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1. EXECUTIVE SUMMARY
Bababy will be a retail clothing store for pregnants women and children up to 3 years old that will specialize in clothing from different world-renowned brands and from brands coming from the Asian market with opportunities to implant our own brand in certain garments. The shop will also retail pregnancy and maternity accessories for both the mum and the baby, which will represent a secondary source of income.
It will be located at 54 New Park Road, located between the Brixton and Streatham neighborhoods in South London. The shop will be medium sized and on one level. The store will be located in an area surrounded by nurseries and elementary schools with the intention of being a facility for parents to go to the store on their way to take children to school. The store is also located in a spot away from the vicinity of other similar shops, which represented for us a previously untapped market, which we could take advantage of.
The business will be financed with £38,000 of the owners' money plus £50,000 from a business loan. Initial costs are £88,000. Sales are estimated at £ 370,000 per year for the first year. A positive cash flow will occur at the end of the first year, according to our calculations, with an opportunity of repaying our debt as well.
 
No other baby's clothing stores are located less than 5 miles from the location selected for this store. Being located in a school and nursery area, locates us very close from residential areas as well, and even more so, in the close vicinity of households that enter the segment of population of our targeted market. 
 Sara Garcia has the help of experience in the economic sector from Spain since her relatives have several businesses and companies throughout the country and we would have free financial advice. Sara has also developed skills in the selling department. Having worked close to her parents, giving them a hand, and with her passion for business, she learnt a few marketing tips, that she could apply on our business model.
Laura Morenilla has contacts in textile companies which could facilitate the step to implant our own brand in garments. This is also an advantage, as she would find it easier to arrange an effective, low-cost, supply chain, that will fit our requirements as much as it would our customers’ needs. Being in charge of the supply chain will also make her responsible for all related purchases as well. Alejandro Jimenez has several online business groups that could provide a budget if needed, and also knowledge about online marketing and creating web pages that would allow us to make the leap effectively in the online market. He will also be in charge of Admin duties and finance as he has developed a liking towards numbers and seeing positive balance sheets.


2. COMPANY PROFILE
The Bababy, will be a leading specialty retailer of children merchandise from pregnants women and children up to 3 years old. As a start-up specialty retailer of clothing and accessories for kids, they will provide their customers a high-quality, focused merchandise selection at prices that represent a substantial value relative to their competitors as we have a large range of suppliers from Asia. Fashion trends in a broad color palette are going to be offered as coordinated outfits specifically designed for children.
As another source of income, Bababy will offer a line of pregnancy and maternity accessories, to complement the clothing lines.
Focused on high qualitative in-shop service, pre, during and post sale, Bababy strives to acquire a high rate of customer retention, as being located in a residential area , turns our existence dependent on the local community.
We will locate Bababy in South London, United Kingdom, between Streatham and Brixton zone, which is an affordable rental area surrounded by multiple nurseries and primary schools. While our initial goal is to open one boutique, expansion plans include potentially franchising our retail store and/or building a well-recognized brand name. In turn, we would hope to penetrate a sizable portion of the online retail market, while maintaining the same focus on high-quality customer service, and a pricing mix that will be the trademark of our flagship store. Another long-term potential goal is expanding our range of products by increasing the age of our clothing lines.

3. MARKET ANALYSIS
      MARKET SIZE
There were 657,076 births in England and wales in 2018 (Office for National statistics, 2018).
By 2021 the UK children´s apparel market is expected to be worth 6.6 billion British pounds, while the footwear market will amount around 1.7 billion pounds. (Statista, 2020). In addition, parents are not only focusing in convenient and comfortable clothes but also in the last trends of fashion, which plays a key role in expanding this market.
Fashion and celebrities have an influential role in the purchasing process, with 67.1% of shoppers aged 16-25 stating they dress their children with the latest fashion trends.  (Global data, 2018). Being that Bababy promote fashionable clothes for babies this show us that our market is growing every time more and our products are something the market want and need.
As we can see, the baby's apparel market is worth it and in constantly movement, growing and have a really high importance in the economy.
 
FACILITIES TO ENTER THE MARKET
Our marketing strategies will promote Bababy fast and costless, as everything is online.
As baby's apparel market is growing and move big part of UK economy, enter the market won't be so hard for the company.
Economic
The business will be financed with £ 38,000 of the owners' money plus £ 55,000 from a business loan. Which will give the company enough money to start the business.
We expect the company to grow at the end of the first year with more than £ 208,000 sales incomes.
COMPETITORS
There are no direct competitors in Streatham, but the closest ones will be: “Bambinos children”, “Amaia Kids” and “Jojo Maman Bebe”.
Our most direct competitors are online: Amazon, Trotters and Childsplay Clothing.

