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Start Your Staffing Agency Plan Here
You’ve come to the right place to create your staffing agency business plan.
We have helped over 100,000 entrepreneurs and business owners create business plans and many have used them to start or grow their staffing agencies.
Below are links to each section of your staffing agency business plan template:
Next Section: Executive Summary >
Staffing Agency Business Plan FAQs
What is a staffing agency business plan.
A staffing agency business plan is a plan to start and/or grow your staffing agency business. Among other things, it outlines your business concept, identifies your target customers, presents your marketing plan and details your financial projections.
You can  easily complete your staffing agency business plan using our Staffing Agency Business Plan Template here .
What Are the Main Types of Staffing Agency Companies?
There are many types of staffing agency companies. Some staffing agencies will focus on a particular industry, such as clerical jobs. Other staffing agencies focus on executive job placement, while others will offer a wide range of services across all industries. Some even offer human resource functions, such as payroll, benefits administration and risk management.
What Are the Main Sources of Revenue and Expenses for a Staffing Agency Business?
The primary source of revenue for staffing agencies are the fees it charges clients to place them in a job and the revenue it receives from businesses that hire them to find and recruit suitable staff for their business.
The key expenses for a staffing agency business are the costs to market the business, as well as payroll for the support staff. Other expenses will be the rent, utilities, and overhead costs for the physical office space.
How Do You Get Funding for Your Staffing Agency Business Plan?
Staffing agency businesses are most likely to receive funding from banks. Typically you will find a local bank and present your business plan to them. Angel investors and other types of capital-raising such as crowdfunding are other common funding sources. This is true for an employment agency business plan and specialities like a healthcare staffing agency business plan.
What are the Steps To Start a Staffing Agency Business?
Starting a staffing agency business can be an exciting endeavor. Having a clear roadmap of the steps to start a business will help you stay focused on your goals and get started faster.
1. Develop A Staffing Agency Business Plan - The first step in starting a business is to create a detailed staffing agency business plan that outlines all aspects of the venture. This should include potential market size and target customers, the services or products you will offer, pricing strategies and a detailed financial forecast.  
2. Choose Your Legal Structure - It's important to select an appropriate legal entity for your staffing agency business. This could be a limited liability company (LLC), corporation, partnership, or sole proprietorship. Each type has its own benefits and drawbacks so it’s important to do research and choose wisely so that your staffing agency business is in compliance with local laws.
3. Register Your Staffing Agency Business - Once you have chosen a legal structure, the next step is to register your staffing agency business with the government or state where you’re operating from. This includes obtaining licenses and permits as required by federal, state, and local laws. 
4. Identify Financing Options - It’s likely that you’ll need some capital to start your staffing agency business, so take some time to identify what financing options are available such as bank loans, investor funding, grants, or crowdfunding platforms. 
5. Choose a Location - Whether you plan on operating out of a physical location or not, you should always have an idea of where you’ll be based should it become necessary in the future as well as what kind of space would be suitable for your operations. 
6. Hire Employees - There are several ways to find qualified employees including job boards like LinkedIn or Indeed as well as hiring agencies if needed – depending on what type of employees you need it might also be more effective to reach out directly through networking events. 
7. Acquire Necessary Staffing Agency Equipment & Supplies - In order to start your staffing agency business, you'll need to purchase all of the necessary equipment and supplies to run a successful operation. 
8. Market & Promote Your Business - Once you have all the necessary pieces in place, it’s time to start promoting and marketing your staffing agency business. This includes creating a website, utilizing social media platforms like Facebook or Twitter, and having an effective Search Engine Optimization (SEO) strategy. You should also consider traditional marketing techniques such as radio or print advertising. 
Learn more about how to start a successful staffing agency business:
	How to Start a Staffing Agency Business
	How to Open a Staffing Agency Business

Where Can I Get a Staffing Agency Business Plan PDF?
You can download our staffing agency business plan  PDF template here . This is a business plan template you can use in PDF format.
Recruitment agency business plan template
Download this recruitment agency business plan template in PDF or Word format, or tailor it to your project directly in our business plan software.
Discover our recruitment agency business plan template
Our recruitment agency business plan template gives you the structure to write a professional plan.
Not accustomed to writing business plans? Our recruitment agency business template will turn a typically challenging process into a total breeze.
Modelled on a complete business plan of a recruitment agency in Normandy, our template features both the financial forecast and the written part that presents the project, its team, the local market and the business strategy implemented by the management.
Cast your eyes on this template to achieve a better understanding of what your bank and investors would like to see, so that you can create a business plan that meets their expectations.

7 day free trial. No credit card required. Recruitment agency business plan template available with paid plans only.
How to use this recruitment agency business plan template
Edit the recruitment agency business plan template online, or download it.
There are 3 ways to use this template:
	Edit it online: you can adapt this template to your business idea by changing the text or the financial forecast directly in our business planning software
	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


Recruitment agency business plan template content
This template includes a complete recruitment agency business plan example, with a financial forecast and the following sections:
	Executive summary: the executive summary gives the reader a clear and concise overview of your business idea
	Company: this section lays out the structure of your business, including its location, management team and legal form
	Products and services: here, you'll give an overview of the services offered by your recruitment agency (express and classic recruitment services)
	Market analysis: the market analysis is where you’ll demonstrate that there is a strong demand for your recruitment agency through a thorough assessment of the industry (customer profile, hot trends, regulation, competition, etc.)
	Strategy: this section highlights your recruitment agency's game plan when it comes to pricing, marketing and mitigating risks along the way
	Operations: this step lays out your recruitment agency's operational organisation, including the recruitment plan
	Financial plan: the financial plan includes a table of sources & uses (initial funding plan), and complete financial statements (P&L, balance sheet and cash flow statements)
	Appendices: this part provides the opportunity to include multiple financial appendices generated by our software (debt maturity profile, monthly financial statements, financial analysis, etc.)


Executive summary for a recruitment agency business plan
The executive summary gives the reader a clear and concise overview of your business idea.
Our recruitment agency's executive summary is formed of the following subsections:
	Business overview: in this subsection, we outline who the recruitment agency founders are, what legal form they've chosen for the business, and the rationale behind the choice of their location
	Market overview: in this subsection, we summarize the conclusions of the market analysis performed by the recruitment agency's owners and explain what industries (hospitality) and business types (cafes, restaurants, hotels) they aim to target
	Financial highlights: in this subsection, we give an overview of the forecasted financial performance of the recruitment agency over the first 3 years of operation
	Our ask: in this subsection, we outline the amount of financing required to start the recruitment agency and how it's going to be funded (the founders are seeking a bank loan to start their recruitment agency)


Company overview included in our recruitment agency business plan sample
This section lays out the structure of your business, including its location, management team and legal form.
Our recruitment agency business plan template's company section is formed of the following subsections:
	Structure & Ownership: in this subsection, we outline who the recruitment agency's shareholders are and what legal form they've chosen for the business
	Location: in this subsection, we present the area surrounding the location chosen for the business and the layout and main features of the premises
	Management Team: in this subsection, we give an overview of the background of each of the recruitment agency's founders, explain how they met and why they decided to start a company together


Products and services offered by the recruitment agency
The products and services section is where you will present the different types of services offered by your recruitment agency.
In our recruitment agency business plan template products and services section, we cover:
	Express service: characterised by speed, this service aims to help hospitality businesses find skilled replacements last-minute (within 24 hours)
	Classic service: a stock-standard service that helps hospitality businesses find skilled workers on a permanent basis


Market analysis for the opening of the recruitment agency
The market analysis is where you’ll demonstrate that there is a strong demand for your products and services through a thorough assessment of the industry (customer profile, hot trends, regulation, competition, etc.)
Our recruitment agency business plan example's market analysis section is formed of the following subsections:
	Demographics and Segmentation: in this subsection, we explore the market in depth. We look at the supply and demand sides both at the national and local level, analyse the hot trends perceived by the founders, and the key statistics that will help the founders build their positioning
	Target market: in this subsection, our founders explain who they view as their ideal customers (our recruitment agency business plan template targets cafes, hotels and restaurants)
	Competition: in this subsection, we take a look at the direct (independent recruitment agencies nearby) and indirect (other ways of hiring staff) local competition to ensure we have a differentiated positioning and that the market is large enough to accommodate the arrival of a new recruitment agency
	Regulation: in this subsection, we give an overview of the main regulation applicable to our recruitment agency


Setting the strategy for our recruitment agency
This section highlights the company's game plan when it comes to pricing, marketing and mitigating risks along the way.
Our recruitment agency business plan template strategy section is formed of the following subsections:
	Pricing: in this subsection, we explain how we set the prices of our main categories of services (express and classic recruitment) and the rationale behind our choice
	Marketing plan: in this subsection, we explain what action we'll put in place to build awareness and loyalty among our recruitment agency customers
	Milestones: in this subsection, we give an overview of the main goals we set for ourselves for the next 3 years
	Risks and Mittigants: in this subsection, we perform an assessment of the medium and long-term risks that could jeopardize the financial viability of our recruitment agency and outline how we intend to mitigate them


Operations section of the recruitment agency business plan template
This part lays out the company's operational organisation, including the recruitment plan.
Our recruitment agency business plan operations section is formed of the following subsections:
	Personnel plan: in this subsection, we explain what our opening hours will be and explain the responsibilities of each of staff member in our recruitment agency
	Key assets and IP: in this subsection, we list the assets and intellectual property rights which are critical to our business operations and explain how we will secure and protect each of these
	Suppliers: in this subsection, we give an overview of the main suppliers we will use our what commercial terms have been negotiated with them


Financial plan included in our recruitment agency business plan template
This section presents the expected financial performance of the recruitment agency over the next 3 years.
Our recruitment agency business plan example's financial plan is formed of the following subsections:
	Start-up funding: in this subsection, we list the cost of each item required to launch the recruitment agency
	Important assumptions: in this subsection, we explain the methodology and the main assumptions used to build the recruitment agency's financial forecast
	Sales forecast: in this subsection, we detail the expected revenues and growth rate for our recruitment agency in the coming years
	Cost structure: in this subsection, we list all the expenses required for our recruitment agency to operate smoothly
	Projected Profit & Loss statement: in this subsection, we analyse our forecasted P&L and comment on the expected profitability of our recruitment agency over the next 3 years
	Projected cash flow statement: in this subsection, we analyse the expected cash generation of the recruitment agency
	Projected balance sheet: in this section we give an analysis of the liquidity and solvability implied from our balance sheet


Appendices of the recruitment agency business plan template
This part provides the opportunity to include multiple financial appendices generated by our software (debt maturity profile, monthly financial statements, financial analysis, etc.).
Our recruitment agency business plan template's appendices include:
	A maturity profile chart showing the principal repayments of their loans over the next 3 years
	A monthly cash flow forecast: showing how much cash is being generated or consumed each month over the first 3 years of operations


Recruitment agency business plan template sample
Executive summary, business overview.
Cavine Recruit will be a recruitment agency specialising in the hospitality sector.
Our primary aim is to help cafés, hotels and restaurants in and around Caen's city centre hire "last minute" temporary staff.
We will also help those hospitality businesses find qualified personnel who are willing to join them on a permanent contract. 
Cavine Recruit will be a limited liability company, managed by Catherine V. and Vincent A. with a share capital of €5,000.
Our offices, located at 34 Quai de la Londe in Caen, are walking distance from the Vaugueux (an area where most of the restaurants in Caen are located). This is ideal for increasing our visibility.
Both managers have known each other for over a decade. Together they have 20 years' experience in hotel and restaurant recruitment. They decided to start their own recruitment agency together to combine their skills and passion.
Market Overview
National Market
The recruitment agency market in France
According to the 2016 Prism'Emploi report, there are 7,257 recruitment and temporary employment agencies in France. The market was valued at €17.7 billion (turnover) that year.
46% of recruitment agency clients are SMEs and recruitment agencies generated €147.7 million of turnover in 2016.
Market leaders in the interim and recruitment agency market include Adecco, Randstad, Manpower and Hays Recruitment. Despite their dominance, many independent and niche firms remain competitive in the market.
When it comes to sectors where a specific profile is desired, companies tend to favour headhunters or independent recruitment agencies specialising in that industry to find the perfect candidate.
Mandates entrusted to independent recruitment agencies are mainly fixed-term and permanent contracts.
How recruitment firms find staff:
	Professional directories
	Approaching profiles on social networks such as LinkedIn
	Advertising on their website
	Advertising on third-party sites such as Reed or Indeed
	Other internet-based methods

