
 
Professional MBA Entrepreneurship & Innovation 

 

 

 

 

 

 

Ahpla – Business Plan 

 

A Master’s Thesis submitted for the degree of 
“Master of Business Administration” 

 

 

Supervised by 

Prof. Robert D. Hisrich 

 

 

 

 

Cátia Susana Ferreira Ruivo 

0126893 

 

 

 

Portugal, 01 August 2009 

 

 
 
Die approbierte Originalversion dieser Diplom-/Masterarbeit ist an der 
Hauptbibliothek der Technischen Universität Wien aufgestellt  
(http://www.ub.tuwien.ac.at). 
 
The approved original version of this diploma or master thesis is available at the 
main library of the Vienna University of Technology   
(http://www.ub.tuwien.ac.at/englweb/). 

 



 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 
 
 
 

Affidavit 
 
 
 
 
I, Cátia Susana Ferreira Ruivo, hereby declare 

1. that I am the sole author of the present Master’s Thesis, "Ahpla - 
Business plan", 53 pages, bound, and that I have not used any 
source or tool other than those referenced or any other illicit aid or 
tool, and 

2. that I have not prior to this date submitted this Master’s Thesis as an 
examination paper in any form in Austria or abroad.  

 
 
 
 
Vienna, 01.08.2009 

Signature 



 
Professional MBA Entrepreneurship & Innovation 

 

 

Abstract  

 

Ahpla is a specialized company in training and consulting; with headquarter on the 

building of Lismolde2, 1st floor, “Zona Industrial Amarela” , in “Porto de Mós” of “Leiria” 

region, “Potugal”. 

The business idea appeared, with the objective to answer to the latent professional 

training needs in the companies on “Leiria” region, 

which is characterized by the high number of industries 

and services; this professional training at the present is 

only available on the two biggest cities in Portugal, 

Lisbon and Porto, making companies spend more 

money and work-time, and the company workers don’t 

see it with good eyes due to the time they spend far 

away from their homes and family. The result is that 

companies don’t improve their workers skills and as a 

result they are not able to improve their performance 

(Exhibit I). 

The huge number of unemployment, people that need to acquire new skills in order to 

be able to be more capable to get a job, in total on this region in 2009 is expected a number 

of 68.158 people unemployed (Exhibit II).  

Other important reason was to use the entire first floor of Lismolde2 facilities, that at 

the moment are undervalue, due to the low 

company needs of those, so our proposal was 

to rent it, with “all included system”, electricity, 

water, etc… and they can use them also 

whenever they want according to our room 

availability without any costs for them (the rent 

contract should be on the Appendix, but it is in 

Portuguese, the rent cost is 400€ per month for 

6 years). 
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 “Learn today to lead tomorrow” is the most important guideline for Ahpla, 

making part of Ahpla mission statement; it represents the importance of the 

professional training of the workers in order to make a company successful in its 

business, and also for the person itself to achieve success on its own life and career.  

Ahpla mission statement:  

 “Learn Today to Lead Tomorrow” 

 “Excellency in the Reputation”  

 “To be part of something special” 

 “We are in the market to answer the companies professional training needs 

with the objective to improve their performance and efficiency, being all our 

actions evaluated by the achievement of this objective” 

 “Ahpla diploma is synonym of high quality professional training and 

capabilities acquisition” 

As stated before, Ahpla will bring capabilities to the region that are only accessible in 

Lisbon and Porto. In order to do that, it developed several partnerships, with specialized 

companies with high reputation on their core areas. 

 



 

 
 

 
 
 

 
 
 

 
Aprender Hoje Para Liderar Amanhã 

 
Translation: Learn today to lead tomorrow 
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Ahpla – Learn today and Lead tomorrow 
Zona Industrial Amarela 

2480-051 Porto de Mós, Portugal 

+(351) 244 098 143 

www.ahpla.pt 

 

Entrepreneurs:  
Miss. Cátia Ruivo 

Miss. Sandra Ruivo 

Email: info@ahpla.pt  

 
Description of business: 
Ahpla has as main objective to provide to the market professional training in the most 

diverse areas, answering the company needs. 

 

Financing: 
Initial financing, will be 6000€, provided by the entrepreneurs, along the year it will be 

necessary to loan 1200€. This money will cover all the logistical and marketing and 

promotion activities.  

 

 

This Business Plan is confidential and is property of the co-owner listed above. It is 

intended for use only by the persons to whom it is transmitted, and any reproduction or 

divulgence of any of contents without the prior written consent of the company is 

prohibited.  
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1.0 Executive Summary 
Ahpla is a specialized company in training and consulting; with headquarter on the 

building of Lismolde2, 1st floor, “Zona Industrial Amarela” , in “Porto de Mós” of “Leiria” region, 

“Potugal”. 

The business idea appeared, with the objective to 

answer to the latent professional training needs in the 

companies on “Leiria” region, which is characterized by the 

high number of industries and services; this professional 

training at the present is only available on the two biggest 

cities in Portugal, Lisbon and Porto, making companies 

spend more money and work-time, and the company 

workers don’t see it with good eyes due to the time they 

spend far away from their homes and family. The result is 

that companies don’t improve their workers skills and as a 

result they are not able to improve their performance 

(Exhibit I). 