WHAT MAKES US DIFFERENT?
The prices of Bababy are available for most of the public being affordable for the quality materials that we are selling. Some brands attempt to decrease manufacturing costs by skimping on raw material quality which reduces the quality of the products significantly. Our company believes that a quality product will make a happy and satisfied customer.
Also, we provide a big variety of products and many different opportunities that other companies do not offer, discounts and promotions.
We provide personal assistance to the customer not just in our physical shop but also in our website. We show them how to combine the products to look amazing, the kind of material and we solve any possible problem or doubt a customer can have.
What people looks for is a quality fashionable clothes which isn't too expensive, and a good customer service and our company cover all those points.
The products we sell provide fashionable clothes for babies.  Nowadays, mums between 18-35 don’t just follow the fashion trends, but they also want it for their babies.
 Our clothes don’t play in the gender stereotype, we believe everybody should choose what they really like. Our personalized clothes provide from colourful colours to plain light colours all of them available for every gender.
4. CUSTOMER PROFILE
DEMOGRAPHICS 
-Age: 
Pregnant women between 20 and 30.
Baby's until 3 years.
-Gender:
Female pregnant women.
Male/Female baby's
-Parental status:
Parents with children.
-Ethnic background:
Any.

GEOGRAPHICAL INFORMATION
-Country: England.
-City: London.
-Area: Streatham.

PSYCHOGRAPHICS
-Habits and Lifestyle: Self-care, Health, baby caring.
-Interests: Fashion and modernity.
-Values: Family, children.

SOCIO-ECONOMIC CLASIFICATION
-Salary: Medium.
-Occupation: Taking care of the baby. Any other.
-Education: Any.
-Household description: Living in couple/ married/ single mother.

BUYING HABITS
-Frequency: +3 times per month.
-Place: Physical shop, online.


5. BUSINESS ANALYSIS USING PORTERS FIVE FORCES
Professor Michael Porter’s theory about the outside factors that influence ones chosen business environment gives us an insight into the potential profitability of Bababy. Besides that, the 5 main forces that he identified, act as a guideline for our entry position on the market and further on development strategies.

Competition in the industry
 
In terms of competition we have analyzed our competitors, and have discovered that on a radius of 5 miles from our chosen location there are no other baby clothing stores, which can play in our advantage if we can direct the locals to our newly opened, closer, more-convenient shop.
In the Southern district we did find 3 other shops that have a similar offer and a similar population target. Besides the shops that offer a physical competition, we need to take into consideration the online market as well, which brings about 4 major competitors, amongst which Amazon and Trotters.
Bababy addresses to a different public than the online competitors for the entry moment: the mother who prefers shopping in-store, offering her high-quality services pre, during and post purchase, which gives us an edge on our physical competitors as well.
The quality-price combo we have opted for differentiates us from our neighboring competition as well, and the marketing mix we have designed gives us a good starting reach, in order to secure a spot on the market.   
 
Suppliers’ power
 
To be able to offer the quality that we have spoken about at the attractive prices we have proposed ourselves to sport, we had to find the right suppliers. After research, deliberations and negotiations, we chose a mix of small suppliers, who are dependent on retail stores purchasing their merchandise in bulk, besides their B2C offer.
The range of suppliers is large, which gives us the ability of choosing an option most similar to our projected goals.
At the same time, it allows us mobility in the competitive environment, in terms of being able to change suppliers on short notice and without major impacts on the relevant costs.
 
Buyers’ power
 
The market that we have chosen is not an easy one, but it does have the advantage of being inexhaustible, as procreation is one of the main ends of our society and civilization.  With that being said, demand, in our sector of industry, will never cease, which gives our business the thrill of growth and continuity.
Although in a slow decay during the past few years, natality rates are still at a high. At the same time, the influence of fashion in society’s day to day life keeps growing at a steady pace, which hints at growth in the demand.
Between the high natality rates, the growing influence of fashion and us being the sole providers on a 5m radius, we can easily adjust our offer and prices to improve our profitability.
 
Threat of substitution
 
While there are both physical stores and online shops that offer similar products, the services that we offer at our in-store location makes us a difficult competitor to substitute.
One of our goals is to achieve a high rate of customer retention, which will also defend us from substitution.
As for substitution due to better prices, although possible, it would not equate in the quality of the product, which was our starting advantage, to begin with.
The biggest threat comes from big online presences like Amazon, which offer a mammoth size range of products, being more preferable option-wise, but future development in the online sector is being considered for Bababy as well.

Threat of new entry
 
The threat of new entry on the baby clothing market is relatively high, as there are no legal restrictions and the entry requirements are not specifically tough.
In order to protect ourselves from the threat new competitors pose to us, we need to maintain a proactive attitude towards the way we conduct business. Looking for ways to improve service, quality, and the overall offer, alongside with a constant concern for market trends, keeps Bababy ahead its competitors, be they newly entered or with tradition on the market.