According to the 2017 report by the Ministry of Labour, 34% of companies use recruitment intermediaries to recruit employees. This process has a success rate of 15%.
It's not only companies that use recruitment agencies. They have become an ideal springboard for those seeking employment. APEC estimates that 128,159 young executives and graduates used recruitment agencies to find jobs in 2018.
Local Market
The 2018 Calvados Tourism Observatory report estimates that both the City of Caen and its surroundings are prevalent in the hotel sector - accounting for 49% of all hotels and 34% of overnight stays in the county of Calvados.
It's also estimated that 41% of tourist revenue in Normandy in 2016 came from hotels, cafés and restaurants.
According to the FAFIH, there were 9,300 businesses, 12,500 seasonal workers during the summer and 2,900 in winter in Normandy in 2018. 90% of hospitality companies were also micro-enterprises.
The sector mainly consists of:
	Traditional catering (49%)
	Hotels (22%)
	Catering services (15%)
	Others (14%)

A tool set up by Carif Oref Normandie, which deals with training and employment, identifies staff shortages in terms of supply versus demand. Caen lags behind in this aspect in both the hotel and catering sectors.
53% of the recruitment projects recorded in 2018 were assessed as difficult, and 55% were destined to be seasonal jobs.
Financial Highlights
We expect to be profitable in our first year of activity with sales of €95,775 and an EBITDA of €6,056 (with a 6.32% margin) for year 1.
We expect to be able to continue to grow our business to reach €105,375 in sales and €13,572 in EBITDA (with a 12.88% margin) by year 3.
Cash generation should be positive over the duration of the plan.
The business should be sufficiently capitalised to enable us to meet our loan repayments while retaining sufficient headroom to deal with unforeseen circumstances.
We estimate that we need a total of €30,000 to open our recruitment agency.
Our partner will contribute €20,000 (67% of the total amount).
We would like to obtain a bank loan of €10,000 to complete the financing.
500,000+ entrepreneurs have already used The Business Plan Shop
Easy to get started with and well-guided throughout. Lots of business plan templates to help you and writing is easy because there are explanations at each step of the process.
Quite frankly excellent because I was able to finalize my business plan in less time than expected. This software offers a very coherent and complete approach to writing your project.
It is a very well designed software that allows you to visualise each step of your project, understand if the idea is viable or not and think about the steps needed to start your business.
The software is just impeccable. Of course, it meets the requirements of people starting a business. In addition to having a tool for putting together a proper financial forecast, there is also a tool to help write the business plan.
Try The Business Plan Shop before you buy
There’s only one way to make up your mind about a new service - by trying it out for free. So we’re offering a free trial run on our platform for 7 days.

Learn more about The Business Plan Shop
Recruitment agency business plan template faq.
A recruitment agency business plan is a written document that sets out the commercial, operational and financial objectives of the company over the next 3 to 5 years.
It consists of two main parts:
	A written part that presents, in detail, your recruitment agency business, the team, your strategy, and your medium-term objectives.
	A financial forecast that highlights the expected profitability of the recruitment agency and the initial funding requirements.

The lack of business planning is one of the main reasons why more than 50% of startups fail within 5 years. If you're starting a recruitment agency, writing a business plan is a must-have in order to reduce the risk of failure of your project.
Business plans are also required by most lenders and investors in order to secure financing, therefore a business plan is also highly recommended if you're seeking a loan or equity investment for your recruitment agency.
Writing a recruitment agency business plan without The Business Plan Shop can be both error-prone and time-consuming - whether you're new to entrepreneurship or experienced:
	You'll need to research the structure of a business plan, what to include in each section, and what key elements investors and lenders expect to see
	You may encounter writer's block (especially if it's the first time you're writing a business plan for your recruitment agency)
	You'll need to create a financial forecast on a spreadsheet which requires a solid understanding of accounting and financial modelling in order to be done without error
	You'll need to spend hours formatting financial data on Excel or Sheets before it's ready to integrate into your business plan
	Any updates to your recruitment agency business plan or financial forecast will need to be done manually

Luckily for you, The Business Plan Shop's online platform and recruitment agency business plan template guide you through every stage of writing a business plan, so that you can spend more time managing and growing your business instead.
Our editor follows a best-in-class structure for professional business plans. Each section and subsection includes examples and instructions to help you, while our business plan templates provide further inspiration if you're stuck.
Our financial forecasting software helps you create a forecast and integrate it into your business plan with ease. Anytime you update your data, your business plan automatically updates.
And with our forecasting software all the calculations are done for you, without errors.
The budget to start and run a recruitment agency will depend on the exact concept and location.
An online recruitment agency that does not have physical offices would probably have much lower startup costs than one that isn't fully remote. This is because staffing costs, rent and other overheads would be minimal or non-existant. Hiring a specialist website designer would also increase startup costs considerably.
As an example, in our recruitment agency business plan template the total initial funding requirement amounted to €30,000, with the founders contributing €20,000.
In order to assess the exact budget for your recruitment agency idea, you need to do a financial forecast using a financial projection tool such as the one we offer .
The package we offer at The Business Plan Shop goes way beyond a simple blank template you need to fill. With our platform you get:
	Access to one of the best business plan software on the market
	Access to our recruitment agency business plan template which contains a complete example of a written business plan and financial forecast to start a recruitment agency
	Access to our entire business plan templates library - giving you dozens of examples to take inspiration from
	Access to our financial planning and analysis platform so that you can track the actual performance of your business against what you had planned in your business plan and re-plan easily

But you shouldn't take our word for it: try our solution for free and make your own opinion!
The free trial enables you to try the software for free during 7 days in order to verify that it meets your requirements before buying.
Some features are limited during the free trial, the main limits are:
	You can only create one business plan
	The financials of the first year are visible, but data for other years are hidden
	You can export your plan in PDF but not in Word or CSV
	No access to our business plan templates

You can create your account and start your free trial here .
Access to our template is included with all our paid subscriptions.
Please visit our pricing page to learn about this in more detail.
Other business plan templates and resources to discover
Recruitment Business Plan Template & Guidebook
For any business looking to take their recruitment efforts to the next level, having an effective plan of action is a must. The #1 Recruitment Business Plan Template & Guidebook offers an easy-to-follow framework for creating a step-by-step recruitment strategy that will get results. This comprehensive guide includes everything you need to know to develop an actionable plan backed by best practices and insightful tips from industry experts. Let's explore what this powerful tool can do to help you increase your hiring success.

Get worry-free services and support to launch your business starting at $0 plus state fees.
	How to Start a Profitable Recruitment Business [11 Steps]
	10+ Best & Profitable Recruitment Business Ideas [2023]
	List of the Best Marketing Ideas For Your Recruitment Service:

How to Write a Recruitment Business Plan in 7 Steps:
1. describe the purpose of your recruitment business..
The first step to writing your business plan is to describe the purpose of your recruitment business. This includes describing why you are starting this type of business, and what problems it will solve for customers. This is a quick way to get your mind thinking about the customers’ problems. It also helps you identify what makes your business different from others in its industry.
It also helps to include a vision statement so that readers can understand what type of company you want to build.
Here is an example of a purpose mission statement for a recruitment business:
Our mission is to provide world-class and innovative recruitment solutions that help organizations find and hire the best talent to increase their competitive advantage. We strongly believe in the power of bringing together the right people and nurture a culture of employee satisfaction, growth and development.

2. Products & Services Offered by Your Recruitment Business.
The next step is to outline your products and services for your recruitment business. 
When you think about the products and services that you offer, it's helpful to ask yourself the following questions:
	What is my business?
	What are the products and/or services that I offer?
	Why am I offering these particular products and/or services?
	How do I differentiate myself from competitors with similar offerings?
	How will I market my products and services?

You may want to do a comparison of your business plan against those of other competitors in the area, or even with online reviews. This way, you can find out what people like about them and what they don’t like, so that you can either improve upon their offerings or avoid doing so altogether.

3. Build a Creative Marketing Stratgey.
If you don't have a marketing plan for your recruitment business, it's time to write one. Your marketing plan should be part of your business plan and be a roadmap to your goals. 
A good marketing plan for your recruitment business includes the following elements:
Target market
	Who is your target market?
	What do these customers have in common?
	How many of them are there?
	How can you best reach them with your message or product?

Customer base 
	Who are your current customers? 
	Where did they come from (i.e., referrals)?
	How can their experience with your recruitment business help make them repeat customers, consumers, visitors, subscribers, or advocates for other people in their network or industry who might also benefit from using this service, product, or brand?

Product or service description
	How does it work, what features does it have, and what are its benefits?
	Can anyone use this product or service regardless of age or gender?
	Can anyone visually see themselves using this product or service?
	How will they feel when they do so? If so, how long will the feeling last after purchasing (or trying) the product/service for the first time?

Competitive analysis
	Which companies are competing with yours today (and why)? 
	Which ones may enter into competition with yours tomorrow if they find out about it now through word-of-mouth advertising; social media networks; friends' recommendations; etc.)
	What specific advantages does each competitor offer over yours currently?

Marketing channels
	Which marketing channel do you intend to leverage to attract new customers?
	What is your estimated marketing budget needed?
	What is the projected cost to acquire a new customer?
	How many of your customers do you instead will return?

Form an LLC in your state!

4. Write Your Operational Plan.
Next, you'll need to build your operational plan. This section describes the type of business you'll be running, and includes the steps involved in your operations. 
In it, you should list:
	The equipment and facilities needed
	Who will be involved in the business (employees, contractors)
	Financial requirements for each step
	Milestones & KPIs
	Location of your business
	Zoning & permits required for the business

What equipment, supplies, or permits are needed to run a recruitment business?
	Internet access
	Recruiting software
	Phone line (landline or mobile)
	Business license and permits in accordance with local government regulations
	Advertising resources (e.g. newspapers, job boards, recruitment websites)
	Office space (if applicable)
	Business cards, stationery, brochures

5. Management & Organization of Your Recruitment Business.
The second part of your recruitment business plan is to develop a management and organization section.
This section will cover all of the following:
	How many employees you need in order to run your recruitment business. This should include the roles they will play (for example, one person may be responsible for managing administrative duties while another might be in charge of customer service).
	The structure of your management team. The higher-ups like yourself should be able to delegate tasks through lower-level managers who are directly responsible for their given department (inventory and sales, etc.).
	How you’re going to make sure that everyone on board is doing their job well. You’ll want check-ins with employees regularly so they have time to ask questions or voice concerns if needed; this also gives you time to offer support where necessary while staying informed on how things are going within individual departments too!

