ll wow investors.

Writing a recruitment agency business plan requires research so that you can project sales, investments and cost accurately in your financial forecast.
In this section, we cover three key pieces of information you should gather before drafting your business plan!
Carrying out market research for a recruitment agency
Before you begin writing your business plan for a recruitment agency, conducting market research is a critical step in ensuring precise and realistic financial projections.
Market research grants you valuable insights into your target customer base, competitors, pricing strategies, and other crucial factors that can impact the success of your business.
In the course of this research, you may stumble upon trends that could impact your recruitment agency.
You might discover that job seekers in your area may be more interested in certain industries than others. Additionally, research may reveal that job seekers may be more likely to respond to certain types of recruitment tactics than others.
Such market trends play a pivotal role in revenue forecasting, as they provide essential data regarding potential customers' spending habits and preferences.
By integrating these findings into your financial projections, you can provide investors with more accurate information, enabling them to make well-informed decisions about investing in your recruitment agency.
Developing the marketing plan for a recruitment agency
Before delving into your recruitment agency business plan, it's imperative to budget for sales and marketing expenses.
To achieve this, a comprehensive sales and marketing plan is essential. This plan should provide an accurate projection of the necessary actions to acquire and retain customers.
Additionally, it will outline the required workforce to carry out these initiatives and the corresponding budget for promotions, advertising, and other marketing endeavours.
By budgeting accordingly, you can ensure that the right resources are allocated to these vital activities, aligning them with the sales and growth objectives outlined in your business plan.
The staffing and equipment needs of a recruitment agency
As you embark on starting or expanding your recruitment agency, having a clear plan for recruitment and capital expenditures (investment in equipment and real estate) is essential for ensuring your business's success.
Both the recruitment and investment plans must align with the timing and level of growth projected in your forecast, and they require appropriate funding.
Staffing costs for a recruitment agency might include salaries for recruiters, administrative staff, and sales representatives. Equipment costs might include computers, software, telephone systems, and office furniture.
To create a realistic financial forecast, you also need to consider other operating expenses associated with the day-to-day running of your business, such as insurance and bookkeeping.
With all the necessary information at hand, you are ready to begin crafting your business plan and developing your financial forecast.
What goes into your recruitment agency's financial forecast?
The financial forecast of your recruitment agency's business plan will enable you to assess the growth, profitability, funding requirements, and cash generation potential of your business in the coming years.
The four key outputs of a financial forecast for a recruitment agency are:
	The profit and loss (P&L) statement ,
	The projected balance sheet ,
	The cash flow forecast ,
	And the sources and uses table .

Let's look at each of these in a bit more detail.
The projected P&L statement
The projected P&L statement for a recruitment agency shows how much revenue and profits your business is expected to generate in the future.

Ideally, your recruitment agency's P&L statement should show:
	Healthy growth - above inflation level
	Improving or stable profit margins
	Positive net profit

Expectations will vary based on the stage of your business. A startup will be expected to grow faster than an established recruitment agency. And similarly, an established company should showcase a higher level of profitability than a new venture.
The projected balance sheet of your recruitment agency
The balance sheet for a recruitment agency is a financial document that provides a snapshot of your business’s financial health at a given point in time.
It shows three main components: assets, liabilities and equity:
	Assets: are resources owned by the business, such as cash, equipment, and accounts receivable (money owed by clients).
	Liabilities: are debts owed to creditors and other entities, such as accounts payable (money owed to suppliers) and loans.
	Equity: includes the sums invested by the shareholders or business owners and the cumulative profits and losses of the business to date (called retained earnings). It is a proxy for the value of the owner's stake in the business.


Examining the balance sheet is important for lenders, investors, or other stakeholders who are interested in assessing your recruitment agency's liquidity and solvency:
	Liquidity: assesses whether or not your business has sufficient cash and short-term assets to honour its liabilities due over the next 12 months. It is a short-term focus.
	Solvency: assesses whether or not your business has the capacity to repay its debt over the medium-term.

Looking at the balance sheet can also provide insights into your recruitment agency's investment and financing policies.
In particular, stakeholders can compare the value of equity to the value of the outstanding financial debt to assess how the business is funded and what level of financial risk has been taken by the owners (financial debt is riskier because it has to be repaid, while equity doesn't need to be repaid).
The projected cash flow statement
A cash flow forecast for a recruitment agency shows how much cash the business is projected to generate or consume.

The cash flow statement is divided into 3 main areas:
	The operating cash flow shows how much cash is generated or consumed by the operations (running the business)
	The investing cash flow shows how much cash is being invested in capital expenditure (equipment, real estate, etc.)
	The financing cash flow shows how much cash is raised or distributed to investors and lenders

Looking at the cash flow forecast helps you to ensure that your business has enough cash to keep running, and can help you anticipate potential cash shortfalls.
It is also a best practice to include a monthly cash flow statement in the appendices of your recruitment agency business plan so that the readers can view the impact of seasonality on your business cash position and generation.
The initial financing plan
The sources and uses table or initial financing plan is a key component of your business plan when starting a recruitment agency.
It shows where the capital needed to set up the business will come from (sources) and how it will be spent (uses).

This table helps size the investment required to set up the recruitment agency, and understand how risks will be distributed between the business owners, and the financiers.
The sources and uses table also highlights what the starting cash position will be. This is key for startups as the business needs to have sufficient funding to sustain operations until the break-even point is reached.
Now that you have a clear understanding of what will go into the financial forecast of your recruitment agency business plan, let's have a look at the written part of the plan.
Need inspiration for your business plan?
The Business Plan Shop has dozens of business plan templates that you can use to get a clear idea of what a complete business plan looks like.

The written part of a recruitment agency business plan
The written part of a recruitment agency business plan is composed of 7 main sections:
	The executive summary
	The presentation of the company
	The products and services
	The market analysis
	The strategy
	The operations
	The financial plan

Throughout these sections, you will seek to provide the reader with the details and context needed for them to form a view on whether or not your business plan is achievable and your forecast a realistic possibility.
Let's go through the content of each section in more detail!
1. The executive summary
In your recruitment agency's business plan, the first section is the executive summary — a captivating overview of your plan that aims to pique the reader's interest and leave them eager to learn more about your business.
When crafting the executive summary, start with an introduction to your business, including its name, concept, location, how long it has been running, and what sets it apart. Briefly mention the products and services you plan to offer and your target customer profile.
Following that, provide an overview of the addressable market for your recruitment agency, current trends, and potential growth opportunities.
Next, include a summary of key financial figures like projected revenues, profits, and cash flows.
Finally, in the "ask" section, detail any funding requirements you may have.
2. The presentation of the company
As you build your recruitment agency business plan, the second section deserves attention as it delves into the structure and ownership, location, and management team of your company.
In the structure and ownership part, you'll provide valuable insights into the legal structure of the business, the identities of the owners, and their respective investments and ownership stakes. This level of transparency is vital, particularly if you're seeking financing, as it clarifies which legal entity will receive the funds and who holds the reins of the business.
Moving to the location part, you'll offer a comprehensive view of the company's premises and articulate why this specific location is strategic for the business, emphasizing factors like catchment area, accessibility, and nearby amenities.
When describing the location of your recruitment agency, you could highlight the potential for growth, as the area may boast a highly educated population and a booming economy. You could emphasize the easy access to major transportation routes, which could make it easier for potential candidates to reach the agency. Additionally, you might point out the presence of other prominent businesses in the area, which could indicate a strong job market. Finally, you could showcase the area's potential for expansion, as it may offer plenty of land and a dynamic business environment.
Lastly, you should introduce your esteemed management team. Provide a thorough explanation of each member's role, background, and extensive experience.
It's equally important to highlight any past successes the management team has achieved and underscore the duration they've been working together. This information will instil trust in potential lenders or investors, showcasing the strength and expertise of your leadership team and their ability to deliver the business plan.
3. The products and services section
The products and services section of your business plan should include a detailed description of the offerings that your company provides to its customers. 
For example, your recruitment agency may offer job search consulting services to help customers create a successful job search plan that will maximize their chances of success. It might also offer resume and cover letter writing services to ensure customers' documents are both up-to-date and tailored to the relevant job. Finally, it may also provide interview coaching services, to help customers prepare for, and excel in, job interviews. These services are important to help customers succeed in their job search and secure the right job for them.
When drafting this section, you should be precise about the categories of products or services you sell, the types of customers you are targeting and how customers can buy them.
4. The market analysis
When you present your market analysis in your recruitment agency business plan, it's crucial to include detailed information about customers' demographics and segmentation, target market, competition, barriers to entry, and any relevant regulations.
The main objective of this section is to help the reader understand the size and attractiveness of the market while demonstrating your solid understanding of the industry.
Begin with the demographics and segmentation subsection, providing an overview of the addressable market for your recruitment agency, the key trends in the marketplace, and introducing different customer segments along with their preferences in terms of purchasing habits and budgets.
Next, focus on your target market, zooming in on the specific customer segments your recruitment agency aims to serve and explaining how your products and services fulfil their distinct needs.
For example, your target market might include recent college graduates who are seeking their first job after graduation. This segment is likely to be highly motivated and eager to begin their career. Additionally, this segment is likely to be very open to the services that a recruitment agency can provide, such as helping to craft resumes and providing job search assistance.
Then proceed to the competition subsection, where you introduce your main competitors and highlight what sets you apart from them.
Finally, conclude your market analysis with an overview of the key regulations applicable to your recruitment agency.
5. The strategy section
When crafting the strategy section of your business plan for your recruitment agency, it's important to cover several key aspects, including your competitive edge, pricing strategy, sales & marketing plan, milestones, and risks and mitigants.
In the competitive edge subsection, clearly explain what sets your company apart from competitors. This is particularly critical if you're a startup, as you'll be trying to establish your presence in the marketplace among entrenched players.
The pricing strategy subsection should demonstrate how you aim to maintain profitability while offering competitive prices to your customers.
For the sales & marketing plan, outline how you plan to reach and acquire new customers, as well as retain existing ones through loyalty programs or special offers.
In the milestones subsection, detail what your company has achieved thus far and outline your primary objectives for the coming years by including specific dates for expected progress. This ensures everyone involved has clear expectations.
Lastly, in the risks and mitigants subsection, list the main risks that could potentially impact the execution of your plan. Explain the measures you've taken to minimize these risks. This is vital for investors or lenders to feel confident in supporting your venture - try to proactively address any objection they might have.
Your recruitment agency could face the risk of a data breach. An incident such as this could lead to the loss of confidential information held by the agency, which could damage the agency's reputation and lead to financial loss. Your recruitment agency might also face the risk of a legal dispute from a client or a candidate. This could lead to costly legal fees and could have a negative effect on the agency's reputation.
6. The operations section
The operations of your recruitment agency must be presented in detail in your business plan.
The first thing you should cover in this section is your staffing team, the main roles, and the overall recruitment plan to support the growth expected in your business plan. You should also outline the qualifications and experience necessary to fulfil each role, and how you intend to recruit (using job boards, referrals, or headhunters).
You should then state the operating hours of your recruitment agency - so that the reader can check the adequacy of your staffing levels - and any plans for varying opening times during peak season. Additionally, the plan should include details on how you will handle customer queries outside of normal operating hours.
The next part of this section should focus on the key assets and IP required to operate your business. If you depend on any licenses or trademarks, physical structures (equipment or property) or lease agreements, these should all go in there.
You may have key assets such as databases of potential candidates for specific job roles and an extensive network of contacts. These could be considered intellectual property. Additionally, the recruitment agency might have brand recognition and a reputation for placing high-calibre candidates, which could be intangible assets.
Finally, you should include a list of suppliers that you plan to work with and a breakdown of their services and main commercial terms (price, payment terms, contract duration, etc.). Investors are always keen to know if there is a particular reason why you have chosen to work with a specific supplier (higher-quality products or past relationships for example).
7. The presentation of the financial plan
The financial plan section is where we will present the financial forecast we talked about earlier in this guide.
Now that you have a clear idea of what goes in your recruitment agency business plan, let's look at the solutions you can use to draft yours.
What tool should I use to write my recruitment agency's business plan?
There are two main ways of creating your recruitment agency business plan:
	Using specialized business planning software,
	Hiring a business plan writer.