6. SWOT ANALYSIS
Strengths
 
      The location of our shop, with no close vicinity to competitors, and access to an untapped area of customers
      The expertise the members of our team bring into the business
       The continuity of an industry that cannot become obsolete
      Our offer quality-price-wise, and our marketing mix
 
Weaknesses
 
      The small starting budget
      The lack of a reputation at the market entry moment
      Unclear unique selling proposition, as the age range could bring about some confusion
 
Opportunities
 
      Extending the offer, covering pre-natal consumables and clothing, and 3-5year-olds clothing as well
      Developing and growing an online presence, culminating with the launch of an on-line store with nation-wide deliveries
 


Threats
 
      Big competitors like Amazon, that monopolize the market
      Danger of losing suppliers, due to policies and bureaucracy adjustments to Brexit  
      Economical changes due to political reforms like Brexit, which will incur a growth in import prices, leading to further price adjustments on the selling side

7. PESTLE ANALYSIS
Political
 
The United Kingdom of Great Britain and Northern Ireland is a constitutional monarchy (although the role of the monarch in the legislative process is mainly ceremonial) and supports a modern parliamentary democracy. The prime minister is the head of government, elected for a five-year term. There are four major parties that dominate the politics of the land.
Largely a politically stable country, the United Kingdom has been and is foreseen to face some difficulties in the near future due to Brexit and the implications it has on all aspects of society.
As this might imply the exit of the country from the open market of the European Union, policies regarding imports, exports and overall business conducting with European countries, might suffer changes. These changes will, eventually, lead to higher supplier costs and higher taxation, which are factors to be taken into consideration.
Another implication could be product quality standards modifications, which would make finding the right suppliers more difficult.
Despite Brexit, the UK has maintained cordial relations with the United States and many other countries in the world, while being a permanent member of the UN.
As far as policies regarding the industry sector we are entering are concerned, they are unrestrictive and easy to navigate.
Although the political factor is one of the most unpredictable ones, there are no other major changes expected to happen, that could influence to such degree our small business.     
 



Economical
 
The UK is the country with the 5th highest GDP in the world, and second in Europe, after Germany. The economy is diversified, and the large number of inhabitants makes it easy for small businesses to thrive. As I mentioned before, the impact of Brexit will affect all aspects of society, including the economical one. One of the downsides would be a decrease in the number of foreign direct investments. On that note, the UK is known to make slow recoveries from economic crisis. In 2017, English households faced challenges, when shop prices started to rise at fast rates, as the weak pound was increasing the cost of importing goods to the UK and the wages were not going up in line with the increased prices. Following that, the inflation rate rose to 3.1%.
Nowadays, the inflation rate is at bay, at a 1.7%, as of September 2019. The minimum wage as of April 2019, for people aged 25 or over is $8.21, and likely to increase in near future.  
Currently, the corporation tax rate for company profits is of 18%, starting April 2020, having come down 1percentile.
As the world’s 5th biggest consumer market, London’s economy accounts for more than 30% of the country’s total GDP (as measured in terms of purchasing power parity)
The total world value of babies clothing market is about $158bn, with the UK bringing in a total of $7.3bn according to Euromonitor. The industry has seen a growth in the past few years, in the UK, and even more growth is foreseen for the years to come, with a CAGR of 8,6% between 2020-2025.
A growth in the demand for children’s apparel is expected in the years to come, as multiple social and technological factors influence it in an upward direction.
 
Social
 
The high social standards in the United Kingdom led to better all-round circumstances, as the country is 15th in the Human Development Index. Great Britain brings the advantage of many free public services (NHS), being densely populated with 66.7mil people and the perks of high living standards. While still highly populated, the country’s natality rates, overtake those of mortality, so the population is expected to reach 74mil by 2039. On the downside, the population is getting older, which has implications starting from higher levels, as the labour market and the health system, and ending on the lower levels of small baby clothing businesses.
Although from a historical point of view, the United Kingdom has been supporting the culture of social classes, the country has become more and more multicultural in recent years. Companies have had to adapt, and develop in a way that enabled them to cater and provide for the needs of different races and religions.
From an educational point of view, the country is perceived as one of the top 10 countries to have the most educated population in the world. However, higher education prices are on the high end of the bar, and still rising.
 
Technological  
 
Beside the UK being one of the most technologically advanced countries in the world, London is the perfect hub for both financial and technological institutions. New technologies are being developed every day, by businesses looking to offer their customers the best services and solutions.
The technology sector is a major contributor to the country’s economy, as the advanced technological infrastructure offers opportunities to all businesses.
Although still at a high, the UK is falling behind the USA, South Korea, India, Japan, and some other countries in technological development.
 
Environmental
 
Despite having become infamous for the levels of environmental destruction, the UK has been making improvements in reducing the negative impact of the economic activities on the environment. The movement has developed on multiple fronts, from the government, local councils, media, and philanthropy organizations. The UK government has committed itself to reaching the EU targets on climate change.
Although regarded an environmental issue for the Brits, the infamous English weather attracts enough tourists during summertime to produce 127 billion pounds every year.
 