The huge number of unemployment, people that need to acquire new skills in order to be 

able to be more capable to get a job, in total on this region in 2009 is expected a number of 

68.158 people unemployed (Exhibit II).  

Other important reason was to use the entire first floor of Lismolde2 facilities, that at the 

moment are undervalue, due to the low company needs of those, so our proposal was to rent it, 

with “all included system”, electricity, water, 

etc… and they can use them also whenever 

they want according to our room availability 

without any costs for them (the rent contract 

should be on the Appendix, but it is in 

Portuguese, the rent cost is 400€ per month for 

6 years). 
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 “Learn today to lead tomorrow” is the most important guideline for 

Ahpla, making part of Ahpla mission statement; it represents the importance of the professional 

training of the workers in order to make a company successful in its business, and also for the 

person itself to achieve success on its own life and career.  

Ahpla mission statement:  
 “Learn Today to Lead Tomorrow” 

 “Excellency in the Reputation”  

 “To be part of something special” 

 “We are in the market to answer the companies professional training needs with 

the objective to improve their performance and efficiency, being all our actions 

evaluated by the achievement of this objective” 

 “Ahpla diploma is synonym of high quality professional training and capabilities 

acquisition” 

As stated before, Ahpla will bring capabilities to the region that are only accessible in 

Lisbon and Porto. In order to do that, it developed several partnerships, with specialized 

companies with high reputation on their core areas. 

Partnerships developed up to now:  
 P&A Consulting, headquarters in Porto and Spain, with capabilities in the areas of the 

Leadership, Strategy and Planning, Engineering and Quality tools, Organization and 

Industrial Efficiency;  

 More Institut specialized in “Coaching” and “PNL (Neuro Linguistic programming)”;  

 Unilco consulting, with 15 years of experience in only consulting family companies;  

 Media Glam & Events in the area of the organization and management of events  

 Institute of Linécole – specialized in foreign languages.  

The partnerships brings to ahpla credibility and high quality professional training and 

allows our costumers to benefit from their expertises, that on other way, would not be accessible 

to them, either for geographic and/or finance reasons.  

Ahpla will cover a wide range of professional training in the most diverse areas: as 

Accounting; Finances; Management; Marketing; Sales; Human resources; Law; Tourism; 

Services; Security, Hygiene and Health in the Work; Coaching; Foreign Languages; Quality; 

Environment, and others; offering several options and specializations. These areas either will be 

cover by the specialized partners or specialized individuals in its areas that were chosen by 

Ahpla Board after several interviews, references and recommendations letters.  
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Ahpla already has associated companies, which will send their 

workers for professional training and will benefit with 10% discount, companies like: 

Construções Pragosa, Agroapoio, Herbum, LismoldeGroup, CSOutdoors, CSPrint, Vidigal 

Wines, Pacoal, TopCut, System 4, among others.  

To be Ahpla associate it is not necessary any contractual and finance commitment, the 

only thing is to make a first registration and automatically the company acquires the associate 

statute and benefits from the discounts, registrations priorities, among others. This benefit is 

given to the companies for the preference in our services, intending to create a reliable relation 

and partnership with our customers, for the qualification of their human resources”.  

Having in account constant update of contents and concepts, one of first initiatives of 

Ahpla goes by organizing a conference in partnership with consulting Company Unilco, with the 

theme: “The generational transition and the mistakes that are associated to it”, restricted to 

family companies. This conference has as objective, to alert for this theme of the transition of 

generations in the companies, focusing in success company generation transition case studies 

and the projection of a DVD with real case study “Mistakes on generation transition”, later will 

happen a debate between the assistants and moderators, offering the possibility for the 

companies responsible to make their questions to specialized professionals on this subject.  

The business co-owners are Cátia Ruivo and Sandra Ruivo, both are part of Lsimolde2 

Board, on that company, besides being part of the board, witch of them is responsible for one 

department, Sandra the finance Department and Cátia the Commercial and Marketing 

Department. 

The initial financing, will be 6000€, provided by the entrepreneurs, along the year it will 

be necessary to loan 1200€. This money will cover all the logistical and marketing/promotion 

activities, the income expect will be negative on the first year, but on the second year we expect 

to have an income of 3.032€ and in 3 years we expect an Income of 15.433€. 

 

                2010     2011 2012 2013 2014 20…. 

Income -956  3.032  8.243    15.433      24.875       38.655  
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2.0 Industry Analysis 

2.1 Future Outlook and Trends   
 

Also the growth of the unemployment rate, creates a competitiveness between people, 

either to get new capabilities different from theirs expertise area or to standout when compared 

with other applicants for the same job. 

Due to the markets globalization we believe that the companies need to improve their 

competitiveness and their performance in order to face competitors that relay on low labour 

costs and no human labour conditions. As the biggest challenge in companies is to develop 

their core competences, they are only able to do it if they have people that bring add-value to 

their core business, either with new/improve products or services but also with new/improved 

processes. 