Using an online business plan software for your recruitment agency's business plan
The modern and most efficient way to write a recruitment agency business plan is to use business plan software .
There are several advantages to using specialized software:
	You can easily create your financial forecast by letting the software take care of the financial calculations for you without errors
	You are guided through the writing process by detailed instructions and examples for each part of the plan
	You can access a library of dozens of complete business plan samples and templates for inspiration
	You get a professional business plan, formatted and ready to be sent to your bank or investors
	You can easily track your actual financial performance against your financial forecast
	You can create scenarios to stress test your forecast's main assumptions
	You can easily update your forecast as time goes by to maintain visibility on future cash flows
	You have a friendly support team on standby to assist you when you are stuck

If you're interested in using this type of solution, you can try The Business Plan Shop for free by signing up here .
Need a solid financial forecast?
The Business Plan Shop does the maths for you. Simply enter your revenues, costs and investments. Click save and our online tool builds a three-way forecast for you instantly.

Hiring a business plan writer to write your recruitment agency's business plan
Outsourcing your recruitment agency business plan to a business plan writer can also be a viable option.
These writers possess valuable experience in crafting business plans and creating accurate financial forecasts. Additionally, enlisting their services can save you precious time, enabling you to concentrate on the day-to-day operations of your business.
It's important to be mindful, though, that hiring business plan writers comes with a cost. You'll be paying not just for their time but also for the software they use, and their profit margin.
Based on experience, a complete business plan usually requires a budget of at least £1.5k ($2.0k) excluding tax, and more if revisions are needed after initial meetings with lenders or investors - changes often arise following these discussions.
When seeking investment, be cautious about spending too much on consulting fees. Investors prefer their funds to contribute directly to business growth. Thus, the amount you spend on business plan writing services and other consulting services should be negligible compared to the amount you raise.
Another aspect to consider is that while you'll receive the output of the business plan, you usually won't own the actual document. It will be saved in the consultant's business plan software, which will make updating the plan challenging without retaining the consultant on a retainer.
Given these factors, it's essential to carefully weigh the pros and cons of outsourcing your recruitment agency business plan to a business plan writer and decide what best suits your business's unique needs.
Why not create your recruitment agency's business plan using Word or Excel?
Using Microsoft Excel and Word (or their Google, Apple, or open-source equivalents) to write a recruitment agency business plan is a terrible idea.
For starters, creating an accurate and error-free financial forecast on Excel (or any spreadsheet) is very technical and requires both a strong grasp of accounting principles and solid skills in financial modelling.
As a result, it is unlikely anyone will trust your numbers unless - like us at The Business Plan Shop - you hold a degree in finance and accounting and have significant financial modelling experience in your past.
The second reason is that it is inefficient. Building forecasts on spreadsheets was the only option in the 1990s and early 2000s, nowadays technology has advanced and software can do it much faster and much more accurately.
And with the rise of AI, software is also becoming smarter at helping us detect mistakes in our forecasts and helping us analyse the numbers to make better decisions.
Also, using software makes it easy to compare actuals vs. forecasts and maintain our forecasts up to date to maintain visibility on future cash flows - as we discussed earlier in this guide - whereas this is a pain to do with a spreadsheet.
That's for the forecast, but what about the written part of my recruitment agency business plan?
This part is less error-prone, but here also software brings tremendous gains in productivity:
	Word processors don't include instructions and examples for each part of your business plan
	Word processors don't update your numbers automatically when they change in your forecast
	Word processors don't handle the formatting for you

Overall, while Word or Excel may be viable options for creating a recruitment agency business plan for some entrepreneurs, it is by far not the best or most efficient solution.
	Using business plan software is a modern and cost-effective way of writing and maintaining business plans.
	A business plan is not a one-shot exercise as maintaining it current is the only way to keep visibility on your future cash flows.
	A business plan has 2 main parts: a financial forecast outlining the funding requirements of your recruitment agency and the expected growth, profits and cash flows for the next 3 to 5 years; and a written part which gives the reader the information needed to decide if they believe the forecast is achievable.

We hope that this in-depth guide met your expectations and that you now have a clear understanding of how to write your recruitment agency business plan. Do not hesitate to contact our friendly team if you have questions additional questions we haven't addressed here.
Also on The Business Plan Shop
	How to write a business plan to secure a bank loan?
	Key steps to write a business plan?
	Top mistakes to avoid in your business plan

Do you know entrepreneurs interested in starting or growing a recruitment agency? Share this article with them!

Founder & CEO at The Business Plan Shop Ltd
Guillaume Le Brouster is a seasoned entrepreneur and financier.
Guillaume has been an entrepreneur for more than a decade and has first-hand experience of starting, running, and growing a successful business.
Prior to being a business owner, Guillaume worked in investment banking and private equity, where he spent most of his time creating complex financial forecasts, writing business plans, and analysing financial statements to make financing and investment decisions.
Guillaume holds a Master's Degree in Finance from ESCP Business School and a Bachelor of Science in Business & Management from Paris Dauphine University.
Create a convincing business plan
Assess the profitability of your business idea and create a persuasive business plan to pitch to investors

500,000+ entrepreneurs have already tried our solution - why not join them?
Not ready to try our on-line tool ? Learn more about our solution here
Need some inspiration for your business plan?
Subscribe to The Business Plan Shop and gain access to our business plan template library.

Need a professional business plan? Discover our solution
Write your business plan with ease!

It's easy to create a professional business plan with The Business Plan Shop
Want to find out more before you try? Learn more about our solution here

How To Start A Recruitment Agency In South Africa
	The Dizaldo Blog!

Starting a recruitment agency in South Africa is a profitable business if done with proper research and planning. With the rising demand for skilled professionals and executives, companies are looking for reliable recruitment agencies to fulfill their hiring requirements. Here, we will guide you through the process of starting a recruitment agency in South Africa.
Step 1: Research and Analysis
Key elements to include in your business plan:, step 3: create a legal entity, step 4: establish your services, step 5: create your website and software, key marketing and sales strategies:.
Before starting a recruitment agency, it is essential to conduct thorough research and analysis about the industry, market trends, competitors, and demand for services. You can start by determining the target market, niche, and type of services to offer. Identifying your unique selling proposition (USP) will help you stand out from the competition.
You can also research various legal requirements and regulations for establishing a recruitment agency in South Africa. Acquiring the necessary licenses and certifications, such as a Private Employment Agency (PEA) license issued by the Department of Labour, is crucial for running a legitimate business.
Step 2: Develop a Business Plan
Developing an extensive business plan is crucial for a recruitment agency. It should include a detailed description of your services, target market, pricing strategy, marketing and sales plan, financial projections, and goals. Your business plan should also identify potential roadblocks and solutions.
	Executive Summary
	Company Overview
	Industry Analysis and Trends
	Market Analysis and Competition
	Services and Pricing Strategy
	Marketing and Sales Plan
	Financial Projections and Goals

Choosing the right legal entity for your recruitment agency is vital for obtaining licenses, credibility, and protecting personal assets. You can register your business as a sole proprietorship, partnership, private company, or public company. Once you have registered your business with the Companies and Intellectual Property Commission, you can apply for necessary licenses and certifications required for your business.
Determining the type of services you will provide is an essential step in establishing a recruitment agency. You can specialize in different verticals such as finance, engineering, healthcare, IT, administration, and more. Some agencies focus on offering Permanent Recruitment, Temporary Recruitment, Executive Search, Job Advertising, or Recruitment Process Outsourcing (RPO). Establishing a niche will help you target clients more effectively.
Creating a responsive website and software for your recruitment agency is crucial for promoting your services and getting clients. Your website should showcase your services, experience, team, clients, resources, and contact information. You can also add a 'Job Listings' section where you can post open positions for clients' convenience. Utilizing Applicant Tracking Systems (ATS) and Customer Relationship Management (CRM) software can also help manage clients and candidates efficiently.
Step 6: Marketing and Sales Plan
Marketing and sales are vital components of your recruitment agency's success. Developing an effective marketing and sales plan can help you acquire clients and candidates. You can use various marketing channels such as social media, email marketing, referral marketing, job boards, and events to promote your agency. Building a strong network with clients and candidates is also crucial for acquiring more business.
	Create Branding and Identity
	Use Social Media to Promote Services
	Offer Referral Programs
	Partner with Industry Associations
	Participate in Job Fairs and Networking Events

Starting a recruitment agency can be a profitable business in South Africa if done with proper research, planning, and execution. Identifying a niche, developing a business plan, obtaining necessary licenses, creating a website, and executing marketing and sales strategies are the key steps for establishing a successful recruitment agency. Investing in the right technologies and creating strong networks with clients and candidates can help you gain an edge in the industry.
	How To Start A Security Training School In South Africa
	How To Start A Property Business In South Africa

