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The undersigned reader acknowledges that the information provided by YOUNG LADIES SECURITY 

SERVICES & PROJECTS PTY LIMITED. in this business plan is confidential; therefore, reader agrees 

not to disclose it without the express written permission of CAROLINE KHUMALO - YOUNG LADIES 

SECURITY SERVICES & PROJECTS PTY LIMITED.  

It is acknowledged by reader that information to be furnished in this business plan is in all respects 

confidential in nature, other than information which is in the public domain through other means 

and that any disclosure or use of same by reader, may cause serious harm or damage to YOUNG 

LADIES SECURITY SERVICES & PROJECTS PTY LIMITED.  

Upon request, this document is to be immediately returned to YOUNG LADIES SECURITY SERVICES 

& PROJECTS PTY LIMITED. 

  

___________________  

Signature  

___________________ 

Name (typed or printed)  

  

___________________ 

Date  

This is a business plan. It does not imply an offering of securities. 
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1.0 Executive Summary 

Young Ladies Security Services is a startup security company founded by Caroline Khumalo, an 

experienced former security company manager. Located in Krugersdorp at its launch, the 

business will provide security guards, security audits, and referrals to equipment providers to 

commercial buildings, retail businesses, and, eventually special event venues and other clients. 

The business seeks to acquire capital from an angel investor and will expand to additional 

cities in Gauteng and beyond if successful.  

In the current political climate, with increasing fears of terrorist activity, and the current 

economic climate, which promises an upswing in general and in outsourced services especially, 

this business is launching at the right time. The business will target large retail stores and 

building management companies first in order to establish a strong base of clients in 

Krugersdorp.  

YLSS will grow its employee base of security guards carefully, based on client contracts, and 

use both full-time and part-time guards. The business expects respectable sales of in the first 

year, almost doubling by the end of the third year. Gross margins will be similar to the industry 

average, based on guard labor costs vs. billings. After the initial investment and launch, a lean 

first year, and the establishment of an office and training space in the second year, the 

business will be poised to expand through its own financing after three years. After the 

business is proved replicable in additional cities, the business may be sold to provide an exit for 

the initial investor and founders. 
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1.1 Company Summary 

Young Ladies Security Service (YLSS)  is a startup security company founded by 

Caroline Khumalo a former security company manager with sixteen years experience in in 

security work. The business will provide security guards to commercial buildings, retail 

businesses, Armed Response Services, Radio Monitoring,  CCTV and electronic security and 

special events. The business will launch in Krugersdorp, Mogale City, but will expand to 

additional cities if successful.  

2.0 Services 

YLSS will provide well trained guards for one or more of the following purposes: 

• To guard entrances and screen guests/employees  

• To monitor clients' premises with video surveillance equipment  

• To protect clients' assets, employees and guests  

• To deter crime with visual presence  

• To organize response in the case of fire, evacuation, or other emergency  

• To respond to customer and employee health emergencies and accidents 

• To eject unwanted customers or trespassers  

• To liaison with police and city emergency responders 

In addition, the principals of the firm will offer the following:  

• Security audits and recommendations for security plans  

• Referrals to providers of security technology (camera systems, etc.) 

• Security Technology Installations on some sites 

• Armed Response Services 

YLSS will be a licensed, insured, and bonded business and will offer both armed and unarmed 

guards, based on client needs and budgets. All guards will be certified for security work and to 

carry firearms.  

Whenever possible, the same guards will be sent consistently to the same clients. However, 

substitutes will be necessary from time to time and the business will ensure that detailed data 

about the job is transmitted to substitute guards on those occasions. YLSS will build trust with 

clients as a partner, rather than simply in the specific guard or guards they grow comfortable 

with.  

Guards will keep in constant communication with their team via portable two-way radios and 

with the YLSS office, as necessary through mobile phones. The YLSS office will be not be 

staffed full-time at launch, but the CEO and COO will be within reach by phone wherever they 

work. Guards who encounter criminal activity will alert the authorities immediately rather than 

going through a communications center. Once the YLSS office is established , it will be staffed 

full-time with a rotation of three call center personnel who will cover the dispatches.  