 

2.2 Analysis of Competitors  
 
An Assessment of Competitor Marketing Strategies and Strengths and Weaknesses 

 Know How Nerlei Consenso 

Pr
od
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r 
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es

 

Their strategy is to give 
training that is financed 
by de government, that 
way they are allowed to 
give training without any 
cost for the Client. 
 

Since They are the 
“Leiria Company 
Association”, their 
strategy is to fulfill all 
training areas possible 
that would be needed 
by our different industry 
needs.  

Besides giving financed 
training as the main roll 
of training, only for 
people with maximum 
“9ºAno”. 
They specialized them 
self on Human 
Resources Consulting. 

Pr
ic

in
g 

St
ra

te
gi

es
 Financed Training allows 

them to have more 
competitive prices 
(0,00€), compared with 
non financed training. 

Besides the financed 
training, they try to 
practice lower prices 
compared with other 
training companies.  

They make their prices 
according their 
competitors. 
Making a price that can 
be competitive.  
 

D
is

tr
ib

ut
io

n 
St

ra
te
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es

 They don’t have any 
distribution strategies, 
they simply give their  
Training in their facilities. 
 
 

They have facilities on 
strategic cities of the 
center region, which 
are: Leiria, Porto de 
Mós e Alcobaça. 

They don’t have any 
distribution strategies, 
they simply give their  
Training in their facilities. 
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 They promote their 
service in Newspaper 
and their web site with 
the list of training they 
have. 

They promote their 
service in Newspaper 
and magazines and 
their web site with the 
list of training they 
have. 

They like to promote their 
services thru Newspaper, 
magazines, their web 
site, and at exhibits about 
Educations and 
employment.    

St
re

ng
th

s 
an

d 
W

ea
kn

es
se

s 

They are allowed to give 
financed training without 
any cost for de 
Customer; 
But on the other hand, 
this type of financed 
training can only be 
given to people with low 
qualifications. As for, are 
not so intellectual 
demanding.  
Also lot of Training 
companies have 
financed training, that 
are only for low qualified 
people, and forget that 
are a lot of unemployed 
High qualified people, 
how wants to learn other 
business or area.  
    
 
 
 

The roll of training 
programs that they 
have, that could better 
satisfy our market 
needs. The strategic 
facilities, allow clients to 
make less distances. 
Because the trainings 
have low prices, they 
are forced to have a lot 
of students on the 
same class, losing the 
quality of the training. 

They are allowed to give 
financed training without 
any cost for de 
Customer, and to give a 
specialized consulting 
service in human 
resources to our 
company’s, as most of 
them don’t have their 
own Human Resources 
department.  
On the Other hand, a lot 
of Training companies 
have financed training, 
that are only for low 
qualified people, and 
forget that are a lot of 
unemployed High 
qualified people, how 
wants to learn other 
business or area.     
Also is a risk for the 
company to only be 
specialized in human 
resources consulting, 
since our industry in the 
region center has a lot of 
medium and small 
companies that in periods 
of crises wont spent 
money in this services, 
they rather do it them 
self’s, although knowing 
that they don’t have the 
right qualifications.   
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3.0 Description of Venture 
 

3.1 Mission Statement   
Ahpla mission statement:  
 

 “Learn Today to Lead Tomorrow” 

 

 “Excellency in the Reputation”  

 

 “To be part of something special” 

 

 “We are in the market to answer the companies professional training needs with 

the objective to improve their performance and efficiency, being all our actions 

evaluated by the achievement of this objective” 

 

 “Ahpla diploma is synonym of high quality professional training and capabilities 

acquisition” 

 

3.2 Service – Professional training and others 
 

 As stated before, Ahpla will bring capabilities to the region that are only accessible in 

Lisbon and Porto. In order to do that, it developed several partnerships, with specialized 

companies with high reputation on their core areas. 

 

Partnerships developed up to now:  
 

 P&A Consulting, headquarters in Porto and Spain, with capabilities 

in the areas of the Leadership, Strategy and Planning, Engineering 

and Quality tools, Organization and Industrial Efficiency; 

www.grupo-pya.com 
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 More Institut specialized in “Coaching” and “PNL (Neuro Linguistic programming)”; 

(Exhibit III).  www.more-institut.com 

 

 

 

 

 

 Unilco consulting, with 15 years of experience in only consulting family companies; 

www.unilco.com  

 

 

 

 

 

 Media Glam & Events in the area of the organization and management of events; 

www.mediaglamevents.com 

   

 

 

 

 

 Institute of Linécole – specialized in foreign languages. www.linecole.pt  
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The partnerships brings to ahpla credibility and high quality professional training and 

allows our costumers to benefit from their expertises, that on other way, would not be accessible 

to them, either for geographic and/or finance reasons.  