Legal
 
The judiciary system in Great Britain is considered to be one of the fairest and most transparent systems in the world. Although Scotland and Northern Ireland, which are part of the Kingdom, use a different legal system than England and Wales they are both based on the same fundamentals.  
As a company operating our business in the UK, we have to follow the Employment Act 1996, which protects the rights to sick pay, minimum wage, holiday pay, maternity or paternity leave, and also follow the Equality Act 2010, which protects people from being discriminated against, because of their race, gender, colour, or any other differences.  
Besides the two acts and the Corporate Tax, mentioned before, as a company, we are legally bound to observe the value added tax, which is currently at a rate of 20%.

8. COMPETITOR PROFILE AND INTELLIGENCE MAPPING
Between Brixton and Streatham, there are no direct competitors offering our unique services or following the targeting that Bababy is specifically following. In the South District, although still at a reasonable distance, the shops most closely competing with Bababy Boutique are as follows:
•          Bambinos Childrens Wear Shop, which also targets an older demographic, by offering for sales apparel for a more extended age range. Located near brixton since 1989, it is characterized by its lack of variety and simplicity. Bambinos childrens wear shop has sacrificed variety for the sake of a larger range, which is one of the main differences found between them and us. Bambinos’ marketing is near to lacking totally, while the physical shop has an old-fashioned organization, clustered and arranged according to colour. The shop does not have an online presence.
•          Amaia Kids, which is located in Chelsea and it is open since 2004 and targets parents shopping for childrens. They also carry accesories as shoes, jewellery and baby gifts. Unlike us, Amaia Kids is offering a high fashion, sophisticated clothes lines for the little ones, which have been designed and created by the store’s founder, Amaia. They cater for a different population, and have become, in the meantime, one of London’s leading children fashion shop. They do offer clothing lines for age ranges over than 3yo as well. The company can also be found online, where they deliver their products to over 20 european countries.   
•          Jojo Mama n Bebe, which targets women within our target demographic, but specializes in the maternity collection from pregnancy to Pre-School. This competitor, although targeting the same segment of the population as we are, is offering mothers, and children, an extended age range for their clothing lines. The company is one of uk’s leading mother and baby boutique brand. Jojo is the company most similar, in terms of offer and target market, to our company. The difference between Jojo and and Bababy, though, would be the implementing of eco-materials used for clothing, by Jojo Mama n Bebe. Besides having developed into a chain, Jojo’s has been long enjoying online presence. Between the coverage it has, the popularity it has gained and the actual offer on sale, Jojo Mama n Bebe represents our biggest internal competitor. 
Also due to the great demand and the upward force of the online market, e-commerce stores are gaining a lot of value and position in the market. Online competitors to take into account would be:
•          Amazon, which has a wide range of products with a huge stock of products which makes it possible to ship worldwide quickly and effectively.
•          Childsplay Clothing, which offers international shipping and a wide variety of well-known brands and designer clothes for children.
•          Next, which also has a higher age range and includes lingerie and beauty products.
•          Trotters (Childrenswear and Accessories), which is one of the best known british children's clothing stores. It has been open since 1990 and is popular for customer service and quality of service, although none of its representative stores are located in the near area, and our targeted sector of the market prefers shopping offline.
 
All the competitors presented above represent a threat we will have to face in a future phase of our company. The skills the three of us gather amongst us, together with the experience we will have gained from our start-up, will enable us to come up with a more highly developed business plan that will incorporate a new channel of distribution, when we chose to go into the venture of e-commerce.