Guards will either be stationed at desks or patrol on foot at all facilities. Clients must provide 

vehicles if their jobs require vehicle patrol (i.e., a facility with several buildings), but this will 

not be a focus of Young Ladies Security Services. 
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3.0 Market Analysis Summary 

The market for security guard services includes building management companies, retail 

businesses, event venues, and other businesses. The private security industry in South 

Africa is among the largest in the world, with over 9,000 registered companies, 450,000 

registered active private security guards and a further 1.5 million qualified (but inactive) 

guards; many times the available personnel than the combined South African police and 

army. More is being spent by South African citizens on private security than ever before, R45-

billion a year, to be exact. That's a third more than the government spent on the police last 

year, making South Africa's private security industry the fourth largest in the world per capita. 

  

The continuing and growing concerns about security brought on by international terrorism are 

also expected to contribute to growth in the industry.  

Of the potential targets available in Krugersdorp, YLSS will focus on building management 

companies and retail businesses at the outset. These businesses require steady security needs 

and serving them is simpler than serving special events.  

4.0 Strategy and Implementation Summary 

The key strategy for YLSS is to build their operations and marketing around buildings and retail 

stores that are large enough to have permanent, on-site security needs, but not so large that 

they can save significant money by developing security staff in-house. To achieve this strategy, 

YLSS will:  

• Train guards well for permanent check-in, patrol, and surveillance positions 

• Use advertising and targeted lists to locate and market to these customer markets 

• Focus specifically on guard services and high-level consulting audits, while outsourcing or 

referring to vendors for security equipment and system needs  

4.1 Competitive Edge 

Young Ladies Security Services will built a competitive edge through high levels of customer 

service and assurance. The company will strive to not be a broker between clients and 

contracted security guards, as some security guard providers become, but instead be a partner 

in the security and protection of client's assets, with security guards as a major tool in that 

protection. This strategy will require Caroline Khumalo to carefully audit a client's security 

situation and to work with them on plans to upgrade and maintain that security. She will 

continually check in with clients and with the guards sent to client sites to learn about the 

challenges they are facing.  

4.2 Marketing Strategy 

To reach its target markets of building management companies and large retail 

businesses, YLSS  will use the following tactics:  

• Development of a basic "brochure" website with services and contact information 

• Advertising in trade publications read by managers in these two industries 

• Advertising online with Google AdWords around keywords for security services and security 

guards, especially associated with these two types of customers 
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• Business cards and brochures for Caroline Khumalo to distribute on appointments and while 

networking with Krugersdorp-area business networking groups 

• Direct selling work based on purchasing or developing target lists 

• Direct mail of brochures and letters to these target lists of potential clients in the West Rand 

4.3 Sales Strategy 

Caroline Khumalo will be the primary salesperson for YLSS. She will meet with clients at their 

buildings to perform an initial consultation and will create proposals for security services based 

on the client's needs. Khumalo will track sales prospects and clients with a client management 

database system.   

Khumalo's sales strategy will be to listen carefully to the needs of the client and to provide 

assurance through stories of his experience and a canny understanding of their needs and 

concerns. While her proposals may not be the lowest cost bids a potential client receives, she 

will follow up with care and the same personal attention that clients will receive if they move 

forward with using YLSS. 

4.4 Milestones 

The budgets for creating the brochure/stationery and website come out of the start-up 

expenses, while the other marketing costs detailed here come out of the first year operating 

budget as they occur after the business launch date. Caroline Khumalo, will manage all 

marketing and sales activities , and will set up accounting and operating systems and interview 

potential guards. 