6. Recruitment Business Startup Expenses & Captial Needed.
This section should be broken down by month and year. If you are still in the planning stage of your business, it may be helpful to estimate how much money will be needed each month until you reach profitability.
Typically, expenses for your business can be broken into a few basic categories:
Startup Costs
Startup costs are typically the first expenses you will incur when beginning an enterprise. These include legal fees, accounting expenses, and other costs associated with getting your business off the ground. The amount of money needed to start a recruitment business varies based on many different variables, but below are a few different types of startup costs for a recruitment business.
Running & Operating Costs
Running costs refer to ongoing expenses related directly with operating your business over time like electricity bills or salaries paid out each month. These types of expenses will vary greatly depending on multiple variables such as location, team size, utility costs, etc.
Marketing & Sales Expenses
You should include any costs associated with marketing and sales, such as advertising and promotions, website design or maintenance. Also, consider any additional expenses that may be incurred if you decide to launch a new product or service line. For example, if your recruitment business has an existing website that needs an upgrade in order to sell more products or services, then this should be listed here.
7. Financial Plan & Projections
A financial plan is an important part of any business plan, as it outlines how the business will generate revenue and profit, and how it will use that profit to grow and sustain itself. To devise a financial plan for your recruitment business, you will need to consider a number of factors, including your start-up costs, operating costs, projected revenue, and expenses. 
Here are some steps you can follow to devise a financial plan for your recruitment business plan:
	Determine your start-up costs: This will include the cost of purchasing or leasing the space where you will operate your business, as well as the cost of buying or leasing any equipment or supplies that you need to start the business.
	Estimate your operating costs: Operating costs will include utilities, such as electricity, gas, and water, as well as labor costs for employees, if any, and the cost of purchasing any materials or supplies that you will need to run your business.
	Project your revenue: To project your revenue, you will need to consider the number of customers you expect to have and the average amount they will spend on each visit. You can use this information to estimate how much money you will make from selling your products or services.
	Estimate your expenses: In addition to your operating costs, you will need to consider other expenses, such as insurance, marketing, and maintenance. You will also need to set aside money for taxes and other fees.
	Create a budget: Once you have estimated your start-up costs, operating costs, revenue, and expenses, you can use this information to create a budget for your business. This will help you to see how much money you will need to start the business, and how much profit you can expect to make.
	Develop a plan for using your profit: Finally, you will need to decide how you will use your profit to grow and sustain your business. This might include investing in new equipment, expanding the business, or saving for a rainy day.


Frequently Asked Questions About Recruitment Business Plans:
Why do you need a business plan for a recruitment business.
A business plan for a recruitment business is important because it serves as a roadmap outlining the objectives, strategies and action plans for the business. It can also help to identify potential risks, as well as ways to manage those risks, and establish financial goals. Furthermore, a business plan can help to attract potential investors or lenders and provide a basis for evaluating the success of the business.
Who should you ask for help with your recruitment business plan?
You should ask for help from an experienced recruitment consultant, business consultant, or a professional business coach. They can provide you with valuable advice and resources to help you create a successful business plan. Additionally, you may want to consult with a lawyer or accountant who have expertise in the recruitment industry.
Can you write a recruitment business plan yourself?
Yes, it is possible to write a recruitment business plan yourself. However, it may be more beneficial to consult a professional business plan writer to ensure the plan meets industry standards and contains all the necessary components. A professional also has experience in writing successful plans, which can greatly increase the chances of success.
Related Business Plans

Home Inventory Business Plan Template & Guidebook

Home Inspection Business Plan Template & Guidebook

Home Decor Business Plan Template & Guidebook

Health And Wellness Business Plan Template & Guidebook

Hauling Business Plan Template & Guidebook

Hardware Business Plan Template & Guidebook

Handyman Business Plan Template & Guidebook

Hair Extension Business Plan Template & Guidebook

Handbag Business Plan Template & Guidebook
I'm Nick, co-founder of newfoundr.com, dedicated to helping aspiring entrepreneurs succeed. As a small business owner with over five years of experience, I have garnered valuable knowledge and insights across a diverse range of industries. My passion for entrepreneurship drives me to share my expertise with aspiring entrepreneurs, empowering them to turn their business dreams into reality.
Through meticulous research and firsthand experience, I uncover the essential steps, software, tools, and costs associated with launching and maintaining a successful business. By demystifying the complexities of entrepreneurship, I provide the guidance and support needed for others to embark on their journey with confidence.
From assessing market viability and formulating business plans to selecting the right technology and navigating the financial landscape, I am dedicated to helping fellow entrepreneurs overcome challenges and unlock their full potential. As a steadfast advocate for small business success, my mission is to pave the way for a new generation of innovative and driven entrepreneurs who are ready to make their mark on the world.
How to write a business plan for a recruitment agency
Table of Contents
Why a business plan is important
Provide direction,  minimise risk , reduce spending, market research , budgeting and financial planning, examples of swot analysis for a recruitment agency, opportunities , how countingup can benefit your recruitment agency.
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 .

	Counting Up on Facebook
	Counting Up on Twitter
	Counting Up on LinkedIn
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Sample Recruitment Agency Business Plan
Do you need help starting a staffing agency? If YES, here is a sample recruitment agency BUSINESS PLAN PDF SAMPLE.
A recruitment agency provides a vital service to businesses that need to hire qualified personnel. Are you interested in setting up one? If you are, we will help you.
This recruitment agency business plan sample has been written with aspiring entrepreneurs in mind.
Although it is summarised, it highlights the essence of a plan. By going through this sample, you can avoid the most common mistakes many entrepreneurs make.
As always, our advice to new entrepreneurs is never to have zeal without knowledge. By adhering to this advice, it saves them from making costly mistakes.
You can start several service industry businesses if you have the skill.
However, the purpose of this article is not to dwell on the many available opportunities. We seek to focus on one: a staffing agency business.
Thousands of job seekers stream aimlessly to different offices and business settings to find a place to work. How do you think such ones will feel if you’re doing the work of matching them to their preferred work?
A staffing agency is all about surveying them and matching employees to employers. This is easier said than done.
I present to you all that is needed to start a staffing agency, and in the end, you should be equipped enough to create your staffing agency.
This article will also provide a staffing agency business plan sample. This is targeted at aspiring entrepreneurs interested in this business area. All you need to do is follow to the end to understand better how plans are written.
With the rise in the unemployment sector, you will realize that many people are looking to venture into various businesses to improve their standard of living.
In contemporary times, recruitment agencies are created to curb the rising unemployment rate in society.
RECRUITMENT AGENCY BUSINESS PLAN PDF SAMPLE
Starting up a staffing agency can guarantee a source of second income for you by connecting companies that have vacancies with job seekers.
To ensure that you build a cordial relationship and continuous partnership, you must thoroughly examine employment seekers to ensure they meet your client’s requirements.
If the need arises, you will need to register with them as a recruiting agency, and they, in turn, inform you when there is a need to hire.
In this post, I will be giving a few tips on how you can start a recruitment agency to help curb the unemployment problem.
Here is a sample business plan for starting a recruitment firm.
	Pick your Niche

To start up an employment agency business or staffing franchise like Adecco and AtWork, first, you need to pick a field that you think would work for you; you can decide by observing your interest and building upon it; it could be Agriculture or Banking and finance.
Whichever you decide to venture into, you must realize that every industry has its staffing needs. A consultant should prioritize these needs when developing your business proposal and objectives.
In this part of the world, no one is taught how to start up a recruiting agency in school. This is why it is necessary first to learn all there is to know about recruitment agencies.
The information you will gather most importantly would be what recruitment agencies do, how they work, how to build a customer line, how to make a profit or should I say, the employment plans available that make for sure that there is profit in this sector of business.
	Skill development

One requirement to run a recruiting agency is to have the ability to identify raw talents when you see them, and different people with different expertise from diverse places are the people you will be dealing with.
Therefore, you, on your part, will need to be sound in mind and understand to succeed in this sector.
This is a venture that is capital intensive, and to be able to run the recruiting company successfully, there has to be reserve money for payment of your staff, having enough cash to cover business expenses and advertisement of your business.
This is to say, you need to be financially prepared before venturing into any employment business model.
	Study and Comprehend What Is Legal for the Business

What are the documents needed to start a recruitment agency?
• Find out if a business license is required. Consult your local government agency for requirements. • Find out about laws related to advertising for employees . • Learn about taxes and the rates required. Get to know the amount and due dates of payroll and income taxes. • Research on the legal requirement related to insurance.
	Register your Business

For employees and employers to agree that your business is legal or in a valid business setting, you must register your business with the required agency. Writing your business will help you become informed about everything necessary to run a successful business.
Many companies offer business registration depending on your location or where you reside. To find a reputable company and register your business is very essential.
	Get an Employment Agency Business Plan

A well-scripted business plan is needed to set up and run a successful business. A business plan will help a staffing agency know what they need to survive.
The plan will clearly state its unique business name, niche, mission, and vision; it will contain its financial plans, the services it wants to render, and the SWOT analysis.
A good business plan will give dimension and help your business have a clear purpose.
Location is one major factor for your business, which will be determined by the branch or field you want to venture into. This, on the other hand, is dependent on your target market. While choosing a location, take into consideration how profitable it would be to open up this business at whatever location you’re considering,
	Create a Marketing Plan

Creating a recruitment company business marketing plan and strategy would be best. You need to make a list of clients and prospective clients, and this selection can be made based on the industry your online recruiting firm focuses on.
You can create contact by making calls, writing and sending emails to prospective companies, and placing adverts in newspapers, magazines, and online job sites.
You need to design a suitable logo to show how severe and sincere your job agency is; a website is also required to help with marketing, business cards, and newsletters that would be able to send to your clients to help them have enough information about your placement agency and what you generally do.
	Employ Recruitment Staff

This business cannot be run by just one person handling every department, which is why employing the service of others who are specialists in the field should be one area you also have to work on in the business.
To run a recruitment consulting agency successfully, you should look out for individuals who would, in their departments, help you build your business and have a tremendous increase in profits and a boost with clients.
You would need staff specializing in administrative work, staff with superb communication skills, and also staff in accounts. These are necessary to help build your business and guarantee its success.
	Get a Lawyer or Legal Practitioner

Situations might arise where applicants need to be cautioned; in this situation, a lawyer will be the best person to accomplish this.
There must be terms and conditions, rights, and responsibilities that applicants must fulfill so that you will be getting them their required job. To prevent stories that touch or cases of not honoring agreements, you need a legal practitioner to make everything official and valid under the law.
	Secure Insurance

A reasonable level of insurance is needed for your business to be termed original. Most clients will want to be assured that there is a measure of insurance if one of your clients damages their properties while on site.
So, getting an insurance company that understands your business and is ready to help cover expenses incurred by your clients at any time is very important.
	Setup Payroll Processing System

Having filled an order, you need to plan how you will pay your employees: weekly, semi-weekly, or monthly. Rules guiding the payroll system that you must understand as long as you want to be successful in the business; these may include plans for overtime payment and vacation pay, amongst other payments.
You need also to sort out their taxes and remit them to the required governmental body or agencies. Most of the time, hiring payroll administrator personnel is the best option.
	Start Your Business

Having done all the above, it is time for you to start the business; by now, you must have secured a good location and purchased all the needed tools and equipment for the office, at least the basics. Your business must be registered at this point, and all financial calculations must be done and ready for carrying out.
Starting a staffing agency is just as easy as starting any business when you get those points right, and if only you wish to become successful in the field, failure to understand and adopt those points might be catastrophic.
RECRUITMENT AGENCY BUSINESS PLAN EXAMPLE
To start an employment agency, you must understand how it works and your market size. Your feasibility study should take care of that.
	Executive Summary

Best Hire® is a new Human Resource agency business that seeks to contribute to developing a reliable database for businesses and companies looking for competent and qualified workforce.
As a small start-up, our size doesn’t matter as we are well-placed to penetrate the market by deploying industry best practices. The quality of our workforce counts in our favor.
The proprietor has been engaged at the highest levels of human resource recruitment for major multinational companies. His experience will be crucial to providing world-class recruitment services to our clients.
	Our Services

We will be involved in all types of employee matching services for our clients, including major corporate entities and small businesses. We consult with each client to find the right kind of employee.
We do the hard work while our clients concentrate on running their business. We deeply understand Ohio’s local market and seek to allocate human resources where they would perform best.
	Vision Statement

At Best Hire®, we are driven by a vision to contribute to the development of Ohio’s business landscape. This we seek to achieve through matching the correct type of employees to businesses.
These include both skilled and unskilled. In the next five years, we see ourselves among Ohio’s top 5 most preferred recruitment agencies.
	Mission Statement

Our mission is driven by providing unbeatable services to all types of businesses. We are satisfying a growing demand for capable and skilled hands.
Our recruitment agency will make sourcing the best hand easier, allowing our clients to commit to their business growth.
We are a sole proprietorship business sourcing for start-up capital through applying for a bank loan. $900,000.00 is required, and we have met the necessary conditions.
The loan will attract an interest rate of 9% monthly, with the principal sum due for payment in 4 years.
	SWOT Analysis

