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1.0 Business Overview and Brief Description

Business Owner(s):

Beaudie Cullen, Robert Gillespie, David Cullen, Lauren Cullen &
Helen Gillespie.

Business name:

Westbourne Cares Indigenous Corporation

Tag line:

Rewarding the Courage to Learn

Business Structure &
ABN:

Indigenous Corporation # 9723

ABN: 43 260 891 822

Business Location:

34 Peregrine Drive Greenhills Beach 2230

Website Domain Name:

https://westbournecollege.edu.au/

What we do:

We are committed to improving the educational outcomes and
wellbeing of Aboriginal and Torres Strait Islander students so that
they excel and achieve in every aspect of their education.

e Our vocational education and training courses are designed to
increase indigenous employment, retention, reskilling, upskilling
and career progression.

e At Westbourne Cares, our vision is to transform the lives of
indigenous people and build healthier communities through
quality education and training.

e Operate community enterprises and build a strong financial base
for community development activities and infrastructure.

e Promote community development by acting as a resource for the
community and stakeholders in the areas of education, health,
housing, employment and welfare to the community.

e Act as a clearing house to facilitate the exchange of information
and skills, participation and maintenance of community
development activities, community services, employment and
housing for the community.

Why the business will be
successful:

Westbourne College takes pride in providing top quality education to
those wanting to advance their position within the workforce. All
employees are extremely hands-on and work with the students to
meet their needs while studying.

1.1 Business Goals

Annual turnover $ 150,000
Net profit $ 50,000
Personal Drawings

Number of staff 5
Number of customers 30

Key market segments

National — available in all Australian states

18 — 70 years of age, male & female Indigenous population in need.




1.2 Personal Goals
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Personal Goal 1

Increase brand awareness

Personal Goal 2

Provide education to Indigenous communities in need.

Personal Goal 3

Provide the opportunity to aboriginal people gain meaningful employment.

1.3 Key Factors for Achieving Business Success

1 Focus on customer service and provide quality service

2 Over 50 years policing experience at high management levels and community
organisations.

3 Maximizing technology and innovative tools that we have access to.

2.0 Description of Core Products and Services

Product/Service Retail price Cost of Sales (COS)
Certificate IV Leadership & Management $2600 $260
Diploma of Leadership & Management $3600 $300
Certificate IV Project Management Practice $2600 $260
Diploma of Project Management $3600 $300
Diploma of Business $3600 $300
Certificate IV Work Health & Safety $2600 $260
Diploma of Work Health & Safety $3600 $300
Certificate 1V in Security Management $2600 $260
Certificate IV in Security Risk Analysis $2600 $260
Diploma of Security Risk Management $3600 $300

3.0 Business and Operational Structure

Role or Job

Responsibility

Manage of Business

Robert Gillespie

Answering Phone

Robert Gillespie

Admin Tasks

Beaudie Cullen

Bookkeeping

Accountant

Training & Assessments

Robert Gillespie & Beaudie Cullen

Marketing

Outsourced marketing company & Nicola Kypreos
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Social Media Management Outsourced marketing company & Nicola Kypreos

Partnering with key clients and companies Robert Gillespie & Beaudie Cullen

organisations

Liaising with external stakeholders &

Beaudie Cullen, Robert Gillespie & David Cullen

Management of Website & LMS systems James Whiley & Nicola Kypreos

4.0 Credit Policy

Payment terms for new customers: Courses will be free for Indigenous community paid

for by grant applications and donations.

Payment terms for ongoing customers:

Courses will be free for Indigenous community paid
for by grant applications and donations.

debtors:

Credit limit for customers: N/A
Number of days overdue before credit is

. N/A
restricted:
Person responsible for chasing up N/A

Frequency and day to chase up debtors: | N/A

5.0 The Market
5.1 What is the Gap in the Market?

Unmet Need 1

Blended Approach — We offer students the option of studying partial units of the
course then be recognised of prior learning to cover the other units. This will cut
study time.

Unmet Need 2

Mental Health cert IV & Diploma is a niche course offered within the market as
a full study option. Our Indigenous team can provide detailed case scenarios
and have firsthand experience that they can then share with Indigenous
students.

5.2 Target Market or Key Customers

Market Segment 1: Correctional Officers

segment

Description of market

First Nation Peoples in need for educational assistance.

Specific needs

- Recognition of their prior learning
- Understanding of the type of work they have carried out

- Identifying and assessing the reports and documents they have
produced.

Size of market

Across Australia.
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Frequency of
purchasing

1 course per year

Average Spend

$9,000 a month costs of courses

Why will they buy from
us?

They can relate to our Indigenous team and trust that we understand
their experience. And at no costs to them.

Marketing channels —
How will they know
about us?

Word of mouth, social media channels, relationships we have made
with Indigenous communities and networks.

Market Segment 2: Individuals wanting a career change.

Description of market
segment

These individuals are wanting to change their career objectives and
potentially switch their industries.

Specific needs

The opportunity to explore a new course and gain an understanding
of where this course could take them.

Size of market

Indigenous people 500,000

Frequency of
purchasing

1 per year.

Average Spend

$2600 - $3600 per student.

Why will they buy from
us?

We provide quality education as well as advice that will help guide
the student into taking the right path.

Marketing channels —
How will they know
about us?

Social media channels, online lead generators.

5.3 Point of Difference

necessary gaps.