Table: Milestones 

 
Milestones      

      
Milestone Start Date End Date Budget Manager Department 
Website Development 22/06/2019 31/10/2019 R3,000  CK Marketing 
Buy Industry Publication Ads 22/06/2019 31/08/2019 R2,000  CK Marketing 
Create Brochure/Stationery 22/06/2019 31/08/2019 R3,500  CK Marketing 
List Development 22/06/2019 31/08/2019 R1,000  CK Marketing 
Direct Mail 22/06/2019 31/10/2019 R2,000  CK Marketing 
Totals   R11,500    
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Chart: Milestones 

 

5.0 Management Summary 

Caroline Khumalo, CEO, creates the vision and strategy of Young Ladies Security Services. He 

brings with her knowledge of the industry and sales skill. Khumalo will be personally 

responsible for marketing, sales, and ongoing client service. Khumalo will also run training for 

guards.  

Cynthia Khumalo, COO, will run the operations of the company. He will manage 

finances/accounting, hiring and human resources. Cynthia has t experience as assistant director 

of operations for a security systems company and therefore has familiarity with operations 

management and the security industry as well. 

Caroline and Cynthia Khumalo will be the only full-time employees at the launch of the 

company. Security guards will be employed as client engagements are set and will be 

accounted for as a cost of sales. In the second year, three administrative/call center assistants 

will be hired to work under the COO and to staff the office at all times for the purposes of 

dispatches and maintaining communications with guards on-site. 

6.0 Financial Plan 

YLSS expects to produce excess cash after a lean first year of operation which can finance its 

expansion to an office space along with a  equity loan to support significant growth of its 

employee base in its second and third years to 25 FTE security guards (which can be estimated 

as 10 full-time guards and 30 part-time guards). Future growth will be financed by the business 

and will include launching operations in other cities in Gauteng and launching a line of security 

products. 
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Table: Financials 

 
Financials    

  Year 1  Year 2  Year 3 

Beginning Balance    
Opening Balance Cash & Current Account R375,000  R562,000  R1,210,500  

    
Plus Money Received    
New Investment R0  R0  R0  
New Loans R0  R500,000  R500,000  
Sales R1,200,000  R1,800,000  R2,070,000  
Other R0  R0  R0  
Subtotal Money Received R1,200,000  R2,300,000  R2,570,000  

    
Less Money Spent    

    
Direct Costs    
Direct Cost of Sales R120,000  R138,000  R165,600  
Other Costs of Sales R0  R0  R0  

    
Normal Operating Expenses    
Payroll and Payroll Taxes, Benefits, Etc. R600,000  R900,000  R1,080,000  
Rent and Utilities R0  R120,000  R132,000  
Sales and Marketing Expenses R60,000  R72,000  R86,400  
Other Operating Expenses R29,000  R43,500  R65,250  

    
Other Outflows    
Payments of Taxes R0  R0  R0  
Debt Payments R144,000  R288,000  R288,000  
Purchase of Assets R60,000  R90,000  R180,000  
Other R0  R0  R0  
Subtotal Money Spent R1,013,000  R1,651,500  R1,997,250  

    
Ending Balance    
Ending Balance Cash and Current Account R562,000  R1,210,500  R1,783,250  

    
Profit Before Interest and Taxes    
Sales R1,200,000  R1,800,000  R2,070,000  
  Less Cost of Sales (R120,000) (R138,000) (R165,600) 
Gross Margin R1,080,000  R1,662,000  R1,904,400  
  Less Operating Expenses (R689,000) (R1,135,500) (R1,363,650) 
Profit Before Interest and Taxes R391,000  R526,500  R540,750  

    
Net Cash Flow R187,000  R648,500  R572,750  
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Chart: Profit Monthly 

 

 

Chart: Profit Yearly 
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Chart: Sales Monthly 
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Chart: Sales by Year 

 

6.1 Projected Cash Flow 

Excess cash from the first year of operation and a R500,000 loan from the business' owners will 

be used to finance the expansion to a rented office space in the second year, which will require 

the purchase of furniture, additional computer and phone equipment, and some improvements 

to the space. This loan will be taken out by one or both of the owners at 10% interest halfway 

through year 2 when cash is needed.  