 9. MARKETING AND SALES STRATEGIES
We provide to the costumers our exclusive products in order to accomplish their satisfaction. The objective of the company is always happy customers.
A woman always check every detail, that is why our shop cover carefully every of them, being our shop really colourful and appealing at the same time it is elegant and delicate, which will have a distinction from the other locals around us.
For a woman is hard to find fashion clothes in the pregnancy period, that's why we adapt those amazing clothes that they wish to be able to wear.
Buying in our shop, don't just provide them the clothes they need for the pregnant woman and the baby to look incredible, but we also satisfy all the needs a woman can need in that period.
PRICING STRATEGIES
Bababy clothing strategies include value-based pricing and penetration pricing.
Value-based pricing as our products cost are in balance with the quality provided.
During the first month the prices will be low to get the attention of customers. As soon as we get a competitive amount of customers (expected one month from the opening with the strategies mentioned in this section), we will apply penetration pricing, the prices will increase between 5% and 15% percent depending of the products with more purchases, not being noticed by the customers, but having an important increase of the company profit.
RECYCLING
This year, member of the cross-party Environmental Audit Committee called on the government to make new policies to tackle fashions environmental and social challenges. After an investigation, the committee concluded that many fat-fashion retailers were not doing enough to tackle unsustainable and exploitative industry practises. It called on the government to create a financial incentive for brands to reduce their environmental footprint and to apply stricter policies. Being that, the government is working in the industry to reduce their waste. 
 We are aware of the importance of taking care of the planet. All our packages are plastic      free and organic, we use recycled paper for paperwork, our lights are energy efficient lights (which also decrease our light expenses) and all the cleaning products used for the material and the shop are vegan and cruelty-free.
You can as well bring the clothes that you don't use anymore so we can recycle them or send them to those kids that have a tough situation. Being that, Bababy reduces the footprint as many of those clothes that were going in the wastage are reused.
The clothes we recycle also give us a small percentage of profit while we help the planet creating a sustainable fashion.
ONLINE MARKETING
Being in the 21st century, everything is online, that is why our many online pages such as Instagram, Facebook and website provide all the information from products until personal assistance. After a survey, we found out that 80% of the people between 16 and 35 and 50% of the people between 34-50 use Facebook and Instagram and more than 60% get to know businesses because of them.
 Being an influencer thousands of people follow and believe in what you say, that´s why we have chosen different ambassadors on Instagram who have thousands of followers and will show our products with a positive feedback making the company grow faster. (They will get discounts or receive different products for promoting us)
Our Facebook page will also help us to get people to know our company name and it will link people to our website.
Customers with our membership will receive via email weekly updates about or new products, discounts, fashion trends and much more.
Our company website will increase the selling not just for the online purchases, but because people will be able to preview all the products or to be actualised about our new products, as they will be able to check all the prices and characteristics of the product such as materials and composition. Also they will get the needed assistance.
We sell in our shop allocated in Streatham, but we also sell online in the company website, which give our business the opportunity to expand to other areas of London. We expect to be able to sell online all over UK one year from the opening.

MEMBERSHIP
Pregnancy is a long way; we go through it by the hand of our lovely customers. With purchases higher than 50 per month we provide a pregnancy guide made by professional's gynaecologist, psychiatrist and nutritionist. Given each month per separated when those purchases have been realised.
We offer our customers a membership card available from the first purchase. It includes different discounts and offers for those who bring new people to the business or make a purchase. With every purchase the card will get x points depending of the price:
· Bring new customers to the membership (40 points)
· Any purchase less than 50 pounds (30 points)
· Any purchase more than 50 pounds (60 points)

Rewards depending of the amount of points:
· Bronce Card (300 P): 
-5% discount in baby clothes.
· Silver Card (500 p):
-10% discount in a long variety of products.
· Gold Card (700 p): 
-20% discount in a long variety of products.
-Access to many books of our online library.
· Platinum Card (1000p): 
-25 % discount in all products.
-Complete access to our online library which provides many books that proportionate information about health in kids until 6, pregnancy, psychology in baby's, nutrition...
-Free rewards to choose between many different products.

After many researches, we found out that Streatham is an area chosen by many mothers, because its quiet and well connected to the city centre but not right in the chaos this city can be for a kid. Also, there are many schools and nurseries around which facilitates our sales. The allocation of the business is also a strategic place, not being surrounded by many competitors.
The company is distinctive from other companies being that we provide fashionable clothes and all that a mum needs from the beginning of the pregnancy until the baby have 3 years. Also, we provide many useful information and discounts that will increase fast all our sales.
All our marketing strategies are costless, in consequence we earn profit and increase our sales without investing any money.

10. ORGANIZATIONAL STRUCTURE AND MANAGEMENT
Given the general circumstances and environment in which we plan to develop our economic activity, we have chosen an organic model of organizational structure in order to confer our business more flexibility. The organic model implies low level of complexity, low centralization and low degree of formalization.
-       Low level of complexity: small entity, with few dependents and few layers of management. Hence, besides the 3 founders of the company, which will also act as heads of the main departments, we will employ 2 other workers: one shop assistant and one floor manager
-       Low centralizations: all decision making and organizational power is to be shared between the three of us, equally
-       Low degree of formalization: although each one of us heads their main department in the business, the procedures and processes may be, at times, intra-departmental. Responsibilities and duties might change ownership according to both demand and the abilities and knowledge the 3 of us have.  
· Admin
· Accounting
· Finance 

