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The purpose of this report is to reflect and evaluate the steps I took in developing my business plan for CLOOJ Home Care Services. I will attempt to describe reasons for choosing this line of business, the deciding factors that aided my decisions, and the level of research I undertook in formulating my business plan. Working as part of a group to further develop the business idea, I will attempt to show how the group was formed, the contributions made by each group member and how they impacted the development of the business plan, the experience I gained working as part of the team, and how useful the experience will be for me in further developing the business. The experience of working in a group was very rewarding and as I was able to observe the various stages of team formation as described by Bruce Tuckman Model, forming, norming, storming and performing stages. (Jensen, 1977) 

Starting a new business venture can be somewhat daunting, especially where resources are limited. Having to work as part of a group to develop a business idea, although appear to have its merits, has its challenges, and if not carefully manages could derail any process set up to achieve the set objectives. According to Belbin in his model of team development, each team role has its strength and weakness, and each has equal importance. (Belbin, 2019).  Key interpersonal skills need to be applied and managed at every stage of developing the objectives to ensure smooth interaction between all group members.

As Part of developing this report, I will reflect on key personal skills I have, how I applied these skills in development of my business plan, how I felt using these skills and area I wish to improve on my personal skills set.

According to the Gibbs Reflective Cycle
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[bookmark: _Toc6217861]Description:

Many successful entrepreneur’s business ideas are created unintentionally. Their success in developing the business idea is often due to having the skills and knowhow to develop their idea into a successful venture. Some of the skills referred to are key personal skills such as, organisational skills, communications skills and interpersonal skills. Most successful entrepreneur in today’s market demonstrate a good level and understanding of use these skills to be successful in their business venture. 
In developing my business plan for ClOOJ Home Care Services, I was interacting with a lot of healthcare professionals during social gatherings. Work related issues were often discussed, and in one of such discussions, ideas on how to fill the gap in the support service sector of the National Health service, with reference to care for Elderly Patients with Mobility issues was brought up. This prompted me to investigate what level of care and support was currently available for these class of patients, post treatment for mobility related issues. 
My findings were mainly centred around general cares standards and steps taken by treating trusts to organise post treatment support. There were littles or no information on specialist support services offered outside of the health service, although there was funding available for this if needed. (Age Concern Uk, 2019)
I further found that there were several care home offering support services for other medical conditions for the elderly, but very few with specific specialities in the orthopaedic medical field. I also Found that there were only a few care homes offering a similar service within five miles radius of my home. As part of my course requirement, I was required to develop and present a business plan idea at the end of the term as part of my academic programme. I was assigned a team made up of four women, three of who already had experience working in the care sector. I presented my research findings to my group and following discussions and review of the set developments objectives, we all agreed that there was a business opportunity in the specialist care support sector and decided to develop the business plan based on the findings. The group began deliberating on key aspect of the business, choosing a business name, identifying key business objectives such as identifying the key marketing strategies, business unique selling points, in order to establish business processes, mission and vision. 
In choosing a business name, we agreed that it was important to choose a name that is unique to us and at the same time sellable and catching. Some of the problems entrepreneurs face when starting new venture, is they more often than not choose generic names which become too expensive to trademark once the business takes off. (HEINONLINE, 1953). We decided it was best to use first letters of the group members names, arranging the letters in the most sellable and somewhat sophisticated pronunciation, the name CLOOJ was formed.  We all agreed that the name gave everyone the sense of personal attachment to the business and create an initial point of conversation when selling the business idea.
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Initial Consideration within my group highlighted good interest for the chosen business name and idea, all my group members have all natured ideas of someday owning their own care homes. however, my excitement was dampened as I realised that I was the only one within the group that had no experience in the care sector. 
The idea for the specialist orthopaedic support care services was further discussed within the group, my research findings was again reviewed and following a group discussion, we established areas of strengths and experience for each member and allocated sections of the business plan for each group member to develop. I was assigned the management and marketing function of the business plan to develop. This was my area of expertise, I felt more confident working on this aspect of the business plan as I could better apply my knowledge and skills to the business plan in this section.
 The process adopted in reaching these decisions demonstrated good interpersonal and communication skills within my group, everyone’s views were taking into consideration in reaching this decision. Critical analysis was applied to suggestions, allowing for the group to reach and agree on Smart objectives for the chosen business idea. 
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Each team was allowed 10-15 minutes in which to present their business plan, all members of the team were required to take part in presenting business plan. We nominated a team leader, who was responsible for setting out the plan and layout to the presentation. The team leader was responsible in presenting the overview of the presentation, the Aim and objectives of the business, the conclusion of the business plan presentation and direction of any arising questions.  Other team members were assigned sections of the business plan to develop, while I took on the marketing strategies and functions.
 
In developing the marketing strategy for CLOOJ care services, I initially identified key areas of importance for the business, this process will ensure that the marketing strategy I adopt for the business remains firmly tied to the agreed business objectives. 
A marketing strategy is a realistic, measurable yet ambitious and flexible marketing goal a business can achieve on a sustainable basis, while a marketing plan is the tactics and actions needed to achieve the overall business marketing strategy within an implementation time table. A marketing plan details a step by step guide focused on achieving the business goal. (Business Information factsheets, 2015).