Our strengths, weaknesses, opportunities, and threats have been tested. The company contracted for this job is a reputable business solutions provider.
The study has allowed us to reorganize our business for the most impact and growth.
It has also helped us exploit opportunities and develop a contingency plan for threats.
For a better understanding of our findings, the results are included below;
This recruitment agency business was conceived to serve a market needing a competent human resources database.
Our strength is our ability to quickly connect businesses to the correct type of employees. The proprietor is experienced and knowledgeable in handling all business labor issues.
Our weakness arises from our current size. Our small size will limit our ability to get across to significant clients.
These clients usually look out for long-established and extensive recruitment agency businesses. This is a weakness we currently face as a small and new firm.
	Opportunities

Opportunities abound in the form of increasing businesses that need our services. We are well adapted to providing the solutions they need. A significant part of this opportunity is that our clients recommend other businesses due to our commitment to providing excellent services.
When there is an economic recession, businesses no longer hire but downsize their workforce. This is bad for our business and will lead to a total halt in demand for our services. This threat is real. However, the good news is that economic recessions do not always happen.
	Sales Projection

We can project the demand for our services through a study of the current situation in the recruitment market. There is clear growth potential. This has enabled us to draw a sales projection covering three years, as reflected in the table below;
	First Financial Year $300,000.00
	Second Financial Year $550,000.00
	Third Financial Year $800,000.00
	Competitive Advantage

Our competitive advantage can be attributed to the extensive network of businesses our proprietor has established during his active years of service. This includes those with big businesses as well as with small business owners. We are using this advantage to leverage our capacity to deliver quality services.
	Marketing Strategies

We must use the most effective information dissemination channels to reach the business community.
This will include visiting our target clients to discuss our services and what we can offer. We will also advertise in newspapers, distribute fliers, and mount billboards that advertise our services.
This recruitment agency business plan sample has been summarized to show you the most relevant information. You can follow this plan to write your comprehensive staffing agency business plan .
You should avoid trying to hasten things up. Going slowly and getting it right is much better than speed.
STAFFING AGENCY BUSINESS PLAN EXAMPLE
You can consider this a guide or template against which you can make comparisons when writing your plan. It must be stated that no matter how useful you find this sample, it will be of little value to you if you have not done a proper feasibility study of your business.
Corporate Resource LLC is a company located in Atlanta, Georgia. Our staffing agency provides businesses and corporate entities with a workforce. We offer consulting and training, helping businesses find a suitably qualified workforce. Whatever the staffing needs of our clients, we are up to the task.
We will offer highly skilled, semi-skilled, and unskilled labor consultancy services. We seek to provide the best solutions to our esteemed clients. We understand that our clients do not have the time to get into the nitty-gritty of staff employment.
We handle the problematic aspect of the job by identifying and categorizing our human resource pool. These are provided with added job-specific training to increase efficiency. To enable us to get the job done, we are highly experienced personnel with many years of experience as recruiters. Our clients will include both domestic and foreign corporate entities.
	Products and Services

Consulting entails many processes to match vacancies with the right type of people. Given this, our staffing agency will be involved in staffing for all businesses and industries.
These include the provision of staffing for the healthcare sector, the oil and gas, the provision of training services for specific positions, and the provision of temporary or contract-based staffing services.
Having the right crop of staff is essential to any business. We understand this and are fully equipped to provide such services to our clients. We are focused on eliminating the difficulties businesses face in getting the correct type of labor.
This will enable them to concentrate on efficiently running their businesses while we do the job.
Our staffing agency seeks to provide highly professional services, which will be second to none in the industry. Our reputation means the world to us. Hence, we are committed to building a reputation hinged on excellence. This will be achieved by performing beyond our client’s expectations.
We will need adequate financing to ensure a smooth take-off. We have done the necessary analysis on the capital required; this is more than $800,000.00.
We will be applying for a $1,200,000.00 bank credit. We are hoping to obtain such loans at single-digit interest rates. However, our negotiations will determine the outcome.
We have analyzed our competitiveness for a smooth take-off of our staffing agency. This focuses on vital areas that include our strengths, weaknesses, opportunities, and threats. The following are the results obtained;
We have been careful in choosing our staff. As a staffing agency business that seeks to make a positive impression, we have sought to become an example of the services we will offer.
We have selected professionals with the right experience. Some have served in significant staffing agencies as recruiters, while others have the required skills.
These will work in various capacities, including our recruiting department, training, marketing, and customer service providers.
We are a new entrant into the industry. This means it will take some time before we begin attracting clients and building a steady clientele flow.
In addition to providing staffing services to businesses, we have included training. This allows us to work closely with businesses to provide the correct type of training.
By outsourcing their training, our clients can focus on their business by allowing us to handle one of the most challenging aspects of hiring.
Competitors are a steady threat to this type of business. These are made up of other staffing agencies which will compete for our clients. Another threat is in the form of unfavorable government policies. Such situations are harmful to doing business. The biggest threat among these is a global economic meltdown.
This will lead to businesses shedding off their workforce, creating an unfavorable employment climate. This will directly impact our business as businesses will no longer be looking to hire but to survive.
Over the years, economic growth in the United States has influenced a rising employment rate. This is good for staffing agency businesses like ours.
Using this, we have done a sales projection for our business. This has revealed a positive outcome over three years, as shown below;
	First Financial Year $310,000.00
	Second Financial Year $500,000.00
	Third Financial Year $855,000.00

We welcome competition as it enables us to innovate better ways of serving our clients. Our pride lies in the quality of our management staff. These are composed of thoroughbred professionals who have contributed in no small measure to making the employment industry what it is.
Their impressive experience gives us a greater advantage in excelling over our peers.
	Target Market

We have identified several businesses and industries as potential targets in providing high-value staffing services.
These include the public sector, blue-chip companies, the real estate sector, financial institutions, the manufacturing industry, the healthcare industry, small start-ups, and the educational sector,
	Marketing and Sales Strategies

As a new staffing agency business, marketing is crucial to attracting a steady stream of clients. We are adopting several effective marketing strategies.
These include placing ads in newspapers and business magazines, bidding for all types of staffing agency contracts, using the internet to make our business more visible, and providing staffing services for all categories of businesses.
This staffing agency business plan sample has been written with the aspiring entrepreneur in mind. You can review its content and better understand how your plan should be organized.
We have summarized this to allow you to grasp its general structure in the shortest time possible.
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Writing a business plan in recruitment has always played a crucial part in the interview process for a number of recruitment agencies around the world.
A comprehensive business plan can demonstrate a recruiter’s commitment, knowledge and commercial acumen. During economic uncertainties in 2023, these qualities are more important than ever.
Arriving at an interview armed with a comprehensive business plan before you’re even asked will no doubt set yourself apart from other recruiters.
During economic uncertainties, managers will need to present a business case to leadership for budget approval in order to make a hire. Your business plan will be an important element of this business case. An impressive business plan could be the difference between landing an offer today, or falling into a pipeline of other candidates.
In this article, we share a step-by-step guide outlining how to create a comprehensive business plan. We walk through the key components and include examples.
At the end of the article, you can download a free recruitment business plan template which is tailored towards the key components mentioned in this article.
A business plan should be packed full of relevant information but should be compressed and to the point. Avoid verbiage, stay specific and keep to 4 – 6 pages.
Introduction
Start with a title. Include your name and the company you’re writing the business plan for. A little personalisation will go a long way.
Underneath your title, outline the objective of your business plan and again personalise it towards the agency you’re interviewing with. While you have the hiring manager’s attention, this paragraph is an opportunity for you to demonstrate how comprehensive your business plan is. The aim is to capture the hiring manager’s interest so they continue to read each component:
“The objective of this business plan is to outline the value I can add to employer’s name.
In this business plan, I have highlighted my specialism, hiring activity in my market, my candidate and client strategies, my methodology, how I plan to recruit through economic uncertainties in 2023, my competition and my personal revenue projections over 12 months.”
You can use this paragraph as a way to introduce your business plan verbally if you’ve called up a hiring manager. You can also use this extract in a cold email.
Your specialisation
This is a crucial positioning statement for your value-add. It sets out precisely where your network and experience lies and what you intend to bring to the table in your new role.
Your specialisation can be described clearly by outlining what roles you will specialise in, what industries you will target, what level of seniority you will focus on and what geographies you will cover.
For ease of reading, you can use each component as a title and use bullet points to expand upon your answers.
Taking a Technology recruiter as an example:
What roles I will specialise in:
	Product Management permanent roles
	UX/UI Design permanent roles

What industries I will target:
	Series A – C funded technology startups (high investment, high growth and high volume of roles)

What level of seniority I will focus on:
	Mid to senior (120 – 180k salary range for Product Managers, 140 – 200k salary range for Designers)

What geographies I will cover:
	Based in Singapore, the local market will be my core market
	Secondary markets include Jakarta, Bangkok and Kuala Lumpur due to less competition from recruiters and high volume of roles

Hiring activity trends
The hiring activity trends section provides an opportunity for you to demonstrate and portray your knowledge of the market.
The 3 important components of this section are: hiring activity over the past 3 years, hiring activity for next year and how you predict hiring activity to shift beyond that.
Utilise your own knowledge of the market but back it up with research gained from reputable sources related to your market e.g. Tech in Asia, Tech Crunch, Channel News Asia, The Straits Times or The Financial Times.
You’ll want to cover how hiring activity has increased or decreased, what the drivers of growth are in your industry and what the threats and challenges are within your sector.
Candidate strategies
Moving on from market trends, this section indicates how you will acquire candidates for your desk. It offers an opportunity for you to demonstrate the experience you’ve learnt in candidate management from your previous firm, but also an opportunity for the employer to ensure that your approach aligns with theirs.
3 key components of this section include: how you will generate candidate leads, what challenges you expect to face and how you will overcome these challenges.
Taking a Front Office Banking & Financial Services recruiter as an example:
How do I plan to generate candidate leads:
	Direct headhunting using a LinkedIn Recruiter account, this costs approximately $X amount, the key benefits being access to a high volume of InMails and enhanced search capability. This has been the sourcing tool for 60% of my previous placements

Challenges I expect to face:
	In light of economic uncertainties in 2023, highly sought-after candidates may be risk-averse and may not see this as a good time to move jobs

How I will overcome these challenges:
	I will develop relationships with these candidates for the future but I will adjust my sourcing strategy accordingly by increasing volume of direct approaches

Client strategies
A similar section to candidate strategies but geared towards clients. Arguably more important than candidate strategies during a recession as the market could be job-short – even in the good times, strong business development capabilities in recruiters are harder to find.
This section includes 6 key components including how you plan to onboard new clients, how you plan to sustain relationships with clients for repeat business, what industries your clients are in, the challenges you expect to face and how you will overcome these challenges.
Take these bullet points as a basic example:
How I plan to onboard new clients:
	During a recession, I plan to cultivate relationships by helping and consulting clients on non-recruitment related issues, such as advising clients on the current state of the market
	I plan to generate leads by making 25 cold calls per day during the ramp-up period, to again offer support and advice where needed, and to leverage any open roles
	A soft approach of connecting with hiring managers, HR contact and C-Level candidates on LinkedIn, to establish working relationships and eventually convert into clients

How I plan to sustain relationships with current clients and win repeat roles:
	The most important way to sustain relationships is by offering a service that is superior to competitors. That is by being transparent, sticking to deadlines and delivering results
	Regularly catch up with clients on a monthly basis to see how they’re doing and see if you can generate new roles
	Keep yourself updated on company news and congratulate clients on milestones e.g. if they generate a Series C round of funding

What industries I will target clients in:
	Series A – B funded technology startups
	During a recession there is less of an appetite to use agencies due to an unprecedented volume of great candidates available in the market
	Offer free support to companies currently not using agencies, provide an impressive service and convert into paying client post-recovery

