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1.	Describe	the	Purpose	of	Your	Medical	Transportation	Business.The	first	step	to	writing	your	business	plan	is	to	describe	the	purpose	of	your	medical	transportation	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	medical	transportation	business:Our	purpose	at	the	Medical
Transportation	business	is	to	provide	reliable	and	safe	transportation	services	to	our	customers,	while	striving	to	ensure	that	all	patients	reach	their	medical	appointments	on	time,	with	respect	and	dignity.2.	Products	&	Services	Offered	by	Your	Medical	Transportation	Business.The	next	step	is	to	outline	your	products	and	services	for	your	medical
transportation	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	medical	transportation	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	medical	transportation	business	includes	the	following	elements:Target	marketWho	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	medical	transportation	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	descriptionHow	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	analysisWhich	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	channelsWhich	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?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	neededWho	will	be	involved	in	the	business
(employees,	contractors)Financial	requirements	for	each	stepMilestones	&	KPIsLocation	of	your	businessZoning	&	permits	required	for	the	businessWhat	equipment,	supplies,	or	permits	are	needed	to	run	a	medical	transportation	business?Commercial	vehicle(s)Medical	Transportation	PermitsDriver's	LicenseProof	of	InsuranceNon-emergency
medical-transport	certification	(if	transporting	patients)	Fire	Extinguishers	and	First	Aid	kits	in	the	vehicle(s)GPS	Navigation	System	Cell	Phones>	5.	Management	&	Organization	of	Your	Medical	Transportation	Business.The	second	part	of	your	medical	transportation	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	medical	transportation	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.	Medical	Transportation	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	CostsStartup	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	medical	transportation	business	varies	based	on	many	different	variables,	but	below	are	a	few	different	types	of	startup	costs	for	a	medical	transportation	business.Running	&	Operating	CostsRunning	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	ExpensesYou	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	medical	transportation	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	&	ProjectionsA	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	medical	transportation	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	medical	transportation	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.	Are	you	about	starting	a	non-emergency	medical	transportation	business?	If	YES,	here	is	a	complete	sample	non-emergency	medical	transportation	business	plan	template	&
feasibility	report	you	can	use	for	FREE.	However	you	have	got	to	take	all	the	necessary	steps	that	wouldn’t	cause	you	to	fail.	These	steps	more	often	than	not	are	deliberate	measures	that	will	help	you	stay	relevant	as	you	choose	to	build	this	business.	Below	is	a	sample	non-emergency	medical	transportation	plan	for	your	use.	A	Sample	Non-
Emergency	Medical	Transportation	Business	Plan	Template	1.	Industry	Overview	The	healthcare	industry	of	which	non	–	emergency	medical	transportation	services	is	a	part	of	is	one	industry	that	plays	a	key	role	in	the	economy	of	many	nations.	This	is	so	because	without	health,	there	will	be	no	capacity	to	create	wealth,	in	other	words,	health	is
indeed	wealth.	Little	wonder	the	healthcare	industry	is	one	of	the	most	supervised	and	regulated	industries	in	most	countries	of	the	world.	The	Non	–	Emergency	Medical	Transportation	Services	industry	comprises	of	both	private	and	municipal	operators	that	basically	provide	transportation	alongside	medical	care	for	patients	either	by	ground	or	air.
These	services	most	often	than	not	are	provided	during	a	medical	emergency,	but	they	are	not	restricted	to	such	instances;	they	are	also	used	for	non	–	emergency	medical	transportation	services.	The	ambulances	or	vehicles	as	the	case	maybe	are	usually	well	–	equipped	with	lifesaving	equipment	operated	by	medically	trained	employee	i.e.	nurses
and	doctors	et	al.	It	is	a	known	fact	that	non-emergency	medical	transportation	services	is	highly	essential	for	disadvantaged	Medicaid	recipients,	for	the	elderly,	for	those	who	have	form	or	disability	or	the	other	and	those	with	low	incomes	who	have	no	form	of	transportation	to	access	healthcare	services	when	the	need	arises.	Statistics	has	it	that
about	3.6	million	Americans	miss	or	delay	medical	care	services	simply	because	they	lack	appropriate	means	of	transportation	to	catch	up	with	their	medical	appointments.	So	also	the	average	low	–	income	earners	in	the	united	states	Americans	lack	the	disposable	income	necessary	to	have	access	to	a	working	automobile,	and	as	a	result	of	that	may
lack	transportation	options	to	get	to	and	from	medical	appointments.	Which	is	why	Medicaid	provides	a	non-emergency	medical	transportation	benefit	that	pays	for	the	least	expensive	and	suitable	way	of	conveying	people	to	their	appointments	whether	by	taxi,	van,	public	transport	or	mileage	reimbursement.	As	a	matter	of	fact	a	large	percentage	of
people	with	chronic	health	conditions,	such	as	arthritis,	asthma,	cancer,	cardiovascular	disease,	chronic	obstructive	pulmonary	disease	and	diabetes	et	al,	would	need	medical	care	services	on	a	regular	basis.	Statistics	has	it	that	the	treatment	of	chronic	conditions	account	for	three-quarters	of	all	United	States	healthcare	expenses.	For	instance,	in
2009,	the	Centers	for	Disease	Control	estimate	that	78%	of	the	adult	population	age	55	and	older	has	at	least	one	of	these	chronic	conditions.	In	addition,	it	was	projected	that	states	will	add	more	than	a	half	million	adults	who	have	serious	behavioral	health	issues	that	impair	their	everyday	functioning	to	the	Medicaid	population.	These	people	of
course	will	need	the	services	of	Non	–	Emergency	Medical	Transportation	to	access	life	sustaining	treatments	and	healthcare	services	et	al.	It	is	important	to	categorically	state	that	a	large	percent	of	the	20	million	adults	with	chronic	kidney	disease	who	are	undergoing	dialysis	three	times	a	week,	non	–	emergency	transportation	services	providers	is
a	reliable	way	to	transport	them	to	their	appointments	and	so	as	to	avoid	going	to	the	emergency	room	if	appointments	are	missed.	So	also	Statistics	has	it	that	66	percent	of	dialysis	patients	rely	on	others	for	transportation	to	their	appointments,	only	8	percent	depend	on	public	transportation	or	taxi	services,	and	25.3	percent	drove	or	walked	to	the
clinic	themselves.	The	Non	–	Emergency	Medical	Transportation	Services	industry	is	indeed	a	very	large	industry	and	pretty	much	thriving	in	all	parts	of	the	world	especially	in	developed	countries	such	as	United	States	of	America,	Canada,	United	Kingdom,	Germany,	France,	Australia	and	Italy	et	al.	Envision	Healthcare	is	one	of	the	leading	players
in	the	industry.	Statistics	has	it	that	in	the	United	States	of	America	alone,	there	are	about	16,928	licensed	and	registered	non	–	emergency	medical	transportation	providers	responsible	for	employing	about	200,048	employees	and	the	industry	rakes	in	a	whooping	sum	of	$15bn	annually	with	an	annual	growth	rate	projected	at	1.1	percent.	Non	–
emergency	medical	transportation	services	or	ambulance	services	as	it	is	popularly	called	is	yet	another	thriving	and	profitable	business	that	an	entrepreneur	who	is	interested	in	making	money	from	the	healthcare	industry	should	consider	starting.	There	is	a	huge	market	for	this	type	of	services	simply	because	there	are	loads	of	sick	people	out	there
who	cannot	transport	themselves	to	hospital	hence	the	need	for	private	ambulance	services.	People	who	are	paralyzed,	down	with	stroke,	on	a	wheel	chair	and	too	frail	to	move	are	some	of	the	people	that	need	this	services.	So	if	you	are	looking	towards	starting	a	business	in	the	healthcare	sector,	then	one	of	your	options	is	to	start	a	non–emergency
medical	transportation	services	or	ambulance	services.	2.	Executive	Summary	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	is	a	standard	and	certified	healthcare	service	provider	with	niche	in	non	–	emergency	transportation	that	will	be	based	in	Miami	Beach,	Florida	–	United	States	of	America	and	we	will	cover	other	cities	such	as	Green
–	acres	City,	Miami,	Jacksonville,	Clearwater,	Tampa,	Fort	Lauderdale,	North	Miami,	West	Palm	Beach,	Palm	Harbor,	Deltona,	Orlando,	Palm	Bay	and	Panama	City	et	al.	We	chose	to	operate	in	these	cities	because	we	know	that	our	services	will	be	in	high	demand	due	to	the	growing	numbers	of	the	aging	population	in	these	areas	and	of	course	the
numbers	of	those	who	would	need	our	services.	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	provides	highly	essential	non	–	emergency	medical	transportation	services	for	disadvantaged	Medicaid	recipients,	for	the	elderly,	for	those	who	have	form	or	disability	or	the	other	and	those	with	low	incomes	who	have	no	form	of	transportation	to
access	healthcare	services	when	the	need	arises.	We	are	in	the	non	–	emergency	medical	transportation	services	business	to	deliver	excellent	healthcare	cum	transportation	services	to	all	those	who	will	patronize	our	services.	We	will	also	ensure	that	in	the	line	of	carrying	out	our	duty,	we	comply	with	the	laws	and	health	regulations	in	Florida	and
The	United	States	of	America.	Our	employees	are	well	trained	and	qualified	to	handle	the	wide	range	of	sickly	and	elderly	people.	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	will	operate	a	24	hours	7	days	a	week	non	–	emergency	medical	transportation	service;	our	base	(office	facility)	will	be	opened	round	the	clock	to	attend	to	clients.