· Sales
· Marketing
· Customer Service



· Supply chain
· Purchases 
· HR







 
Floor Manager



 
Shop assistant 

[bookmark: _GoBack]11. PRODUCTS AND SERVICES
•          Bababy will sell a combination of well-known brands as well as select fashion designer clothing lines. We will closely follow generational fashion trends, which are in continuous development, as well as the purchasing preferences of our own customers. In addition, we will adapt our inventory to meet the needs of our customers. Focusing exclusively on styles, colors and adjustments to flatter the baby figure will be our specialty. As a secondary source of income we will also be selling pregnancy care products and accessories, helping our customers with bibs, pacifiers, tethers, breast pumps, and other products. Both the designer clothes and the common branded ones, come in a variety of colours and styles to complement the babies’ figure. At the same time, pre and post birth accessories will be of the latest quality, newest technology and most desired gadgets on the market. 
•          Thanks to the wide variety of suppliers from the open market in Asia, we will be able to have a stock of quality products at prices that would normally double ours. At the same time, Asia, with its variety of suppliers, offers us a wide range of supply chain choosing grounds. This offers us an advantage from the point of view of Porter’s suppliers’ power. Being in continuous contact with different textile companies, a future idea will be to find the best opportunity to launch our own clothing brand by implanting our designs and logo on these products, which in the short term could have an affordable value to anyone and in the long term such products could increase their value incalculable depending on our magnificent strategies and marketing.
•          We will obtain profits selling our merchandise. Our pricing structure is flexible as we implement suggested retail pricing on common brands as well as standard key pricing practice. Additionally, we use a value-based pricing structure that measures the value of our products to our customers, such as easy access, quality, customer service, and styles that favor our target consumer.
•          As part of our marketing plan we will implement end-of-season sales, holiday and overstock sales, multiple purchase savings, and promotional coupons at strategic intervals. We will also take advantage of each start and end of the school seasons to launch different products adapting to the demand and possible need of our range of clients.
•          We will also focus on the concept of service when conducting business at the premises. Hence, our shop assistant will have knowledge of the pregnancy period and the maternity period, in order to assist our customers, guide them, and offer them a complete, satisfactory shopping experience. Assistance will be offered even after purchase, and a return policy shall be implemented for both 
 




Target customer
 Our targeted customer is a married, middle aged woman, living in Streatham, London, with her husband and her other 2year old child. The parents have graduated from university, they are both employed, and receive a medium salary. The family leads a healthy life-style, with the mother looking after the all-around shopping. Her interests are related to fashion, self-care, and baby-care, which makes her study the trends in magazines and online. The mother, who is the main shopper of the family, values family, first and foremost, a healthy lifestyle, education and daily trends.
The family shops about 3 times a month, and baby clothing is constantly on the list for the young mum. The woman prefers shopping in physical stores, as it gives her the opportunity of actual testing, touching the material, of the products she wants to purchase.

12.  FINANCIAL PLAN
[image: ]







	· 
	· Monthly cost (£)

	Mortgage/rent

	1,500.00

	Council tax
	304.00

	Gas, electricity and water
	375.00

	All personal and property insurances
	100.00

	Telephone
	150.00

	Subscriptions (clubs, magazines etc.)
	5.00

	Maintenance
	36.00

	Staff costs
	2,626.00

	Credit card, loan and other personal debt repayments
	1,050.00

	National Insurance
	833.00

	Total costs (£)
	                   6,979.00



	Cost item
	What is included and how you worked it out
	Total cost

	Rent
	· space rented for 18000/year
	18,000.00

	Council tax
	· calculated at a 5.1% rate from the total value of 77000
	3,648.00

	Gas, electricity, water
	· calculated for a 150m2 space (one service W.C, and an average of 2pax inside at all times)
	4,500.00

	Insurance
	· the premises have been fully ensured
	1,200.00

	Telephone
	· business calls/monthly subscription
	1,800.00

	Subscriptions (news, magazines)
	· subscription to industry magazines
	60.00

	Maintenance
	· cleaning lady x1/month x 3h
	432.00

	Staff costs 
	· min. wage 8.21/40h/week x 2pax
	31,512.00

	Debt
	· monthly loan repay instalments at a 5% interest rate. For 48 months
	12,600.00

	Tax contributions
	-	employer's contribution to employees tax fund
	9,996.00



13. FUNDING REQUIREMENTS
The business will be financed with £ 38,000 of the owners' money plus £ 50,000 from a business loan. Initial costs are £ 83,000.
The rent of the local will be £ 1500 per month allocated in Streatham High road SW16.
Sales are estimated at £ 516,100 on the first year.  A positive cash flow will occur at the end of the first year.
From the second year the cash flow will increase considerably for at least 15% being that the business will start to get more customers and sell online all over the UK.
	MONTH
	PRE-START
	 1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	TOTAL 
PER YEAR

	MONEY IN

	Funding from the owners
	38,000
	 This money will be spent in the pre-start of the business.

	Funding from other sources
	50,000
	This money will be spent in the pre-start of the business.

	Incomes from sales
	
	21,430
	23,425
	22,550
	22,295
	26,900
	29,500
	29,950
	33,900
	28,600
	25,550
	25.100
	34,700
	323,925

	TOTAL MONEY IN
	
	21,430
	23,425
	22,550
	22,295
	26,900
	29,500
	29,950
	33,900
	28,600
	25,550
	25,100
	34,700
	+329,925