How To Become A Hair Weave Distributor In South Africa
How To Start A Real Estate Business In South Africa
How To Start A Logistics Company In South Africa Pdf
How To Start A Funeral Parlour In South Africa
How To Remove A Director From A Company
How To Open A Creche In South Africa
How To Join Avon For Free
How To Add A Director On Cipc
How To Register A Company For Free
This website uses cookies to offer you a better browsing experience, if you continue browsing we consider that you accept their use. Read more
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How To Start A Recruitment Agency In South Africa
Below is How To Start A Recruitment Agency In South Africa
If you are keen on starting your own recruitment business to help more dreams come true for both businesses and candidates, you should know these 8 key steps.
Step 1. Determine Your Niche
To start with, you need to determine which type of recruitment agency you want to establish. You could be an IT-focused agency or a retail business-oriented staffing team. Just examine the network you have and the knowledge you excel at, and choose a market to provide your service. Also, consider which candidates you have the strongest connection with. Are they fresh graduates or are they seniors? Asking yourself these questions will help you better position your business.
Here’s a list of the 4 different types of recruitment agencies to give you a better idea:
1. Traditional Recruitment Agency
This type of agency is also called an “employment agency” and the most common one of all. How they work is fairly straightforward. They only scout for candidates whenever their client needs a certain position filled.
They usually place individuals for long-term positions, which usually range from entry to high-level roles. Once a candidate is successfully onboarded, they charge a flat fee or a percentage of the candidate’s salary.
However, it’s important to note that when someone drops out within an agreed amount of time (usually 3 months), the recruitment agency has to find a replacement or waive the fee paid.
If you’re planning to put up your recruitment agency, be sure to screen candidates properly by offering a lot of support throughout their application journey.
2. Headhunting Agency
A headhunting agency is also called “executive search firms”. These companies only source high-level executives for companies like Chief Technology Officer (CTO), General Manager (GM), Director of Marketing, and so forth.
They will usually work on a retainer basis or with a percentage of the candidate’s salary or a mix of both. The retainment fee is to, as the name suggests, “retain” a recruiter to continuously headhunt the needed position and is non-refundable.
This type of recruitment is very time-consuming but undeniably effective. A lot of people rely on headhunting agencies to find high-level executives because they have professionally-trained recruiters who will relentlessly find the best fit for your organization.
If you’re planning on starting one, a team of experienced recruiters is a must.
3. Staffing Agency
A staffing agency is also called a “manpower agency”. This type of agency matches the ideal candidate with the right position, similar to traditional recruitment agencies. However, the main differences are the positions they fill and the recruitment process.
First, a staffing agency only fills temporary or contractual positions. These are often from select industries (i.e. hospitality) where they only do contracts and not long-term positions.
Second, the staffing agency hires the people themselves and not the client. This means that they have to do all the interviewing, screening, and training.
It’s an all-around company that gives convenience to clients who don’t have the time to source short-term employees and deal with the employment terms.
It offers a wide range of opportunities including temporary, temp-to-hire, contract, and direct hire. Staffing agencies charge a mark-up depending on the hired employee’s wage.
4. Niche Recruiting Agency
This one is also called a “specialist recruitment agency”. They understand the talent gaps in the market and help fill positions faster by providing candidates best suited for specialty roles.
What do we mean by this? They only work with a chosen industry. Let’s say, IT. The focus on IT positions and throughout the years develop accrued knowledge and experience to deal with individuals of such caliber.
This enables them to know what skills a good IT worker should have, what kind of packages and compensations they want, and many more. This gives them the advantage to find highly qualified applicants who are true experts in their fields.
Starting a niche recruitment agency might limit your clients, but once you find your momentum, you’ll be revered in the field you’ve chosen.
Step 2. Assess Your Competitors
Once you decide on a market and the type of recruitment agency you want to have, you should assess who you are competing with. Use simple SWOT (strengths, weaknesses, opportunities, threats) and 4 Ps (product, place, price, promotion) analysis to find out how you stand out and where you need to improve your game. As one ancient Chinese saying states, “know the enemy, know yourself, and in every battle, you’ll never be in peril.”
Step 3. Assess Your Finances
Starting a recruitment agency doesn’t require as much money as most other startups. However, you should still consider costs like office equipment, digital tools, staff, insurance, etc. Create a budget spreadsheet and get proper financial advice if needed.
Don’t hesitate to seek help or even partnerships with other people. Having someone to back you up can lead to a more efficient and productive workforce, especially when you’re just starting.
Step 4. Research Laws and Regulations
Most companies depend on lawyers and counsel to take care of legal business. Yet, as the founder of your agency, you ought to spend time researching relevant laws and regulations to prevent any further legal problems. The latest regulation recruitment agencies need to follow is GDPR, which focuses on data protection.
This is important so you can protect and prevent your company and your candidates from any legal issues that may arise.
Step 5. Build Marketing Plans
First, create a logo and image that meet your agency’s style. First impressions matter much more than you notice. Once you set up the look, draft a marketing structure and match each process with tools and skills you can use. For instance, there are various graphic design tools for creating images. As for reaching out to clients and candidates, LinkedIn is a must. Pick the right channels to connect and you’ll have won half the battle.
While you’re on this, ensure that you take into consideration company diversity, equity, and inclusion, showcasing your website, career pages, and more can highly improve your employer branding and perpetuate a company culture that people would want to work in. You’ll be surprised at the number of quality candidates that will attract!
Step 6. Set Up Business Goals
Want to go big? Objectivity is the key. A successful staffing agency counts on not only experiences and a massive amount of candidates but also clear business goals. Adopt a comprehensive yet flexible business model for your agency. Set up short and long-term goals to inspire your recruiters. For example, you could aim to increase stable clients by 10% in 2 months. Maybe you’d like to expand your service area during the next half year.
Creating such metrics or KPIs can help you track progress and let you pinpoint bottlenecks to achieve more. After all, numbers and figures are essential to businesses!
Step 7. Invest in Tech Tools
Recruitment agencies nowadays are enormously affected by technological tools. Invest in the right tool, you will end up saving a great deal of time and money. One of the most popular and reliable digital software used by recruiters is Applicant Tracking System. Use one that can automatically collect candidates’ LinkedIn profiles,  score out the best candidate, and easily track candidates’ status. You’ll see how much faster and simpler it is to manage your talented applicants and keep your work organized.
Furthermore, some advanced ATS also has dual functionalities which encompass a reliable recruitment CRM. This way, you’ll also get to touch base with clients so you can have more sales for overall company success.
Step 8. Invest in People
Last but not least, you need to hire good recruiters and invest in them. Knowing tips on recruiting a recruiter definitely allows you to meet and hire recruiters with rich experience. However, don’t give up on junior recruiters. Spot each recruiter’s strength and help them thrive, you are doing a huge favor to yourself too.
With the right people on board, it will tie together your entire recruitment system and you’ll reap rewards faster than you know it.
Once you have everything on your plate, it’s time to start your own agency. To find out how Manatal can support you and your team, book a demo now or sign up for a 14-day free trial.  
How do I start my own recruitment agency?
Determine Your Niche. To start with, you need to determine which type of recruitment agency you want to establish.
Assess Your Competitors.
Assess Your Finances.
Research Laws and Regulations.
Build Marketing Plans.
Set Up Business Goals.
Invest in Tech Tools.
Invest in People.
Don't bother with copy and paste.
Get this complete sample business plan as a free text document.
Employment Agency Business Plan
Start your own employment agency business plan
All About People
Executive summary executive summary is a brief introduction to your business plan. it describes your business, the problem that it solves, your target market, and financial highlights.">.
All About People (AAP) began out of the desire to contribute to this community, just as communities have fed All About People’s proprietor over the years. Although originally from a larger market, the proprietor realizes the need in the southern Willamette Valley for a personnel agency that fills a void left by other temporary and permanent placement agencies. AAP matches specifically skilled workers with clients, saving businesses time and money, while providing for its employees with honesty and honor. This requires a high level of communication. It means asking open-ended questions and listening, not talking. This means knowing the local market so AAP can really serve each client and employee, not just “sell” them our goods. AAP is quality service.
The long-term vision includes a number of offices throughout the southern Willamette Valley. The proprietor sees the challenge in this vision, not in the growth itself, but in training and encouraging all AAP personnel to treat each client and employee with the same care and with the same level of communication.
Managing our Growth AAP is a sole proprietorship that will convert to an S Corporation. As a new corporate entity, AAP will be treated as a start-up in this business plan. During the past couple of years the proprietor provided all services. In Year 1, the company will add a part-time office staff person and an employment specialist. In response to this growth, AAP will have a procedures manual for in-house staff to assure that the information is clear. In addition, AAP will provide employees with regular training within the divisions to assure they understand the details of the work they are doing daily. Year 2 projections include a receptionist, another employment specialist, and a field representative. In Year 3, AAP will examine the feasibility of opening a branch office in the Salem, Bend, or Medford/Ashland areas.
The Market AAP is structured like other temporary and permanent placement agencies. However, it will serve clients with needs for select, specialized professionals rather than clerical or light industrial workers. Several businesses in Portland, Oregon provide a similar service to specific groups of people, but there are none for the Willamette Valley. AAP has five divisions, targeting the following areas of expertise:
	Editors/Writers

Event Planners
Graphic Artists
	Interpreters/Translators.

Services AAP will handle recruiting, including reference checks, skills evaluation, preliminary interviewing,  and screening of all employees for its clients. AAP acts as an extension of the client’s human resource department, assuring that there is open communication between supervisor and employee, and assisting with any troubleshooting or problem solving that may be needed.
Financials The company’s start-up requirements are $55,464, of which $7,600 will be provided for by the owner’s personal investment. The rest will be obtained through loans.
We expect to be able to charge a 50% markup to our business clients. Thus, if an employee is being paid $10 per hour, we are charging the client $15 per hour. The company predicts that it will be able to produce sales of approximately $300,000 by Year 3. The company does not have any direct cost of sales; we track payments to placed individuals as regular payroll.

1.1 Objectives
AAP is structured like other temporary and permanent placement agencies. However, we serve clients with needs for select specialized professionals, rather than clerical or light industrial workers. Several businesses in Portland, Oregon provide a similar service to specific groups of people. AAP followed the model of one placement firm described below.
A contract engineering firm places temporary workers who are hardware and software engineers. Employees earn between $80- $100 per hour and approximately seven employees are placed per month. The firm recruits through its website, advertises in newspapers, magazines, and trade publications. Incentives offered to contingent workers include medical, dental, and disability insurance, 401(K), and a reference finder’s fee for placement referrals. They find their employees are 60 percent male, 40 percent female, and ages spread evenly.
AAP serves the business client by locating a professional worker, interviewing and screening that worker, setting up interviews if necessary, and administering all hiring paperwork. The company runs payroll and bills the client bi-monthly. AAP will also manage the professional, staying in close contact with the client and communicating with the worker regarding any personnel issues that may arise.
The professional worker is served with employment opportunities at no cost; pay rates that are within industry standards; and health insurance may be purchased, if a worker becomes eligible, at a group rate starting at $124/mo. AAP will pay $65/mo for any coverage chosen from the group package.
1.2 Mission
All About People’s mission is to contribute to the community by filling a need for specialized, professional, contingent workers. The company will provide workers with a safe and independent environment. It will also provide businesses with a high-caliber of employee available for project or permanent work. All About People listens to individual needs and customizes personnel solutions for both businesses and workers.

See why 1.2 million entrepreneurs have written their business plans with LivePlan
Company summary company overview ) is an overview of the most important points about your company—your history, management team, location, mission statement and legal structure.">.
AAP is a temporary and permanent placement personnel agency working solely with skilled, professional workers and Willamette Valley businesses. AAP differs from other temporary and permanent placement agencies because of our skilled workers. The company believes that the temporary industry pays only cursory attention to providing businesses highly qualified workers for permanent and non-permanent positions. AAP has five divisions, targeting the following areas of expertise:
AAP does not provide general clerical, light industrial, engineers, accountants, nurses, or other medical technicians.
AAP does the following for each client:
	Recruiting (reference checking)
	Skills evaluation (preliminary interviewing)

AAP conducts regular evaluations: AAP checks in with the supervisor and the worker during the first week on the assignment. AAP then checks in as agreed with the client. AAP acts as an extension of the client business’ human resource department assuring that there is open communication between supervisor and employee, and assisting with any troubleshooting or problem solving that may be needed.
Prior to opening our doors, research showed support for the development of a personnel agency working solely with professional contingent workers and Willamette Valley businesses (see topic 7.3 Supporting Research).
According to the Oregon Department of Employment, Lane County has 31 temporary agency firms with 3200 individuals employed. Total employment figures for Lane County are 250,000; therefore, we support between two and four percent of the population.
Through connections in a variety of areas, AAP is able to locate qualified workers not only through advertising, but through a channel of networking. This past year has shown that qualified, willing workers are certainly available as we currently have hundreds on staff willing and able to work.
2.1 Company Ownership
AAP is a sole proprietorship that will convert to an S Corporation. As a new corporate entity, AAP will be treated as a start-up in this business plan.
The sole proprietor, Sarah Wayland, can be reached at AAP’s office, [contact information omitted in this sample plan].
2.2 Start-up Summary
Projected start-up figures are shown in the chart and table below.

The company is uniquely positioned to take advantage of this market opportunity because of the management and field expertise of the proprietor. Sarah Wayland worked in the temporary employment industry for three years with ADIA Personnel Services (now ADECCO) as Area Account Manager (in training as a branch manager): building business relationships; hiring employees; handling employee issues; working with clients during the implementation of ADIA; and opening an additional office in Beaverton, Oregon.
For one year the proprietor was a District Sales Manager at Columbia Distributing, showing a 10% increase on $3.5 million in annual sales. Managing a staff of nine in sales and customer service, she had the opportunity to delve further into hiring/firing, reviewing, incentives outside of salary, and personnel issues.
Most recently, she has spent several years as Funds and Contracts Manager at the Oregon University System; managing four grants totaling $1.5 million annually and all personal service and interagency contracts as well.
The proprietor’s most notable success was bringing the second branch of Cellular West located in Portland, Oregon, from running in the red, to breaking even within four months of its opening. She accomplished this by using motivational tools and providing the sales force with extensive training.
3.1 Products and Services Plan
Changing labor market conditions threaten the concept of full-time permanent employment.
AAP provides a complex blend of services to distinct populations. The company serves businesses through connecting them with the professional contingent work force. It also serves the worker by connecting them with businesses, at no charge, and providing benefits not often provided by other employment agencies.
Market Analysis Summary how to do a market analysis for your business plan.">
All About People (AAP) is a local firm that costs less than a consultant or agency, provides for both project and long-term needs, and has an easy, pay and billing rate system that covers employee payroll and worker’s compensation insurance.
There are a variety of reasons why businesses may need AAP’s services:
	Spikes in work load
	Business expands into an area that in-house expertise does not yet match
	Special events
	Pregnancy leave or sabbatical
	Business increases after layoffs
	Smaller business does not yet have staff on-hand to complete extra projects.