Our point of difference is that the team is extremely hands on. We are always monitoring and
updated our learning content, as well as our students and their progress. We also provide the
option of full study, Recognition of Prior Learning, and a blended approach of the previous two.
This blended approach allows students to use their previous learnings and experience to credit
certain units, as well as take on study for those units that have not been learnt to fill in any

5.4 Competitor Analysis

Competitor 1

Name of Business

College of Law. Education and Training

Location

Online

prices

Pricing - Discount or premium

Approx. $2000-$3000

Type of products and/or
services sold

Certifications gained by an assessment of Recognition of
Prior Learning
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Range

Graduate Diploma — Cert Il in a range of industries: business,
security, law, WHS, Management.

Length of Time in Business

Approx. 11 years

Quick turnover of RPL certificates, reasonable price point,

DL large market share and awareness.
Do not offer the option of study, such a fast turn over that
Weaknesses they may not provide accurate advice on what certification is
the right fit.
Competitor 2

Name of Business

Churchill Education

Location

Online — QLD

Pricing - Discount or premium
prices

Approx. $2000-$3000

Range

Graduate Diploma — Cert Il in a range of industries: business,
security, law, WHS, Management.

Type of products and/or
services sold

Nationally Recognised Certifications gained by an
assessment of Recognition of Prior Learning

Length of Time in Business

4 years

Quick turnover of RPL certificates, reasonable price point,

DL large market share and awareness, range of qualifications.
Do not offer the option of study, such a fast turn over that
Weaknesses they may not provide accurate advice on what certification is

the right fit.

5.5 Marketing Strategy

Marketing Objectives:

1 Creating brand awareness within our key market segments
2 Increase leads through our social media channels and Indigenous networks
3 Engage with existing customers to increase word of mouth sales

Target Markets:

1 Indigenous communities in need of education

progression

First nation peoples in need of employment, retention, upskilling and career

education.

Aboriginal and Torres Strait communities to excel and achieve in every aspect of




Marketing Budget:

Marketing Type Frequency Market Segments 2?:;2 Cost per year
Social Media Channel 2-3 posts per Al $800 $4800
content day
. All — individuals
Google Ads Ongoing SoEing $1600 $3200
LinkedIn Ads 1 per month Indlgenoy§ $0 $70-$300
communities
TOTAL MARKETING COSTS $2400.00 $8300
6.0 SWOT Analysis
Strengths Weaknesses

Abundance of team experience
Strong networking connections
Hands-on approach
Reasonably priced products
Use of technology & software

- Adapting to new processes and systems to
streamline the business

- Various tasks that constantly need attention
and can be difficult to effectively

manage

Opportunities Threats
Connect with companies to supply
various training opportunities - Competitors

Gain more market share and brand
awareness

Create quick, short courses to then
market and lead to our full
qualifications

- Changing of course requirements that we
need to monitor and adapt to quickly
- Changing environments e.g. COVID

7.0 PESTLE Analysis

Political Factors

Economic Factors

Changes to the skills required to be a
assessor/trainer

Changes to curriculum with short lead
times

- Central or local government funding decisions
may affect school/ establishment finances
- Cost of providing resources:
Staff — teaching & support
Technology solutions
Learning resources

Social Factors

Technological Factors

Social networking — blogs, Facebook,
twitter, LinkedIn

Integration with local community
Information is accessible to staff
anywhere in the country via the
Internet

- Changes to standards/ resources required

- Risk of selecting the wrong technology at
times of change

- Time to manage IT systems
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Legal Factors

Environmental Factors

- New legislation may create risks of
noncompliance with the law, create
new administrative burdens etc

- Changes to funding of charity based
organisations

- Health & safety legislation

Using a significant amount of paper and
photocopier toner to manage students and
their enrolments.

8.0 Risks to the Business

Risk

How to minimise, reduce or avoid the risk

Financial resources including cash and the
capacity to generate income

Working closely with our
accountant/bookkeeper to maintain a strong
financial position.

Legal and regulatory compliance

Regularly monitoring the appropriate bodies in
charge of compliance. Always following these
bodies and implanting processes and
procedures within the business to follow.

Student welfare

Keeping lines of communications clear and
checking in with students to make sure they are
completing their course requirements with ease.

Learning Management system & Student
management systems

Having appointed staff manage these systems
and following the correct process.

Learning and assessment resources

Providing the most up to date and relevant
resources that can be accessed by student with
ease.

Reputation

Maintaining respect with all stakeholders
involved, creating positive and informative
social media content and always keeping a
strong relationship with students.

9.0 Back-Up Plans and Contingencies

Limited available funds Use other revenue streams to assist in creating cashflow.
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Staff iliness or unavailability

Staff can work from home if feeling unwell or if unavailable,
other staff members can assist with any urgent matters.

In cases where items sold
exhibit defects, fall below
expected standards, or fail to
fulfill their intended purpose

If a student is not happy with the service provided, they can
receive a refund and will be managed by our complaints officer
who will handle the matter on a case-by-case basis.

10.0 Legal and License Requirements

1 Australian Business Number
2 Registered Training Organisation — ASQA
3 Microsoft Office License

11.0 Insurance Requirements

Insurance Type

Cost

Public Liability Insurance

$935 a year

12.0 Intellectual Property (IP)

IP Item Status Strategy
Website address Current Keep license renewed
ABN Current Keep license renewed
RTO ldentification Current Keep license renewed
13.0 Financials
13.1 Sales Research
1 Indigenous trainers and mentors
2 Need/Want in the market
3 Job outcomes for those taking on a course
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