We	have	a	standard	medical	call	center	that	is	manned	by	trained	health	workers.	Our	work	force	is	going	to	be	well	trained	to	operate	within	the	framework	of	our	organization’s	corporate	culture	and	also	to	meet	the	needs	of	all	our	customers.	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	will	ensure	that	all	our	patients	cum	customers
are	given	first	class	treatment	whenever	they	hire	our	services	or	visit	of	office.	We	have	a	CRM	software	that	will	enable	us	manage	a	one	on	one	relationship	with	our	customers	no	matter	how	large	the	numbers	of	our	customers’	base	grows.	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	is	a	family	business	that	is	owned	and	managed	by
Dr.	Gabriel	Anderson	and	his	wife	Gabriella	Anderson	(Nurse).	Dr.	Gabriel	Anderson	is	going	to	be	the	Chief	Executive	Officer	of	the	business;	He	is	a	qualified	and	well	trained	Medical	Doctor	with	well	over	15	years	of	experience	working	as	a	medical	doctor	and	medical	researcher	with	the	United	States’	government.	He	will	be	ably	supported	by
his	wife	Gabriella	Anderson	who	has	grown	in	her	career	to	become	one	of	the	most	respected	senior	nurses	in	Miami,	Florida.	3.	Our	Products	and	Services	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	is	in	the	business	of	ensuring	that	we	provide	highly	essential	non	–	emergency	medical	transportation	services	for	disadvantaged
Medicaid	recipients,	for	the	elderly,	for	those	who	have	form	or	disability	or	the	other	and	those	with	low	incomes	who	have	no	form	of	transportation	to	access	healthcare	services	when	the	need	arises.	These	are	the	non	–	emergency	medical	transported	services	that	we	will	be	offering	to	our	clients	and	target	market;	Provide	standby	ambulance
and/or	first-aid	services	Provide	non-emergency	surface	ambulance	Provide	non-emergency	air	ambulance	(in	the	nearest	future)	Provide	skilled	nursing	services	Provide	nursing	aide	services	Provide	consultancy	and	advisory	services	as	it	relates	to	our	core	services	4.	Our	Mission	and	Vision	Statement	Our	vision	is	to	become	the	number	one	choice
when	it	comes	to	non	–	emergency	medical	transportation	services	in	the	whole	of	Florida	and	also	to	be	amongst	the	top	20	non	–	emergency	medical	transportation	services	provider	in	the	United	States	of	America	within	the	next	10	years.	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	is	in	business	is	to	establish	a	first	class	non	–
emergency	medical	transportation	service	company	that	will	take	care	of	both	highly	placed	clients	(especially	those	who	can	afford	air	ambulance)	and	lowly	placed	clients	as	long	as	they	can	afford	our	services.	We	want	to	become	one	of	the	leaders	in	the	non	–	emergency	medical	transportation	services	industry	in	Florida,	and	in	The	United	States
of	America.	Our	Business	Structure	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	is	a	business	that	will	be	built	on	a	solid	foundation.	From	the	outset,	we	have	decided	to	recruit	only	qualified	professionals	(doctors,	nurses,	nurse’s	aides,	mental	health	counselors,	chiropractors,	medication	management	counselors,	physical	therapists,
county	aging	workers,	and	rehabilitation	counselors,	home	health	caregivers	and	ambulance	drivers)	to	man	various	job	positions	in	our	organization.	We	are	quite	aware	of	the	rules	and	regulations	governing	the	non	–	emergency	medical	transportation	services	cum	healthcare	industry	which	is	why	we	decided	to	recruit	only	well	experienced	and
qualified	employees	as	foundational	staff	of	the	organization.	We	hope	to	leverage	on	their	expertise	to	build	our	business	brand	to	be	well	accepted	in	Florida	and	the	whole	of	the	United	States.	When	hiring,	we	will	look	out	for	applicants	that	are	not	just	qualified	and	experienced,	but	honest,	customer	centric	and	are	ready	to	work	to	help	us	build	a
prosperous	business	that	will	benefit	all	the	stake	holders	(the	owners,	workforce,	and	customers).	As	a	matter	of	fact,	profit-sharing	arrangement	will	be	made	available	to	all	our	management	staff	and	it	will	be	based	on	their	performance	for	a	period	of	five	years	or	more.	These	are	the	positions	that	will	be	available	at	Gab	&	Gab	Non	–	Emergency
Medical	Transportation	Co;	Chief	Medical	Director/Chief	Executive	Officer	Doctor	Human	Resource	and	Admin	Manager	Nurses/Nurse’s	Aides	Home	Health	Caregivers	/County	Aging	Workers	Ambulance	Drivers	Marketing	and	Sales	Agent	Accountant/Cashier	Cleaners	5.	Job	Roles	and	Responsibilities	Chief	Medical	Director/Chief	Executive	Officer:
Responsible	for	providing	direction	for	the	business	Creating,	communicating,	and	implementing	the	organization’s	vision,	mission,	and	overall	direction	–	i.e.	leading	the	development	and	implementation	of	the	overall	organization’s	strategy.	Attend	to	high	profile	clients	and	severe	medical	cases	Responsible	for	fixing	prices	and	signing	business
deals	Responsible	for	recruitment	Responsible	for	payment	of	salaries	Responsible	for	signing	checks	and	documents	on	behalf	of	the	company	Evaluates	the	success	of	the	organization	Doctor	Follow	the	ambulance	to	and	fro	as	required	by	our	clients	or	patient	Responsible	for	providing	professional	medical	services	to	our	patients	Responsible	for
giving	medical	advice	to	patient	and	their	family	members	Responsible	for	handling	medical	emergencies	when	the	need	arises.	Human	Resources	and	Admin	Manager	Responsible	for	overseeing	the	smooth	running	of	HR	and	administrative	tasks	for	the	organization	Defining	job	positions	for	recruitment	and	managing	interviewing	process	Carrying
out	staff	induction	for	new	team	members	Responsible	for	training,	evaluation	and	assessment	of	employees	Responsible	for	arranging	travel,	meetings	and	appointments	Oversee	the	smooth	running	of	the	daily	office	and	field	activities.	Sales	and	Marketing	Manager	Manage	external	research	and	coordinate	all	the	internal	sources	of	information	to
retain	the	organizations’	best	customers	and	attract	new	ones	Model	demographic	information	and	analyze	the	volumes	of	transactional	data	generated	by	customer	Identifies	development	opportunities;	follows	up	on	development	leads	and	contacts;	participates	in	the	structuring	and	financing	of	projects;	assures	the	completion	of	development
projects.	Writing	winning	proposal	documents,	negotiate	fees	and	rates	in	line	with	organizations’	policy	Responsible	for	handling	business	research,	market	surveys	and	feasibility	studies	for	clients	Responsible	for	supervising	implementation,	advocate	for	the	customer’s	needs,	and	communicate	with	clients	Develop,	execute	and	evaluate	new	plans
for	expanding	increase	sales	Create	new	markets	cum	businesses	for	the	organization	Empower	and	motivates	the	sales	team	to	meet	and	surpass	agreed	targets	Accountant/Cashier:	Responsible	for	preparing	financial	reports,	budgets,	and	financial	statements	for	the	organization	Provides	managements	with	financial	analyses,	development	budgets,
and	accounting	reports;	analyzes	financial	feasibility	for	the	most	complex	proposed	projects;	conducts	market	research	to	forecast	trends	and	business	conditions.	Responsible	for	financial	forecasting	and	risks	analysis.	Performs	cash	management,	general	ledger	accounting,	and	financial	reporting	for	one	or	more	properties.	Responsible	for
developing	and	managing	financial	systems	and	policies	Responsible	for	administering	payrolls	Ensuring	compliance	with	taxation	legislation	Handles	all	financial	transactions	for	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	Serves	as	internal	auditor	for	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	Nurses/Nurse’s	Aides
Responsible	for	managing	our	patients	from	their	house	en	route	to	the	hospital	when	they	are	in	our	ambulance	Handles	personal	injury	case	management	Responsible	for	offering	home	medication	and	ambulance	management	services	Ambulance	Drivers:	Receives	payments	on	behalf	of	the	organization	Issues	receipt	to	customers	Prepare	financial