The 6th component is “examples of target clients” and this is where you can really demonstrate tangible market knowledge. Use company names, find the potential contact in each company and add your comments, such as the volume of roles you expect from that client. 5 examples should be enough to peak your hiring manager’s interest.
You can use a table to display this information with ease:
It goes without saying that you should never be tempted to use information that is proprietary to your previous employer. This information can be openly found with some basic LinkedIn research.
My methodology
Are you a recruiter that is focussed on crunching numbers? Are you a recruiter who is focussed on cultivating long-term relationships? In this section, you can include a few quick bullet points to explain how you approach recruitment. This information gives your hiring manager an indication about whether you hold similar values and whether you have similar working styles.
How you can adapt to recruiting during a possible economic downturn
This section is a new one in response to market conditions in 2023 but can demonstrate how you are prepared to deal with current and upcoming challenges.
You can use this section as the title and include bullet points to outline how you will adapt to these market conditions.
Enjoying this article so far? Join our monthly email newsletter or follow us on LinkedIn
We release new articles, people moves and market intel for the recruitment industry on a monthly basis. To be the first to know when we publish something new, join the  1,000+  recruiters in our recruitment market intel list.
Subscribe to Vocay Replay
Enter your email below to receive the latest articles from Vocay. You can opt out at any time via the unsubscribe link in every email.
By subscribing, you agree to our Privacy Policy and Notification Settings .
My key competitors
Which recruiters and agencies offer the greatest competition? Demonstrating your knowledge in this area highlights that you are commercially aware outside of your core market.
Include about 5 different competitors who are directly competing in your patch. You can use the table below to display this information:
Personal revenue and target projections
In many business plans, financial projections are of utmost importance and can demonstrate your commercial acumen. If you’ve ever watched Dragon’s Den, you’ll know what happens when you don’t know your numbers!
Project your personal revenue for 4 quarters. You can start your calculations by predicting the average annual salary of a candidate in your patch. You can project your average percentage fee agreed with clients and from there you can calculate your average fee. Once you have this, you can predict the amount of placements you’ll be making per month.
Make sure your revenue projections are realistic and achievable. Avoid the temptation to predict vastly optimistic revenues, especially during a possible recession. You must allow time to ramp-up and there must be a logical relationship between your historical and predicted revenues.
The plan only includes project revenue. Your historical revenue should be on your CV.
Take the below as an example:
My predicted average annual salary of candidates:
My predicted average percentage fee agreed with the client:, my predicted average fee:, my predicted average placements per month, my projected revenue over 12 months.
Underneath, you can also include the KPIs you will set yourself to guide you in achieving these numbers. For example, you can set yourself a guideline for how many CVs you need to send, how many candidate meetings you need to arrange, how many client meetings you need to arrange and so on.
The template
We’ve constructed a free template built around the components mentioned above, so you can create your own for when you reach out to hiring managers.
To download this template, please add your email below and you’ll be redirected to the template.
By downloading our busines plan, you agree to our  Privacy Policy and Notification Settings .
This step-by-step guide should give your hiring manager a clear idea of your plan. If executed successfully, you’ve already demonstrated your commitment, knowledge and commercial acumen before even attending an interview.
The way you’ve structured your plan will give your hiring manager a very clear indication of your methodology and whether you’d fit their structure. Keep in mind that if your methodology is focused on high volume recruitment, it’s not going to work well with an executive recruitment agency.
As a next step, learn this plan inside and out. Be prepared to pitch your plan to your hiring manager and answer detailed questions surrounding each component.
Leave your interviewer with no room for concern and secure that role! Lastly, if you enjoyed the article, please consider subscribing or following us on LinkedIn to have new articles for recruiters like this delivered directly to your inbox.
Subscribe for free

As Founder of Charterhouse Partnership, I led the opening of 5 international offices, hiring & training hundreds of recruiters. Please subscribe to our weekly newsletter where I share my insights on the recruitment industry.
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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
Sample Recruitment Business Plan
A sample recruitment business plan revolves around basically three words that describe your business philosophy. 3 min read updated on February 01, 2023
Updated November 2, 2020:
Sample Template for Starting a Recruitment Business
Business Niche
Creating a business plan involves making some decisions upfront. This means choosing a niche. By doing so, you'll be deciding the type of recruitment agency to start and the industry to serve.
Observing Competitors
Observe how your competitors' work provides an excellent opportunity and how its recruitment process works.
Gathering Experience
Starting a recruitment agency requires the experience that a recruiter uses to find the perfect match for a company's needs. Examples of what you need to know include:
	Knowledge of recruiting
	Recruitment strategies
	Personal skills

To acquire the type of experience necessary to operate a recruitment agency, it's recommended that you register with a reputable recruitment agency to experience, firsthand, some basic training in how an agency operates.
Building Skills
Keep in mind that part of a recruiter's job is testing the skills of potential candidates for jobs. So, your own skill level must be up to the task. It's equally important that you're able to recognize someone with potential even though they may not possess a lot of experience. You also need the insight to place the right person in the right position.
Evaluating Start-Up Costs
A recruitment agency isn't a cheap business venture to initially get started. You'll need a checklist of all things needed and the cost of each item. Things to include are staff payroll, marketing, insurance, and basic business expenses.
Researching Recruitment Laws
Study and become familiar with the recruitment laws in your state to ensure you aren't in violation. Each has guidelines that may include requirements for specific industries.
Obtain a Business License
Check with your local city and county office as well as the state to find out if or what type of business license is required to operate a recruitment agency. Obtain the license prior to opening for business.
Research Employment Laws
Laws guiding the rules of employment in each state are also in effect and something you must become familiar with. Examples include laws against discrimination and equal opportunity employment .
Business Location
Select a business location that's visible and easily accessible for clients and job applicants.
Register With Recruiters
Register with other companies as a recruiter. This is a way to bring in business should a company need to fill a position and contact you to fill the position.
Create a Marketing Plan
Create a marketing plan that outlines your business and its services. Make a list of businesses to contact and send a letter of introduction letting owners/managers of these businesses know about your company and what it has to offer. Also, follow up on each letter. Take advantage of the internet and newspapers by placing ads to highlight your business.
Create a Business Website
In today's fast-paced world, having a website is the standard operating procedure. A website is a gateway to advertising job vacancies. It's also a way for potential job seekers to provide resumes and conduct online interviews.
Hire Support Staff
A recruitment agency requires lots of paperwork, and you'll need to hire qualified staff to help with the tasks. This means bringing staff on board who have previous recruitment experience.
Contact insurance companies about purchasing liability insurance for your business.
Business Bank Account
Open a business account that's separate from your personal account for accepting payments for services from clients.
Equipment Necessary for a Recruiting Agency
The office space should include a reception area for greeting applicants and receiving applications. There should also be a conference room where you can conduct interviews. Necessary equipment includes:
	At least one computer.
	Testing software (i.e., printer(s), a fax machine, and a photocopier).
	Reliable internet service.
	Business cards.

Potential Recruiter Salary
On average, a recruitment consultant has the potential to earn between $65,000 and $75,000 annually. Charges for placing a candidate can range between 14 and 20 percent. Charges for your services may be based on a percentage of the candidate's first annual salary. The other option is charging a flat fee to the company you're recruiting for.
If you need help with a sample recruitment business plan, you can post your legal need on UpCounsel's marketplace. UpCounsel accepts only the top 5 percent of lawyers to its site. Lawyers on UpCounsel come from law schools such as Harvard Law and Yale Law and average 14 years of legal experience, including work with or on behalf of companies like Google, Menlo Ventures, and Airbnb.
Hire the top business lawyers and save up to 60% on legal fees
Content Approved by UpCounsel
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Recruitment Agency Business Plan

	Complete business plan, fully customizable
	Business plan complet et modifiable
	Suitable for a funding request
	35 pages written by our team
	80 hours of research and analysis
	All techniques and strategies to succeed
	Updated every semester
	Guidance by our experts for free
	Accompagnement par nos experts : gratuit
	Receive future updates for free


After your purchase, you will receive the document directly by email.

Yes, you need a business plan 📝 🏆
It's not an expense, it's an investment
more likely to obtain funds for your project
of revenue earned , on average, in the first year
more likely to survive after three years of operation
people, who make up a team of experts , offer you personalized guidance
If you want to:
	Have a team of experts by your side
	Know your future revenues
	Get all the data about your market
	Earn revenue from the first month
	Anticipate and manage all the risks
	Get your financing 💸💸
	Perfectly manage your cash flow
	Succeed in your project

Access over 80 hours of research, analysis, writing, and formatting
Don't start from a blank slate ⛔ Writing a business plan can be lengthy and challenging, especially for beginners. Starting from scratch requires hours of research, writing, structuring, and formatting. Another alternative is to take advantage of our experts' work and complete a business plan that is already 80% pre-written. The most up-to-date market data is available. Everything is already structured, written, analyzed, and formatted. All you have to do is personalize it with your company name, logo, your own photos (optional), and some specific data related to your project only.
Steps to make a business plan
What our experts have already done
What's left for you
Market data and industry trends
Market Research
Knowledge from with business owners
Compilation of results and data collected
6 hours
Structuring the business plan
4 hours
Writing paragraphs
Financial formulas, analysis, and calculations
Tailoring the business plan with your personal information
Less than an hour ✅
	Anticipate all your future expenses
	Elaborate a winning strategy
	Win over a banker or an investor
	Get unrestricted access to our experts
	Launch a highly profitable business quickly

Unlimited access to 23 experts
We are a team of analysts, researchers, and financiers who have been writing business plans for entrepreneurs for over 12 years. Throughout our experience, we have read countless market and sector studies, allowing us to have a deep understanding of your industry. We stay connected with market leaders to stay up-to-date with the latest trends and insights. Having created more than 2,000 customized business plans, we have identified an opportunity to provide our clients with something of higher quality and at a reduced cost. We now offer fully editable documents that can be easily customized to meet your specific needs. To ensure the best results, we engaged in extensive discussions with each of the entrepreneurs we supported. We tailored each document based on their desires and requirements, continuously revising them until they perfectly aligned with the vision of each business creator. Today, we are proud to announce that our platform, dojobusiness.com, hosts a wide range of templates for over 200 different activities. However, our commitment doesn't end with preparing and updating documents. We are here for you every step of the way. Whether you have questions, need advice, or require assistance with refining your business plans or market studies, we are readily available. And the best part? Our support and guidance are completely free! Remember, we are dedicated to being there for you, offering unwavering support as you navigate the path of entrepreneurship If you have any inquiries, please don't hesitate to reach out to us.
This is a 35-page document, written and formatted by our team of experts. You can download it and fill in your own data to obtain a complete, well-structured, and professional business plan to present to a financial partner. This will help you obtain funding and start your business.
Here's what this business plan includes: - Latest market data - Industry trends - Key success factors for this activity - Project overview - Value proposition - Entrepreneur presentation - Market segment analysis - Completed SWOT matrix - Competition study - Competitive advantages - 3-year development plan - Sector-specific marketing strategy - Completed Business Model Canvas - Risk management policy - Financial tables to be completed.
Yes! It is possible to modify the photos and add your own.
Here are the financial tables to be completed in this business plan: - Provisional Balance Sheet - Provisional Cash Flow Statement - Provisional Income Statement - Operating Performance Ratios - Break-Even Analysis - Working Capital Requirements - Financial graphs and ratios These are all the necessary financial tables that need to be presented to a banker or investor.
Here is a free example of a business plan that will give you a clear idea of the content typically included in our business plans.
Everything is fully customizable: photos, colors, text, icons, graphs, tables, etc. This template is compatible with all PC and Mac versions, as well as tablets and smartphones. To modify the document, you can use Microsoft PowerPoint, Keynote, or Google Slides, whichever suits you best. These software applications are user-friendly and require very little computer skills. Additionally, the business plan has been designed to be easy to edit. You only need to change the text, and optionally, the icons and images. If you encounter any difficulty, you can contact us at any time.
Yes, when you purchase this business plan, our team will help you and answer all your questions for free.
Like the 7,000 business owners who have successfully used our business plans to secure funding from banks, you too can present this example to a bank and increase your chances of obtaining the funding you need.
Yes, the figures and market data have all been updated a t the end of 2023.
This business plan is available immediately after purchase, and you will receive a link to download it.
Our business plan is compatible with all countries. However, please note that the market data section currently focuses on the US market. You can easily modify the text and add data specific to your region to ensure its relevance.  If you ask us, we would be able to provide specific market data that is local to your region.
Are you finding it difficult to understand what exactly is included in this business plan? Would you like to ensure that it will be useful and relevant to your specific requirements? Contact us. We'll reply in less than 24 hours!
Now, it's your turn to succeed! ✊
Like thousands of others before you, take every opportunity to set yourself up for success in your new project. Our business plans and documents are tailored for individuals like you who aspire to succeed but may lack the necessary resources. By purchasing a business plan, you greatly enhance your chances of building a profitable project. Rest assured, we are committed to standing by your side, providing support and guidance throughout your project. ❤️
	Choosing a selection results in a full page refresh.
	Opens in a new window.