According to economic forecasters, employment agencies and financial services are expected to have the largest industry growth over the next 25 years. The trend toward businesses cutting back on employees and their benefits due to high costs creates the demand for AAP’s services.
Just consider the time, energy, and resources an employer may spend trying to employ a person for a 20-hour task.
In addition to the already lucrative temporary industry, several companies in the Portland Metro Area place professional contingent workers, but the southern Willamette Valley is not currently being served.
The company approaches businesses primarily through networking and cold calls. Our intention is to utilize a PR agency for more coverage as soon as possible. AAP is a member of the area Chamber of Commerce and actively participates in as many activities as possible, the proprietor is a member of the Women’s Business Network, the Professional Women’s Organization, and we are in the process of connecting with the Society for Human Resource Management. Prior to start-up, AAP also surveyed several area businesses about their use of contingent workers. The company will use its website and other marketing materials that describe what services we provide and explain how simple it is to work with us.
AAP advertises in local papers and trade magazines when absolutely necessary, but most often uses the Oregon Employment Department, both community college and university campuses, and the networking groups we are members of to search out the right employee. Prior to the sole proprietor start-up, the company started recruiting by administering twenty personnel surveys and advertising locally to create a staff of qualified contingent workers. This staff will be unaffected by AAP’s corporate restructuring.
4.1 Market Segmentation
The market can be broken down into two segments: the business market segment, and the employee market segment. Both of these segments are lucrative.
Business market targets: The company targets the University of Oregon, Lane Community College, the nonprofit organizations, the publishing industry, the advertising industry, and other large businesses.
Employee market targets: Editors/writers, graphic artists, computer specialists, event planners/fundraisers, and language translators/interpreters working in the business target markets listed above, as well as any applicants with unusual skills and talents.
4.2 Service Business Analysis
These charts demonstrate the types of workers employed, the type of qualified professionals on file to work for the company, and the types of businesses who have used AAP’s services. These statistics cover the 15-month sole proprietorship period from July 1, 1998 through September 30, 1999.
Types of workers employed by or signed up with AAP
Types of employers using AAP
Each and every contact is entered into the database-either in the professionals file if they are a potential candidate, or in the contacts file if they are another type of contact. The client and jobs files utilize the contact and client numbers to automatically fill in the information from the contact or client files. This means no duplicate typing. In addition, the contacts, clients, and professional files all have follow-up sheets attached making daily follow-up easy. Simply pull the file up for that day and all calls that need to be made that day will be marked.
Searching is easy. The check boxes within each professionals file allows us to check for singular or multiple skills and experience with a click and a return.
4.2.1 Competition and Buying Patterns
First form filled out from the moment the candidate calls. Three screens constitute one file: Personal Information; Job Information; Skills. The professional and contact files have a conversation record that will allow easy follow-up with a list daily of those records needing a call.
Interview Form
Directly from the employee forms the Employment Specialist can select the appropriate interview form. This form consists of three sheets: Basic Questions; Other Information/Recommendations; and Reference Checks.
Employee Profile Sheet
From the above information, a profile sheet is generated in hard copy for the inside of each file. This is our second backup system (besides the tape drive) in case of a power outage, etc.
4.2.2 Contact Sheet
This form is used for all other contacts. From here, a contact can be turned into a client by merely typing the contact number in on the client sheet, automatically bringing in all of the information.
In addition, the contacts can be pulled up as a list and can be used to create the client information. The professional and contact files have a conversation record that will allow easy follow-up with a list daily of those records needing a call.
4.2.3 Client Sheet
The client sheet is easily created by filling in the contact number. All pertinent information is automatically entered. The client sheet has its own contact sheet attached generating a daily follow-up list. The client files can also be pulled into a handy contact list.
Strategy and Implementation Summary
AAP is completely service minded, customizing personnel packages and offering the most it can to both employers and employees. The company brokers professional workers to Willamette Valley businesses. Because we serve two distinct groups of people, both businesses and employees will be considered equally important to AAP.
The company consists of five divisions, targeting the following types of workers and needs in businesses:
Computer Division
	Computer Application Specialists
	Computer Hardware Specialists
	Computer Programmers
	Network Administrators
	Web Specialists

Editor/Writers
	Multi-lingual
	PR/Marketing
	Fundraisers
	Large and Small

Language Interpreters and Translators
	Multiple Languages
	Person-to-Person

Within these categories, we originally set up a system of single sheets on card stock and filed them in binders. Since then, an electronic database has been created by one of our professionals. With the push of a button, AAP can search for a client or an employee needed.
Businesses and employees will be able to communicate with AAP via both new technological and traditional methods. Our Web page provides information about AAP including what professional fields we serve, what clients we are working with, and what services we offer. A second-generation Web page will provide information about employees for businesses through a password-protected area. AAP forwards candidates’ resumes and other information through a variety of methods: phone, fax, personal visit, mail, and the Web page.
In August 1999 we moved the offices to the center of town. Accounting is handled electronically by the proprietor through QuickBooks, with the complex needs handled by our CPA. All payroll is generated through the payroll service, Paychex. The office is furnished with all of the technology needed to operate on a daily basis, increase market share, and serve clients.
5.1 Competitive Edge
When a business is contacted and expresses interest in contingent employees that the company can provide, the following procedures will be followed:
	Consult with client and create a follow-up plan.
	Complete the contact, client, and job sheet in the database.
	Print one of each and forward a copy of the job sheet on yellow paper to the employment specialist.
	File original sheets in the appropriate binders.
	Search for matches in the database and pull each folder that looks like it will work.
	Review that folder to assure a match.
	Call each potential candidate and discuss the job and pay to its fullest.
	Fax, e-mail, or otherwise contact client with information and/or resumes for review.
	Schedule interviews or make a decision on appropriate candidates.

5.2 Sales Strategy
When an employee seeks to work with the company, the following procedures will be followed:
	Complete the professional’s form in the database.
	While completing this sheet, screen the employee for experience levels, requiring professional experience in each arena they wish to work.
	Set up an interview with the employment specialist if the professional is qualified.
	Create a file for each employee and place all paperwork, along with a copy of the professional’s form.
	Keep in touch with the professional quarterly if nothing comes up, more often if at all possible.
	When the professional agrees to a position, they will be supplied with an employee policy manual, pieces of letterhead for invoicing, and will complete the IRS I-9 and W-4 forms prior to beginning work.

5.2.1 Sales Forecast
Our sales forecast projections are presented in the chart and table below. Three years annual projections are shown in the table.  The chart shows first year monthly forecast.  First year monthly table is included in the appendix.

5.2.2 Target Market Segment Strategy
The pay rate data will be determined by changing market factors including business demand.
Our experience shows that the following is true in regards to pay and bill rates. A “good deal” for most temporary agencies is a 50% of pay rate markup. Thus, if the pay is $10, the bill is $15. However, we have traditionally used a flat markup that seemed appropriate. Pay and bill rates generally are outlined as follows:
Editors Most editors require between $25 and $35 per hour, and our history has shown a $10 per hour markup is acceptable. One exception is in the technical arena, garnering between $45 and $55 per hour pay; again a $10 per hour markup is typical.
Writers The only writing we have done is creative for [client name omitted], and we paid $15 with a $10 markup.
Event Planners Event planners often will work for between $12.50 and $25 per hour, depending on the length of the job, requirements, and experience needed. We find a $5 per hour markup on the $12.50-$17.50 is reasonable, and a $10 per hour markup on anything over $17.50 per hour.
Fundraisers Fundraisers can start at $10 per hour (nonprofit) and go up to $20 per hour. This usually depends on client and length of assignment. Bill rate markup for nonprofits is $5 per hour, others between $7.50 and $10 per hour.
Graphic Artists Entry level beginning at $12.50 per hour, intermediate at $15 per hour, and a top of the line professional at $25 per hour. The exception may run about $50 per hour. Bill rates are between $7.50 per hour markup ($12.50-$15), and $10 markup.
Language Interpreters This is a tricky arena. Pricing depends on the language (typical/atypical) and the length of the assignment. Interpreters have been known to work for as little as $15 per hour and for as much as $35 per hour. A $10 per hour markup is acceptable.
Language Translators This division is difficult as each language and situation varies slightly. Translators tend to work by page or by word. Technical translation can be as much as $.30 per word. Other translation can be $10 per hour (an hour a page). We are unsure of markup at this time, but would suggest 50% of pay rate.
Computer Specialists:
	Application-Starting at $12.50 an hour based on Xerox experience. Markup $5 per hour.
	Programmer-Starting at $20 an hour based on AlbertIQ experience. Markup $10 per hour at a minimum. Try for $15.
	Web Designer-Entry level positions can start at $10 per hour with a markup of $5. Project work typically starts at $15 an hour, markup at least $10 per hour.
	Administration-Pay rates range between $50 and $75 per hour, with a preferred markup of $25 per hour.

When determining the bill rate, additional expense factors to remember above the pay rate are 15% employer taxes, advertising, and staff time to fill the position.
5.3 Milestones
The company has an outstanding client list and an incredible number of qualified employees available. AAP has a good reputation for providing qualified people in a timely manner.
AAP just moved its offices and in 2000 will add employees. The company will soon have one front office person, one employment specialist, as well as the proprietor who will concentrate on sales and running the business. We own all necessary equipment and are in the process of acquiring more to make our jobs easier. Most notably, we are in the process of completing our customized data base.
Management Summary management summary will include information about who's on your team and why they're the right people for the job, as well as your future hiring plans.">
In a variety of settings the proprietor of AAP has strong management experience. The proprietor has the skills to not only listen well, drawing out a person’s needs through open-ended questions, but also has the ability to recognize people’s strengths and weaknesses. She will draw upon this extensive successful experience in addition to the knowledge collected over a period of 18 years working professionally. Much of the “people” skills have been developed during the seven years spent in management roles. This experience, along with a varied background, supports AAP’s goals.
AAP’s objectives are threefold:
	To provide high quality, experienced, professional workers to businesses that are currently relying on the instability of word-of-mouth contacts, and are spending much of their time and resources (and, therefore, money) locating such workers;
	To provide these workers with a path by which to reach the employer without spending their own time, money, and energy finding the work; and
	To use this opportunity to make the contingent work force a better place for both the employer and the employee.

The long-term goal of the company is to franchise and/or to become multi-location, and eventually sell this business.
Management is a style, a belief, and a strategy.
In managing our clients, AAP will communicate regularly with them, setting up a schedule that meets their needs. The company will set goals for retention of clientele and strive to reach those goals by building relationships, listening to the client’s needs, and meeting those needs with a smile on our faces. We will take responsibility for our errors and the outcome.
In managing our workers, AAP will communicate regularly with them, providing them with an employee manual to minimize their confusion, and offer them the best pay and benefits possible. AAP will set goals for retention of employees and strive to reach those goals by treating each employee with respect, provide protection when appropriate, and do everything within our power to assure a healthy working environment.
This is a relationship business. AAP will manage all clients and employees through relationship building.
During 1998-99 the proprietor provided all services. In 2000 the company will add a part-time office staffer and an employment specialist. In response to this growth, we will have a procedures manual for in-house staff assuring that the information is clear. In addition, we will provide employees with regular training within the divisions to assure they understand the details of the work they are doing daily. 2001 projections include a receptionist, another employment specialist, and a field representative. In 2002 AAP will examine the feasibility of opening a branch office in the Salem, Bend, or Medford/Ashland areas.
6.1 Payroll
All About People runs its payroll twice a month. Each professional will be given a check schedule when they work with AAP. Each check covers the previous two weeks.
In order to process payroll; AAP must receive a professional’s signed invoice the Wednesday prior to payday. The invoice, must be on AAP letterhead and include: name, social security number, mailing address, dates of work completed, location worked (at home, at the client’s office), one or two sentences describing what tasks were completed, and how much time was spent each day. At the bottom there must be a place for the client to sign and date in acceptance of the work to date. The original will be submitted to AAP, the client will receive one copy, and the professional will keep a copy.
AAP is unable to provide payroll advances. If a check is lost in the mail, we must wait seven days from the date of mailing, and then if the check has not arrived we will stop the check at the bank and have one reissued.
6.2 Benefits
Because we value our employees, we have employee group health insurance available, and contribute a major portion of the monthly premium. According to the Insurance Pool Governing Board (IPGB) employees must work at least 17.5 hours per week. Employees who work intermittently or who have worked fewer than 90 calendar days are not eligible. IPGB also states that all carriers may decline to offer coverage to the business or to any employee.
Technically, All About People is employer of the professionals we place. This means that we are responsible for covering the worker’s compensation insurance, running payroll, and that we are the ones to whom each employee is responsible. We understand that this can be tricky when employee professionals are working with a client, so we want to describe the expectations of this relationship:
	If the professional doesn’t understand the work or assignment that has been given by the client, then discuss the work with the client.
	If there are issues at work, the employee should inform AAP and then speak with the client.
	If these issues continue, the employee should talk with AAP immediately.
	If the professional feels they are being harassed at work they should let AAP know immediately.
	If the employee should be being asked to perform tasks other than the original assignment, the employee should talk with AAP before beginning any tasks other than the original assignment.
	If the professional is being asked to work overtime (more than 40 hours per week), they should let us know immediately.