report	at	the	end	of	every	working	week	Handles	financial	transaction	on	behalf	of	the	company	Interfaces	with	our	bankers	Responsible	for	payment	of	tax,	levies	and	utility	bills	Handles	any	other	duty	as	assigned	by	the	doctor	or	nurse	in	charge	of	the	ambulance	Cleaners:	Responsible	for	cleaning	the	office	facility	and	the	ambulance	at	all	times
Ensure	that	toiletries	and	supplies	don’t	run	out	of	stock	Cleans	both	the	interior	and	exterior	of	the	office	facility	Handle	any	other	duty	as	assigned	by	the	HR	a	manager	6.	SWOT	Analysis	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	is	set	to	become	one	of	the	leading	non	–	emergency	medical	transport	service	providers	in	Florida	which
is	why	we	are	willing	to	take	our	time	to	cross	every	‘Ts’	and	dot	every	‘Is’	as	it	relates	to	our	business.	We	want	our	non	–	emergency	medical	transportation	services	company	to	be	the	number	one	choice	of	all	residence	of	Miami	and	other	cities	in	Florida.	We	know	that	if	we	are	going	to	achieve	the	goals	that	we	have	set	for	our	business,	then	we
must	ensure	that	we	build	our	business	on	a	solid	foundation.	We	must	ensure	that	we	follow	due	process	in	setting	up	the	business.	Even	though	our	Chief	Medical	Director	(owner)	has	a	robust	experience	in	health	management	services,	public	health,	medical	research,	transport	and	logistics;	we	still	went	ahead	to	hire	the	services	of	business
consultants	that	are	specialized	in	setting	up	new	businesses.	They	helped	our	organization	conduct	detailed	SWOT	analysis	and	to	also	provide	professional	support	in	helping	us	structure	our	business	to	indeed	become	a	leader	in	the	non	–	emergency	medical	transportation	services	industry.	This	is	the	summary	of	the	SWOT	analysis	that	was
conducted	for	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co;	Our	strength	lies	in	the	fact	that	we	have	a	team	of	well	qualified	professionals	manning	various	job	positions	in	our	organization.	As	a	matter	of	fact,	they	are	some	of	the	best	hands	in	the	whole	of	Miami	Florida.	Our	location,	the	Business	model	we	will	be	operating	on,	opening
24	hours	daily	and	7	days	in	a	week,	multiple	payment	options,	well	equipped	medical	call	center	and	our	excellent	customer	service	culture	will	definitely	count	as	a	strong	strength	for	us.	Our	perceived	weakness	lies	in	the	point	that	we	are	just	starting	out	and	we	may	not	have	the	required	finance	to	out	rightly	purchase	air	–	ambulance	and	also
finance	to	sustain	the	kind	of	publicity	that	we	intend	giving	the	business	and	also	the	finance	needed	for	the	acquiring	helicopter	to	facilitate	rapid	response	in	cases	of	medical	emergencies.	The	opportunities	that	are	available	to	non	–	emergency	medical	services	providers	are	unlimited	considering	the	fact	that	we	have	growing	aging	population	in
the	United	States	and	people	coming	down	with	one	form	of	sickness	or	the	other	that	will	make	them	need	our	services.	We	are	going	to	position	our	business	to	make	the	best	out	of	the	opportunities	that	will	be	available	to	us	in	Florida.	Just	like	any	other	business,	one	of	the	major	threats	that	we	are	likely	going	to	face	is	economic	downturn	and
unfavorable	government	policies	(healthcare	reform).	It	is	a	fact	that	economic	downturn	affects	purchasing	/	spending	power.	Another	threat	that	may	likely	confront	us	is	the	arrival	of	a	new	and	bigger	/	well	established	non	–	emergency	medical	transportation	brand	in	same	location	where	our	outlet	is	located.	7.	MARKET	ANALYSIS	As	a	matter	of
fact	a	large	percentage	of	people	with	chronic	health	conditions,	such	as	arthritis,	asthma,	cancer,	cardiovascular	disease,	chronic	obstructive	pulmonary	disease	and	diabetes	et	al,	would	need	medical	care	services	on	a	regular	basis.	Statistics	has	it	that	the	treatment	of	chronic	conditions	account	for	three-	quarters	of	all	United	States	healthcare
expenses.	For	instance,	in	2009,	the	Centers	for	Disease	Control	estimate	that	78%	of	the	adult	population	age	55	and	older	has	at	least	one	of	these	chronic	conditions.	In	addition,	it	was	projected	that	states	will	add	more	than	a	half	million	adults	who	have	serious	behavioral	health	issues	that	impair	their	everyday	functioning	to	the	Medicaid
population.	These	people	of	course	will	need	the	services	of	Non	–	Emergency	Medical	Transportation	to	access	life	sustaining	treatments	and	healthcare	services	et	al.	It	is	important	to	categorically	state	that	a	large	percent	of	the	20	million	adults	with	chronic	kidney	disease	who	are	undergoing	dialysis	three	times	a	week,	non	–	emergency
transportation	services	providers	is	a	reliable	way	to	transport	them	to	their	appointments	and	so	as	to	avoid	going	to	the	emergency	room	if	appointments	are	missed.	So	also	Statistics	has	it	that	66	percent	of	dialysis	patients	rely	on	others	for	transportation	to	their	appointments,	only	8	percent	depend	on	public	transportation	or	taxi	services,	and
25.3	percent	drove	or	walked	to	the	clinic	themselves.	No	doubt	the	non	–	emergency	medical	transportation	service	industry	will	continue	to	grow	and	become	more	profitable	because	the	aging	baby-boomer	generation	in	Unites	States	is	expected	to	drive	increasing	demand	for	these	specialized	services.	8.	Our	Target	Market	Gab	&	Gab	Non	–
Emergency	Medical	Transportation	Co	is	in	business	to	service	a	wide	range	of	customers	in	Miami	Beach,	Florida	–	United	States	of	America	and	other	cities	such	as	Green	–	acres	City,	Miami,	Jacksonville,	Clearwater,	Tampa,	Fort	Lauderdale,	North	Miami,	West	Palm	Beach,	Palm	Harbor,	Deltona,	Orlando,	Palm	Bay	and	Panama	City	et	al.	We	will
ensure	that	we	target	but	self	–	pay	customers	(who	do	not	have	health	insurance	cover),	and	those	who	have	health	insurance	cover.	Generally,	those	who	need	non	–	emergency	medical	transportation	services	ranges	from	those	with	the	elderly	people,	to	those	who	are	bedridden	to	those	who	have	mental	/	psychiatric	challenges	and	any	other
ailment	that	requires	that	the	patient	must	hire	the	services	of	a	non	–	emergency	medical	transportation	services	provider.	The	fact	that	we	are	going	to	open	our	doors	to	a	wide	range	of	customers	does	not	in	any	way	stop	us	from	abiding	by	the	rules	and	regulations	governing	the	non	–	emergency	transportation	service	industry	in	the	United
States.	Our	staff	is	well	–	trained	to	effectively	service	our	customers	and	give	them	value	for	their	monies.	Our	customers	can	be	categorized	into	the	following;	Elderly	people	Expectant	Mothers	Injured	Sports	Men	and	Women	Disable/Physically	Challenged	People	People	why	mental/psychiatric	challenges	The	aged	who	might	suffer	from	severe
joint	pains	and	every	other	age	categories	who	falls	under	the	conditions	listed	by	the	physician.	Our	Competitive	Advantage	Aside	from	the	competitions	that	exist	amongst	various	non	–	emergency	medical	transportation	service	providers,	they	also	compete	against	other	healthcare	services	providers	such	as	hospitals,	health	centers	and	community
clinics	who	have	ambulances	and	also	provide	transportation	services	for	their	patience.	To	be	highly	competitive	in	the	non	–	emergency	medical	transportation	services	industry	means	that	you	should	be	able	to	deliver	consistent	quality	patient	service	and	should	be	able	to	meet	the	expectations	of	the	physicians	that	referred	patients	to	you.	Gab	&
Gab	Non	–	Emergency	Medical	Transportation	Co	is	coming	into	the	market	well	prepared	to	favorably	compete	in	the	industry.	Our	office	facility	is	well	positioned	(centrally	positioned)	and	visible,	we	have	well	–	equipped	ambulances	and	of	course	enough	parking	space	with	good	security.	Our	staff	is	well	groomed	in	all	aspect	of	non	–	emergency
medical	transportation	service	delivery	and	all	our	employees	are	trained	to	provide	customized	customer	service	to	all	our	clients.	Our	services	will	be	carried	out	by	highly	trained	professional	who	know	what	it	takes	to	give	our	highly	esteemed	customers	value	for	their	money.	We	are	going	to	be	amongst	some	of	the	non	–	emergency	medical