 

Ahpla will cover a wide range of professional training in the most diverse areas: as 

Accounting; Finances; Management; Marketing; Sales; Human resources; Law; Tourism; 

Services; Security, Hygiene and Health in the Work; Coaching; Foreign Languages; Quality; 

Environment, and others; offering several options and specializations. These areas either will be 

cover by the specialized partners or specialized individuals in its areas that were chosen by 

Ahpla Board after several interviews, references and recommendations letters.  

Ahpla already has associated companies, which will send their workers for professional training 

and will benefit with 10% discount, companies like: Construções Pragosa, Agroapoio, Herbum, 

LismoldeGroup, CSOutdoors, CSPrint, Vidigal Wines, Pacoal, TopCut, System 4, among 

others.  

 

To be Ahpla associate it is not necessary any contractual and finance commitment, the 

only thing is to make a first registration and automatically the company acquires the associate 

statute and benefits from the discounts, registrations priorities, among others. This benefit is 

given to the companies for the preference in our services, intending to create a reliable relation 

and partnership with our customers, for the qualification of their human resources”.  

 

Having in account constant update of contents and concepts, one of first initiatives of 

Ahpla goes by organizing a conference in partnership with consulting Company Unilco, with the 

theme: “The generational transition and the mistakes that are associated to it”, restricted to 

family companies. This conference has as objective, to alert for this theme of the transition of 

generations in the companies, focusing in success company generation transition case studies 

and the projection of a DVD with real case study “Mistakes on generation transition”, later will 

happen a debate between the assistants and moderators, offering the possibility for the 

companies responsible to make their questions to specialized professionals on this subject.  
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3.3 Business location, equipment and personal 
 

Headquarter on the building of Lismolde2, 1st floor, “Zona Industrial Amarela” , in “Porto 

de Mós” of “Leiria” region, “Potugal”. 

Brand new facilities with two lecture rooms one prepared to be a lecture rrom and the 

other a training room, but the lecture 

can be also prepared into a training 

room. 

We have data shows and 

sound systems to assist all the 

training courses and other activities. 

Also outside is available a parking 

place with a security guard, all 

available within the rent contract with 

Lsimolde2. 

The personal is composed by 

Miss. Angela; her superior training is in “Social Education and Human Resources” that prepares 

all the necessary logistical issues, all the other personal involved will be the lecturers that are 

subcontract.  

 

3.4 Background of the entrepreneurs 
 
As entrepreneurs, Cátia and Sandra, don’t have any background in professional training 

and consulting companies, but they have the experience to start a company from scratch, 

together with one more person, they start up Lismolde2, www.lismolde2.pt , specialized 

company in plastic injection tooling, now with 5 years, started with 250.000€ sales, with 8 

workers and this year the sales forecast is 2.000.000€ and has 25 workers.  Cátia has a degree 

in Management and Industrial Engineer and dong an MBA on Entrepreneurship and Innovation, 

Sandra has a degree on Economy and his doing a Master on Finance. Cátia is 29 years old and 

Sandra 25. 
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4.0 Operational Plan 

4.1 Description of company’s operation   
 

The training plan for the year is made in the perspective of semester. Like the example 

on the Table 

Table: Year 2010 

Jan. Feb. Mar. Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. 

 

First of all, we make a market research to find out the qualifications needs of our industry 

and population, than we define along with our selected trainer the programs of our training roll. 

This Program should contain the Objectives, Program, Duration, “Target public” and Price of the 

training. You can see an example (Exhibit IV).  

One month before each semester we start planning the training for the next one, to gives 

as time to prepare the correct promotion of the training roll. When the plan is being made we 

should pay attention to: 

 The availability of the class rooms; 

 The availability of the Trainers; 

 Schedule the training that allows most of our possible costumers to participate. 

 

Delineated the Training plan for the semester, we start building our spreading strategy, 

to get more registrations on the trainings. 

The training can only begin with a minimum of eight students, if not; we have to cancel or 

postponed the schedule.   
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4.2 Flow of orders for services 

 
The steps involved in this business transaction are: 

First Step 
We received the registration of costumers (they have to fill in a form; Exhibit V) and we 

contact them to confirm that we have received it.  

Second Step 
When we have the minimum registrations for the training, we contact our clients to 

inform that the realization of the training is confirmed. And that they can make the payment. 

Third Step 
The third step is to get prepared the course dossier, where contains all the material and 

information necessary for the good quality of Training class.  

Fourth Step 
On the first, middle and last day of the Training, there would be our responsible 

employee for all the training, to make shore that everything is ok, with the satisfaction of ours 

clients. 

Fifth Step   
At the last day of training, the students are tested to see if they had assimilated the skills 

developed during the course.   

Also is given to our clients a form (Exhibit VI) for them to evaluate their satisfaction and quality 

of the training and to demonstrate if they are interested in any other training courses.  

Sixth Step 
Finally, after the Trainer analyses each student, AHPLA will emit a professional 

certificate of the training course (Exhibit VII). 

Also the Companies that send workers to our professional Training courses, will receive, a 

document with the performance and attitude of their employees during the course (Exhibit VIII).  