Cash flow is expected to become positive in the fourth month of operation due to the low fixed 

costs and launching without a full-time call center/office. Continued investments in 

communications equipment will be needed throughout the first year as additional guards join 

the business. In the second year, assets must be purchased for the office, including 

computers and equipment, furniture, and a phone system. Communications 

equipment purchases will continue to grow in the second year.   

It is estimated that 70% of sales will be made on credit for payment within one month and 30% 

will be paid at or before the time of service. 
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Chart: Cash 
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Table: Financials 

 
Financials              

   Month 1  Month 2  Month 3  Month 4  Month 5  Month 6  Month 7  Month 8  Month 9  Month 10  Month 11  Month 12 

Beginning Balance              
Opening Balance Cash & Current Account R0  R375,000  R341,000  R332,000  R323,000  R338,500  R354,000  R369,500  R385,000  R400,500  R441,000  R481,500  R522,000  

              
Plus Money Received              
New Investment R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  
New Loans R500,000  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  
Sales R0  R0  R50,000  R50,000  R100,000  R100,000  R100,000  R100,000  R100,000  R150,000  R150,000  R150,000  R150,000  
Other R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  
Subtotal Money Received R500,000  R0  R50,000  R50,000  R100,000  R100,000  R100,000  R100,000  R100,000  R150,000  R150,000  R150,000  R150,000  

              
Less Money Spent              

              
Direct Costs              
Direct Cost of Sales R100,000  R10,000  R10,000  R10,000  R10,000  R10,000  R10,000  R10,000  R10,000  R10,000  R10,000  R10,000  R10,000  
Other Costs of Sales R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  

              
Normal Operating Expenses              
Payroll and Payroll Taxes, Benefits, Etc. R0  R0  R25,000  R25,000  R50,000  R50,000  R50,000  R50,000  R50,000  R75,000  R75,000  R75,000  R75,000  
Rent and Utilities R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  
Sales and Marketing Expenses R0  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  
Other Operating Expenses R0  R2,000  R2,000  R2,000  R2,500  R2,500  R2,500  R2,500  R2,500  R2,500  R2,500  R2,500  R3,000  

              
Other Outflows              
Payments of Taxes R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  
Debt Payments R0  R12,000  R12,000  R12,000  R12,000  R12,000  R12,000  R12,000  R12,000  R12,000  R12,000  R12,000  R12,000  
Purchase of Assets R25,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  R5,000  
Other R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  R0  
Subtotal Money Spent R125,000  R34,000  R59,000  R59,000  R84,500  R84,500  R84,500  R84,500  R84,500  R109,500  R109,500  R109,500  R110,000  

              
Ending Balance              
Ending Balance Cash and Current Account R375,000  R341,000  R332,000  R323,000  R338,500  R354,000  R369,500  R385,000  R400,500  R441,000  R481,500  R522,000  R562,000  

              
Profit Before Interest and Taxes              
Sales  R0  R50,000  R50,000  R100,000  R100,000  R100,000  R100,000  R100,000  R150,000  R150,000  R150,000  R150,000  

  Less Cost of Sales  (R10,000) (R10,000) (R10,000) (R10,000) (R10,000) (R10,000) (R10,000) (R10,000) (R10,000) (R10,000) (R10,000) (R10,000) 

Gross Margin  (R10,000) R40,000  R40,000  R90,000  R90,000  R90,000  R90,000  R90,000  R140,000  R140,000  R140,000  R140,000  

  Less Operating Expenses  (R7,000) (R32,000) (R32,000) (R57,500) (R57,500) (R57,500) (R57,500) (R57,500) (R82,500) (R82,500) (R82,500) (R83,000) 

Profit Before Interest and Taxes  (R17,000) R8,000  R8,000  R32,500  R32,500  R32,500  R32,500  R32,500  R57,500  R57,500  R57,500  R57,000  

              
Net Cash Flow  (R34,000) (R9,000) (R9,000) R15,500  R15,500  R15,500  R15,500  R15,500  R40,500  R40,500  R40,500  R40,000  
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