transportation	service	providers	in	the	whole	of	Florida	that	will	run	a	standard	medical	call	center	for	24	hours	a	day	and	7	days	a	week.	We	have	enough	trained	health	workers	that	are	ready	to	run	a	shift	system.	Lastly,	all	our	employees	will	be	well	taken	care	of,	and	their	welfare	package	will	be	among	the	best	within	our	category	(non	–
emergency	medical	transportation	service	providers	in	the	United	States)	in	the	industry.	It	will	enable	them	to	be	more	than	willing	to	build	the	business	with	us	and	help	deliver	our	set	goals	and	achieve	all	our	business	aims	and	objectives.	9.	SALES	AND	MARKETING	STRATEGY	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	will	ensure
that	we	do	all	we	can	to	maximize	the	business	by	generating	income	from	every	legal	means	within	the	scope	of	our	industry.	Below	are	the	sources	we	intend	exploring	to	generate	income	for	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co;	Provide	standby	ambulance	and/or	first-aid	services	Provide	non-emergency	surface	ambulance
Provide	non-emergency	air	ambulance	(in	the	nearest	future)	Provide	skilled	nursing	services	Provide	nursing	aide	services	Provide	consultancy	and	advisory	services	as	it	relates	to	our	core	services	10.	Sales	Forecast	It	is	important	to	state	that	our	sales	forecast	is	based	on	the	data	gathered	during	our	feasibility	studies,	market	survey	and	also
some	of	the	assumptions	readily	available	on	the	field.	Below	are	the	sales	projections	that	we	were	able	to	come	up	with	for	the	first	three	years	of	operations;	First	Year-:	$100,000	(From	Self	–	Pay	Clients	/	Patients):	$250,000	(From	Health	Insurance	Companies)	Second	Year-:	$250,000	(From	Self	–	Pay	Clients	/	Patients):	$500,000	(From	Health
Insurance	Companies)	Third	Year-:	$500,000	(From	Self	–	Pay	Clients	/	Patients):	$1,000,000	(From	Health	Insurance	Companies)	N.B:	This	projection	is	done	based	on	what	is	obtainable	in	the	industry	and	with	the	assumption	that	there	won’t	be	any	major	economic	meltdown	and	natural	disasters	within	the	period	stated	above.	Please	note	that	the
above	projection	might	be	lower	and	at	the	same	time	it	might	be	higher.	Marketing	Strategy	and	Sales	Strategy	The	marketing	and	sales	strategy	of	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	will	be	based	on	generating	long-term	personalized	relationships	with	customers.	In	order	to	achieve	that,	we	will	ensure	that	we	offer	top	notch
all	–	round	non	–	emergency	medical	transportation	services	at	affordable	prices	compare	to	what	is	obtainable	in	Florida.	All	our	employees	will	be	well	trained	and	equipped	to	provide	excellent	and	knowledgeable	non	–	emergency	medical	transportation	services	and	customer	service.	We	know	that	if	we	are	consistent	with	offering	high	quality
service	delivery	and	excellent	customer	service,	we	will	increase	the	number	of	our	customers	by	more	than	25	percent	for	the	first	year	and	then	more	than	40	percent	subsequently.	Before	choosing	a	location	for	our	non	–	emergency	medical	transportation	services,	we	conducted	a	thorough	market	survey	and	feasibility	studies	in	order	for	us	to	be
able	to	be	able	to	penetrate	the	available	market	and	become	the	preferred	choice	for	residence	of	Miami	Beach,	Florida	–	United	States	of	America	and	other	cities	such	as	Green	–	acres	City,	Miami,	Jacksonville,	Clearwater,	Tampa,	Fort	Lauderdale,	North	Miami,	West	Palm	Beach,	Palm	Harbor,	Deltona,	Orlando,	Palm	Bay	and	Panama	City	et	al
where	our	services	will	be	available.	We	have	detailed	information	and	data	that	we	were	able	to	utilize	to	structure	our	business	to	attract	the	numbers	of	customers	we	want	to	attract	per	time.	We	hired	experts	who	have	good	understanding	of	the	non	–	emergency	medical	transportation	service	industry	to	help	us	develop	marketing	strategies	that
will	help	us	achieve	our	business	goal	of	winning	a	larger	percentage	of	the	available	market	in	Florida.	In	summary,	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	will	adopt	the	following	sales	and	marketing	approach	to	win	customers	over;	Introduce	our	business	by	sending	introductory	letters	to	residence,	business	owners,	hospitals
and	corporate	organizations	Advertise	our	business	in	community	based	newspapers,	local	TV	and	local	radio	stations	List	our	business	on	yellow	pages	ads	(local	directories)	Leverage	on	the	internet	to	promote	our	business	Engage	in	direct	marketing	Leverage	on	word	of	mouth	marketing	(referrals)	Enter	into	business	partnership	with	hospitals,
government	agencies	and	health	insurance	companies.	Attend	healthcare	related	exhibitions/expos.	11.	Publicity	and	Advertising	Strategy	We	in	the	non	–	emergency	medical	transportation	services	business	-to	become	one	of	the	market	leaders	and	also	to	maximize	profits	hence	we	are	going	to	explore	all	available	conventional	and	non	–
conventional	means	to	promote	our	business.	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	has	a	long	term	plan	of	offering	non	–	emergency	medical	transportation	services	in	various	locations	all	around	Florida	which	is	why	we	will	deliberately	build	our	brand	to	be	well	accepted	in	Miami	Beach	before	venturing	out.	As	a	matter	of	fact,
our	publicity	and	advertising	strategy	is	not	solely	for	winning	customers	over	but	to	effectively	communicate	our	brand	to	the	general	public.	Here	are	the	platforms	we	intend	leveraging	on	to	promote	and	advertise	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co;	Place	adverts	on	both	print	(community	based	newspapers	and	magazines)
and	electronic	media	platforms	Sponsor	relevant	community	health	programs	Leverage	on	the	internet	and	social	media	platforms	like;	Instagram,	Facebook	,	twitter,	YouTube,	Google	+	et	al	to	promote	our	brand	Install	our	BillBoards	on	strategic	locations	all	around	Miami	Beach	Florida.	Engage	in	road	show	from	time	to	time	Distribute	our	fliers
and	handbills	in	target	areas	Ensure	that	all	our	workers	wear	our	branded	shirts	and	all	our	vehicles	and	ambulances	are	well	branded	with	our	company’s	logo	et	al.	12.	Our	Pricing	Strategy	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	will	work	towards	ensuring	that	all	our	services	are	offered	at	highly	competitive	prices	compare	to
what	is	obtainable	in	The	United	States	of	America.	On	the	average,	non	–	emergency	medical	transportation	service	providers	usually	leverage	on	the	fact	that	a	good	number	of	their	clients	do	not	pay	the	service	charge	from	their	pockets;	private	insurance	companies,	Medicare	and	Medicaid	are	responsible	for	the	payment.	In	view	of	that,	it	is
easier	for	non	–	emergency	medical	transportation	service	providers	to	bill	their	clients	based	in	their	discretions.	However,	in	most	non	–	emergency	medical	transportation	service	providers	adopt	the	hourly	billing	cum	per	visit	billing	method.	At	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co,	our	payment	policy	is	all	inclusive	because	we
are	quite	aware	that	different	people	prefer	different	payment	options	as	it	suits	them.	Here	are	the	payment	options	that	will	be	available	in	every	of	our	outlets;	Payment	by	cash	Payment	via	Point	of	Sale	(POS)	Machine	Payment	via	online	bank	transfer	(online	payment	portal)	Payment	via	Mobile	money	Check	(only	from	loyal	customers)	In	view	of
the	above,	we	have	chosen	banking	platforms	that	will	help	us	achieve	our	payment	plans	without	any	itches.	13.	Startup	Expenditure	(Budget)	If	you	are	looking	towards	starting	a	non	–	emergency	medical	transportation	services	company,	then	you	should	be	ready	to	go	all	out	to	ensure	that	you	raise	enough	capital	to	cover	some	of	the	basic
expenditure	that	you	are	going	to	incur.	The	truth	is	that	starting	this	type	of	business	does	not	come	cheap.	You	would	need	money	to	secure	a	standard	office	facility,	you	could	need	money	to	acquire	medically	equipped	ambulances	and	supply	and	you	would	need	money	to	pay	your	workforce	and	pay	bills	for	a	while	until	the	revenue	you	generate
from	the	business	becomes	enough	to	pay	them.	Besides	it	is	expensive	to	acquire	a	standard	well	–	equipped	ambulance.	The	items	listed	below	are	the	basics	that	we	would	need	when	starting	our	non	–	emergency	medical	transportation	services	business	in	the	United	States,	although	costs	might	vary	slightly;	The	Fee	for	registering	the	business	in