 

 
 



 

 - 15 - 

 

5.0 Marketing Plan 
 

5.1 Pricing 
 
The Price for Ahpla Training courses is established by: 

 

• The prices of ours competitors; 

 

• The purchasing power of our potential customers; 

 

• According to our operational costs. 

 

We want to place ourselves with one of the best price in the Market, but with the best 

Quality. Due to advantage we have by not having almost any fixed costs we are able to put 

ourselves on a very good price level, when compare to our competitors, here it is an example 

how we d it: 

 

 

  Competitor 1 Competitor 2 Competitor 3 Ahpla 

English training 
course 30h 180 € 160 € 140 € 150 € 
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5.2 Promotion 
 
 

First it was develop a logo and the website: www.ahpla.pt. To make the company known 

to the market companies and normal citizens, two flyers were developed; you can see 

underneath, the objective of this is to distribute them on the official post-offices in the region, on 

two different parts of the year, the first in September and the second in February, we produce 

two in order to offer the costumer a different product showing that we are always innovating. 

Other communication tool was the big poster, named: Outdoor, on the street, we choose three 

target cities, Leiria, Batalha and Alcobaça, it will stay there for 2 months September and 

October. Also we make a market research and gather companies email database and send out 

a email to ask if they would like to receive our newsletter. 

 

Outdoor: 
With the slogan: “Training and consulting in Porto de Mós”, plus “Invest on the future”, 

our website www.ahpla.pt and our discount for the first enrolments. 
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Flyer for the first half of the year: 
 
Two pages, this is the front and the back, on the front we have the slogan “Invest on the 

futures” and 10% discount for the first enrolments, on the back is the address a map and the 

contacts. 
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Inside pages, one say what is Ahpla all about and the advantaged to take a course in 

Ahpla, the other one is all the list of all the courses, with timings, schedules and prices. 
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Flyer for the second half of the year: 

 

Front page, with slogan “Invest on the Future” and discounts for groups: 
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Back page, with course list, timings, schedule and price: 
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5.3 Sales forecast  
 
 
 

The sales forecast of our training courses, were based on our facilities capacity, our 

population density and based on our services that any other competitor in our region doesn’t 

have. 

 

At the first year, our sales forecast of 28.000€, was due to the fact of having two Training 

rooms available since 8ham till 11hpm, all days of the week included Saturdays and Sundays. 

This means we can give two training courses at the same hour. 

 

Our perspective in the first year is not very optimistic, since the market is still recovering 

very slowly of this crisis and Ahpla as a new company is not very known in the market, so we 

predict to have at least two training courses each month, knowing that July and August are the 

quietest months. The next year, we predict a grow rate of 15% of our sales forecast, it means 

giving three courses per month. On the next years, we predict a growth of 20% each year, as 

the Portuguese market should already be recovered of the present crisis. 

 

Also the sales forecast of our consulting service is not very optimistic, mainly because it 

a service, that you should have already a good background, to make good business. 

So, our perspective is to star with consulting services for small company´s, mainly in human 

resources and Marketing. We think that in a year, we could already have better perspectives, 

after winning the trust of our industrial market, and will grow more on the next years. 
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Business Volume (Sales Forecast) AHPLA Lda.           
 

  2010 2011 2012 2013 2014 2015 

Inflation Rate Prices       3,00% 3,00% 3,00% 3,00% 3,00% 

 
Services (Sales)- Nacional Market    2010 2011 2012 2013 2014 2015 

Professional training Courses    28.000 32.200 38.640 46.368  55.642  66.770 

Growth Rate of Professional Training Courses        15,00% 20,00% 20,00% 20,00% 20,00%

Consulting   4.000 5.000 6.750 9.450  13.703  21.924 

Growth Rate of Consulting        25,00% 35,00% 40,00% 45,00% 60,00%

              

TOTAL  32.000 37.200 45.390 55.818  69.344  88.694 
 

TOTAL SERVICES (SALES) – NACIONAL MARKET 32.000 37.200 45.390 55.818  69.344  88.694 

TOTAL SERVICES (SALES) 32.000 37.200 45.390 55.818  69.344  88.694 

TAXES (IVA) 20% 6.400 7.440 9.078 11.164  13.869  17.739 

        

TOTAL BUSINESS VOLUME 32.000 37.200 45.390 55.818  69.344  88.694 

        

TAXES - IVA 6.400 7.440 9.078 11.164  13.869  17.739 

        

TOTAL BUSINESS VOLUME + TAXES (IVA) 38.400 44.640 54.468 66.982  83.213  106.433 
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Board 
Sandra Ruivo 
Cátia Ruivo 

Finance 
Department 

(Sandra Ruivo) 

Finance 
(Sandra Ruivo) 

Account 
(Rui Ferreira) 

Commercial 
Department 

(Cátia Ruivo) 
 

Marketing 
and Publicity

Communication  
 

Sales  
Department 

(Ângela Simões) 

Pricing and 
Quotations 

Services 

Consulting Professional 
training 
courses 

Workshops  
 

Specialized 
seminars 

Public Relations 
Department 

(Ângela Simões) 
 

 

6.0 Organization 

6.1 Form of ownership 
 
The company will be divided by shares, 50% for each entrepreneur. 