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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Completing an Unprecedented 10 Million Immigration Cases in Fiscal Year 2023, USCIS Reduced Its Backlog for the First Time in Over a Decade
New USCIS data show progress on customer experience, employment-based immigration, naturalization, and humanitarian work
WASHINGTON — Today U.S. Citizenship and Immigration Services (USCIS) is releasing end of fiscal year (FY) 2023 data that illustrate the agency’s progress in meeting its strategic priorities. The USCIS workforce has worked tirelessly over the past year to uphold America’s promise as a nation of welcome and possibility by reducing backlogs, improving customer experience, addressing humanitarian needs, and strengthening employment-based immigration. “I’m so proud of the USCIS workforce and our dedication to fairness, integrity, and respect for all we serve,” said USCIS Director Ur M. Jaddou. “We’ve completed a record number of cases, responded to emerging crises around the globe with essential humanitarian relief, and applied innovative solutions to improve customer experience and reduce backlogs.”
Reducing Backlogs
In FY 2023, USCIS received 10.9 million filings and completed more than 10 million pending cases– both record-breaking numbers in the agency’s history. In doing so, USCIS reduced overall backlogs by 15% . Among USCIS’ record number of case completions in FY 2023, the agency administered the Oath of Allegiance to more than 878,500 new U.S. citizens, including 12,000 members of the military, effectively eliminating the backlog of naturalization applications  . The median processing time for naturalization applicants decreased from 10.5 months to 6.1 months by the end of the fiscal year, achieving the agency’s longstanding goal and significantly reducing waiting times for most individuals seeking U.S. citizenship.
Improving Customer Experience
USCIS implemented several new technology solutions that meaningfully advance the customer experience  for those navigating our immigration system. Our new self-service tool for online rescheduling of biometrics appointments was used to reschedule over 33,000 such appointments in FY 2023. Our new enterprise change of address capabilities enabled over 430,000 address changes to be submitted online through Dec. 2023. This tool is expected to reduce USCIS Contact Center phone inquiries by up to 31%, or approximately 1.5 million inquiries annually. From August to September 2023, USCIS received more than 16,000 field office appointment requests using our online request form, while a new text-ahead capability for callers to our 1-800 number gives them a more predictable call-back window and reduces missed calls.
Strengthening Immigration for Workers and Employers
In FY 2023, USCIS and the Department of State helped meet the needs of U.S. employers by issuing more than 192,000 employment-based immigrant visas – far above the pre-pandemic number – and, for the second year running ensured that no available visas   went unused. The agency further supported U.S. employers and noncitizen workers  in FY 2023 by increasing the maximum validity period of Employment Authorization Documents (EADs) to five years for adjustment of status applicants. We clarified eligibility for a range of immigration services, including the International Entrepreneur Rule, the EB-1 immigrant visa for individuals of extraordinary ability and outstanding professors and researchers, and the waiver of the two-year foreign residence requirement for J-1 cultural and educational exchange visitors (including foreign medical graduates). We proposed a new rule to strengthen worker protections and the integrity of the H-2 temporary worker program.
USCIS also removed the biometrics fee and appointment requirement for applicants for a change or extension of nonimmigrant status and updated the agency’s interpretation of the Child Status Protection Act to prevent many child beneficiaries of noncitizen workers from “aging out” of child status, allowing them to seek permanent residence along with their parents.
Fulfilling Our Humanitarian Mission
USCIS continues to address growing humanitarian needs around the globe, as individuals seek protection in the United States from oppression, violence, and other urgent circumstances. At a time when the world is experiencing the greatest displacement of people since World War II, our agency’s dedicated employees continue to advance our humanitarian mission and provide protection to vulnerable populations.
USCIS interviewed over 100,000 refugee applicants – more than double the amount completed in the previous fiscal year – resulting in the admission and resettlement of over 60,000 refugees. As of the end of FY 2023, USCIS completed more than 52,000 asylum cases; this included prioritizing process of asylum cases for Afghan alliance and their families. USCIS also completed a record-breaking 146,000 credible fear and reasonable fear screenings of individuals expressing a fear of return after being encountered at the border.
In FY 2023, USCIS continued to support Biden-Harris Administration efforts to establish lawful pathways that allow for the safe and orderly processing of individuals into the United States through the implementation of new processes for Cubans, Haitians, Nicaraguans, and Venezuelans (CHNV); the creation of new family reunification processes for individuals from Colombia, El Salvador, Guatemala, and Honduras, and the modernization of existing processes for Cuba and Haiti; and by maintaining support for the Uniting for Ukraine (U4U) process. As of the end of FY 2023, more than 150,000 Ukrainian nationals and their immediate family members had entered the United States under the U4U process and nearly 238,000 individuals through the CHNV process. USCIS is also a key partner in the Safe Mobility Office initiative, one of the many ways the United States is facilitating access to safe and lawful pathways in partner countries in Central and South America to prevent refugees and vulnerable migrants from undertaking dangerous journeys and discourage criminal smugglers who endanger the lives of vulnerable noncitizens. USCIS also announced enhancements to the Central American Minors Program, including expanding eligibility criteria for such children to qualify for access to the U.S. Refugee Admissions Program.  
USCIS announced the creation of its sixth service center, the Humanitarian, Adjustment, Removing Conditions, and Travel Documents (HART) Service Center, which focuses on adjudicating benefits requests filed by vulnerable populations. USCIS made significant strides in recruiting, hiring, onboarding, and training new hires, growing the HART Service Center by almost 90% in FY23, and enhancing agency capabilities to adjudicate humanitarian and related cases.
Looking Ahead
In FY 2024, the agency is continuing to build on this progress while monitoring and addressing remaining processing delays. USCIS will work to maintain the median processing times of 30 days for certain EAD applications filed by individuals who entered the United States after scheduling an appointment through the CBP One mobile application or through the CHNV processes. The agency also proposed new rules to modernize and improve the efficiency and integrity of the H-1B program for specialty occupation workers. USCIS will work to maintain naturalization processing times and utilize all available employment-based visas.
As a fee-funded agency, USCIS achieved all these accomplishments within the constraints of a fee schedule that was last updated in 2016.  We  announced a new fee schedule that allows USCIS to more fully recover our operating costs, reestablish and maintain timely case processing, support the development and implementation of tools that further increase our efficiency and improve the customer experience, and help prevent the accumulation of future case backlogs. We continue to call on Congress to pass the Administration’s supplemental funding request, including additional resources for USCIS to cover projected shortfalls and hire additional personnel.
USCIS will continue to build capacity for processing historically high referrals for protection screenings at the southern border, while focusing remaining resources on the unprecedented number of pending affirmative asylum applications. USCIS will continue to increase refugee adjudications to support the target of admitting 125,000 refugees this fiscal year. USCIS also plans to increase refugee processing in the Western Hemisphere through the Safe Mobility Office initiative and is on track to admit between 35,000 and 50,000 refugees from the Western Hemisphere this fiscal year, the largest number from this region in history.
To enhance accessibility for those we serve, USCIS will also continue efforts to expand our international footprint outside the United States and remains committed to Operation Enduring Welcome for Afghan allies. USCIS will also invest additional resources to stand up the HART Service Center.
Finally, USCIS will implement new online filing tools to enhance the customer experience, including adding organizational accounts, launching online filing of H-1B petitions on Form I-129, Petition for a Nonimmigrant Worker, and adding an additional electronic intake channel for submission of forms and evidence in PDF format.
For more information on USCIS and our programs, please visit  uscis.gov or follow us on Twitter ( @uscis ), Instagram ( /uscis ), YouTube ( /uscis ), and Facebook (/ uscis ).
As the federal agency that oversees lawful immigration to the United States, USCIS adjudicates a variety of immigration benefits and requests including naturalization, lawful permanent residency, employment visas, asylum, credible fear and foreign adoptions. By the end of FY 2023, the USCIS net backlog (cases pending outside of target processing times) was 4.3 million cases, down over 760,000 (15%) from more than 5 million cases at the end of FY 2022.
This progress occurred even as the agency experienced a record year in filings received – 10.9 million during FY 2023, compared with a more typical level of 9 million receipts in FY 2022 and FY 2021.
FY 2023 was the first year that USCIS successfully reduced the backlog in over a decade, following a spike that occurred after the onset of the COVID-19 pandemic. The backlog grew by 16% in FY 2022, which was slower growth than the two previous years – 43% in FY 2021 and 26% in FY 2020.
The slower backlog growth rate in FY 2022 and decline in FY 2023 were driven by ongoing efforts to increase hiring and an agency-wide drive to find new efficiencies in case processing. Congress also supported this effort with a crucial $275 million in appropriated funding in FY 2022 which continued to lead to positive impacts on the backlog. Additionally, in FY 2022, Congress also provided $193 million to support OAW, which helped alleviate the cost of unforeseen workloads associated with adjudicating immigration benefits for Afghan allies.
For a more detailed account of how the pandemic and a hiring freeze led to the doubling of the backlog, see our  FY 2022 Progress Report (PDF, 1.08 MB) . The  chart below shows how the dedicated workforce at USCIS has begun turning the tide on our backlogs, even as case receipts rose significantly in FY 2023. 
USCIS Pending Caseload and Receipts, FY 2018–FY 2023

Above: USCIS’ total pending caseload by month, consisting of net backlog (pending cases outside of target processing times) and recent pending (cases still within target processing times), along with case receipts by month.
In March 2022, USCIS established new internal  cycle time goals for 25 forms to guide the agency’s backlog reduction efforts. A cycle time measures how many months’ worth of pending cases for a particular form are awaiting a decision and are used to gauge progress on reducing backlogs. As cycle times improve, processing times will follow, and applicants and petitioners will receive decisions on their cases more quickly.
USCIS increased capacity, improved technology, and expanded staffing to achieve these new cycle time goals by the end of FY 2023. The following table shows the goals for each form, alongside actual cycle times. By the end of FY 2023, USCIS achieved the cycle time goal for nine of these forms, including naturalization, and reduced cycle times for all but one of the 25 forms identified in March 2022. We achieved these across-the-board cycle time reductions at the same time we received a record number of new cases and responded to growing humanitarian needs.
In FY 2024, USCIS will continue our work to achieve these cycle time goals.

Above: Internally, USCIS monitors the number of pending cases in the agency’s workload through a metric called “cycle times.” A cycle time measures how many months’ worth of pending cases for a particular form are awaiting a decision. As an internal management metric, cycle times are generally comparable to the agency’s publicly posted median  processing times , which in turn show the time it took USCIS to process a particular form – from when the agency received the application until a decision was made on the case. Green cells indicate that the actual cycle time was shorter than the agency’s publicly stated goal.
In  FY 2022 (PDF, 1.08 MB) , USCIS completed over 1 million applications for naturalization, welcoming the highest number of naturalized citizens in almost 15 years and reducing the net backlog by 62%.
Continuing these positive trends in FY 2023, USCIS completed 975,800 naturalization applications, administered the Oath of Allegiance to over 878,500 individuals, including 12,000 U.S. military service members, and nearly eliminated the net backlog. Factoring in individuals who derive citizenship from their parents, USCIS completed 1,045,600 naturalization cases. The median processing time for naturalization applicants decreased from 10.5 months to 6.1 months by the end of the fiscal year, achieving the agency’s longstanding processing time goal for most individuals seeking U.S. citizenship.  

