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INTRODUCTION

This guide explains how to complete the Innovate Fingal Financial Projection Template when applying for
workspace within one of our enterprise centres.

Financial projections help you estimate:
e how much income your business will generate
e what your costs will be
e whether your business will have enough cash to operate

The spreadsheet provided is a cashflow forecast, meaning it shows money coming into and leaving your
business each month.

This helps determine whether the business is financially viable and able to sustain operations.

Your projections do not need to be perfect. However, they should be realistic and based on reasonable
assumptions.

UNDERSTANDING THE FINANCIAL PROJECTION SPREADSHEET
The spreadsheet estimates how money flows through your business over time.
It typically includes:

* income (money coming into the business)
e costs (money leaving the business)
* opening and closing cash balances

The purpose is to show whether the business will have enough cash to cover its expenses.



INCOME (REVENUE)

The income section should estimate the money your business expects to receive from customers or other
sources.

Common sources of income may include:

e product sales

* service fees

* workshop or training revenue
e subscription fees
 consulting services

If your business has more than one income stream, you may list them separately.
For example:

e product sales
e workshop income
¢ online sales

You may also include funding sources such as:

® owner investment
* |oans
® grants

If grant funding is included, please indicate whether the grant is:

e confirmed
e applied for
e planned but not yet secured

Avoid assuming income that is uncertain.

ESTIMATING SALES
When estimating sales, it is important to be realistic rather than optimistic.
Consider:

¢ how many customers you expect to serve each month
e the price of your product or service
¢ how long it may take to build a customer base

Example:
If you plan to sell workshops priced at €50 and expect 20 customers per month:
20 customers x €50 = €1,000 monthly revenues

Your estimates should reflect how the business is likely to grow gradually over time.
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COSTS (EXPENSES)

The cost section should include all expenses required to operate the business.
Typical business costs include:

e rent

e service charges

o utilities

* materials or supplies

e insurance

e marketing

¢ software or subscriptions

* professional services (accounting or legal)
* equipment purchases

e transport

It is common for new businesses to underestimate costs, so take time to consider all operational expenses.

OWNER SALARY

Some founders choose not to pay themselves initially. However, it is useful to consider how and when the

business will eventually support your income.
If you plan to take a salary, include it as a cost.

This helps demonstrate the long-term sustainability of the business.

LOAN REPAYMENTS

If your business will take out a loan, the financial projections should include loan repayment costs.
This ensures the projections reflect the true financial commitments of the business.

Explain how your pricing compares with competitors and how it reflects the value of your offering.

CASH BALANCE

One of the most important parts of the spreadsheet is the cash balance.

The cash balance shows whether the business will have enough money available to cover expenses.

The calculation works as follows:
Opening Cash Balance

e Income
- Expenses
= Closing Cash Balance

The closing balance from one month becomes the opening balance for the next month.

If the balance becomes negative, this indicates the business may require additional funding or reduced

expenses.
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BREAK-EVEN POINT

The break-even point is when the business generates enough revenue to cover its costs.
At this stage:
Income = Expenses

Understanding when your business reaches break-even helps demonstrate that the business model is
sustainable.

COMMON MISTAKES TO AVOID

Many first-time projections contain similar mistakes. Avoid the following:

OVERESTIMATING SALES

It often takes time for businesses to build a customer base. Avoid assuming immediate high sales.

UNDERESTIMATING COSTS

Businesses often forget costs such as:

e marketing

e insurance

* software

e professional services

e equipment maintenance

Ensure your projections include all likely expenses.

ASSUMING GUARANTEED GRANTS

If you include grant funding, be clear about whether it has been:

e confirmed
e applied for
¢ not yet secured

Avoid relying entirely on funding that has not yet been approved.

IGNORING SEASONAL CHANGES

Some businesses experience fluctuations throughout the year.
For example:

¢ higher sales during holiday seasons
¢ quieter months during off-peak periods

Your projections should reflect realistic sales patterns where possible.



ALIGNING FINANCIAL PROJECTIONS WITH YOUR BUSINESS PLAN
Your financial projections should support the information in your business plan.
For example:

If your plan states you will run four workshops per month, your projections should reflect income from those
workshops.

Consistency between the business plan and the financial projections helps demonstrate that your business
model has been carefully considered.

FINAL TIPS

When completing your financial projections:

* base your numbers on realistic assumptions
e consider both income and costs carefully
¢ ensure projections align with your business plan

Financial projections do not need to be perfect. Their purpose is to demonstrate that your business idea has a
realistic financial foundation.

Completing this exercise can also help you better understand how your business will operate financially during
its early stages.

SUBMITTING YOUR APPLICATION
When submitting your application to Innovate Fingal, please ensure you include:
e Completed Business Plan

e Completed Financial Projection Spreadsheet
¢ Any relevant supporting documentation

Together, these documents will help us assess whether your business is ready to develop within the enterprise
centre environment.