6.2 Roles and responsibilities of members of organization 
 
Total: 4 members in the company, Cátia Ruivo, Sandra Ruivo, Ângela Simões and Rui Ferreira. 
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7.0 Assessment of Risk  

7.1 Evaluation of weaknesses 
 
First of all, one of our biggest weaknesses, is being knew in the market, since this kind of 

service such as consulting and professional training courses are based on quality, trust on the 

market. Witch we still don’t have compared with our competitors. 

Since we are a starting knew in the market, the first year will be very difficult to be able to give 

Training courses financed by the government like our competitors, AHPLA have to make a 

dossier with a presentation of our company and specify our roll of training courses, that has to 

be certificate by the responsible authority of professional training in Portugal7.2 Contingency 

plan. 
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8.0 Financial Plan 

8.1 Pro forma income statement and Assumptions 
Our Pro forma income statement was first of all based on our predicted business volume and 

our associated cost combined with our ºperspective growth for the continuing years. 

We have predicted our operating expenses and Humana Resources expenses (Exhibit VIII), to 

determinate our income statement. As we can see, in the first year our net income will be 

negative, but in the following years the net income will be positive.  

Pro Forma Income Statement AHPLA Lda.           
 
    2010 2011 2012 2013 2014 2015 
Business Volume                
Services    32.000 37.200 45.390 55.818  69.344  88.694 

Total Business Volume  32.000 37.200 45.390 55.818  69.344  88.694 

Variable costs (FSE – Operating expenses)    22.620 23.299 23.998 24.717  25.459  26.223 

Gross Profit   9.380 13.901 21.392 31.101  43.885  62.471 

%   29% 37% 47% 56% 63% 70%

Fixed Costs  (FSE – Operating expenses)   360 371 382 393  405  417 

Economic Results    9.020 13.531 21.011 30.707  43.480  62.054 

Taxes                

Human Resources Costs     9.630 9.436 9.624 9.817  10.013  10.214 

% Business Volume     30% 25% 21% 18% 14% 12%

Other Operational Costs                 
Other Operational Benefits                 

EBITDA -610 4.095 11.386 20.890  33.467  51.840 

Depreciation     346 371 396 313  300  300 
Provisions                 

EBIT -956 3.724 10.990 20.578  33.167  51.540 

Finance Costs             0  0 

Finance Benefits     0     0      

Finance Result    0     0  -0  -0 

Not predicted costs                 

Not predicted Benefits                

Net Income Before Taxes   -956 3.724 10.990 20.578  33.167  51.540 

Income taxes       692 2.748 5.144  8.292  12.885 

Net Income -956 3.032 8.243 15.433  24.875  38.655 

   -956     

% Net Income  -3% 8% 18% 28% 36% 44%
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8.2 Cash flow projections and Break-even analysis 
 
The Pay Back period, means the necessary time for our Accumulated Cash Flows to equal our 

initial investment. As we can see, our Pay Back period is one year. 

 
Operational Cash Flow AHPLA Lda.           
 
 FREE CASH FLOW   2010 2011 2012 2013 2014 2015 
               
Operational Income (EBIT) x (1-IRC)   -717 2.793 8.243 15.433 24.875 38.655

Depreciation     346 371 396 313 300 300

    -371 3.164 8.638 15.746 25.175 38.955

Investment / Uninvestment em Fundo Maneio                
   Fundo de Maneio   -566 -214 -362 -472 -626 -915

        

Exploration CASH FLOW    -937 2.950 8.277 15.273 24.549 38.040

         
Investment / Uninvestment on Fixed assets                 

   Fixed Assets    -1.475 -100 -100 -100 -100 -1.100

         

Free cash-flow      -2.412 2.850 8.177 15.173 24.449 36.940

         

Accumulated CASH FLOW     -2.412 438 8.615 23.789 48.238 85.177

 
Pay Back period   1 Year      
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8.3 Pro forma balance sheet 
 
Pro Forma Balance Sheet AHPLA Lda.           
 

    2010 2011 2012 2013 2014 2015 
Assets           

Fixed Assets            

Imobilizado Incorpóreo   325 325 325 325 325 325

Imobilizado Corpóreo   1.150 1.250 1.350 1.450 1.550 2.650

Accumulated Amortization   346 717 1.112 1.425 1.725 2.025

Existences             

Créditos de curto prazo           

Costumer debt     3.200 3.720 4.539 5.582 6.934 8.869

Current Assets    600 600 600 600 600 600

Total Assets   4.929 5.178 5.702 6.532 7.684 10.419

        
Owner’s Equity          

Owner’s Equity   6.000 6.000 6.000 6.000 6.000 6.000

Suprimentos   1.200 1.700 1.700 1.700 1.700 1.700

Retained earnings      -956 2.076 10.319 25.752 50.627

Net income    -956 3.032 8.243 15.433 24.875 38.655

Total Owner’s Equity 6.244 9.776 18.019 33.452 58.327 96.982

        
Liabilities               

Provisão para impostos               
Current Liabilities             

Accounts Payable      2.186 2.252 2.319 2.389 2.460 2.534
Government expenses     1.048 1.981 4.426 7.324 11.127 16.666

TOTAL Liabilities 3.234 4.233 6.745 9.713  13.587  19.200 

        

TOTAL Liabilities + Owner’s Equity 9.478 14.009 24.764 43.165  71.914  116.182 
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8.4 Sources of funds 
 
Financial Plan AHPLA Lda.           
 