the	United	States	-$725.	The	budget	for	legal	fees,	insurance,	permits	and	license	–	$5,000	The	cost	of	leasing	a	facility	–	100,000	The	amount	needed	to	renovate	our	Facility	(electrical,	furnishings,	plumbing,	painting	and	landscaping)	–	$10,000.	The	Cost	for	the	purchase	of	furniture	and	equipment	(Flat	Screen	TVs,	computers,	printers,	and	cabins
et	al)	–	$10,000	Other	start-up	expenses	including	stationery	–	$1000	Phone	and	utility	deposits	–	$3,500	The	Cost	for	the	purchase	of	Ambulances	–	$150,000.	The	Cost	of	Launching	a	Website	–	$600	The	cost	opening	party	–	$5,000	(optional)	Cost	for	payment	of	salaries	for	the	first	3	months	of	operations	–	$50,000	Additional	Expenditure	(Business
cards,	Signage,	Adverts	and	Promotions	et	al)	–	$5,000	Going	by	the	report	from	our	research	and	feasibility	studies,	we	will	need	an	average	of	$350,000	to	start	a	small	scale	but	standard	non	–	emergency	medical	transportation	services	business	in	the	United	States	of	America.	Generating	Funding	/	Startup	Capital	for	Gab	&	Gab	Non	–	Emergency
Medical	Transportation	Co	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	is	a	family	business	that	is	solely	owned	and	financed	by	Dr.	Gabriel	Anderson	and	his	wife	Gabriella	Anderson	(Nurse).	They	do	not	intend	to	welcome	any	external	business	partner	which	is	why	he	has	decided	to	restrict	the	sourcing	of	the	start	–	up	capital	to	3
major	sources.	These	are	the	areas	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	intends	to	generate	our	start	–	up	capital;	Generate	part	of	the	start	–	up	capital	from	personal	savings	Source	for	soft	loans	from	family	members	and	friends	Apply	for	loan	from	my	Bank	N.B:	We	have	been	able	to	generate	about	$100,000	(Personal	savings
$80,000	and	soft	loan	from	family	members	$20,000)	and	we	are	at	the	final	stages	of	obtaining	a	loan	facility	of	$250,000	from	our	bank.	All	the	papers	and	document	have	been	signed	and	submitted,	the	loan	has	been	approved	and	any	moment	from	now	our	account	will	be	credited	with	the	amount.	14.	Sustainability	and	Expansion	Strategy	The
future	of	a	business	lies	in	the	numbers	of	loyal	customers	that	they	have	the	capacity	and	competence	of	the	employees,	their	investment	strategy	and	the	business	structure.	If	all	of	these	factors	are	missing	from	a	business	(company),	then	it	won’t	be	too	long	before	the	business	close	shop.	One	of	our	major	goals	of	starting	Gab	&	Gab	Non	–
Emergency	Medical	Transportation	Co	is	to	build	a	business	that	will	survive	off	its	own	cash	flow	without	the	need	for	injecting	finance	from	external	sources	once	the	business	is	officially	running.	We	know	that	one	of	the	ways	of	gaining	approval	and	winning	customers	over	is	to	offer	our	non	–	emergency	medical	transportation	services	a	little	bit
cheaper	than	what	is	obtainable	in	the	market	and	we	are	well	prepared	to	survive	on	lower	profit	margin	for	a	while.	Gab	&	Gab	Non	–	Emergency	Medical	Transportation	Co	will	make	sure	that	the	right	foundation,	structures	and	processes	are	put	in	place	to	ensure	that	our	staff	welfare	are	well	taken	of.	Our	company’s	corporate	culture	is
designed	to	drive	our	business	to	greater	heights	and	training	and	retraining	of	our	workforce	is	at	the	top	burner.	As	a	matter	of	fact,	profit-sharing	arrangement	will	be	made	available	to	all	our	management	staff	and	it	will	be	based	on	their	performance	for	a	period	of	three	years	or	more.	We	know	that	if	that	is	put	in	place,	we	will	be	able	to
successfully	hire	and	retain	the	best	hands	we	can	get	in	the	industry;	they	will	be	more	committed	to	help	us	build	the	business	of	our	dreams.	Check	List/Milestone	Business	Name	Availability	Check:>Completed	Business	Registration:	Completed	Opening	of	Corporate	Bank	Accounts:	Completed	Securing	Point	of	Sales	(POS)	Machines:	Completed
Opening	Mobile	Money	Accounts:	Completed	Opening	Online	Payment	Platforms:	Completed	Application	and	Obtaining	Tax	Payer’s	ID:	In	Progress	Application	for	business	license	and	permit:	Completed	Purchase	of	Insurance	for	the	Business:	Completed	Leasing	of	facility	and	remodeling	the	facility:	In	Progress	Conducting	Feasibility	Studies:
Completed	Generating	capital	from	family	members:	Completed	Applications	for	Loan	from	the	bank:	In	Progress	Writing	of	Business	Plan:	Completed	Drafting	of	Employee’s	Handbook:	Completed	Drafting	of	Contract	Documents	and	other	relevant	Legal	Documents:	In	Progress	Design	of	The	Company’s	Logo:	Completed	Graphic	Designs	and
Printing	of	Packaging	Marketing	/	Promotional	Materials:	In	Progress	Recruitment	of	employees:	In	Progress	Purchase	of	Medical	Equipment	and	Ambulances	et	al:	In	Progress	Purchase	of	the	Needed	furniture,	racks,	shelves,	computers,	electronic	appliances,	office	appliances	and	CCTV:	In	progress	Creating	Official	Website	for	the	Company:	In
Progress	Creating	Awareness	for	the	business	both	online	and	around	the	community:	In	Progress	Health	and	Safety	and	Fire	Safety	Arrangement	(License):	Secured	Opening	party	/	launching	party	planning:	In	Progress	Compilation	of	our	list	of	products	that	will	be	available	in	our	pharmacy	store:	Completed	Establishing	business	relationship	with
vendors	(wholesale	pharmaceutical	companies):	In	Progress	Medical	transportation	services	appeal	to	people	who	need	regularly	scheduled	healthcare	services.GettyMedical	transportation	companies	offer	a	much-needed	service	for	people	who	are	unable	to	drive	themselves	to	medical	appointments	or	healthcare	facilities.	Before	you	jump	into	the
transportation	business,	spend	the	time	to	create	a	business	plan.	A	detailed	plan	helps	you	outline	what's	required	to	get	your	business	started,	such	as	the	vehicles	and	staff	you	need	to	make	your	operation	run	while	also	helping	you	figure	out	the	ways	to	make	the	business	profitable.List	details	about	the	types	of	services	you	plan	to	offer,	such	as
picking	up	people	at	their	homes,	at	assisted	living	facilities	or	at	healthcare	facilities.	Explain	how	you	plan	to	offer	these	services,	including	registering	with	your	state	and	contracting	with	Medicaid.	Mention	the	types	of	licenses	you	need,	such	as	special	state	permits	and	local	city	requirements	for	offering	medical	transportation	services.Article
continues	below	this	adDescribe	the	insurance	policies	required,	including	liability	and	vehicle	coverage.	Talk	about	the	equipment	you	need	to	run	your	business,	such	as	vehicles	that	meet	your	state's	safety	regulations	and	hydraulic	lifts	to	meet	the	specific	needs	of	your	clients.Provide	a	description	of	the	market	potential,	such	as	the	non-
emergency	medical	transportation	plan	developed	for	Lake	County,	California.	This	plan	explains	that	more	than	one	in	five	people	over	the	age	of	65	do	not	drive	due	to	reasons	such	as	poor	health,	no	access	to	a	car	or	limited	mental	abilities.	This	provides	a	general	idea	of	the	market	before	you	review	census	data	for	your	area	to	further	determine
market	potential.	Identify	the	target	market	for	your	services,	such	as	senior	citizens	or	disabled	people	who	cannot	drive	to	medical	appointments	and	require	more	help	than	regular	transportation	services	provide.Article	continues	below	this	adTalk	about	the	management	and	employees	you	plan	to	hire	to	operate	your	business	and	provide	daily
services.	Explain	your	operations	manager	qualifications	and	education,	such	as	medical	training,	a	business	background	and	experience	in	the	medical	transportation	field.	Describe	the	drivers	you	expect	to	hire,	such	as	those	with	clean	records	who	also	have	medical	training.Identify	ways	to	promote	your	business,	such	as	becoming	a	state-
registered	business	so	government	agencies	provide	your	contact	information	when	they	work	with	people	who	need	transportation	services.	Advertise	your	transportation	services	to	retirement	and	assisted	living	facilities	as	well	as	medical	offices.Article	continues	below	this	adOffer	to	make	presentations	to	local	senior	citizen	community	groups.