	MONEY OUT

	Loan repayments
	0
	1,050
	1,050

	1,050

	1,050

	1,050

	1,050

	1,050

	1,050

	1,050

	1,050

	1,050

	1,050

	12.600

	Personal drawings
	0

	9,000
	9,000
	9,000

	9,000

	9,000

	9,000

	9,000

	9,000

	9,000

	9,000

	9,000

	9,000

	108,000

	Rent
	1,500
	1,500
	1,500
	1,500
	1,500
	1,500
	1,500

	1,500

	1,500

	1,500

	1,500

	1,500

	1,500

	18,000

	Services/others 
	
	3,295
	3,295

	3,295

	3,295

	3,295

	3,295

	3,295

	3,295

	3,295

	3,295

	3,295

	3,295

	39,504

	Taxes
Extras/ Emergencies
	
	1,137

4,000
	1,137

4,000
	1,137

4,000
	1,137

4,000
	1,137

4,000
	1,137


4,000
	1,137


4,000
	1,137


4,000
	1,137


4,000
	1,137


4,000
	1,137

4,000
	1,137


4,000
	13,644

48,000

	TOTAL MONEY OUT

	
	
-19,982 Each month
	-239,748



Bababy clothing will make a profit of +90,177 pounds per year and around +7,514 per month
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EXECUTIVE SUMMARY

Bababy, retail clothing store for pregnants women and children up to 3 years old.

Located at 54 New Park Road, between Brixton and Streatham in South London

Financed: 

£38.000 from owners.

£50.000 from Business Loan.

No others baby's clothing stores located less than 5 miles.

Initial cost £88.000

Estimated sales: £370.000









image6.jpeg









EXEQUTVE
SUMMARY:






image5.emf
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High quality.





Large range of suppliers from Asia.





Focused on high qualitative in-shop service.





Affordable rental area sorrounded by multiple nurseries and primary schools.
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MARKET SIZE: There were 

657,076 births in England and 

wales in 2018.By 2021 the UK 

children´s apparel market is 

expected to be worth 6.6 billion 

British pounds, while the 

footwear market will amount 

around 1.7 billion pounds.

•FACILITIES TO ENTER THE MARKET: The 

business will be financed with £ 38,000 of 

the owners' money plus £ 55,000 from a 

business loan.Which will give the company 

enough money to start the business.
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MARKET SIZE: There were 657,076 births in England and wales in 2018.By 2021 the UK children´s apparel market is expected to be worth 6.6 billion British pounds, while the footwear market will amount around 1.7 billion pounds.





FACILITIES TO ENTER THE MARKET: The business will be financed with £ 38,000 of the owners' money plus £ 55,000 from a business loan. Which will give the company enough money to start the business.
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Babys from one month until 3 years





Streatham High road, London
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Competitors located near:

• Bambinos Children's Wear Shop

• Amaia Kids

• Jojo Mama n Bebe

Online competitors:

• Amazon

• Childsplay

• Next

• Trotters
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ORGANIZATIONAL STRUCTURE AND MANAGEMENT 
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PRODUCTS AND SERVICES

.

Well-known brands.

Fashion designer clothing lines.

Pregnancy care products

Own clothing brand



.

Implement end-of-season sales, holiday and overstock sales.

Multiple purchase savings and promotional coupons.

Knowledge of pregnancy period and the maternity period.
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Month 11 12 Tot:
Month name|January |February |March | April May June July August |September |October |November |December
SALES FORECAST
Apparel 16,000.00 |17,500.00 |17,000.00 |18,500.00 | 20,000.00  22,000.00 '22,000.00 |24,000.00 |22,000.00 |20,000.00 20,000.00 |26,000.00 245,000.00
Pregnancy
and '8,700.00 9,500.00 9,000.00 $7,300.00 11,000.00 12,000.00 12,500.00 15,000.00 |11,000.00 |9,500.00 |9,000.00 |14,000.00 '128,500.00
accesories
(COST FORECAST
Apparel 2,400.00 |2,625.00 2,550.00 |2,775.00 (3,000.00 3,300.00 3,300.00 3,600.00 3,300.00 3,000.00 3,000.00 |3,900.00 |36,750.00
Pregnancy
and 870.00 950.00 900.00 730.00 1,100.00 |1,200.00 |1,250.00 |1,500.00 |1,100.00 |950.00 1900.00 1,400.00 |12,850.00
accesories
Lower sales on the first months of the year
Assumptions Increased sales in the summer months of July and August and also in the festive season (X-max)
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Monthly cost (£)

Mor rent

1,500.00
‘Council tax 304.00
Gas, electricity and water 375.00
All personal and property insurances 100.00
Telephone 150.00
Subscriptions (clubs, magazines etc. 5.00
Maintenance 36.00
Staff costs 2,626.00
Credit card, loan and other personal debt
Credit card, loan and other personal debt 1,05000

| repayments

National Insurance 833.00
Total costs (£) 6,979.00
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MONTH PRE-START 1 2 3 4 5 6 7 8 9 10 11 12 TOTAL

PER YEAR

MONEY IN

Funding from the owners 38,000 This money will be spent in the pre-start of the business.

Funding from other sources 50,000 This money will be spent in the pre-start of the business.