AAP does not guarantee either work or wages when you join us to become an AAP employee. We will, of course, strive to keep you as busy as possible. AAP is also not able to guarantee an hourly wage prior to the assignment beginning. If you work on a job, and complete the work successfully, you will be paid at the agreed rate.
This employment relationship differs from others because you, AAP, or the client may end your employment with or without notice and with or without reasons. However, if you accept a job with AAP, we do expect you to finish the assignment.
Marketing Strategy
AAP’s target market is both businesses and professional workers. Phase one of the marketing plan will target the University of Oregon, the technology industry, and the top 500 businesses in Eugene through networking and cold calling. Phase two will target small businesses with less than five employees because smaller businesses may not have the in-house capability to locate, evaluate, and hire potential professional contingent workers through a small PR campaign.
7.1 Businesses
We began marketing the businesses through several personnel surveys. The University of Oregon Alumni Association, University of Oregon Foundation, and University of Oregon Human Resources Department, as well as Symantec’s Human Resources director were approached for information regarding their need for professional temporary and permanent workers. These initial interviewees have all (with the exception of U of O HR Dept) become clients within the first year of business. After these personnel surveys were complete, we adjusted our recruitment of professional workers to meet the demand.
Another tactic was joining multiple business groups. AAP became a member of the Eugene Chamber of Commerce and attends the weekly greeters meetings; the Women’s Business Network and attends the monthly meetings; the Professional Women’s Organization and attend the monthly meetings; as well as the City Club, keeping a pulse on what is happening in the community, attending as the proprietor sees fit.
The next approach is face-to-face cold calls. The tools for these calls are simple-a business card and a brochure. The information collected during the cold call is vital: how many employees does the business have; in what areas have they experienced a need for professional contingent employees; and who is the appropriate contact.
7.2 Professional Workers
Our beginning point in marketing to workers was approximately 30 personnel surveys to professional contingent workers, building the foundation of our database.  AAP intends to recruit workers through advertising in the newspaper and appropriate trade magazines, trade shows, the University of Oregon career center, and by referral. We have found that each division within the company requires a different approach for recruitment. We try not to depend on newspaper advertising as we find the results are moderate. Results are far better with the employment department for some areas, with the U of O for others, and also through a series of developed contacts for the other divisions.
7.2.1 Trust
In order to build trust with both businesses and employees AAP will follow through as promised. We will treat each business, employee, and ourselves, with integrity. AAP will communicate clearly, asking businesses to specify the needs for follow-up service during the time that they employ our contingent worker. We will work with employees to assure that they have a clear understanding of what AAP offers and what we expect of them.
7.3 Supporting Research
“A fading model of employment in the United States envisions a business enterprise with full-time employees who can expect to keep their jobs and perhaps advance so long as they perform satisfactorily and the business continues. Changing labor market conditions threaten the concept of full-time permanent employment. As reported by the Conference Board in September 1995, contingent workers account for at least 10 percent of the workforce at 21 percent of the companies surveyed, or almost double the 12 percent of respondents with that number in 1990. Writing in the Monthly Labor Review in March 1989, Belous estimated that contingent workers constitutes 24 to 29 percent of the labor force in the United States. In August 1995, however, the U.S. Bureau of Labor Statistics (BLS) estimated the size of the contingent labor force at 2 to 5 percent of the total workforce. However, BLS did not count long-term part-time employees, who constitute 90 percent of part-time workers.”       — Society for Human Resource Management, The Contingent Worker: A Human Resource Perspective, by W. Gilmore McKie & Laurence Lipset taken from Chapter 1, What Is a Contingent Worker?
AAP is a service company providing businesses with customized personnel solutions by connecting them with the professional contingent work force. Research suggests that 2000 is an opportune time to be in the Eugene market with this service. Even with all of the evidence that contingent work is the wave of the present, and of the future, the niche of placing contingent workers who are paid $12.50 to $40 per hour is untapped in the Eugene area. However, a few companies place high-end contingent workers in the Portland area.
There are many reasons why businesses are turning to contingent workers. The Economic Policy Institute’s article “ Contingent Work ” by Polly Callaghan and Heidi Harmann explains that:
“Growth in involuntary part-time employment is causing total part-time employment to grow faster than total employment. Another indication of the shift toward part-time workers: hours for part-time workers are growing faster than hours for full-time workers. Temporary employment has grown three times faster than overall employment and temporary workers are being used for more hours. Contingent employment is growing faster than overall employment. Part-timers are disproportionately women, younger, or older workers. There has been a shift away from manufacturing toward trade and services. These structural changes help explain the growth in part-time employment.”
Because of the changing nature of jobs themselves, AAP’s services are desirable to employers of all sizes. Unlike five or ten years ago, many positions are so diversified, or specialized, that it is not financially feasible for an employer to hire a person to fill one position, requiring several areas of expertise. This is not financially wise for the business because of the pay range required to recruit and hire such a talented person (especially in areas such as graphics, design, etc.). The cost of payroll, taxes, benefits, and other miscellaneous staff required to run employees add to the burden of a downsized staff. Contacting AAP and using a professional contingent worker for each portion of a position as needed will solve this dilemma. Currently most businesses locate needed “qualified” workers by word of mouth. With one phone call, e-mail, or connection with our Web page, AAP makes the task easy.
In addition, Oregon’s economy is expected to continue growing, and employment, total personal and per capita income, and population growth rates are expected to exceed the national average (according to the 1997-98 Oregon Blue Book). Although Oregon’s economy is among the best there is an obvious group of contingent workers available to build an employee labor pool. The company draws from a labor pool of qualified contingent workers which consists of people who work at home, retirees, others who wish to work part-time. According to the Oregon University System, approximately 33% of bachelor’s degree graduates will be unable to find jobs in Oregon each year. So, recent college graduates are also a part of AAP’s labor pool.
Research shows that a large percentage of workers who tend to work more than one job are well-educated individuals who have a higher degree of education. According to Oregon Employment Department’s Occupational Outlook Quarterly , Spring 1997, 9.4% have Ph.D.’s; 6.5% a Professional degree; 9.1% a Master’s degree; 7.9% a Bachelor’s degree; 7.9% an Associate degree; and the remaining 15.8% lesser education. According to a Personnel Journal article “ Contingent Staffing Requires Serious Strategy ,” April 1995, there are also many retirees that enjoy doing contingent work.
Financial Plan investor-ready personnel plan .">
The following sections contain the financial information for All About People. Tables show annual projections for three years. Charts show first year monthly figures.  First year monthly tables are included in the appendix.
8.1 Important Assumptions
The financials of this plan are predicated on the following table of assumptions.
8.2 Projected Profit and Loss
Profit and Loss figures are projected in this table.

8.3 Projected Cash Flow
Our cash flow estimates are shown in the chart and table below. The owner expects to invest further amounts in the business over the next two years to finance continued growth.

8.4 Projected Balance Sheet
Three year annual balance sheets estimates appear below.
8.5 Business Ratios
The table below presents important business ratios from the help supply services industry, as determined by the Standard Industry Classification (SIC) Index code 7363, Help Supply Services.
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How to write a business plan for a recruitment agency
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If you’re looking to start a recruitment agency, you’ll need to create a business plan as any other startup would. Remember, though, that you’ll need to also account for the specific situations that might arise while working in the recruitment industry.
This article will serve as a guide to writing a great business plan for your recruitment agency. We’ll look at what your plan should look like, as well as why a plan is important. The topics we’ll cover include:
There are a few different reasons why you need a business plan before starting a business , but one of the most important is that it will guide your business going forward. Without a plan, no matter how simple the plan is, you’ll likely struggle to develop your business and make effective decisions. 
A business plan doesn’t have to be set in stone — you can adapt it to account for any unique events that affect your recruitment agency. That said, it’s essential to have at least a vague idea of the purpose your business will serve, the potential obstacles you might encounter, and how you’re going to deal with those obstacles.
A business plan is also necessary to minimise the risk you’ll face when starting a recruitment agency . One of the key sections of a business plan is the SWOT analysis, where SWOT stands for strengths, weaknesses, opportunities and threats.
In order to minimise risk effectively, it’s vital that you analyse both the weaknesses of your agency as well as the threats it may face. In doing so, you’ll be able to fix your weak points and avoid potential threats more effectively.
Finally, business plans are important because they provide valuable data for minimising your spending. For example, during your SWOT analysis and financial planning , you may find that you’ve budgeted a large amount of spending to support a part of your business that’s actually very strong. 
In a recruitment agency, this might mean you’ve planned to spend a lot of money on marketing, but your business already has a strong brand because you (as the owner) have many good personal contacts in the industry. In this instance, you can safely reduce your marketing budget and save your business money. 
Thorough market research is the best first step when you’re writing a business plan . Market research means examining the industry your business will exist in, and finding out the needs and preferences of that industry’s consumers.
For a recruitment agency, a key research topic for your business plan would be finding out the impact COVID-19 has had on the market. Many new markets emerged during the pandemic, which you can provide your services to. As the UK is currently recovering from the pandemic, it would also be wise to look into which industries are now recruiting heavily after laying off staff in recent years.
Planning out how you’ll spend your money when starting your agency is also a key part of a good business plan. You need to consider your budget for starting the business as well as how you’ll manage your business finances going forward.
It’s smart to prepare a budget for each section of your business. For instance, you might set aside different amounts for recruiting staff, purchasing business premises, and marketing. Your advertising budget is particularly important when you’re a small business , as you may not be able to rely on personal contacts or existing clients for referrals, so you’ll need to attract clients independently.
Conducting a SWOT analysis is a great way of evaluating your business even after starting up, but it’s particularly helpful when you first put together your business plan. SWOT stands for strengths, weaknesses, opportunities and threats, so a SWOT analysis requires you to think of an example of these for your business. In a recruitment agency, these might be:
As mentioned above, it may be that you have a good reputation because you have a wealth of experience and personal connections in the recruitment industry, so you’ll not need to worry as much about marketing.
Recruitment agencies frequently have to use a lot of software to track their clients’ needs and organise candidate applications. If you’re not very good with technology, you may need to hire staff who are to account for this weakness.
The UK is currently rebounding from the struggles of the COVID-19 pandemic, and this presents a wealth of opportunities for a good recruitment agency.
You need to take immense care when you’re handling people’s personal information, which you’ll often do at a recruitment agency. Sending this information to the incorrect person can have a considerable negative impact on your business, as there is a lot of new legislation regarding privacy. 
Your business plan should include a good amount of financial planning, as tracking your cash flow (your incoming and outgoing cash) is hugely important in any business. 
Countingup is the business current account with built-in accounting software that allows you to manage all your financial data in one app. With features like automatic expense categorisation, invoicing on the go, receipt capture tools, tax estimates, and cash flow insights, you can confidently keep on top of your business finances wherever you are. 
You can also share your bookkeeping with your accountant instantly without worrying about duplication errors, data lags or inaccuracies. Seamless, simple, and straightforward! 
Find out more here .
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Download a Free Business Plan Template
What is a business plan.
The written plan of goals you want to achieve with your business, and how you want to achieve them, is called a business plan. It is a decision-making tool used when beginning or extending a venture.
Any new business requires a business plan to ensure that the business can make a profit. Fund-seeking entrepreneurs use a formal business plan to convince investors to contribute towards the capital of the business.
Existing businesses – looking to expand or change the business – also use business plans to prospect for new business, attract key employees or deal with suppliers. By revising their business plan regularly, existing companies can devise strategies to manage their companies better.
Most commonly, a business plan is used to apply for a bank loan to fund a business. To learn how to create a business plan for a bank in South Africa, see FNB and Standard Bank’s business plan guidelines. You can also download Standard Bank’s free business plan template in Word or PDF format.
A business plan consists of three primary parts:
	The business concept – details about the industry, the structure of the business, the product or service and the strategy for the success of the business.
	The marketplace section – an analytical description of potential customers and the strategy for achieving success against competitors.
	The financial section – the income and cash flow statement, balance sheet and other financial information.

