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Mobile Luxurious Massages

1. Executive Summary
What we plan to do for this business venture will require some key elements for it to succeed. Our idea is to have a professional massage service that will bring us to you during the office hours where in high intense environments, a quick shoulder rub or head rub could bring your stress levels down. This will enable you to perform better at work if you feel too pressured or maybe you’re going through something at home. At this company we care about mental health and we aim to turn your work environment more relaxing and positive. By being employed by other companies, we would be sub-contracted to provide our specialist services under the correct rules and regulations. We act as a business where putting the needs of the customers, what they want and venturing into that specific market is crucial to staying alive and profiting in this economy today. 
2. Introduction
“MLM” or Mobile Luxurious Massages is a one of kind business project that we came up with as a team. The aim is to make sure that all of our clients’ standards are fully met and to exceed their expectations. Your employees will be grateful you took an interest in their healthcare and most importantly mental health; bringing the comfort and relaxation when they need it most. We would have to take a look at the proper licensing in our local government, Cardiff, as well as fully understand the requirements we need to meet before going about this work. The three members in this team have unique skillsets that give us an edge over the competition. We would form a general partnership and all take an equal divide of the profits and management responsibilities. We would venture of either apply for a loan as a joint venture as well as put in our capital if possible.  The product itself that we would like to give to our clients is relief. When providing that session of relaxation, we believe to be as proficient as possible. For the future, if we do expand and greatly succeed expectations, we could take this from local to regional to international. That way everybody wins. 
3. Market and Competitors

Market Overview Size and Trends 
 
Within society the workplace is a very pressurized with staff being stressed over targets and pressures of the day to day job. Our business model offers a reduction in this on a day to day basis. With Mental Health being a big focus. Over the last few years companies are looking to help employees as they now have an obligation to all staff to protect and help with this growing illness.  
The stats 
· a third (32%) of us find ourselves thinking about work in our personal time, causing us stress 
· 28% of us feel less productive at work because of stress 
· a quarter (23%) of us compromise our health to get work done; 16% of us compromise relationships 
· One fifth of us say that 'powering through' stress is part of our organizational culture. 
 
We believe that our business model has started in the lower trend of battling mental health. We will be looking to target and work within the city and industrial estates where offices are high with a lot of call centers. Within the massage Industry there are no restriction on age, but most spars and therapists will not treat under 16 without adult concert. Targeting companies will eliminate this as no employee will be under 16. Our model will look to reduce stress and anxiety within the busy environment. 
 
POLITICAL – ECONOMIC – SOCIAL- TECHNOLOGY – LEGAL – ENVIROMENTAL 
 
When it comes to discussing the external and internal analysis for the business it is key to understand the environment your business operates in which will allow us to properly evaluate the threats and opportunities associated within the area of that business. The political side to starting this business is that we have to ensure our total cost is payable in full there are 6 to 12 months until the renewal date.  We’d have to fill out an application to work in the premises, the fee, therapist and beautician forms. Hopefully these rules and regulations don’t change after Brexit but if so, this may not be affected too much in terms of the costs. Another factor is thinking, about are Economical. Based on the research we’ve done and the judgements we made, we believe there may not be that many areas for error with this as Cardiff is growing population as well as there being more and more ventures within the city centre. This only makes things better for us as we get to broaden our audience and grow our cliental. This could mean that the cost some things may go up but since we’re mobile and we don’t need to worry about location costs. Yes, if the economy goes the wrong way, then maybe companies won’t have the capability to provide this service for their employees. Most businesses similar to this don’t provide the same kind of convenience and professionalism like we do. The Social factors like the modern age and the lifestyles of people are forever changing however the only way to clear this task is by staying on top of trends, continuing to grow and listen to the customers. Adapting our ways to what our specific audience wants. From the technological standpoint there are many things that come into mind like how as each day goes by, there are new advanced equipment and facilities being made and yes they’re expensive however we don’t need them. 
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Customer/ target markets

We would like to target customers within the corporate industries, with office work staff .and looking to target the Cardiff area to start with. With expansion to further areas both in what services we offer and geographically he future. 

Competitor analysis

After looking at the competitors within the Cardiff area they also cover other parts of the country, the internet showed there were 5 main competitor's whom offer corporate massage these competitors have opened their businesses as early as the year 2000 , this time line has allowed them to become established within the market and also allowed them to expand on corporate services they offer ranging from basic massage to mindfulness and even yoga. We have over 44,000 companies who reside just in Cardiff  
 
With this research we are confident we can compete with in the market, and as we are Cardiff based most businesses like to help other businesses within the community. When looking to the financials of these businesses only 1 was on registered on companies and the report showed a steady growth, although more information would be helpful it shows this business model can work. Within this industry we will need to compete with companies whom have already established themselves to potential customers, we can offer discount to any company whom is using a competitor and offer most cost-effective services to higher using companies. 
 