    2010 2011 2012 2013 2014 2015 
ORIGENS DE FUNDOS         

Meios Libertos Brutos   -610 4.095 11.386 20.890 33.467 51.840

Owners Equity   6.000        

Empréstimos Obtidos           

Desinvest. em Capital Fixo           

Desinvest. em FMN           

Owners Loan   1.200 500       

Proveitos Financeiros   0   0    

          
Total  6.590 4.595 11.386 20.890 33.467 51.840

APLICAÇÕES DE FUNDOS         

Investment on fixed Assets   1.475 100 100 100 100 1.100

Investment on cash   566 214 362 472 626 915

Imposto sobre os Lucros      692 2.748 5.144 8.292

Pagamento de Dividendos            

Reembolso de Empréstimos           

Encargos Financeiros        0 0

          
Total das Aplicações 2.041 314 1.154 3.320 5.870 10.307

Saldo de Tesouraria Anual 4.549 4.281 10.232 17.570 27.596 41.533
Saldo de Tesouraria Acumulado 4.549 8.830 19.063 36.633 64.229 105.763
Aplicações / Empréstimo Curto Prazo 0   0 0 0
Soma Controlo 4.549 8.830 19.063 36.633 64.229 105.763
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Blue- Sales 

Pink - Profit 

Yellow – fixed costs 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Blue- Sales 
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Exhibits 
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Exhibit I- Static data from Active personnel on the center region 

 

Source data: www.ine.pt – Statistics Portugal institute 
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Exhibit II- Static data from unemployment on the center region 
 

 

 

 

 

 

Source data: www.iefp.pt – Portugal institute for employment 
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Exhibit III- Partnership Protocol between Ahpla and More Institut 
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Exhibit IV- The Program Form that should be presented to our target public 
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Exhibit V- Enrolment form  
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Exhibit VI- Evaluation Form of the Training Course   
 
First page:  Point 1 – Student Personal Information 
                   Point 2 – Company Information 
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Second page:  Point 3 – Information about the difficulties that the student has during is professional and 
private life. 
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Third page:  Point 4 – Student Evaluation towards Ahpla 
                     Point 5 – Student Evaluation towards the course made. 
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Fourth and fifth page:  Point 6 – Student Evaluation towards potential courses that they would like to 
participate in the future 
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Sixth page:  Point 7 – General information 
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Exhibit VII- Ahpla Professional Certificate  
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Exhibit VIII- Ahpla Evaluation Report for the company 
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Exhibit IX- Operating Expenses 
 
Operating Expenses  AHPLA Lda.           
 

          2010 2011 2012 2013 2014 2015 
Nº Months          12  12  12  12  12  12  

Growth Rate             3,00% 3,00% 3,00% 3,00% 3,00% 

 
  Rate IVA FC VC Monthly Value 2010 2011 2012 2013 2014 2015 

Subcontractors  20%   100% 1.000 12.000 12.360 12.731 13.113  13.506  13.911 

Fuel  20%   100% 50 600 618 637 656  675  696 

Books and Technical Docum. 20%   100% 10 120 124 127 131  135  139 

Office expenses 20% 80% 20% 20 240 247 255 262  270  278 

Costumer Gifts 20%   100% 5 60 62 64 66  68  70 

Rent  20%   100% 400 4.800 4.944 5.092 5.245  5.402  5.565 

Communication 20% 70% 30% 15 180 185 191 197  203  209 

Commissions’      100% 100 1.200 1.236 1.273 1.311  1.351  1.391 

Bureaucratic expenses   20%   100% 5 60 62 64 66  68  70 

Repairs and conservation  20% 70% 30% 5 60 62 64 66  68  70 

Advertising    20%   100% 300 3.600 3.708 3.819 3.934  4.052  4.173 

Other operating expenses 20%   100% 5 60 62 64 66  68  70 

TOTAL OPERATING EXPENSES (FSE) 22.980 23.669 24.379 25.111  25.864  26.640 

           
           

OPERATING EXPENSES (FSE) – FIXE COSTS (FC) 360 371 382 393  405  417 

           
OPERATING EXPENSES (FSE) – VARIABLE COSTS (VC) 22.620 23.299 23.998 24.717  25.459  26.223 

           
TOTAL OPERATING COSTS (FSE) 22.980 23.669 24.379 25.111  25.864  26.640 

           
TAXES (IVA) 3.252 3.350 3.450 3.554  3.660  3.770 

           
OPERATING EXPENSES (FSE) + TAXES (IVA) 26.232 27.019 27.830 28.664  29.524  30.410 
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Exhibit X- Salaries Expenses 
 
 
Salaries Expenses  AHPLA Lda.           
 