The length of a business plan varies depending on the nature of the business and the purpose of the business plan. Typically, a business plan is 15 to 20 pages long. It usually details the goals for the business for the next three to five years.
An important part of compiling a business plan is in-depth research into the market and industry. Try to gain as much insight into the market you are targeting by talking to business owners, suppliers, potential customers, existing customers, staff members, business experts, etc. Also, research the industry online.
Business plan format
Although there are several types, the key components of all business plans are essentially the same. The format varies based on who the intended reader of the business plan is. Here is an example of a standard business plan format:
1. Table of Contents (1 page)
The table of contents page should include the correct page numbers of the sections of the business plan. Therefore, it is best to write this page last. In addition to the table of contents page, the plan must also have a cover and a title page.
2.  Executive Summary (2 pages)
The purpose of the executive summary of a business plan is to entice the reader to read the rest of the plan. The executive summary is an overview of the key aspects of the plan. It should be compelling but also concise.
The executive summary should include:
	the business concept (a description of the business, product, market and target market);
	key financial aspects (sales, profits, cash flows, investment returns and capital requirements); and
	a short company overview (type of company, date formed, owners and key personnel and achievements).

3. Company Overview (1 – 2 pages)
This section is a high-level overview of the company and the industry in which it operates. It is a description of the business, the product and the industry.
The following should be included in the company overview:
	The name of the company and the type of ownership and registration;
	Details about the business location (address, zoning, reason for choosing location, monthly rentals, etc.)
	Significant assets and financial contributions to the business;
	The mission statement of the business;
	Company objectives and goals;
	The main features of the industry in which the business will operate;
	The most important company strengths and core competencies;
	An explanation of the product, target market and profitability of the plan.

4. The Opportunity, Industry and Market Description (2 – 3 pages)
The research you conducted will come into play in this section. This section offers a detailed explanation of the market and industry and the business’ position therein.
They key is to determine who your target market is through a market analysis. Then clearly explain how your products/services will fulfil the needs of your target market. A market analysis also helps to determine pricing, distribution strategies and growth potential within the industry.
Describe the following:
	The opportunity – the gap in the market;
	The industry – the forces affecting the industry (i.e. obstacles to entry, customers, suppliers, substitute products and competition); and
	The market – insights into the target market (i.e. size, growth and trends).

5. Strategy (1-2 pages)
Detail your positioning strategy and how the business will compete in the chosen market. In other words, what is unique about your product/service and how will the target market benefit from what you have to offer.
6. Business Model Explanation (1 page)
The business model depicts how the business will make money/profit. A business model covers the following aspects:
	Sources of revenue;
	Costs involved in generating the revenue;
	The profitability of the business (revenue minus costs);
	The investment required to get the business up and running; and
	Success factors and assumptions for making the profit model work.

7. Management and Organisation (2 pages)
The biographies of the members of your management team and their roles in the business. Who will be responsible for running the business and why are they well-suited to the task?
This section should include:
	The founders of the company and their qualifications and experience;
	The day-to-day management team and their individual competencies and responsibilities;
	The type of support staff needed to run the business; and
	An organisational chart to show the management hierarchy.

8. Marketing Plan (2 – 3 pages)
The marketing plan is a comprehensive explanation of your marketing strategy. In other words, how will you sell your service/product to your target market?
Your marketing plan should include:
	The value of your product/service to customers;
	A detailed description of the target market;
	How you want your target market to perceive your product/service;
	The pricing strategy for the product/service;
	Sales and distribution channels that will be used to get the product/service to the customer; and
	The promotion strategy (budget, public relations activities, promotions, advertising, etc.).

9. Operational Plan (2 pages)
The operational plan is a description of how the business will function. Include a description of the following:
	The operating cycle – how the business will deliver the service or create and sell the product;
	How skills and materials will be sourced;
	Which tasks will be outsourced and how business relationships will be managed; and
	The cash payment cycle of the business.

10. Financial Plan (3 – 5 pages)
A very important part of any business plan is the financial plan. It is a reasonable projection of the company’s financial future.
A good financial plan will determine how much capital the business needs to launch and/or grow. This section is especially important to potential investors and banks – who will determine the odds for the continued survival of the company based on this information.
A financial plan should include:
	Start-up expenses and capital: What it would cost to start/grow the company and how the money will be generated.
	Profit and loss projections/income statement : Financial sales and expenses projections (i.e. income, cost of goods, gross profit margin, net profit, total expenses, etc.).
	Cash flow projection: Reflects how much cash will be needed to cover expenses and when it will be needed. The cash flow projection amounts to a profit or loss at the end of each month or year.
	A balance sheet: A summary of the business’ equity, assets and liabilities.
	A break-even calculation

Income statements and cash flow projections must be generated for every month of the first year, every quarter of the second year and annually for every year thereafter. The balance sheet is only generated on an annual basis.
Short summaries of the analyses of the income statement, cash flow projection and balance sheet must also be included. Do not include too much detail in this section. Additional projections, charts and calculations must be added to the Appendix.
11. Appendix
Additional reference documents are included in the appendix. This could include:
	Brochures and advertising materials;
	Industry studies and market research;
	Plans and blueprints;
	Photos and maps of location;
	Magazine or other articles;
	Detailed lists of equipment owned or to be purchased;
	Copies of leases and contracts;
	Letters of support from future customers;
	List of assets available as collateral for a loan; and/or
	Detailed financial calculations and projections.

Find more business plan examples and templates from Entrepreneur Magazine .
Related Documents
Download a Free Research Proposal Template
Download a Free Project Plan Template
Download a Free Competitor Analysis Template
Download a Free Gap Analysis Template
Download a Free SWOT Analysis Template
Download a Business Case Template
Download a Budget Template (Excel)
Download a Marketing Plan Template
Download a Free Business Proposal Template
Download a Free Company Profile Template
Download an Organogram Template (Organisational Chart)

How To Start A Recruitment Agency In South Africa
Below is How To Start A Recruitment Agency In South Africa
If you are keen on starting your own recruitment business to help more dreams come true for both businesses and candidates, you should know these 8 key steps.
Step 1. Determine Your Niche
To start with, you need to determine which type of recruitment agency you want to establish. You could be an IT-focused agency or a retail business-oriented staffing team. Just examine the network you have and the knowledge you excel at, and choose a market to provide your service. Also, consider which candidates you have the strongest connection with. Are they fresh graduates or are they seniors? Asking yourself these questions will help you better position your business.
Here’s a list of the 4 different types of recruitment agencies to give you a better idea:
1. Traditional Recruitment Agency
This type of agency is also called an “employment agency” and the most common one of all. How they work is fairly straightforward. They only scout for candidates whenever their client needs a certain position filled.
They usually place individuals for long-term positions, which usually range from entry to high-level roles. Once a candidate is successfully onboarded, they charge a flat fee or a percentage of the candidate’s salary.
However, it’s important to note that when someone drops out within an agreed amount of time (usually 3 months), the recruitment agency has to find a replacement or waive the fee paid.
If you’re planning to put up your recruitment agency, be sure to screen candidates properly by offering a lot of support throughout their application journey.
2. Headhunting Agency
A headhunting agency is also called “executive search firms”. These companies only source high-level executives for companies like Chief Technology Officer (CTO), General Manager (GM), Director of Marketing, and so forth.
They will usually work on a retainer basis or with a percentage of the candidate’s salary or a mix of both. The retainment fee is to, as the name suggests, “retain” a recruiter to continuously headhunt the needed position and is non-refundable.
This type of recruitment is very time-consuming but undeniably effective. A lot of people rely on headhunting agencies to find high-level executives because they have professionally-trained recruiters who will relentlessly find the best fit for your organization.
If you’re planning on starting one, a team of experienced recruiters is a must.
3. Staffing Agency
A staffing agency is also called a “manpower agency”. This type of agency matches the ideal candidate with the right position, similar to traditional recruitment agencies. However, the main differences are the positions they fill and the recruitment process.
First, a staffing agency only fills temporary or contractual positions. These are often from select industries (i.e. hospitality) where they only do contracts and not long-term positions.
Second, the staffing agency hires the people themselves and not the client. This means that they have to do all the interviewing, screening, and training.
It’s an all-around company that gives convenience to clients who don’t have the time to source short-term employees and deal with the employment terms.
It offers a wide range of opportunities including temporary, temp-to-hire, contract, and direct hire. Staffing agencies charge a mark-up depending on the hired employee’s wage.
4. Niche Recruiting Agency
This one is also called a “specialist recruitment agency”. They understand the talent gaps in the market and help fill positions faster by providing candidates best suited for specialty roles.
What do we mean by this? They only work with a chosen industry. Let’s say, IT. The focus on IT positions and throughout the years develop accrued knowledge and experience to deal with individuals of such caliber.
This enables them to know what skills a good IT worker should have, what kind of packages and compensations they want, and many more. This gives them the advantage to find highly qualified applicants who are true experts in their fields.
Starting a niche recruitment agency might limit your clients, but once you find your momentum, you’ll be revered in the field you’ve chosen.
Step 2. Assess Your Competitors
Once you decide on a market and the type of recruitment agency you want to have, you should assess who you are competing with. Use simple SWOT (strengths, weaknesses, opportunities, threats) and 4 Ps (product, place, price, promotion) analysis to find out how you stand out and where you need to improve your game. As one ancient Chinese saying states, “ know the enemy, know yourself, and in every battle, you’ll never be in peril .”
Step 3. Assess Your Finances
Starting a recruitment agency doesn’t require as much money as most other startups. However, you should still consider costs like office equipment, digital tools, staff, insurance, etc. Create a budget spreadsheet and get proper financial advice if needed.
Don’t hesitate to seek help or even partnerships with other people. Having someone to back you up can lead to a more efficient and productive workforce, especially when you’re just starting.
Step 4. Research Laws and Regulations
Most companies depend on lawyers and counsel to take care of legal business. Yet, as the founder of your agency, you ought to spend time researching relevant laws and regulations to prevent any further legal problems. The latest regulation recruitment agencies need to follow is GDPR, which focuses on data protection.
This is important so you can protect and prevent your company and your candidates from any legal issues that may arise.
Step 5. Build Marketing Plans
First, create a logo and image that meet your agency’s style. First impressions matter much more than you notice. Once you set up the look, draft a marketing structure and match each process with tools and skills you can use. For instance, there are various graphic design tools for creating images. As for reaching out to clients and candidates, LinkedIn is a must. Pick the right channels to connect and you’ll have won half the battle.
While you’re on this, ensure that you take into consideration company diversity, equity, and inclusion, showcasing your website, career pages, and more can highly improve your employer branding and perpetuate a company culture that people would want to work in. You’ll be surprised at the number of quality candidates that will attract!
Step 6. Set Up Business Goals
Want to go big? Objectivity is the key. A successful staffing agency counts on not only experiences and a massive amount of candidates but also clear business goals. Adopt a comprehensive yet flexible business model for your agency. Set up short and long-term goals to inspire your recruiters. For example, you could aim to increase stable clients by 10% in 2 months. Maybe you’d like to expand your service area during the next half year.
Creating such metrics or KPIs can help you track progress and let you pinpoint bottlenecks to achieve more. After all, numbers and figures are essential to businesses!
Step 7. Invest in Tech Tools
Recruitment agencies nowadays are enormously affected by technological tools. Invest in the right tool, you will end up saving a great deal of time and money. One of the most popular and reliable digital software used by recruiters is Applicant Tracking System. Use one that can automatically collect candidates’ LinkedIn profiles,  score out the best candidate, and easily track candidates’ status. You’ll see how much faster and simpler it is to manage your talented applicants and keep your work organized.
Furthermore, some advanced ATS also has dual functionalities which encompass a reliable recruitment CRM. This way, you’ll also get to touch base with clients so you can have more sales for overall company success.
Step 8. Invest in People
Last but not least, you need to hire good recruiters and invest in them. Knowing tips on recruiting a recruiter definitely allows you to meet and hire recruiters with rich experience. However, don’t give up on junior recruiters. Spot each recruiter’s strength and help them thrive, you are doing a huge favor to yourself too.
With the right people on board, it will tie together your entire recruitment system and you’ll reap rewards faster than you know it.
Once you have everything on your plate, it’s time to start your own agency. To find out how Manatal can support you and your team, book a demo now or sign up for a 14-day free trial.  
How do I start my own recruitment agency?
Determine Your Niche. To start with, you need to determine which type of recruitment agency you want to establish.
Assess Your Competitors.
Assess Your Finances.
Research Laws and Regulations.
Build Marketing Plans.
Set Up Business Goals.
Invest in Tech Tools.
Invest in People.