4. Sales and marketing strategy

Marketing objectives

As explained our business model we are looking to sell a service to office-based companies with in the Cardiff postcode, to start with our business will offer massage but we will look to expand into other treatments when this takes off, the aim is to offer  the company a service to the staff  for 10 – 15 minutes with the minimum of disruption for the company.

Marketing strategies

There are several ways we could target new business; within this sector I believe that we would have to target HR departments and Directors or proprietors, there would be these would be the decision makers. After looking into this there are email and marketing lists, we can purchase in order to contact decision makers in the Cardiff area. Another option would be Social media, as much as Facebook is good from a consumer point of view I believe as we are targeting companies Linked in would be a better to get the message across as it's a professional platform.  

Pricing strategy

£60 an hour as this is simple for the higher ups in the business to make this decision. Whether they want more sessions as they may have a lot of employees is another thing but as we would have an agreed contract with those companies we’re doing business with.  

Sales forecast and Budget and timeline

5. Operations

Location/Premises/Equipment

As this is a mobile business, we do not need a premises to run our business. Nor do we have to worry about the location. The fact that this business is mobile, this helps us to save money on our running costs, by not having to pay rent, business rates, as well as any utility bills. With the money that is being saved here, we can re-invest this into our business. Due to the nature of the business being mobile, rather than purchasing a van, it is more financially viable for us to lease. Leasing takes away the stress of having to pay for the maintenance of the vehicle, as it’s the duty of the leasing company. This way we do not have to worry about paying for inconvenient faults or breakdowns. If at any time we incur a fault with the vehicle, we will be provided with a replacement vehicle. Leasing also gives us the opportunity to replace our vehicle every two or three years depending on the contract, this way the business will always have a new vehicle, taking away the inconvenience of having to sell or part exchange in the future. Massage table and chair will need to be purchased, as well as the oils and lotions. All three managers will need mobile phones, so they can be contacted. They will also need phones for access to the company website for bookings and cancellations. 
Key personnel 
The three investors are the employees and management, they all have their role to play and to make sure they are fully trained. All three have experiences in customer services from their previous employments. They are fully aware of the importance of customer satisfaction, it is their priority to make sure all customers are satisfied, in order for the business to sustain, maintain and grow. It is in their best interest to help the business grow and become profitable for them to get a return on their investment.
Suppliers 
The supplier for our equipment will be an online retailer called Massage Warehouse. They have been chosen as the key supplier, as they are specialists and have been supplying therapists with quality equipment for over 20 years. Their prices are very competitive and offer a 30-day money back guarantee, and also a 10-year repair or replace guarantee on all their massage tables. For every massage table that is sold by themselves they plant a tree, as they want to give back what they take from the land. Success in business is defined by relationships. Each individual company sits in the middle of a chain of relationships formed with suppliers and customers, taking raw materials, products and services from one end, and adding value to generate profit out the other. Much is made of the customer side of this network, about how to manage and nurture relationships through marketing and customer service to maximise income. But the supplier side is just as important. At the most basic level, a business needs suppliers either, to provide the resources for the products or services it sells, or to supply resources needed to run the business. The key advantage of strong, healthy supplier relationships is that you can gain better value for your business. The better you know your suppliers, and the better they know you, the more likely you are to benefit from dedicated service, preferential pricing and special terms.

6. Financial information
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7. Appendices
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Cv’s

Fahimul Islam
Address: 2 Trevethick Street,
Riverside, 
Cardiff, 
CF11 6EB
Mobile: 07939935967
DOB: 23/06/1999

Education: 
Kitchener Road, Canton, Cardiff CF11 6HT
029 2038 7505
St Cyres High School, Sully Rd, Penarth, South Glamorgan CF64 2XP 
029 2070 8708

GCSEs:A Grade - Business Studies
	   A Grade – Religious Studies (Short Course)
	   C Grade – English Lit
	   B Grade – Mathematics (Higher)
	   B Grade – Science
	   B Grade – Additional Science 
	   C Grade – Level 2 (ONE QUALIFICATION) in Digital Applications
	   WJEC – Level 2 Key Skills in Problem Solving
	   WJEC – Level 2 Application of Number
	   OCR – Level 2 Essential Skills Wales in ICT
	   WJEC – Level 2 Communications
	   WJEC – Level 2 Welsh Baccalaureate Intermediate Diploma