Above: In FY 2023, USCIS completed 975,800 naturalization applications (Form N-400) and administered the Oath of Allegiance for 878,500 new U.S. citizens. Including derivatives (Forms N-400, N-600, N-600K), USCIS completed 1,045,600 naturalization cases and administered the Oath of Allegiance to 883,900 new U.S. citizens.
	USCIS will publish a new proposed rule to update regulations governing citizenship and naturalization, including updating adoption-related regulatory provisions consistent with the Intercountry Adoption Universal Accreditation Act of 2012.
	USCIS will release an updated and improved application for naturalization (Form N-400).

In FY 2023, USCIS implemented several new customer experience enhancements for those navigating our immigration system, including the following:
	Online Biometrics Rescheduling:  USCIS  launched a new self-service tool allowing noncitizens, along with their attorneys and accredited representatives, to reschedule most biometric services appointments before the date of the appointment, and without having to call our Contact Center. In FY 2023, we rescheduled over 33,000 biometric services appointments using the tool, with nearly one third of eligible customers choosing to reschedule online.
	myProgress Expansion:  USCIS expanded myProgress (formerly known as personalized processing times) to  Form I-765, Application for Employment Authorization; Form I-131 Application for Travel Document ;  Form I-821, Application for Temporary Protected Status; and Form I-485, Application to Register Permanent Residence or Adjust Status . This new tool delivers more accurate, personalized processing time estimates for those who choose to set up a myUSCIS account.
	Online Appointment Request Form:  USCIS launched  a new online process for individuals, attorneys, and accredited representatives to request an in-person appointment at their local field office without having to call our Contact Center. From the August launch through September, we received more than 16,000 appointment requests through this new online tool.
	Enterprise Change of Address:  The new  Enterprise Online Change of Address tool allows most customers to provide real-time address updates to USCIS online. This tool is expected to reduce USCIS Contact Center phone inquiries by up to 31%, or approximately 1.5 million inquiries annually. Since publicly releasing this tool in October 2023, over 430,000 address changes have been completed.
	Text-Ahead Feature:  USCIS launched a text-ahead capability in English and Spanish for callers to our 1-800 number that gives them a more predictable call-back window and reduces the number of missed calls. This also provides an ease of reference for attorneys and accredited representatives with multiple cases.
	Form I-589, Application for Asylum and for Withholding of Removal (276,000 online filings, comprising 61% of the total).
	Form I-134, Declaration of Financial Support (164,000 online filings).
	Form I-134A, Request to be a Supporter and Declaration of Financial Support (1,960,000 filings, exclusively online).
	Form I-131, Application for Travel Document with certain exceptions (11,000 online filings).
	Form I-907, Request for Premium Processing Service, for concurrent filing with certain Forms I-765 and with certain Forms I-539.
	Form I-765, Application for Employment Authorization, expanded to asylum applicants (323,000 online filings; 30% of the total) and parolees (258,000 online filings; 62% of the total).
	Expansion of Premium Processing:  USCIS expanded premium processing to  include all petitions for immigrant workers (Form I-140), most employment authorization applications (Form I-765) for students and exchange visitors , and  most changes of nonimmigrant status (Form I-539) to student categories .
	Self-Selection of Gender Markers:  USCIS  updated its guidance to clarify that it  will accept the self-identified gender marker for individuals requesting immigration services.

Coming up in FY 2024
USCIS will continue to improve upon the work done in FY 2023 by implementing new tools that enhance the customer experience. In FY 2024, USCIS will deliver:
	Organizational Accounts and Online Filing of Form I-129 for H-1B:  Ahead of the H-1B cap season, USCIS will release a new organizational myUSCIS account and an enhanced legal representative account. Both account types will have new features that allow petitioners and their representatives to share access to form drafts for collaboration on the H-1B registration and Form I-129 H-1B petition, as well as Form I-907 for premium processing, if applicable. Representatives will also be able to share access to form drafts with their paralegals and legal assistants for these form types.
	Expanding Electronic Intake Avenues:  USCIS will implement an additional electronic intake channel for submission of certain applications, petitions, and benefit requests and their associated evidence in PDF format.
	Increasing Consistent and Proactive Communications:  USCIS will employ an initial messaging capability that will allow USCIS to communicate key information, milestones, or updates directly with our customers instead of requiring them to reach out to the agency for updates. This tool will allow customers to set their communication frequency preferences. 

In FY 2023, USCIS and the Department of State issued more than 192,000 employment-based immigrant visas – far above the pre-pandemic number – and ensured that no visas went unused for the second year running. (The FY 2023 employment-based annual limit was 197,091, plus 6,396 EB-5 visas that carried over from FY 2022 to FY 2023, and minus 10,874 EB-5 visas that Congress allowed to carry over from FY 2023 to FY 2024.)
USCIS further supported U.S. employers and noncitizen workers in FY 2023, with major policy and process improvements including:
	Increasing the maximum validity period of Employment Authorization Documents (EADs) to five years for adjustment of status applicants and bringing back “combo cards” that provide evidence of both employment authorization and advance parole.
	Proposing  a new rule to strengthen worker protections and the integrity of the H-2 temporary worker programs , provide greater flexibility for H-2A and H-2B workers, and improve program efficiency.
	Removing the biometrics fee and appointment requirement for  applicants for a change or extension of nonimmigrant status (Form I-539). When legally permitted or when resources and operational efficiency allow, USCIS may “bundle” the adjudication of derivative applications that are filed together with the associated petition. For example, USCIS is currently “bundling” forms I-129 and I-539 for certain classifications, which provides near-contemporaneous adjudication of the derivative form I-539 with the principal Form I-129.
	Publishing a comprehensive  menu of options for noncitizen entrepreneurs to start and grow companies in the United States.
	Publishing  resources for nonimmigrant workers following termination of employment to ensure that nonimmigrant workers who are laid off are aware of options that may permit them to remain in the country past the regular 60 day grace period.
	Updating  the agency’s interpretation of the Child Status Protection Act to provide additional protection for child beneficiaries of noncitizen workers from “aging out” of child status and allowing them to seek permanent residence along status with their parents.
	Modernizing employment eligibility verification by allowing  E-Verify employers to remotely examine Form I-9 , Employment Eligibility Verification, documents starting Aug. 1, 2023, provided they follow certain steps.
	Updating policy guidance to clarify eligibility for a range of immigration benefits, including:
	The  International Entrepreneur Rule , for startup founders demonstrating substantial potential for rapid growth and job creation.
	The  EB-1 immigrant visa , for individuals of extraordinary ability and outstanding professors and researchers.
	The waiver of the two-year foreign residence requirement for  J-1 cultural and educational exchange visitors , including foreign medical graduates.
	The “ compelling circumstances ” Employment Authorization Document, for certain nonimmigrants who are the beneficiaries of approved employment-based immigrant visa petitions, and who are caught in the lengthy immigrant visas backlog.
	The  National Interest Waiver for physicians (PDF, 317.81 KB) working in an underserved area or at a U.S. Department of Veterans Affairs facility.
	The  O-1B visa classification , for nonimmigrants of extraordinary ability in the arts and nonimmigrants of extraordinary achievement in the motion picture television industry.

In FY 2024, USCIS is building on this progress by:
	Updating policy guidance for the EB-5 investor visa program , incorporating statutory reforms to the Regional Center Program as they relate to regional center designation and other requirements for immigrant investors.
	Updating  policy guidance for student classifications , including eligibility for employment authorization, change of status, extension of stay, and reinstatement of status for F and M students and their dependents in the United States.
	Proposing a new rule to  modernize and improve the efficiency and integrity of the H-1B program for specialty occupation workers.
	Proposing a new rule to  modernize the adjustment of status process , including regulations clarifying the age calculation under the Child Status Protection Act, and the authorization of employment authorization for certain derivative beneficiaries awaiting immigrant visa availability when they present compelling circumstances. 

USCIS continues to address the growing humanitarian needs of those seeking protection from oppression, violence, and other urgent circumstances. USCIS has seen significant growth in our humanitarian work (including asylum, Temporary Protected Status, and associated EAD applications. Over the last few years, these cases have gone from representing approximately 15% of all USCIS applications in FY 2015 to more than a quarter of new applications in FY 2023.

