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Executive summary of my business plan
Our business plan is an online platform that lets customers order fresh vegetables, fruits and meat directly from small farmers near their area. Orders are delivered within a maximum of 48 hours. Customers get fresh, organic and premium products, and farmers get a direct route to buyers and a fairer share of the price.
The business will be a private limited company run by a small founding team. It will launch in one UK city region and the farms around it, where demand for fresh, traceable food is growing and many small farmers feel squeezed by low supermarket prices.
The main marketing channels are flyers handed out in local communities, social media, email and text offers, and partnerships with local groups. Revenue comes from a commission on each sale and a delivery fee.
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1. Overview of the Business Idea
1.1 Product and Service
We will have a website and mobile app where customers browse products from nearby farms and place an order. Each product page shows the farm, the price and whether the product is organic. The business collects the order from the farmer, checks quality and delivers it to the customer within 48 hours at most. The main products are vegetables, fruits and meat.
The value for customers is freshness, quality and knowing where their food comes from. The value for farmers is a reliable market without middlemen.
1.2 Management Structure
· Founder and Managing Director: strategy, finance and farmer partnerships.
· Operations and Logistics Manager: farm collection, quality checks and meeting the 48-hour delivery promise.
· Marketing and Customer Service Officer: social media, promotions and customer enquiries.
· Delivery drivers: collect from farms and deliver to customers.
A part-time web developer will maintain the platform at first, and a full-time technical role will be added as the business grows.
1.3 Legal Format
We will be registered with Companies House as a private limited company (Ltd) (GOV.UK, n.d.a). This limits the owner's personal liability, builds trust with farmers and suppliers, and makes it easier to raise a loan or bring in investors later. Because it sells and delivers food, it will also register as a food business with the local council (GOV.UK, n.d.b).
1.4 Community Support and Environmental impact 
Many small UK farmers struggle to keep their farms running because supermarkets and wholesalers set low prices and take a large part of the profit. Our business will give them direct access to customers, so they sell more and earn more. Every customer who orders on the platform directly supports a local farmer.
The platform also has environmental benefits. Food travels short distances from farm to customer, which lowers transport emissions. Ordering from real demand reduces waste, and the platform promotes organic and low-chemical farming by giving those farmers a premium listing.
2. Market Research
2.1 PESTEL Analysis
	Factor 
	Key points for the business

	Political
	Government support for small businesses, such as Start Up Loans, helps new founders (Start Up Loans, n.d.). Post-Brexit trade rules have raised the cost and paperwork of imported food, which increases interest in UK-grown produce.

	Economic
	The cost-of-living squeeze limits household budgets, and fuel and wage costs affect delivery. Many small farms face rising costs and low prices from large buyers. A growing group of customers will still pay more for quality and convenience.

	Social
	More people want local, organic and sustainable food. Busy urban households value home delivery, and trust depends on showing the farm and the farmer behind each product.

	Technological
	Smartphone use and online grocery shopping are high, and customers expect easy card and mobile payments. Route-planning software helps meet the 48-hour delivery promise.

	Environmental
	Customers are increasingly concerned about food miles, packaging and climate change. Weather extremes affect harvests, so the platform will work with several farms. Short supply chains and recyclable packaging reduce environmental impact.

	Legal
	The business must register as a company and as a food business, and follow food hygiene rules (Food Standards Agency, n.d.), consumer protection law and UK GDPR for customer data. Contracts with farmers will set quality and pricing terms.


2.2 Competition
We compete with three main groups:
· Farmers' markets and farm shops: fresh and local, but they open at set times and places, and customers must travel to them.
· Supermarkets: convenient and consistent, but often less fresh, with little link to the farmer.
· Veg box and online grocery delivery services: convenient, but many source from wholesalers or sell a fixed box, and few let customers order meat, fruit and vegetables directly from named nearby farms.
Our platform stands out through its direct link to named local farmers, its 48-hour delivery guarantee, its focus on organic and premium products and its clear social mission.
3. Marketing Communications
Target customers: busy urban and suburban households and young professionals who value fresh and healthy food, plus local restaurants, cafés and caterers who need reliable quality.
Strategies:
1. Flyers: hand out flyers at farmers' markets, train stations, university campuses, gyms and community events, and post them through letterboxes in target neighbourhoods. Each flyer carries a QR code and a first-order discount code, so we can see which locations work best.
2. Social media: regular posts on Instagram, Facebook and TikTok with farmer stories, harvest photos and short videos. These show where food comes from and build trust.
3. Email and text messages: weekly offers, order reminders and delivery updates for customers who sign up.
4. Launch promotions: a discount on the first order and a referral reward, so early customers bring in friends and family.
5. Community partnerships: work with local groups, gyms, offices and events, and offer regular supply to restaurants and cafés.
6. Social-impact messaging: every flyer, ad and product page explains that buying through Our platform supports a local farmer, which gives customers a reason to choose us over supermarkets.
7. Customer feedback: ratings and reviews on the platform, and a simple loyalty scheme to encourage repeat orders.
4. Financials
4.1 Funding Required and Sources
The business needs £25,000 to launch.
	
	CASH FLOW
	

	
	

	
	MONTH

	
	Cash in
	1

	
	Loan- start up capital
	£15000

	
	Sales (total sales of product and/or services)
	£7500

	
	Other
	£2500

	
	Total cash in-flows (A)
	£25000



4.2 Main Startup Expenses (First Month)
	
	MONTH

	Cash out-expenses
	1

	Rent or premises costs
	£800

	Business rates for your business premises
	£0

	Utilities (gas, electricity, water)
	£200

	Insurance
	£1200

	Telephone and internet
	£100

	Marketing and advertising expenses
	£1500

	Vehicle running costs
	£400

	Equipment purchase or leasing
	£8500

	Postage, printing, stationery
	£100

	Transport and delivery
	£300

	Professional fees (legal, accounting etc.)
	£500

	Cost of sales (Cost of product)
	£3000

	Wages your own
	£0

	Staff wages
	£3000

	Any other
	£4000

	Any other
	£1400

	Total cash out-flows (B)
	£25000

	
	

	Your net cash flow (A-B)
	£0
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