Work Experience: 
Royal Air Force: became a corporal within my first few weeks as well as the leader of the football team. I developed my problem solving skills and communication skills during activities that required my assistance e.g. team building exercises.
Kitchener Primary School – To teach and supervise children whilst improving my understanding of the social environment with my previous teachers. My communication skills had been improved further in order to cope with different situations and problems.
JRC global buffet and Red Hot – Currently working there now as a waiter. Very similar to what I used to do in Juboraj however this job requires more communication skills.
Juboraj – (Currently working in) -A restaurant where I have the opportunity to serve customers in different roles such as being a Waiter & Cash Registering. I got to deal with customers whom enjoyed my services and had given the restaurant excellent reviews on trip advisor. 

Skills: I’m a very polite person; I’ve grown up well mannered and still am to this day. I’m not shy when assisting people to their needs or helping people when they have nobody to go to. I’ve always been punctual in school and in my curriculums. I’ve only missed school due to an emergency, which occurs rarely. I try to work hard in classes which makes me quite organized with my work and my time management skills are the reasons as to why I don’t face problems with getting things accomplished by their deadline. 

Interests: Watching action/comedies, playing football for my local team and going out to charity events and fundraisers. I used to be very shy as young boy but all the socializing with new people has made be more confident and more presentable. 

References: 
Dr. Hicks – HeadTeacher, St Cyres High School, Sully Rd, Penarth, South Glamorgan CF64 2XP 
Mr. Nick Wilson – Deputy Headteacher, Kitchener Primary School, Kitchener Road, Canton, Cardiff CF11 6HT

VICTORIA LEE RYALL
07805464492 | emilyad1@live.com

PROFESSIONAL SUMMARY
Highly Susccessful individual with a wealth of transferable skills, possesses a commitment to deliver high customer service standard. Strong leadership ability and work excellent within a team. Cuurently working towards a BA Honours degree in Leadership and Managment
SKILLS
	1. B2B sales
1. Problem Solving
1. Time Managment skill
1. Leadership
1. Teamwork
1. Work Independently
	


WORK HISTORY
Compact Cases 
Production Worker | Caerphilly | September 1992 - September 1997

1. Work on a production line to produce part of an end product.
1. Daily targets to hit
Royal Oak 
Bar Maid | Bedwas | May 1996 - May 2001
1. Greeting and serving cutomers 
1. Obtained customer payment promptly and politely.
1. Set up bar for operation, obtained cash float and stocked the service bar.
1. Routinely checked identification of customers purchasing alcoholic beverages.
Great Western Railways 
Sales Person | Cardiff | September 1997 - March 1999

1. Answer and assit with inbound sales calls 
1. Advise costs of customer travel .
1. Advise times and jourt customer would need to take 
1. Process Creditcard payments.
Peters Savory Products 
Order Capture Clerk | Cardiff | May 1999 - March 2004

1. Call customer portfolio on a daily basis 
1. Identify needs and products
1. Take full order
1. Deal with queries and liase to delery depo
1. Process into order database 
1. Liase and complete delivery process
Raligh International 
African Voluntry Work | Ghana West Africa | October 1999 - December 1999

1. 3 Month Experdition
1. Building a school/ home fo homeless teenage mums 
1. Creating Paths within the jungle for local villagers.
1. Building Rangers huts to stop poachers .
Creditsafe Business Solutions Limited 
Sales Account Manager | Caerphilly | January 2011 - Current

1. Managed a portfolio of 720 accounts totalling £345,000 in sales.
1. Contact existing customers to discuss new products and services.
1. Negotiated prices, terms of sale and service agreements.
1. Advise and offer full training on services purchase.
1. Offer additional products and services.
1. Deal with all customer queries.
1. Give on hand customer service.
Creditsafe Business Solutions Limited 
Telesale | Caerphilly | March 2004 - Current
1. Negotiated prices, terms of sales .
1. Cold call Business to Business
1. Give live demonstration on prodct 
1. target driven
1. Woking in a team
Creditsafe Business Solutions Limited 
Assistant Manager | Caerphilly | January 2004 - Current
1. Exceeded targeted sales goals.
1. Help to manage a team of 8 ..
1. Give guidance , training and support 
1. Monitor targets and complete all sales logs , sickness and holiday data .
Creditsafe Business Solutions Limited 
Telesales | Caerphilly | June 2007 - Current

