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Company Name
Vironox Supplements
Product and Service Proposition
Vironox Supplements is an online wellness brand based in Wales, UK, offering health and beauty products through its e-commerce website. The business currently focuses on three key products: Sunless Tan Capsules, Radiance Serum, and Collagen Milk Tea.
The products are sold under the Vironox brand and delivered directly to customers across the United Kingdom. The business aims to provide affordable, high-quality wellness products while building a trusted online brand.
The Story Behind My Idea
The idea for Vironox Supplements developed from my interest in health, beauty, and wellness products. Through market research, I identified growing demand for affordable supplements sold through online platforms. (Ali et al., 2015; Bryant et al., 2026).
I decided to create a branded e-commerce business that offers wellness products directly to consumers across the UK. My goal is to build a trusted online brand and expand the product range as the business grows.
Business Ownership Structure
Vironox Supplements will operate as a Sole Trader business owned by Daniel Zoltan Csomor.
This structure is simple to establish, requires minimal administration, and allows the owner to retain full control of business decisions. However, the owner is personally responsible for any debts or financial liabilities incurred by the business. (Ndubisi and Nwankwo, 2013).
Mission Statement 
To provide high-quality and affordable wellness products that support customers’ health, beauty, and wellbeing.
 
Business Aim
 The aim of Vironox Supplements is to establish a successful online wellness brand in the UK and achieve sustainable business growth through e-commerce sales. (Ho, Ng and Nourallah, 2021).
 
Unique Selling Proposition (USP)
Vironox Supplements offers affordable wellness products through a direct-to-consumer online business model, providing customers with quality products at competitive prices.
 
SMART Objectives
Achieve £5,000 in sales revenue within the first 12 months of trading.,
Reach 1,000 followers across social media platforms within the first year.,
Introduce at least two new products within 18 months of launch.,
Achieve a customer satisfaction rate of at least 90% by the end of the first year.
Location and Rationale
Vironox Supplements operates as an online business based in Wales, United Kingdom. The business sells products through its e-commerce website, allowing customers across the UK to place orders online.
Operating online reduces the costs associated with renting retail premises and provides access to a larger customer base. This business model also offers flexibility, scalability, and the ability to reach customers through digital marketing channels such as social media and search engines.
 Human Resources
At present, Vironox Supplements is managed solely by the owner, Daniel Zoltan Csomor. Responsibilities include supplier communication, website management, customer service, order processing, and marketing activities.
As the business grows, additional support may be recruited in areas such as social media marketing, customer service, and influencer management to support future expansion.
Marketing Activities
Vironox Supplements uses a range of digital marketing activities to promote its products and increase brand awareness. The business operates through its e-commerce website, Instagram page, and TikTok account.
 Social media content includes product promotions, educational posts, customer-focused content, and AI-generated marketing videos. These methods provide a cost-effective way to reach a wider audience and increase engagement (Pan et al., 2025; Leite et al., 2024; Doughty and Rambocas, 2022).
The business also offers an affiliate programme, allowing individuals to earn commission by promoting products. In the future, Vironox Supplements plans to collaborate with influencers to increase brand visibility and attract new customers.
Market Research
 
Primary research was conducted using an online questionnaire completed by 15 respondents. The results showed that 60% of participants currently purchase health and wellness products, while 41% were most interested in vitamins and supplements and 29% in skincare products.
The survey also found that 43% of respondents purchase wellness products on a monthly basis and 38% usually buy these products from online stores. Price (33%) and quality (25%) were identified as the most important factors when purchasing wellness products. Consumer behaviour research suggests that product quality, health benefits and trust in wellness brands are important factors influencing purchasing decisions for dietary supplements (Ren et al., 2011; Vuković et al., 2022).
These findings support the Vironox Supplements business proposition, as they demonstrate demand for affordable, high-quality wellness products sold through online channels. These findings support the Vironox Supplements business proposition, as they demonstrate demand for affordable, high-quality wellness products sold through online channels (Nathan et al., 2020; Bryant et al., 2026).
Financial Resources
 Consumer demand for health and wellness products has continued to grow in recent years, creating opportunities for businesses operating within the supplement industry (Qi, 2024; Eberhardt, 2024).
The business is self-funded by the owner and operates with relatively low overhead costs due to its online business model. Products are sourced from an international supplier and sold under the Vironox brand through the company website.
The average product cost, including shipping, is approximately £8.50 per unit. Products are sold at prices ranging from approximately £15.99 to £34.99, generating a healthy profit margin.
Revenue is generated through online sales, while future growth may be supported through increased digital marketing, influencer partnerships, and affiliate marketing (Pan et al., 2025; Leite et al., 2024).  A 12-month cash flow forecast has been included in the Appendix.
Competitor Analysis
 