List	your	business	with	websites	that	help	people	find	transportation,	such	as	Paratransit	Watch.	Sign	up	for	a	free	listing	on	Google	Maps	so	your	business	is	listed	when	people	look	up	medical	transportation	services.Develop	projected	income	and	loss	statements	that	show	your	expenses	and	how	you	plan	to	pay	for	these	expenses.	Include	the	costs
of	your	vans	and	ambulances	as	well	as	any	specialized	equipment	that	goes	into	them.	Include	the	wages	and	benefits	you	plan	to	pay	your	drivers	as	well	as	expenses	such	as	office	equipment,	computers	and	software	required	to	make	transportation	schedules	and	track	payments.Calculate	how	many	clients	you	need	to	transport	each	week	to	pay
for	your	expenses	and	grow	your	business.	This	will	help	determine	your	profit.Article	continues	below	this	ad	0	ratings0%	found	this	document	useful	(0	votes)502	viewsThink	of	a	non-emergency	medical	transportation	business	plan	as	a	blueprint	for	a	compassionate	service.	It's	like	a	thoughtful	friend	who	ensures	people	with	medical	needs	get	to
their	app…SaveSave	Medical	Transport	Business	Plan	Example	For	Later0%0%	found	this	document	useful,	undefined	Executive	Summary	Business	Overview	Wheeler	Medical	Transport	was	formed	one	year	ago	to	help	patients	travel	to	their	non-emergency	medical	appointments.	Many	people	with	chronic	or	serious	conditions	do	not	have	access	to
transportation	or	are	unable	to	drive	a	car	on	their	own.	This	makes	it	extremely	difficult	for	them	to	go	to	doctor’s	appointments	or	other	important	procedures.	Our	mission	is	to	provide	affordable	transportation	services	so	that	everyone	can	easily	access	the	medical	care	they	need.	Our	company	provides	transportation	services	for	a	variety	of
situations	such	as	doctor’s	appointments,	hospital	visits,	mental	health	appointments,	physical	therapy	appointments,	and	more.	We	serve	patients	that	cannot	travel	to	these	appointments	on	their	own,	such	as	patients	with	cognitive	impairments	or	patients	who	are	elderly.	We	also	help	anyone	who	simply	doesn’t	have	accessible	transportation	or
who	doesn’t	feel	comfortable	driving	in	their	condition.	We	also	allow	our	clients	to	bring	their	caregivers	or	a	friend	or	family	member	to	accompany	them.	Wheeler	Medical	Transport	is	founded	and	run	by	John	Wheeler.	John	has	worked	in	the	medical	industry	for	ten	years	as	an	administrative	employee.	Throughout	his	career,	he	noticed	that	many
patients	did	not	have	transportation	to	attend	all	their	required	medical	appointments.	This	inspired	him	to	create	a	company	that	can	help	patients	with	this	issue.	His	mission	is	to	create	a	transportation	company	whose	focus	in	every	aspect	of	the	business	is	on	personal	attention	and	empathy.	Product	Offering	Wheeler	Medical	Transport	offers
non-emergency	medical	transportation	services	in	two	ways.	First,	we	arrange	travel	for	“single	transport”	clients.	These	clients	only	need	our	service	once,	such	as	going	home	after	a	hospital	visit	or	needing	round-trip	transport	for	an	important	procedure	or	operation.	These	arrangements	can	be	easily	made	via	our	website	or	through	a	phone	call
to	our	customer	service	line.	The	second	type	of	non-emergency	medical	transportation	offered	by	Wheeler	Medical	Transport	is	a	“Client	Care	Package.”	This	includes	a	set	number	of	transport	services	in	packages	of	5,10,	or	20	round-trips.	Clients	opt	for	these	packages	when	they	regularly	utilize	our	services.	For	example,	a	client	who	needs	to
visit	a	physical	therapist	on	a	bi-weekly	basis	would	want	to	purchase	a	Client	Care	Package	of	10	round-trips	to	facilitate	a	month	of	regular	service.	Because	our	Client	Care	Packages	are	discounted	and	bundled	for	our	clients,	costs	overall	are	lower.	Our	services	are	set	at	a	lower	cost	than	all	of	our	competitors	when	our	Client	Care	Packages	are
used.	Arrangements	for	a	Client	Care	Package	can	be	made	via	website	or	by	phone	call.	Customer	Focus	Wheeler	Medical	Transport	serves	clients	within	a	20	mile	radius	of	San	Antonio,	Texas.	We	primarily	serve	patients	who	need	either	one	time	or	regular	transportation	to	non-emergency	medical	appointments.	Like	any	city,	San	Antonio	has	a
large	population,	with	many	residents	living	with	chronic	health	conditions.	Not	everyone	has	easy	access	to	a	vehicle	or	public	transportation.	Therefore,	we	will	market	our	services	to	patients	and	their	caregivers,	so	we	can	help	them	get	to	their	appointments.	Management	Team	Wheeler	Medical	Transport	has	recently	been	formed	as	an	S-
corporation	by	John	Wheeler.	John	worked	on	the	administrative	team	of	a	local	hospital	and	saw	that	many	patients	struggled	to	get	to	their	appointments	because	they	did	not	have	transportation.	John	decided	to	start	a	business	that	can	help	patients	without	good	transportation	get	to	their	appointments	on	time.	He	is	joined	by	several	other
medical	and	non-medical	professionals	who	are	passionate	about	achieving	this	same	goal.	In	addition	to	his	experience	in	the	medical	industry,	John	has	a	Bachelor’s	degree	in	Business	and	a	Master’s	degree	in	Hospital	Administration.	Success	Factors	Wheeler	Medical	Transport	will	be	able	to	achieve	success	by	offering	the	following	competitive
advantages:	Patient-oriented	service:	Wheeler	Medical	Transport	will	have	a	staff	that	prioritizes	the	needs	of	the	patients	and	focuses	on	building	long-term	relationships	based	on	support	and	empathy.	Management:	John	Wheeler	has	a	genuine	passion	to	help	the	community.	Because	of	his	previous	experience	and	reputation	in	the	medical
community,	he	has	the	knowledge,	experience,	and	connections	that	will	help	the	company	succeed.	Quality	Care:	Patients	who	utilize	our	transportation	services	will	experience	the	highest	quality	care	in	the	industry.	From	the	moment	they	book	an	appointment,	they	will	receive	significant	personal	attention	to	ensure	all	of	their	transportation
needs	are	met.	Pricing:	Wheeler	Medical	Transport’s	pricing	will	be	more	affordable	than	its	competition.	Patients	can	expect	quick	and	quality	transportation	for	less	than	what	other	companies	charge.	Financial	Highlights	Wheeler	Medical	Transport	is	currently	seeking	$550,000	to	launch	broad	initiatives	of	the	company	plan,	employ	additional
personnel,	and	add	service	transport	vans.	The	capital	will	be	used	for	funding	capital	expenditures,	salaries,	marketing	expenses,	and	working	capital.	Specifically,	these	funds	will	be	used	as	follows:	Office	design	and	build	out:	$100,000	Service	transport	vans:	$150,000	to	purchase	three	new,	fully-equipped	non-emergency	medical	transportation
vans	Equipment,	supplies,	and	inventory:	$50,000	Three	months	of	overhead	expenses	(payroll,	rent,	utilities):	$150,000	Marketing	costs:	$50,000	Working	capital:	$50,000	The	following	graph	below	outlines	the	pro	forma	financial	projections	for	Wheeler	Medical	Transport.	Company	Overview	Who	is	Wheeler	Medical	Transport?	Wheeler	Medical
Transport	was	formed	one	year	ago	to	help	patients	travel	to	their	non-emergency	medical	appointments.	Many	people	with	chronic	or	serious	conditions	do	not	have	access	to	transportation	or	are	unable	to	drive	a	car	on	their	own.	This	makes	it	extremely	difficult	for	them	to	go	to	doctor’s	appointments	or	other	important	procedures.	Our	mission	is
to	provide	affordable	transportation	services	so	that	everyone	can	easily	access	the	medical	care	they	need.	Our	company	provides	transportation	services	for	a	variety	of	situations	such	as	doctor’s	appointments,	hospital	visits,	mental	health	appointments,	physical	therapy	appointments,	and	more.	We	serve	patients	that	cannot	travel	to	these
appointments	on	their	own,	such	as	patients	with	cognitive	impairments	or	patients	who	are	elderly.	We	also	help	anyone	who	simply	doesn’t	have	accessible	transportation	or	who	doesn’t	feel	comfortable	driving	in	their	condition.	We	also	allow	our	clients	to	bring	their	caregivers	or	a	friend	or	family	member	to	accompany	them.	Wheeler	Medical