1. Negotiateprices,termsof sales.
1. Cold call Business to Buisness
1. Give lie demonstrationson product
1. Target Driven
1. Working In a team
Creditsafe Business Solutions Limited 
Winbacks Manager | Caerphilly | June 2009 - Current
1. Supported the sales team in closing contracts.
1. Attended sales training  and bring best practices leadership back to the company.
1. Train all incoming sales team members.
1. manage a small team of 4
1. Liase with old customers and getthem back on board
EDUCATION
GCSE 
Bedwas Comprehensive School
Math  C
English B
ScienceC
Buisness StudiesC
Secondary Education Exam 
Workplace
Peters Savoury Product 
Level 2 NVQ Customer Services
Secondary Education Exam 
Ystrad Mynach College
Ystrad Mynach 
Level 1 Nvq Hairdressing
Level 2 Nvq Hairdressing
Level 2 Nvq Barbaring
Secondary Education Exam 
Camarthen University
Dual Certificate
Level 4 Certificatein in Skills for the workplace from University 
Level 4 Certificatein Leadership and managment from the ILM
INTEREST, HOBBIES AND ACHIEVEMENT
I enjoy running and working out in the gym , yhave completed a fw half marathons . have gained hairdressing skills which have enabled me to work on a film set a few times. i love spending timne with my two teenage daughter.
Fahim Islam
07565 513533 
numan1106@hotmail.co.uk


EDUCATION	
Fitzalan high school
GCSE English                                           C                                                                                            Year 2000
GCSE Maths                                            B
GCSE Double Science                            B
GCSE I.T                                                   A
GCSE History                                          C	

Coleg Glan Hafren
GNVQ Advanced Business                 PASS	Year 2002

University of Portsmouth
BSC Hons Computer Engineering     2:2	Year 2005

WORK HISTORY
UBER Driver                                                                                                                                oct 2017 - present
Self-employed private hire driver

Manager – Panama Restaurant 
In charge of the day to day running of the business
Stock taking
End of day takings/banking                                                                                                 mar 2012 – July 2017

Manager – Root 2 Success
Delegating staff
Dealing with suppliers
Banking                                                                                                                                  apr 2011 – mar 2012
SKILLS
1. Sales Management
1. Team Leadership
1. Customer Relations
1. Self-Training and Development
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me what you want to do

Fahim Islam

A o
3 £ £ £ £ £ £ £ £ £ £ £ £ £

4 | Capital/ Start up 9,000

5 |Fahim's investment 3,000

6 |Vicky's investment 3,000

7 |Numan's investment 3,000

+ Total s 5l

B

10

11

2

13 | Expenditures: £ £ £ £ £ £ £ £ £ £ £ £ £

14 | Website Setup 75 o o o o o o o o o o o o
15 |D.B.S checks for all 3 managers 150 o o o o o o o o o o o o
16 Management liability insurance 130 o o o o o o o o o o o o
17 |Public liabilty insurance 180 o o o o o o o o o o o o
18 Training 525, o o o o o o o o o o o o
19 Van Leasing 1000 130 130 130 130 130 130 130 130 130 130 130 130
20 |Van insurance o 100 100 100 100 100 100 100 100 100 100 100 100
21 /mobile phone for all 3 managers o 72 72 72 72 72 72 72 72 72 72 72 72
22 |Fuel o 200 200 200 200 200 200 200 200 200 200 200 200
23 |Uniform 50 o o o o o o o o o o o o
24 |Massage Chair and Table 200 o o o o o o o o o o o o
25 |Chair and table carry case 95 o o o o o o o o o o o o
26 |Professional couch roll 18 18 18 18 18 18 18 18 18 18 18 18 18
27 |Massage oils and lotions 30 30 30 30 30 30 30 30 30 30 30 30 30
28 |Business Cards 5 o o o o o o o o o o o o
29 |First Aid Kit 8 o o o o o o o o o o o o
30 Wages o o o o 1500 1500 1500 2000 2000 2000 3000 3000 3000
31 |Accountant Fees 130 0 0 0 0 0 0 0 0 0 0 0 0
32 Total of Expenditures 2596 550 550 550 2,050 2,050 2,050 2550 2550 2550 3550 3550 3550
3

34

35 Massage sales o o o 2400 3,600 3,600 5760 5760 5760 5760 5760 5760 5760

35 Net Profit

6404  -550 550 1,850 1550 1550 3710 3210 3210 3210 2210 2210 2210
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