Incomes from sales 21,430 23,425 22,550 22,295 26,900 29,500 29,950 33,900 28,600 25,550 25.100 34,700 323,925

TOTAL MONEY IN 21,430 23,425 22,550 22,295 26,900 29,500 29,950 33,900 28,600 25,550 25,100 34,700 +329,925

MONEY OUT

Loan repayments 0 1,050 1,050 1,050 1,050 1,050 1,050 1,050 1,050 1,050 1,050 1,050 1,050 12.600

Personal drawings 0 9,000 9,000 9,000 9,000 9,000 9,000 9,000 9,000 9,000 9,000 9,000 9,000 108,000

Rent 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 18,000

Services/others 3,295 3,295 3,295 3,295 3,295 3,295 3,295 3,295 3,295 3,295 3,295 3,295 39,504

Taxes

Extras/ Emergencies

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

1,137

4,000

13,644

48,000

TOTAL MONEY OUT

-19,982 Each month

-239,748
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		MONTH 		PRE-START 		 1 		2 		3 		4 		5 		6 		7 		8 		9 		10 		11 		12 		TOTAL  
PER YEAR 

		MONEY IN 																												

		Funding from the owners 		38,000 		 This money will be spent in the pre-start of the business. 																								

		Funding from other sources 		50,000 		This money will be spent in the pre-start of the business. 																								

		Incomes from sales 		 		21,430 		23,425 		22,550 		22,295 		26,900 		29,500 		29,950 		33,900 		28,600 		25,550 		25.100 		34,700 		323,925 

		TOTAL MONEY IN 		 		21,430 		23,425 		22,550 		22,295 		26,900 		29,500 		29,950 		33,900 		28,600 		25,550 		25,100 		34,700 		+329,925 

		MONEY OUT 																												

		Loan repayments 		0 		1,050 		1,050 
 		1,050 
 		1,050 
 		1,050 
 		1,050 
 		1,050 
 		1,050 
 		1,050 
 		1,050 
 		1,050 
 		1,050 
 		12.600 

		Personal drawings 		0 
 		9,000 		9,000 		9,000 
 		9,000 
 		9,000 
 		9,000 
 		9,000 
 		9,000 
 		9,000 
 		9,000 
 		9,000 
 		9,000 
 		108,000 

		Rent 		1,500 		1,500 		1,500 		1,500 		1,500 		1,500 		1,500 
 		1,500 
 		1,500 
 		1,500 
 		1,500 
 		1,500 
 		1,500 
 		18,000 

		Services/others  		 		3,295 		3,295 
 		3,295 
 		3,295 
 		3,295 
 		3,295 
 		3,295 
 		3,295 
 		3,295 
 		3,295 
 		3,295 
 		3,295 
 		39,504 

		Taxes 
Extras/ Emergencies 		 		1,137 
 
4,000 		1,137 
 
4,000 		1,137 
 
4,000 		1,137 
 
4,000 		1,137 
 
4,000 		1,137 
 
 
4,000 		1,137 
 
 
4,000 		1,137 
 
 
4,000 		1,137 
 
 
4,000 		1,137 
 
 
4,000 		1,137 
 
4,000 		1,137 
 
 
4,000 		13,644 
 
48,000 

		TOTAL MONEY OUT 
 		 		 
-19,982 Each month 																								-239,748 
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FUNDING REQUIREMENT:
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Month 11 12 Tot:
Month name|January |February |March | April May June July August |September |October |November |December
SALES FORECAST
Apparel 16,000.00 |17,500.00 |17,000.00 |18,500.00 | 20,000.00  22,000.00 '22,000.00 |24,000.00 |22,000.00 |20,000.00 20,000.00 |26,000.00 245,000.00
Pregnancy
and '8,700.00 9,500.00 9,000.00 $7,300.00 11,000.00 12,000.00 12,500.00 15,000.00 |11,000.00 |9,500.00 |9,000.00 |14,000.00 '128,500.00
accesories
(COST FORECAST
Apparel 2,400.00 |2,625.00 2,550.00 |2,775.00 (3,000.00 3,300.00 3,300.00 3,600.00 3,300.00 3,000.00 3,000.00 |3,900.00 |36,750.00
Pregnancy
and 870.00 950.00 900.00 730.00 1,100.00 |1,200.00 |1,250.00 |1,500.00 |1,100.00 |950.00 1900.00 1,400.00 |12,850.00
accesories
Lower sales on the first months of the year
Assumptions Increased sales in the summer months of July and August and also in the festive season (X-max)
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Sara García  (1907378) Financial Plan, Business Analysis Using Porters Five Forces, PESTLE Analysis, SWOT Analysis, Organizational Structure and Management.

Alejandro Jiménez (1908742) Executive Summary, Company Profile, Competitor Profile and Competitor Intelligence Mapping, Products and Services.

Laura Morenilla Navarrete (1907372) Market Analysis, Customer Profile, Marketing and Sales Strategies, Funding Requirements.
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