In FY 2023, USCIS continued to make progress on fulfilling these humanitarian imperatives by:
	Refugee Resettlement:  Interviewing over 100,000 refugee applicants – more than double the previous fiscal year – contributing to the resettlement of over 60,000 refugees. Deploying officers to 76 countries and significantly reducing the overall processing time for refugee applicants, both by using remote processing and concurrent processing with U.S. Refugee Admissions Program (USRAP) partners.
	Safe Mobility Office Initiative:  Working across the U.S. government and with international organization and regional partners to establish and operationalize  Safe Mobility Offices (SMO) in Colombia, Costa Rica, and Guatemala to provide information and referrals to various lawful pathways. The SMO in Ecuador opened in early FY 2024. The Safe Mobility Office initiative established the SMOs and MovilidadSegura.org, which provide certain individuals with information and referrals to different lawful pathways to the United States.
	Completing more than 146,000 credible fear and reasonable fear screenings for noncitizens arriving at the southwest border who expressed a fear of persecution or torture.
	Establishing new capabilities to create and share electronic A-files across agencies at the Southwest Border, reducing the administrative burden on government personnel. This cut U.S. Customs and Border Protection (CBP) file creation time in half while saving on administrative and other related costs.
	Implementing call center capabilities that provide asylum officers a single contact point to connect with agents providing interpreter services in four primary languages: Spanish, Mandarin, Russian, and French.
	Building on the success of Uniting for Ukraine, DHS developed processes to provide lawful pathways for certain nationals of  Cuba, Haiti, Nicaragua, and Venezuela (CHNV) , and confirmed the financial suitability of 298,144 CHNV supporters. As of the end of FY 2023, the following CHNV nationals and their immediate family members have entered the United States: 49,629 as part of the process for Cubans; 84,318 as part of the process for Haitians; 37,591 as part of the process for Nicaraguans; 66,401 as part of the process for Venezuelans.
	Implementing new family reunification parole processes for individuals from  Colombia, El Salvador, Honduras, and Guatemala , and modernizing family reunification processes for  Cuba and Haiti .
	Joining with the U.S. Department of State  to announce enhancements to the CAM parole process and expand eligibility criteria for those who may request USRAP access for qualifying children.
	Extending fee exemptions and expediting application processing for certain Afghan nationals, as authorized and supported by multi-year Congressional funding.
	Creating a streamlined process for Afghan nationals who were paroled into the country between July 2021 and September 2023, to request consideration of a new period of parole, commonly referred to as re-parole.
	Hosting seven Afghan Support Centers in cities with large numbers of resettled Afghan nationals and providing assistance to over 5,000 individuals, an effort made possible through Congressional funding.
	Prioritizing processing of asylum cases for Afghan allies and their families
	Uniting for Ukraine:  Providing significant support to the  Uniting for Ukraine (U4U) process, including assessing the financial suitability of supporters for the U4U process. As of the end of FY 2023, more than 150,000 Ukrainian nationals and their immediate family members have entered he United States under the U4U process.
	Temporary Protected Status (TPS):  Accepting TPS initial and re-registration applications under new designations, extensions, or redesignations for Afghanistan, Cameroon, El Salvador, Ethiopia, Haiti, Somalia, South Sudan, Sudan, Ukraine, and Yemen, and announcing redesignation for Venezuela. USICS also announced the extension of the re-registration periods from 60 days to 18 months for applicants under six TPS-designated countries: El Salvador, Haiti, Honduras, Nepal, Nicaragua, and Sudan.
	Hart Service Center:  Opening the  Humanitarian, Adjustment, Removing Conditions, and Travel Documents (HART) Service Center (PDF, 198.84 KB) [PDF], to adjudicate applications affecting some of the most vulnerable noncitizens.
	Statelessness:  Assisting  vulnerable stateless noncitizens , by announcing centralized USCIS resources to support consideration of noncitizens as stateless for immigration purposes.
	USCIS will continue to increase refugee interviews and decisions to support the target of admitting 125,000 refugees this fiscal year including staying on track to admit between 35,000 and 50,000 refugees from the Latin American region in FY 2024.
	USCIS will continue to build capacity for processing credible fear screenings at the southwest border by focusing on hiring, retention, and training initiatives that cultivate an agile, highly qualified, and diverse workforce.
	USCIS will focus on technological and procedural improvements to streamline the adjudication of asylum applications. USCIS will continue to explore locations where USCIS may open additional international field offices as part of its international expansion efforts.
	On Oct. 1, 2023, USCIS began accelerating processing of EAD applications filed by individuals who arrived in the U.S. after parolees scheduling an appointment through CBP One and being granted parole. USCIS will continue to dedicate additional personnel and implement improvements to maintain the median processing time for EAD applications filed by those paroled after a CBP One appointment or were paroled through the CHNV parole processes at 30 days.
	USCIS will build on its nationwide campaign to provide timely information to individuals who are eligible to apply for an EAD. To date, nearly 2 million email and text notifications have been sent in English, Spanish, Haitian Creole, Ukrainian, and Russian, and USCIS is working extensively with cities to educate recently arrived migrants on the immigration system and how to apply for an EAD.
	USCIS will continue to implement the new family reunification process for Colombia, El Salvador, Honduras, and Guatemala as well as the modernized processes for Cuba and Haiti. In addition, on Nov. 15, 2023, USCIS  announced the establishment of a new family reunification parole processes for certain individuals from Ecuador whose Form I-130, Petition for Alien Relative, filed on behalf of an Ecuadorian principal beneficiary has been approved.
	USCIS will continue its commitment to supporting our Afghan allies through Enduring Welcome.
	In FY 2024, USCIS will continue to build up the infrastructure and onboard and train new staff to adjudicate pending humanitarian and related cases at the HART Service Center.
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New recruitment strategy will help address critical shortage of skilled trades across Atlantic Canada
From: Atlantic Canada Opportunities Agency
News release
Construction Association of Prince Edward Island (CAPEI) to develop and implement regional immigration plan to help address critical shortages in the sector.
February 20, 2024 · Charlottetown, PE · Atlantic Canada Opportunities Agency (ACOA)
The need to increase the number of skilled tradespeople in Atlantic Canada’s construction sector has never been greater. The Construction Association of Prince Edward Island (CAPEI) is collaborating with the Government of Canada and partners across the region to develop and implement a recruitment and retention strategy. This initiative will identify the immediate industry needs and provide comprehensive solutions to address critical workforce shortages and help meet the need to build more housing.
Today, the Honourable Gudie Hutchings, Minister of Rural Economic Development and Minister responsible for the Atlantic Canada Opportunities Agency (ACOA), announced a non-repayable contribution of $210,000 from ACOA’s Regional Economic Growth through Innovation (REGI) program to help grow the construction workforce in Atlantic Canada.
This investment will help CAPEI develop and implement an immigration strategy that will connect Atlantic Canadian construction companies to immigration expertise services, actively engage qualified workers at international recruitment events, and provide companies with integration training and support. This initiative is expected to help accelerate hiring of skilled workers for in-demand positions in the construction sector throughout the region.
The Province of Prince Edward Island, through Skills PEI, is also contributing $160,000 toward CAPEI’s development of a human resource plan in collaboration with PEI construction employers. The plan will identify immediate workforce shortages and the key occupations that are needed to grow the construction sector.
Today’s announcement demonstrates the Government of Canada’s commitment to increasing the housing supply, promoting economic growth in key sectors across the region, and creating more well-paying jobs in Atlantic Canada.
“The wind is in our sails in Atlantic Canada—more people are choosing to come here and more are choosing to stay. The message is clear: we need to build more houses, and we need more people with the skills to build them. This initiative will help recruit the right people for the right jobs so we can meet the housing needs of Atlantic Canadians - and that’s good news for everyone.” - The Honourable Gudie Hutchings, Minister of Rural Economic Development and Minister responsible for ACOA 
“With more people choosing to make Prince Edward Island their home, the partnership the Government of Prince Edward Island has built over decades with the Construction Association of PEI is critical to meet the pressing infrastructure demands across our province. The industry-led recruitment and retention strategy will be an important step in the right direction to building a bigger and more sustainable skilled workforce for the Island.” - The Honourable Jenn Redmond, P.E.I. Minister of Workforce, Advanced Learning and Population
“We are very excited to get this initiative underway as we look to attract skilled trades to our region. The construction industry is the backbone of Atlantic Canada, building our schools, hospitals, business and homes. This project will allow us to look at the short-term and long-term needs of the construction industry, and to create direct pathway for international recruitment. With the support of our Federal and Provincial Government partners, projects like this will make a positive difference for our industry.” - Sam Sanderson, General Manager, CAPEI
Quick facts
The Atlantic Canada Opportunities Agency’s (ACOA) Regional Economic Growth through Innovation (REGI) program helps businesses and non-profit organizations develop a strong, dynamic and inclusive economy.
The Department of Workforce, Advanced Learning and Population delivers PEI’s immigration programs and workforce development opportunities across the Island. 
In March, the Public Policy Forum - The Atlantic Canada Momentum Index published a report that confirms that Atlantic Canada’s economy is bustling and the region is poised for exponential growth.
Associated links
	Regional Economic Growth through Innovation
	SkillsPEI | Government of Prince Edward Island
	Construction Association of Prince Edward Island

Connor Burton Press Secretary Office of the Minister of Rural Economic Development and of the Atlantic Canada Opportunities Agency [email protected]   Sharon McGuigan Manager of Communications  Atlantic Canada Opportunities Agency [email protected]   
Audrey Champoux Press Secretary and Senior Communications Advisor Office of the Minister of Innovation, Science and Industry [email protected]
Vicki Tse Bilingual Senior Communications Officer Department of Workforce, Advance Learning and Population Province of Prince Edward Island [email protected]
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	Staffing Agency Business Plan Template [Updated 2024]
If you want to start a staffing agency, recruiting agency, nurse staffing agency, or temp agency or expand your current one, you need a business plan. Over the past 20+ years, we have helped over 8,000 entrepreneurs and business owners create business plans to start and grow their staffing agency businesses, employment agencies and recruitment ...




	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.




	Staffing Agency Business Plan Template (2024)
Where Can I Get a Staffing Agency Business Plan PDF? PlanBuildr's staffing agency business plan template will help you to quickly and easily complete your staffing agency business plan and take your company to the next level.




	How to write a business plan for a recruitment agency?
The strategy The operations The financial plan Using specialized business planning software, Hiring a business plan writer. You can easily create your financial forecast by letting the software take care of the financial calculations for you without errors




	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




	PDF Your Perfect Recruitment Agency Plan
just to give yourself and your partners a general idea of the business's financial position on day one of trading. Check out our 12 month cash flow forecast here Current assets - My current business assets (vehicles, equipment etc… ) are: Future business assets - I think I'll need the following assets when I start my business in its first ...




	The #1 Recruitment Business Plan Template & Guidebook
How to Write a Recruitment Business Plan in 7 Steps: 1. Describe the Purpose of Your Recruitment Business. The first step to writing your business plan is to describe the purpose of your recruitment business. This includes describing why you are starting this type of business, and what problems it will solve for customers.




	Recruitment Agency: get a solid business plan (example)
July 14, 2023 Starting a recruitment agency is a great idea because it provides a valuable service to employers and job seekers alike. It is a great way to bridge the gap between the two and facilitate successful career placements. But, first thing first, you need a business plan.




	How to write a business plan for a recruitment agency
22 October 2021 5 mins Running a business 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.




	Sample Recruitment Agency Business Plan
If YES, here is a sample recruitment agency BUSINESS PLAN PDF SAMPLE. A recruitment agency provides a vital service to businesses that need to hire qualified personnel. Are you interested in setting up one? If you are, we will help you. This recruitment agency business plan sample has been written with aspiring entrepreneurs in mind.




	How to write a business plan for recruitment in 2024 (template ...
In this business plan, I have highlighted my specialism, hiring activity in my market, my candidate and client strategies, my methodology, how I plan to recruit through economic uncertainties in 2023, my competition and my personal revenue projections over 12 months."




	Recruitment Agency Business Plan
Recruitment Agency Business Plan All Business Plans Free Templates Startup Guides Marketing Finance Guides Blog 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.




	Sample Recruitment Business Plan
On average, a recruitment consultant has the potential to earn between $65,000 and $75,000 annually. Charges for placing a candidate can range between 14 and 20 percent. Charges for your services may be based on a percentage of the candidate's first annual salary. The other option is charging a flat fee to the company you're recruiting for.




	PDF Strategic Recruitment Plan Template
STEP 1: PLAN Action #1.1: Define the strategic goals Action #1.2: Develop and finalize the recruitment budget Action #1.3: Identify governmentwide and agency-specific hiring authorities Action #1.4: Establish collaboration agreements between HR professional and hiring manager 3 3 4 5 5 6 6 7 STEP 2: SOURCE




	Free Employment Agency Business Plan Template + Example
Download a free employment agency business plan template with SBA-approved format. Includes pre-filled examples and step-by-step guides for a successful start. ... Download a free employment agency business plan template in PDF or Word doc format. This form will load shortly, thanks for your patience. Download Now. What you'll get with this ...




	3+ SAMPLE Recruitment Business Plan in PDF
3+ SAMPLE Recruitment Business Plan in PDF Rating : A recruitment business plan is a necessary component of any business. It does not only assists you in mapping and strategizing but also assists investors in determining whether the company is worth buying in or not.




	Where to start with a recruitment business plan
You only need a basic plan to start, well thought through definitely, but not War and Peace. A start up recruitment business plan doesn't need to be super sophisticated. However what you do need is a well thought through plan so you can build solid foundations for growth, remove as much risk as possible and allow you, once you go live, to ...




	Business plan for a recruitment agency (example, .ppt, .pdf)
Writing a business plan can be lengthy and challenging, especially for beginners. Starting from scratch requires hours of research, writing, structuring, and formatting. Another alternative is to take advantage of our experts' work and complete a business plan that is already 80% pre-written. The most up-to-date market data is available.




	Employment Agency Business Plan Example
Start your own employment agency business plan All About People Executive Summary 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.




	[Free Template] Recruitment Agency Business Plan Assignment PDF
1807. 364. View document. Operational Plan for Training and Development in a Recruitment Company. 5. 79. View document. Here is the free template for a recruitment agency business plan in pdf format. Basically, this is a business plan assignment for a recruitment agency.




	Business Plan
Business Plan - Hunter's Recruitment Agency advertisement Business Plan - Hunter's Recruitment Agency MBA Application - IBAT College The following is a sample Business Plan for a Recruitment Agency for the first year of operation.




	PDF Department of Veterans Affairs Equity Action Plan
The I*DEA Council enables enterprise action and accountability through planning, advising and monitoring, and will review and lead implementation activities to guarantee alignment with the VA FY 2022-2028 Strategic Plan, the VA Secretary's strategic priorities and other equity-related objectives.




	Completing an Unprecedented 10 Million Immigration Cases in ...
New USCIS data show progress on customer experience, employment-based immigration, naturalization, and humanitarian work. WASHINGTON— Today U.S. Citizenship and Immigration Services (USCIS) is releasing end of fiscal year (FY) 2023 data that illustrate the agency's progress in meeting its strategic priorities.The USCIS workforce has worked tirelessly over the past year to uphold America ...




	New recruitment strategy will help address critical shortage of skilled
The Atlantic Canada Opportunities Agency's (ACOA) Regional Economic Growth through Innovation (REGI) program helps businesses and non-profit organizations develop a strong, dynamic and inclusive economy. The Department of Workforce, Advanced Learning and Population delivers PEI's immigration programs and workforce development opportunities across the Island.
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