How to Start a Recruitment Agency in South Africa

What is a recruitment agency?
It is an agency specializing in the recruitment of staff to fill vacant positions of other companies or organization.
What are the types of recruitment agency?
1. Niche agency
2. Retained recruitment agency
3. Staffing agency
4. Contingency agency
What is the difference between a recruitment agency and employment agency?
A Recruitment Agency works from the worksite/employer (their client) and an Employment Agency works from the jobseeker (their client)
How to start a recruitment agency in South Africa
Decide on the type of recruitment agency that you want to set up.
1. Conduct a research on the job market and of your competitors using SWOT analysis tool.
2. Write a business plan for your recruitment business
3. Select an office space at a good Location
4. Decide on the services to be offered
5. Set a Plan for sourcing candidates
6. Select a relatable business name
7. Form an appropriate business structure under which you will run your recruitment business
8. Evaluate your finances required to start the recruitment agency
9. Learn and acquire the kind of licenses and permits required to make your recruitment agency business legal
10. Create a marketing campaign to promote your recruitment agency business
	How to Set up a Trust in South Africa
	How to Start A Cattle Farm in South Africa?
	How to Start a Company in South Africa
	How to Start a Cosmetic Business in South Africa
	How to Start A Laundry Business in South Africa?
	How to Start a Poultry Farm in South Africa
	How to Start a Property Business in South Africa
	How to Start a Record Label in South Africa

How much money do you need to start a recruitment agency?
Startup costs for recruitment agency can range from $58,000/R1,008,335.87 to $127,000/R2,207,115.40 depending on the province in which you reside and the size of the agency.
Is it hard to start a recruitment business?
Starting a recruitment agency from scratch is challenging
How much does recruitment agency charge in South Africa?
South Africa’s recruitment agencies charge usually a fee of 10-15% of the candidate’s first year’s salary.
How do recruitment agencies make money in South Africa?
An agency finds candidates for that vacancy in a company and that company then pays the agency upon hiring one of their candidates.
Is a recruiting agency profitable?
It’s profitable as it is a standard procedure for recruiting agencies to charge between 15% and 20% of a new employee’s first-year salary.
Do recruitment agencies charge job seekers?
Agencies are paid by the employer of their candidate and not the candidate.
Do recruitment companies need insurance?
Professional indemnity insurance and professional liability insurance is regarded as an essential insurance policy for recruitment agencies and consultancies.
  Are recruitment agencies regulated?
Recruitment agencies are closely regulated and comply with a series of statutory laws set by the department of employment and labour.
Who regulates recruitment agencies in South Africa?
The department of employment and labour.
What is the importance of recruitment agencies?
1. It ensures flexible staffing for a company
2. It eases the human resource burden of spending several hours a day poring over resumes or interviewing many qualified candidates.
What is the most popular recruitment agency globally?
2. Randstad
3. Kelly Services
4. Manpower
5. Robert Half
6. Insight Global
7. Allegis Group
9. Roth Staffing
10. Integrity Staffing Solutions
11. Creative Circle
12. Cornerstone Staffing Solutions
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Business Plan Template for Small Businesses
This Business Plan template can help you with the following – formulate a clear statement of your business mission and vision, put together a roadmap and timetable for achieving your goals and objectives and clear description of your marketing strategies. (Courtesy: New Discovery Business Solutions)

Your business plan is the blue-print of your business and provides a roadmap for future development. Your business plan holds a clear statement of your business mission and vision and provides a roadmap and timetable for achieving your goals and objectives
Download the Business Plan template to:
	Test out a new idea to see if it holds real promise of success
	Help you obtain financing and attract potential investors
	Identify and arrange strategic alliances

We are committed to your privacy and will not share information with 3rd parties. Read our full Privacy Policy  here
The best purchases for small businesses in 2024
Finding the right purchases for your small business is time consuming, so smesouthafrica.co.za looked at the list of options to come up with the following recommendations.

SME South Africa is a one-stop-shop for business owners to access advice, business tools and resources they need.
	Building 2, 1st Floor Clearwater Office Park, Millennium Blvd, Strubens Valley, Roodepoort, 1735
	[email protected]
	www.smesouthafrica.co.za
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	Sign up to our newsletter
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Recruitment Agency Business Plan
Striking out and setting up your own recruitment agency is an exciting prospect, and there’s never been a better time to do it. With over 31,000 agencies in the UK, the recruitment industry is booming. Despite the profound impact of COVID-19 on the labour market, recruitment is projected to bounce back massively in 2024, so now is the perfect time to seize the opportunity and open your own agency.
Pre-pandemic, the recruitment industry generated over £42.3 billion in the UK alone, and recruitment agencies and firms are predicted to grow substantially in the next 3-5 years.
It’s clear that there is huge revenue potential in the recruitment industry. However, to stand out from the crowd, you’ll need a great recruitment agency business plan. This will give you the strategy and understanding of the industry you need to succeed.
So, where should you start? Our guide will take you through each individual step in making your own business plan. We’ll take you through marketing strategy, pricing structure and management, all of which are crucial to the success of your recruitment agency. As a new business owner, there will be a lot to take in, but with our recruitment agency business plan, you’ll have the ultimate guide to take you forward.

Is opening a recruitment agency for you?
	How much does it cost to open a recruitment agency in the UK?

What's included in our recruitment agency business plan?
	Your free sample recruitment agency business plan template

Summary and recap
As we’ve already mentioned, there is great potential in the UK for recruiters, and the turnover could be really significant. However, with the popularity of the industry comes a lot of high level competition.
Before you do anything else, you should be clear on who your competitors are, who your clients will be and how you will reach them, as well as fees you might have to pay whilst setting up.
You should start with a business plan. You can use it to gather and collate all of your resources, ideas and research.
You should consider things like:
	How many large recruitment agencies operate in the area (Adecco, Impellam, Reed etc.?)
	How many local recruitment agencies operate in the area?
	Is there likely to be any existing brand loyalty in the area?

How much does it cost to start a recruitment agency in the UK?
The average start-up costs to set up a recruitment agency in the UK vary considerably. More expensive start-ups will cover the costs of leasing premises, employing staff, buying equipment and any insurance you might need.
Key costs of starting your recruitment agency include:
	£12 to register your company, and £30 a month for details such as creating a website, designing a unique brand, setting up a LinkedIn company page and advertising jobs.
	You could also pay for added extras such as LinkedIn Premium and a CRM (Customer Relationship Management), a system which manages interactions with customers through data analysis, to win you as much business as possible.

However, there are ways to set up a recruitment agency without having to pay out thousands at first. By starting out as the sole employee, and even working from home, you can reduce costs to a bare minimum. All you really need is your home PC, mobile phone, some basic web tools and an internet connection.
With this in mind, a recruitment agency business plan is the best way to prepare yourself and plan for any financial obligations from the very start. We can also help you to figure out how to raise the capital you need for your business, based on your current financial situation.
We’ll take you through every step you’ll need to take to start your recruitment agency. It’s important to remember that if you plan to secure funds from a bank, it’s essential your business plan is as rigorous as it can be.
Included within our recruitment agency business plan, we offer:
	A fully completed recruitment agency business plan
	Break-even analysis (12-month analysis)
	Complete business plan guide
	Business plan template (.doc and .PDF)
	Financial planning wizard

Along with that, we’ll offer you a further 25 (at least) ways to market your recruitment agency for free. All of this is at your fingertips.
Download now for only £49
In this guide, we’re going to take you through an outline for a recruitment agency business plan, detailing what you should include within each section, and things you should consider when pitching your business to investors.
However, please remember this is only a guide. When writing your business plan for your own recruitment agency, make sure to take your time and work through everything in scrupulous detail.
When it comes to a business plan, the more thorough the better. You can never over-plan when it comes to a business start-up.
Step 1: Executive summary
Imagine you are pitching your business to an investor, what would you say? Remember that banks and investors will have seen thousands of previous pitches, so you really need to stand out to grab their attention. Putting serious thought and effort into your executive summary will be well worth it.
Make sure to think about these three things:
	Keep your language clear, concise and easy to read. Make it short and sweet.
	What makes you stand out from other recruitment agencies?
	Why should they be confident they will get their money back?

Remember, this is your opportunity to convince investors of your business’ credentials. Keep it positive, clear and easy to understand. Don’t get drawn into detailed descriptions or explanations, and avoid technical terms and jargon. Go out and grab their attention.
Step 2: Company overview
The company overview is your chance to properly introduce yourself and your business. You can give your potential investors a more detailed insight into how you plan to make sure your recruitment agency is a success.
Always remember, your focus should be on why investors should choose to put money into your recruitment agency, and why they should believe they’ll make a return on their investment.
You can consider including the following ideas in your company overview:
	What previous experience do you have managing a business
	What made you decide to start a recruitment agency?
	How will you stand out from your competition?
	Exactly who are your target clients? Do you have an ideal customer?
	What is your current financial status?

You need to show that you have a good understanding of the recruitment industry. Let them know the extent of your knowledge of the current market, how you expect it to change, and how your company is suited to thrive in the future.
You should think like a business person and don’t give your investors any reason to doubt your command of the subject.
Some other things to consider include:
	How you plan to expand your recruitment agency in the future.
	Your local market and competition.
	How is your application different to the others your investors have seen?

Basically, the goal of your company overview is to deliver a complete outline of your recruitment agency to your potential investors. Make sure to include facts and figures, and show off all your skills and expertise.
Feel overwhelmed? Not sure where to start? We’ve done all of the hard work for you.
Instant download for £49
Step 3: Management and key personnel
A business is only as good as the people behind it. To really make your recruitment agency a success, you’ll need the support of a great team. In the management and key personal section of your plan you should detail your management, staff, and plans for further growth.
Remember to include:
	Staff members and their roles at the agency
	The previous experience of your staff
	Your staff salaries
	Do you plan to bring new people into the business? If so, when? How many? And what kind of salaries will they be paid?