Vironox Supplements operates in a competitive market alongside established brands such as Myprotein, Holland & Barrett, and Applied Nutrition. These businesses have strong brand recognition and large marketing budgets (Popescu and Tulbure, 2022).
However, Vironox Supplements aims to compete by offering affordable products, personalised customer service, and a strong social media presence. The online business model also allows the company to operate with lower costs than many traditional retailers.
SWOT Analysis and Critical Appraisal
Strengths
Online business model with low operating costs,
Competitive product pricing,
Growing social media presence,
Multiple marketing channels,
Weaknesses
Limited brand awareness,
Dependence on online marketing,
Small customer base during the start-up phase,
Opportunities
Growing demand for wellness products,
Influencer partnerships,
Expansion of the product range,
Growth of e-commerce sales,
 
Threats
Strong competition from established brands,
Changes in consumer trends,
Increasing advertising costs,
Regulatory changes within the supplement industry,
 
Overall, Vironox Supplements appears to be a viable business opportunity. The market research identified customer demand for wellness products and online purchasing, while the business model benefits from relatively low operating costs and strong growth potential. This opportunity is supported by evidence showing continued consumer interest in dietary supplements and wellness products (Tilburt et al., 2008; Bryant et al., 2026).  However, continued marketing investment will be essential to increase brand awareness and attract new customers.
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Individual Reflection
 
During this module, I developed and strengthened a range of entrepreneurial skills that will support me in establishing and managing my future business. Before studying this module, I had a general understanding of running a business, but I had limited knowledge of the planning and financial processes required to create a successful and sustainable enterprise.
One of the most valuable skills I developed was business planning. Through the lectures and assessment activities, I learned how to structure a professional business plan, including defining a mission statement, business aims, SMART objectives and a unique selling proposition (USP). This helped me think more strategically about how a business can differentiate itself within a competitive market.
I also improved my market research skills. I learned the importance of collecting both primary and secondary research to understand customer needs and market trends. Conducting my own survey and analysing the results helped me understand how customer feedback can influence business decisions. This process showed me that successful businesses should be guided by evidence rather than assumptions.
Another important area of learning was finance. Prior to this module, I had limited knowledge of cash flow forecasting, profit and loss accounts and the different types of business costs. Through the lectures, I learned the difference between fixed costs, variable costs and capital expenditure. I also gained a better understanding of how cash flow affects the survival of a business and why careful financial planning is essential for long-term success.
The SWOT analysis and Lewin’s Force Field Analysis helped me evaluate both the opportunities and challenges associated with my business idea. These tools encouraged me to think critically about factors that could support or hinder business growth and helped me identify strategies to overcome potential barriers.
I also strengthened existing skills such as communication, organisation and problem-solving. Completing the assessment required effective time management, independent research and the ability to organise information clearly and professionally. These skills are important not only for university study but also for entrepreneurship.
If I had the opportunity to invest in my own business idea, I would seriously consider doing so. The research completed during this assessment suggests that there is growing consumer interest in health, wellness and beauty-related products. The business proposal also demonstrates potential for growth through online sales and digital marketing strategies.
However, I recognise that every business carries risks. Competition within the market is high, and customer preferences can change over time. For this reason, I would carefully monitor sales performance, customer feedback and financial results before making significant investments. Despite these risks, I believe the strengths of the business outweigh the challenges.
Overall, this module has increased my confidence in my entrepreneurial abilities and provided me with practical skills that I can apply in future business ventures. It has helped me understand the importance of planning, research and financial management in creating a viable and sustainable business.
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