Transport	is	founded	and	run	by	John	Wheeler.	John	has	worked	in	the	medical	industry	for	ten	years	as	an	administrative	employee.	Throughout	his	career,	he	noticed	that	many	patients	did	not	have	transportation	to	attend	all	their	required	medical	appointments.	This	inspired	him	to	create	a	company	that	can	help	patients	with	this	issue.	His
mission	is	to	create	a	transportation	company	whose	focus	in	every	aspect	of	the	business	is	on	personal	attention	and	empathy.	Wheeler	Medical	Transport’s	History	Wheeler	Medical	Transport	has	recently	been	formed	as	an	S-corporation.	Since	incorporation,	the	Company	has	achieved	the	following	milestones:	Found	an	office	location	and	signed	a
Letter	of	Intent	to	lease	it	Developed	the	company’s	name,	logo,	and	website	Determined	equipment	and	inventory	requirements	Began	recruiting	key	employees	with	experience	in	the	restaurant	industry	Wheeler	Medical	Transport’s	Services	Wheeler	Medical	Transport	offers	non-emergency	medical	transportation	services	in	two	ways.	First,	we
arrange	travel	for	“single	transport”	clients.	These	clients	only	need	our	service	once,	such	as	going	home	after	a	hospital	visit	or	needing	round-trip	transport	for	an	important	procedure	or	operation.	These	arrangements	can	be	easily	made	via	our	website	or	through	a	phone	call	to	our	customer	service	line.	The	second	type	of	non-emergency
medical	transportation	offered	by	Wheeler	Medical	Transport	is	a	“Client	Care	Package.”	This	includes	a	set	number	of	transport	services	in	packages	of	5,10,	or	20	round-trips.	Clients	opt	for	these	packages	when	they	regularly	utilize	our	services.	For	example,	a	client	who	needs	to	visit	a	physical	therapist	on	a	bi-weekly	basis	would	want	to
purchase	a	Client	Care	Package	of	10	round-trips	to	facilitate	a	month	of	regular	service.	Because	our	Client	Care	Packages	are	discounted	and	bundled	for	our	clients,	costs	overall	are	lower.	Our	services	are	set	at	a	lower	cost	than	all	of	our	competitors	when	our	Client	Care	Packages	are	used.	Arrangements	for	a	Client	Care	Package	can	be	made
via	website	or	by	phone	call.	Industry	Analysis	The	non-emergency	medical	transportation	industry	has	enjoyed	strong	growth	during	the	past	five	years.	The	primary	reasons	for	growth	include	an	aging	population	that	is	increasing	with	“baby	boomer”	seniors	who	often	require	such	care,	and	the	recent	pandemic,	which	drove,	and	continues	to
drive,	non-emergency	medical	transportation	services	to	the	breaking	point	of	capacity.	According	to	Global	Newswire,	the	current	non-emergency	medical	transportation	market	was	valued	at	$8,658	million	in	2021	and	is	expected	to	grow	to	$15,580	million	by	2028,	growing	at	a	CAGR	of	9%.	These	figures	suggest	the	two	factors	for	growth
discussed	in	this	analysis	will	continue:	an	aging	population	that	is	increasing	in	size,	and	variants	of	the	pandemic	that	will	continue	for	several	years.	The	non-emergency	medical	transportation	sector	continues	to	evolve	with	innovations	within	the	transport	industry	and	new	configurations	of	service	vans	to	accommodate	the	needs	of	clients.	These
improvements	drive	more	passengers	to	engage	the	services	of	non-emergency	medical	transportation	companies,	as	the	comfort	and	needs	of	clients	increase.	Customer	Analysis	Demographic	Profile	of	Target	Market	Wheeler	Medical	Transport	currently	serves	clients	within	a	20-mile	radius	of	San	Antonio,	Texas.	While	the	majority	of	clients	live
within	a	20-minute	drive	to	medical	services	in	the	city,	many	clients	live	in	rural	areas	that	require	lengthy	transportation	schedules	and	complex	driving	directions.	The	drivers	within	Wheeler	Medical	Transport	are	provided	with	a	3-week	orientation	in	client-service	relationships	prior	to	driving,	which	helps	facilitate	an	understanding	of	the	needs
of	our	clients.	Regardless	of	the	transportation	process	itself,	the	demographics	of	clients	are	fairly	defined	as:	elderly	patients,	patients	with	non-emergency	medical	or	cognitive	needs,	non-drivers,	and	patients	who	are	uncomfortable	driving	on	their	own.	The	demographics	of	San	Antonio	are	as	follows:	TotalPercent					Total
population1,680,988100%									Male838,67549.9%									Female842,31350.1%									20	to	24	years114,8726.8%									25	to	34	years273,58816.3%									35	to	44	years235,94614.0%									45	to	54	years210,25612.5%									55	to	59	years105,0576.2%									60	to	64	years87,4845.2%									65	to	74	years116,8787.0%									75	to	84	years52,5243.1%



Customer	Segmentation	Wheeler	Medical	Transport	will	primarily	target	the	following	customer	profiles:	Patients	with	chronic	conditions	Residents	55+	Caregivers	Competitive	Analysis	Direct	and	Indirect	Competitors	Wheeler	Medical	Transport	will	face	competition	from	other	companies	with	similar	business	profiles.	A	description	of	each
competitor	company	is	below.	Transport	&	Care	Services	This	company	offers	non-emergency	medical	transportation	within	the	same	20-mile	radius	as	Wheeler	Medical	Transport.	Rural	pick	up	and	return	trips	are	offered,	albeit	with	limited	daytime	service	only.	Clients	are	quoted	a	single	round-trip	transportation	fee,	whether	the	trip	is	one-way	or
round-trip.	Discount	packages	are	not	offered.	Care4You	Transportation	Care4You	Transportation	has	the	singular	focus	of	hospital	pick-up	or	return	service.	As	such,	focused	advertising	is	directed	to	hospital	patients	or	other	in-patient/out-patient	customer	segments.	Rural	customer	service	is	not	offered,	although	stretcher/gurney	services	to	in-city
destinations	are	available.	Packages	are	not	offered	for	customers	who	require	regular	service	or	return	trips	to	the	hospital.	LimoMedical	LimoMedical	is	a	luxurious	limousine	service	that	offers	non-emergency	medical	transportation	within	the	same	20-mile	radius	as	Wheeler	Medical	Transport.	While	the	same	geographics	apply	to	both	companies,
the	services	offered	are	different:	LimoMedical	does	not	offer	any	seating	for	wheelchair-bound	or	lie-down	capabilities	for	stretcher-bound	clients,	as	does	Wheeler	Medical	Transport.	The	company	offers	packages	for	multiple	party	trips	or	uses;	including	bachelor	party	bus	usage	and	other	event-related	travel	packages.	Competitive	Advantage
Wheeler	Medical	Transport	will	be	able	to	offer	the	following	advantages	over	their	competition:	Patient-oriented	service:	Wheeler	Medical	Transport	will	have	a	staff	that	prioritizes	the	needs	of	the	patients	and	focuses	on	building	long-term	relationships	based	on	support	and	empathy.	Management:	John	Wheeler	has	a	genuine	passion	to	help	the
community.	Because	of	his	previous	experience	and	reputation	in	the	medical	community,	he	has	the	knowledge,	experience,	and	connections	that	will	help	the	company	succeed.	Quality	Care:	Patients	who	utilize	our	transportation	services	will	experience	the	highest	quality	care	in	the	industry.	From	the	moment	they	book	an	appointment,	they	will
receive	significant	personal	attention	to	ensure	all	of	their	transportation	needs	are	met.	Pricing:	Wheeler	Medical	Transport’s	pricing	will	be	more	affordable	than	its	competition.	Patients	can	expect	quick	and	quality	transportation	for	less	than	what	other	companies	charge.	Marketing	Plan	Brand	&	Value	Proposition	Wheeler	Medical	Transport	will
offer	the	unique	value	proposition	to	its	clientele:	The	focused	attention	on	all	members	of	the	client’s	team:	support	personnel,	family	members,	administrative	staff	and	transport	team	members.	A	dual-option	system	of	offerings:	one-time	service	or	packaged	services	for	regular	users.	Commitment	to	care	and	service	before,	during	and	after
transport	services.	Promotions	Strategy	The	promotions	strategy	for	Wheeler	Medical	Transport	is	as	follows:	Social	Media	Although	many	elderly	clients	forego	any	social	media	contact,	the	families	of	primary	clients	check	social	media	frequently.	The	Marketing	Manager	will	frequently	post	videos,	comments,	pictures	and	other	encouraging	notes.