      2010 2011 2012 2013 2014 2015 
Nº Months      14  14  14  14  14  14  

Annual Inflation (Salaries+ Worker meal costs)      2,00% 2,00% 2,00% 2,00% 2,00% 

 
Category N.º of employees Monthly average salary       

Manager       1  450  6.300 6.426 6.555 6.686  6.819  6.956 

                  

Total Remuneration   1    6.300 6.426 6.555 6.686  6.819  6.956 
 

Other costs with employees   2010 2011 2012 2013 2014 2015 
Social Security                  

Employees     23,75% 1.496 1.526 1.557 1.588  1.620  1.652 
Work accidents insurance      1% 63 64 66 67  68  70 

Worker meal costs     126,50 1.771 1.419 1.448 1.477  1.506  1.536 

TOTAL OTHER COSTS WITH EMPLOYEES  3.330 3.010 3.070 3.131  3.194  3.258 
 

TOTAL SALARIES EXPENSES  9.630 9.436 9.624 9.817  10.013  10.214 
 

RESUME BORD 2010 2011 2012 2013 2014 2015 
Salaries                  

Employees      6.300 6.426 6.555 6.686  6.819  6.956 
Social Security     1.496 1.526 1.557 1.588  1.620  1.652 
Work accidents insurance        63 64 66 67  68  70 
Worker meal costs       1.771 1.419 1.448 1.477  1.506  1.536 

TOTAL SALARIES EXPENSES 9.630 9.436 9.624 9.817  10.013  10.214 

         
         

Retained Employees Taxes              
Retained Social Security employee                  

Employees      11,00% 693 707 721 735  750  765 
Retained Tax –IRS( employees income tax)        15,00% 945 964 983 1.003  1.023  1.043 

TOTAL Retained  1.638 1.671 1.704 1.738  1.773  1.808 
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Exhibit XI- Financial Indicators 

Financial Indicators AHPLA Lda.           
 

INDICADORES ECONÓMICOS 2010 2011 2012 2013 2014 2015 
Taxa de Crescimento do Negócio   22% 23% 24% 28%

Eficiência Operacional  12% 33% 60% 93% 141%

Margem Operacional das Vendas  10% 24% 37% 48% 58%

Rentabilidade Líquida das Vendas  8% 18% 28% 36% 44%

Peso dos Custos c/Pessoal nos PO  25% 21% 18% 14% 12%

       

INDICADORES ECONÓMICOS - FINANCEIROS 2010 2011 2012 2013 2014 2015 

Return On Investment (ROI)  59% 145% 236% 324% 371%

Rendibilidade do Activo  72% 193% 315% 432% 495%

Rendibilidade dos Capitais Próprios (ROE)  31% 46% 46% 43% 40%

Rotação dos Capitais Próprios  381% 252% 167% 119% 91%

       

INDICADORES FINANCEIROS 2010 2011 2012 2013 2014 2015 
Autonomia Financeira  189% 316% 512% 759% 931%

Solvabilidade Total  231% 267% 344% 429% 505%

Endividamento Total  82% 118% 149% 177% 184%

Endividamento ML Prazo  0% 0% 0% 0% 0%

       

INDICADORES DE LIQUIDEZ 2010 2011 2012 2013 2014 2015 
Liquidez Geral  102% 76% 64% 55% 49%

Liquidez Reduzida  102% 76% 64% 55% 49%

       

ANÁLISE DO EQUILÍBRIO FINANCEIRO 2010 2011 2012 2013 2014 2015 

Capitais Permanentes  9.776 18.019 33.452 58.327 96.982

Activo Fixo  858 563 350 150 950

FUNDO DE MANEIO LÍQUIDO  8.918 17.456 33.102 58.177 96.032

Necessidades Cíclicas  3.720 4.539 5.582 6.934 8.869

Recursos Cíclicos  2.252 2.319 2.389 2.460 2.534

NECESSIDADES FUNDO DE MANEIO  1.468 2.220 3.193 4.474 6.335

Tesouraria Activa  600 600 600 600 600

Tesouraria Passiva  1.981 4.426 7.324 11.127 16.666

TESOURARIA LÍQUIDA  -1.381 -3.826 -6.724 -10.527 -16.066

         
CONTROLO : TRL = FML - NFM  7.449 15.236 29.909 53.703 89.697

         
Variação do FML   8.538 15.646 25.075 37.855

Variação das NFM   751 973 1.281 1.861

Variação da TRL   -2.445 -2.898 -3.802 -5.539

       

INDICADORES DE RISCO NEGÓCIO 2010 2011 2012 2013 2014 2015 

Margem Bruta  13.901 21.392 31.101 43.885 62.471

Grau de Alavanca Operacional  373% 195% 151% 132% 121%

Ponto Crítico  27.234 22.071 18.886 16.937 15.519

Margem de Segurança  37% 106% 196% 309% 472%
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