This section really doesn’t need to be too long or complicated. All investors want to know is that you have a solid management structure and that you’ve made some plans for expansion in the future where necessary. As long as you’ve shown this, you’ll be just fine.
Step 4: External analysis (market research)
It’s crucial to have a strong understanding of your market before launching your start-up. It will help you recognise opportunities for your company to benefit from, and identify threats before they can damage your business.
Make sure you know the competition. What will make you stand out from them?
In this section you’ll also need to look into your target market, and how you’ll attract them over the competition. You should try to make this as detailed as possible, so that investors can see the focus of your agency. Being too vague might lead potential backers to believe you haven’t put much thought into it.
Who’s going to use your recruitment agency? (your target market)
Are you going to focus on recruiting in one particular industry? Or perhaps you’re going to specialise in junior or graduate roles? You need to know who your clients will be so you can tailor your marketing and branding to suit them.
Some things that you should think about include:
	How will you get the attention of clients?
	How much will you charge your clients?
	What will make them choose you over other competitors?
	How can you gain their loyalty?

How many recruitment agencies operate in your area?
In order to attract business you’ll have to stand out from other recruitment agencies that operate in the same region. How do you plan to separate yourself from your competition? Investors might be concerned about market saturation, and you need to prove to them that your agency has more to offer than any other around you.
Some things you can think about:
	How much do you know about your competitors?
	How many large recruitment agencies operate in your area?
	What are the average costs of employing a recruitment agency?
	Do they specialise in any particular industry? How does this compare with your own business?

Put yourself in the shoes of your ideal customer. What is going to make them choose you over another agency?
Step 5: your business objectives
Your business is going to need to have objectives, both for the short term and the long term. These objectives should be an outline to potential investors of what you are expecting to achieve over a time-frame.
Think about where you want your company to be after a month, then six months, a year and even five years. Don’t go crazy though. Ambition is good, but you shouldn’t be suggesting your business is going to become a giant of the industry after the first couple of years, as you will just come across as naive.
You should try to use the S.M.A.R.T criteria to keep track of your objectives.
Your S.M.A.R.T Criteria are:
If you still need some help coming up with objectives, you can consider some of the following:
	How big is the market you’re targeting?
	How do you plan to reach that market?
	How many clients do you expect to have after the first two months?
	How much revenue do you expect after the first six months?

Along with each objective you should provide a plan, as to how you expect them to be achieved.
Step 6: Services, equipment and amenities
By giving a detailed list of all the equipment you need to start your recruitment agency, investors will be able to see what their money is paying for.
This will depend very much on the scale of your planned agency. It would be possible to start by working from home with just your home PC and personal mobile phone. But if you’re thinking bigger, some items and services you should think about would include:
	Office space, along with desks and chairs
	Work Mobiles and mobile contracts

Be realistic in this section. You don’t need twenty PCs if you’re only employing a handful of staff. There’s no point in overspending.
Step 7: Financial forecasting and financial projections
This is the section where we crunch the numbers. Financial forecasting is probably the most important part of your business plan, as you can prove to investors that they will get some return on their investment.
This might be the trickiest and most time consuming part of the whole plan, but it is essential to do it properly.
You’re going to have to show your potential backers how you’ll recuperate the money they’ve invested. How much can you make per client? How many clients will you have?
The fundamentals you’ll need to provide:
	Sales forecast
	Expense budget
	Cash-flow statement

There are a whole lot of things you’ll need to budget for. Some of those might include:
	Purchase estimations
	Hiring costs

If possible, don’t restrict yourself to just one avenue of revenue. Diversifying your income sources will make investors feel much more comfortable with their investment.
We’ve taken all of the hard work out of planning the finances for your recruitment agency. Download your recruitment agency business plan template instantly below.
Instant download
Step 8: Funding
Do you already have existing financial support? Your investors will need to know how much start-up capital you have, and where it’s coming from. You need to let them know whether you’re using money from your own pocket, or whether you have investments from some other backer.
You might have received funding in the form of:
	Personal loans
	Partners or sponsors
	Family and/or friends

Be completely clear about where your money is coming from. Don’t hide anything from your investors.
You also need to be explicit about how much money you need, both now and in the future. You should also detail to investors how you’ll be spending it, whether it’s for equipment, renting premises or paying staff.
At the same time, don’t ask for more than you need, as it’s only likely to put investors off
Your free sample recruitment agency plan
If this is all still seeming a bit overwhelming, you might like to take a look at a small template we provide for a recruitment agency business plan. This can get you started and help you to come up with some of your own ideas.
Included in this template, you’ll get:
	An example of your executive summary
	Products/services on offer
	Staff and management structure

Download .doc here
Launching your own business is a scary prospect. The recruitment industry is already a busy market, but there’s plenty of demand for it and forecasts anticipate its boom to continue. There are over 31,000 recruitment agencies in the UK, with a combined value of over £42.3 billion.
By creating a detailed and clear business plan, you’re giving yourself the best chance of success. You’ll be able to start out knowing you’ve considered every aspect of the business. Investors love an in-depth business plan, so remember: the more detail the better. With our experience, you can kick-start your agency with confidence.

Download the Software
Complete recruitment agency business planning package.
Customer Testimonials
“I needed to put together a long-term business plan to cover all aspects of my new venture. I read a lot of books and attended courses, but I was struggling. Then I came across Teneric and suddenly it was all there in a format I could use and in terminology I could understand. After that, it was plain sailing to the Business Department at my local HSBC Bank”
Jill Shilcock, Managing Director, SEAS Education Advisory Service Limited.
“I wanted ideas for the type of information that needed covering in a business plan, and this gave me a template for the document I submitted to the bank. The business loan we were after was approved. If you have never written a business plan before, then I would recommend your product. It was very straightforward and offered some good advice.”
Gordon Mitchell, UK
“I needed a business plan quickly. The template was easy to use, just fill in the blanks on the wizard and refer to the help guide if I wasn't sure. Your system is good value, and I would recommend them to everyone needing a plan. Attached is the basic plan I threw together in a day for the bank. They specifically wanted cash flow projections, and the Excel spreadsheets were really what I was after from your product.”
John Waterhouse, UK
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	Communications
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	PDF Guide to Starting a Staffing Business
This free document has been compiled by the Federation of African Professional Staffing Organisations (APSO) in order to provide some basic information about establishing a staffing business in South Africa.




	Recruitment Agency Business Plan Template (Free)
Recruitment Agency Business Plan Template (Free) - BusinessDojo Here is a free business plan sample for a recruitment agency January 29, 2024 If you're passionate about connecting people with their dream jobs and considering launching your own recruitment agency, you've landed on the perfect page.




	Recruitment Agency Business Plan Template & Forecasting Tool
Download in PDF: if you're just after a little inspiration, you can download the recruitment agency business plan template in PDF to read over it Download in Word format: want to edit your plan on Word? Simply export the recruitment agency business plan template to Ms Word (.docx) format




	Staffing Agency Business Plan [Free Template]
Download Template Create a Business Plan As the job market becomes increasingly competitive, businesses are looking for innovative ways to attract and retain top talent. It is where your staffing agency will become profitable. Are you looking to start writing a business plan for your staffing company?




	Step-by-Step Guide: How to Start a Recruitment Agency in South Africa
Step 1: Research and Planning Before diving into the recruitment industry, it's crucial to conduct thorough research and develop a solid business plan. This includes identifying your target market, understanding the competition, and defining your agency's unique selling points.




	PDF Recruitment Agency Business Plan Example
Business Plan Prepared By 10200 Bolsa Ave, Westminster, CA, 92683 John Doe [email protected] (650) 359-3153 https://upmetrics.co Table of Contents Financial Plan Important Assumptions Brake-even Analysis Projected Profit and Loss Profit Yearly Chart Gross Margin Yearly Chart Projected Cash Flow Projected Balance Sheet Business Ratios




	PDF Free-Version-of-Growthinks-Staffing-Agency-Business-Plan-Template
The real version of Growthink's Ultimate Staffing Agency Business Plan Template is much more than a fill-in-the-blanks template. That template professionally guides you step-by-step so you can quickly, easily and expertly complete your business plan. Perhaps most importantly, it includes complete financial projections.




	How to write a business plan for a recruitment agency?
A business plan is not a one-shot exercise as maintaining it current is the only way to keep visibility on your future cash flows. A business plan has 2 main parts: a financial forecast outlining the funding requirements of your recruitment agency and the expected growth, profits and cash flows for the next 3 to 5 years; and a written part ...




	How To Start A Recruitment Agency In South Africa
Step 1: Research and Analysis. Before starting a recruitment agency, it is essential to conduct thorough research and analysis about the industry, market trends, competitors, and demand for services. You can start by determining the target market, niche, and type of services to offer. Identifying your unique selling proposition (USP) will help ...




	How To Start A Recruitment Agency In South Africa
Step 1. Determine Your Niche. To start with, you need to determine which type of recruitment agency you want to establish. You could be an IT-focused agency or a retail business-oriented staffing team. Just examine the network you have and the knowledge you excel at, and choose a market to provide your service.




	Employment Agency Business Plan Example
Event planners often will work for between $12.50 and $25 per hour, depending on the length of the job, requirements, and experience needed. We find a $5 per hour markup on the $12.50-$17.50 is reasonable, and a $10 per hour markup on anything over $17.50 per hour. Fundraisers.




	How to write a business plan for a recruitment agency
Thorough market research is the best first step when you're writing a business plan. Market research means examining the industry your business will exist in, and finding out the needs and preferences of that industry's consumers. For a recruitment agency, a key research topic for your business plan would be finding out the impact COVID-19 ...




	HR Recruitment Consultant Business Plan
HR Recruitment Consultant Business Plan - Read online for free. How to set up a recruitment agency successfully. This guide will help you for this.




	PDF Recruitment Policy
2.1 It is a strategic objective of the South African Heritage Resource Agency that the human capital must be competent and able to implement the organisation's vision and mission. To this end the intent of the recruitment policy is to recruit and select highly competent individuals by using sound recruitment and selection practices.




	Recruitment Agency Business Plan Example 2
Recruitment Agency Business Plan Example 2 - Free download as PDF File (.pdf), Text File (.txt) or read online for free. plan 2




	Download a Free Business Plan Template
By revising their business plan regularly, existing companies can devise strategies to manage their companies better. Most commonly, a business plan is used to apply for a bank loan to fund a business. To learn how to create a business plan for a bank in South Africa, see FNB and Standard Bank's business plan guidelines.




	PDF A Toolkit on Recruitment and Selection
A Toolkit on Recruitment and Selection is a comprehensive guide for public service managers and practitioners on how to plan, implement and evaluate recruitment and selection processes. The toolkit covers topics such as job analysis, advertising, screening, interviewing, testing and reference checking. The toolkit also provides templates, checklists and examples of best practices.




	How To Start A Recruitment Agency In South Africa
Step 1. Determine Your Niche To start with, you need to determine which type of recruitment agency you want to establish. You could be an IT-focused agency or a retail business-oriented staffing team. Just examine the network you have and the knowledge you excel at, and choose a market to provide your service.




	How to Start a Recruitment Agency in South Africa
Decide on the type of recruitment agency that you want to set up. 1. Conduct a research on the job market and of your competitors using SWOT analysis tool. 2. Write a business plan for your recruitment business. 3. Select an office space at a good Location. 4. Decide on the services to be offered.




	Business Plan Template for Small Businesses
This Business Plan template can help you with the following - formulate a clear statement of your business mission and vision, put together a roadmap and timetable for achieving your goals and objectives and clear description of your marketing strategies. (Courtesy: New Discovery Business Solutions) Your business plan is the blue-print of ...




	Recruitment Agency Business Plan
Step 3: Management and key personnel. A business is only as good as the people behind it. To really make your recruitment agency a success, you'll need the support of a great team. In the management and key personal section of your plan you should detail your management, staff, and plans for further growth.




	Business Plan
Some of the requirements to fulfil this position are: Business or Executive Secretarial graduate. Organisational and decision making aptitudes. 12 Business Plan - Hunter's Recruitment Agency People and customer service skills. Ability to work in a group environment and promote team work. Multitask.




	PDF BUSINESS PLAN
3.6.4.1 Increasing Crime in South Africa In the current economic climate of South Africa, many South Africans are jobless and need to provide for themselves and their families. This factor has resulted in an increasing crime rate in South Africa. A lack of education has contributed to the increasing crime in south Africa. 3.6.4.2 Public Preference
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