Website	The	current	website	of	Wheeler	Medical	Transport	contains	transport	information,	pricing	structures	and	directions	to	order	transport.	Additional	elements	will	include	transporting	clients	on	stretchers,	transporting	those	with	cognitive	decline,	and	other	special	needs.	Videos	of	special	services	will	be	offered	to	reassure	those	clients	who
are	initially	uncomfortable	or	concerned	about	movement	and	transfer	points.	Partnerships	with	Local	Businesses	Primary	clients	will	be	located	through	the	personnel	at	medical	offices,	hospitals,	and	through	social	workers	within	the	20-mile	radius	of	the	company.	Partnering	with	each	to	provide	non-emergency	medical	transportation	will	require
special	promotions	and	regular	contact	with	each	entity.	Billboards	Wheeler	Medical	Transport	will	promote	services	via	a	strong	brand	message	on	billboards	positioned	directly	across	from	local	hospitals	served	by	our	company.	Simple,	clear	messages	will	be	extended	to	the	hospital	population	as	a	result.	Pricing	The	pricing	strategy	for	Wheeler
Medical	Transport	contains	two	methods	to	serve	clients:	“Single	trip”	(one-way	or	round-trip)	pricing	is	offered	for	one-time	customers.	“Customer	Care	Packages”	are	offered	to	primary	clients	who	are	or	expect	to	use	regular	services	of	Wheeler	Medical	Transport.	Trips	are	bundled	to	create	discounts	for	primary	clients	and	a	steady	stream-of-
revenue	for	Wheeler	Medical	Transport.	Operations	Plan	The	following	will	be	the	operations	plan	for	Wheeler	Medical	Transport.	Operation	Functions:	John	Wheeler	will	act	as	the	Founder	and	CEO	of	Wheeler	Medical	Transport.	He	will	oversee	the	general	operations	and	executive	aspects	of	the	business.	John	has	spent	the	past	year	hiring	the
following	personnel:	John	is	joined	by	Sara	Lopez,	who	will	be	the	Marketing	Manager	for	the	company.	She	will	be	in	charge	of	all	of	the	company’s	marketing	and	advertising	efforts.	John	is	also	joined	by	his	son	George	Wheeler	who	will	be	the	first	driver	for	the	company.	He	has	previously	driven	for	Uber	and	Lyft,	and	has	considerable	experience
driving	clients	to	medical	appointments.	John	will	hire	an	Administrative	Assistant	to	help	with	the	general	administrative	duties.	John	will	also	hire	several	customer	service	personnel	and	drivers	to	book	appointments,	provide	customer	service,	and	drive	patients	to	their	appointments.	Milestones:	Wheeler	Medical	Transport	will	have	the	following
milestones	complete	in	the	next	six	months.	02/202X	Finalize	lease	agreement	03/202X	Design	and	build	out	Wheeler	Medical	Transport	04/202X	Hire	and	train	initial	staff	05/202X	Kickoff	of	promotional	campaign	06/202X	Launch	Wheeler	Medical	Transport	07/202X	Reach	break-even	Management	Team	Wheeler	Medical	Transport	has	recently	been
formed	as	an	S-corporation	by	John	Wheeler.	John	worked	on	the	administrative	team	of	a	local	hospital	and	saw	that	many	patients	struggled	to	get	to	their	appointments	because	they	did	not	have	transportation.	John	decided	to	start	a	business	that	can	help	patients	without	good	transportation	get	to	their	appointments	on	time.	He	is	joined	by
several	other	medical	and	non-medical	professionals	who	are	passionate	about	achieving	this	same	goal.	In	addition	to	his	experience	in	the	medical	industry,	John	has	a	Bachelor’s	degree	in	Business	and	a	Master’s	degree	in	Hospital	Administration.	Financial	Plan	Key	Revenue	&	Costs	The	key	revenues	for	Wheeler	Medical	Transport	will	come	from
the	fees	charged	for	our	transportation	services.	The	key	cost	drivers	will	include	van	purchases	and	maintenance	expenses,	salaries,	the	lease,	and	ongoing	marketing	costs.	Funding	Requirements	and	Use	of	Funds	Wheeler	Medical	Transport	is	currently	seeking	$550,000	to	launch	broad	initiatives	of	the	company	plan,	employ	additional	personnel,
and	add	service	transport	vans.	The	capital	will	be	used	for	funding	capital	expenditures,	salaries,	marketing	expenses,	and	working	capital.	Specifically,	these	funds	will	be	used	as	follows:	Office	design	and	build	out:	$100,000	Service	transport	vans:	$150,000	to	purchase	three	new,	fully-equipped	non-emergency	medical	transportation	vans
Equipment,	supplies,	and	inventory:	$50,000	Three	months	of	overhead	expenses	(payroll,	rent,	utilities):	$150,000	Marketing	costs:	$50,000	Working	capital:	$50,000	Key	Assumptions	The	following	outlines	the	key	assumptions	required	in	order	to	achieve	the	revenue	and	cost	numbers	in	the	financials	and	pay	off	the	startup	business	loan.	Number
of	patients:	FY	1:	100	FY	2:	120	FY	3:	150	FY	4:	200	FY	5:	225	Annual	lease:	$100,000	Average	annual	van	maintenance	fees:	$20,000	Financial	Projections	Income	Statement	FY	1FY	2FY	3FY	4FY	5	Revenues	Total	Revenues$360,000$793,728$875,006$964,606$1,063,382	Expenses	&	Costs	Cost	of	goods
sold$64,800$142,871$157,501$173,629$191,409	Lease$50,000$51,250$52,531$53,845$55,191	Marketing$10,000$8,000$8,000$8,000$8,000	Salaries$157,015$214,030$235,968$247,766$260,155	Initial	expenditure$10,000$0$0$0$0	Total	Expenses	&	Costs$291,815$416,151$454,000$483,240$514,754	EBITDA$68,185	$377,577	$421,005
$481,366	$548,628	Depreciation$27,160$27,160	$27,160	$27,160	$27,160	EBIT$41,025	$350,417	$393,845$454,206$521,468	Interest$23,462$20,529	$17,596	$14,664	$11,731	PRETAX	INCOME$17,563	$329,888	$376,249	$439,543	$509,737	Net	Operating	Loss$0$0$0$0$0	Use	of	Net	Operating	Loss$0$0$0$0$0	Taxable
Income$17,563$329,888$376,249$439,543$509,737	Income	Tax	Expense$6,147$115,461$131,687$153,840$178,408	NET	INCOME$11,416	$214,427	$244,562	$285,703	$331,329	Balance	Sheet	FY	1FY	2FY	3FY	4FY	5	ASSETS	Cash$154,257$348,760$573,195$838,550$1,149,286	Accounts	receivable$0$0$0$0$0
Inventory$30,000$33,072$36,459$40,192$44,308	Total	Current	Assets$184,257$381,832$609,654$878,742$1,193,594	Fixed	assets$180,950$180,950$180,950$180,950$180,950	Depreciation$27,160$54,320$81,480$108,640	$135,800	Net	fixed	assets$153,790	$126,630	$99,470	$72,310	$45,150	TOTAL
ASSETS$338,047$508,462$709,124$951,052$1,238,744	LIABILITIES	&	EQUITY	Debt$315,831$270,713$225,594$180,475	$135,356	Accounts	payable$10,800$11,906$13,125$14,469	$15,951	Total	Liability$326,631	$282,618	$238,719	$194,944	$151,307	Share	Capital$0$0$0$0$0	Retained	earnings$11,416	$225,843	$470,405	$756,108$1,087,437
Total	Equity$11,416$225,843$470,405$756,108$1,087,437	TOTAL	LIABILITIES	&	EQUITY$338,047$508,462$709,124$951,052$1,238,744	Cash	Flow	Statement	FY	1FY	2FY	3FY	4FY	5	CASH	FLOW	FROM	OPERATIONS	Net	Income	(Loss)$11,416	$214,427	$244,562	$285,703$331,329	Change	in	working	capital($19,200)($1,966)($2,167)($2,389)
($2,634)	Depreciation$27,160	$27,160	$27,160	$27,160	$27,160	Net	Cash	Flow	from	Operations$19,376	$239,621	$269,554	$310,473	$355,855	CASH	FLOW	FROM	INVESTMENTS	Investment($180,950)$0$0$0$0	Net	Cash	Flow	from	Investments($180,950)$0$0$0$0	CASH	FLOW	FROM	FINANCING	Cash	from	equity$0$0$0$0$0	Cash	from
debt$315,831	($45,119)($45,119)($45,119)($45,119)	Net	Cash	Flow	from	Financing$315,831	($45,119)($45,119)($45,119)($45,119)	Net	Cash	Flow$154,257$194,502	$224,436	$265,355$310,736	Cash	at	Beginning	of	Period$0$154,257$348,760$573,195$838,550	Cash	at	End	of	Period$154,257$348,760$573,195$838,550$1,149,286	Non-Emergency
Medical	Transportation	Business	Plan	FAQs	There	are	a	number	of	different	kinds	of	non-emergency	medical	transportation	businesses,	some	examples	include:	Wheelchair	transport,	Basic	life	support,	Advanced	life	support,	and	Bariatric	Transport.	Non-emergency	Medical	Transportation	businesses	are	often	funded	through	small	business	loans.
Personal	savings,	credit	card	financing	and	angel	investors	are	also	popular	forms	of	funding.	Starting	a	non-emergency	medical	transportation	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	Non-emergency	Medical
Transportation	Business	Plan	-	The	first	step	in	starting	a	business	is	to	create	a	detailed	non-emergency	medical	transportation	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	non-emergency	medical	transportation	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	non-
emergency	medical	transportation	business	is	in	compliance	with	local	laws.	3.	Register	Your	Non-emergency	Medical	Transportation	Business	-	Once	you	have	chosen	a	legal	structure,	the	next	step	is	to	register	your	non-emergency	medical	transportation	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	non-emergency	medical	transportation	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	Non-emergency	Medical	Transportation	Equipment	&	Supplies	-	In	order	to	start	your	non-emergency	medical	transportation	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	non-emergency	medical	transportation	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.