Adopting this definition, I identified the key areas to cover within the business plan marketing strategy. This included first identifying start up location for business, premises, target market, competitive advantages and disadvantages. I assessed activity of competitors in the chosen location, assessed the demand and potential business supply source in the location, I researched number of people living with mobility impaired disability in the London/London SE/ and UK, allowing me to apply a cost-effective approach while developing and agreeing the marketing strategy with the group. Using my research findings, I analysed what the competition were charging for similar services, what the cost covered and how we can apply added value if we were to charge similarly in other to gain competitive advantages. 
I further analysed and set sales projection figures based on room occupancy, potential business challenges such as specialist staffing costs, allowing for the plan to identify operational costs and break-even points based on initial business investments. I was able to set and agree a marking mix using the identified marketing needs. 
I developed a business brochure, online presence and social media presence as part of the business plan marketing strategy. I completed the marketing strategy of the plan and merged it with that of the rest of the Group. I felt very satisfied following a review meeting within the group where all aspect of the plan was analysed critiqued before final plan was adopted. 

On the business plan presentation day, I was to present the marketing functions following the introduction by the team leader Mrs Lara, I had presented to a large group before using power-point tool, but I found myself getting nervous as we drew closer to the presentation.  I started out a bit nervous but quickly settled into the flow of the presentation, effectively delivering all aspect of the management and marketing functions of the business plan.
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Following the completion of My business plan, I was able to demonstrate the use of key personal skills I have and identify areas of my skills I believe I need to continue developing. 
I was most pleased with how well we communicated within my group, how willing the group members were to support and assist other group members in developing other aspects of the business plan. Some of the key personal skills I used while working on the business plan as part of the group were communication and Listening Skills.

Communication is a process of exchanging information between parties via medium. (Mishra, 2014)
In her article skills that employers want, Mishra Krisha defines communication as the ability or skills through which an individual can transfer their thoughts ideas and information (Robert katz, 2010).
Communication is pivotal to my daily activity. This skill is firmly tied with listening and speaking skills. I learnt that for me to effectively communicate with my peers, I must simultaneously apply these three skills sets at the same time when communicating. 
I am more aware and attentive when communicating, remembering not to speak at the same time as the other party, recognising other associated non-verbal communication cues, before formulating a response. I believe I can still improve on these skill sets as communication strategies continue to evolve.

Critical Thinking Skills:
This skill is probably the most important skills to have, as it encompasses all areas of my personal development. Within the skills sets are problem solving skills and decision-making skills.
Critical thinking is the development and use of information beyond memory and repetition. (Morgan, 2017). Critical thinking is the ability one has to identify gaps, errors, assumptions and weaknesses in other peoples work or communication. This skill allows me to the ability to give structured argument when discussing specific topics and detailed interpretations to demonstrate understanding of the subject matter. 
This skill has been particularly helpful for me when making decisions. I can evaluate situations better, taking time to approach all areas of a view point before reaching a conclusion. This skill has also helped me when faced with a problem.
Problem solving is the process of moving towards a goal when the part to that goal is uncertain. (Martinez, 1998). Faced with complex and simple situation every day, developing and learning more about how to apply critical thinking skills, I am more aware of my interactions between my experience and the requirement of the objective, helping me to reach conclusions and make informed decisions effectively.

Other skill skills I have used while developing my business plan are people skills, 
People skills are the type of skills I have that support my interactions with others. These skills are also known as employability skills and can be very useful for me in developing my business.
Confederation of British industries defines employability as a set of attribute skills and knowledge that all labour market participants should have to ensure that they have the capability to be effective in a work place. (Mishra, 2014). 
Time Management; Time management is the effective use of allocated timescale when completing a specific task or objective. Understanding the importance of prioritising when planning, using the EISENHOWER module when setting objectives has made me more proficient in using this skill.
Team working, understanding what it means to be a part of team, the complexities and dynamics surrounding a team and how important having this skill is in todays market place. According to Mishra Krishna, Team working is high on the list of skills employers and entrepreneurs look for, as it encompasses other interpersonal skills such as negotiation skills, leadership skills. As shows how sensitive and considerate one can be to other people views. I believe I had these skills but have since developed more on them working on the plan as part of a group.
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Skills are an important attribute I have and strive to develop in the course of my lives in other to continue in my personal development. Gaining an in depth understanding on these skills sets and how to use them towards my personal development will undoubtedly improve my chances of owing my own business and becoming self-employed.  I will continue to develop all aspects of these skill sets where ever I can, most especially in the area of my communication and critical thinking as these will help me towards becoming more effective when negotiating new business agreement.
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Completing this report has highlighter areas of improvement for me, if I am to continue with my aspiration of becoming self-employed. In other to achieve to ensure I continue my learning and development in these areas, I will create a personal development plan. This plan will include identified areas of improvement, how I intend to monitor my progress and record when I have met my set goals.
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INTRODUCTION

CLOOJ HEALTH CARE SERVICE

CLOOJ Health Care Service is a family run homecare
partnership, based in Southeast of London, with primary focus
on providing specialist support healthcare services to the local
community.

Our scope of service focuses on supporting elderly people
with mobility difficulties towards living an independent
free lives.

We strive to offer a welcoming and a homely environment
whilst keeping utmost professionalism at the forefront of our
service proposition.
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AIM AND OBJECTIVES
Aim:

To become a leader in our field whilst serving and meeting the
needs of our clients.

Objectives:

« To support our clients towards living an independent free life.

* To offer an affordable and flexible service putting the needs of our
clients first.

* To grow through sustained investment supported through growth in
customer base.
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COMPANY DESCRIPTION, VISION and MISSION

Description:

* A home away from home for individuals recovering from orthopaedic
related injuries, in an adapted environment and quality health
workers

Vision:

* To be the market leader in mobility healthcare support services,
through continued effective collaborations with other mobility
support service suppliers with an aggressive expansion plans and
sustained capital investment.
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COMPANY DESCRIPTION, VISION AND MISSION CONT..

Our Mission:
* To continually improve the quality of care, hospitality and

support we provide
* Operate warm, welcoming homely environment

* Continuous staff training and mentoring.

* To achieve and maintain, outstanding accreditation levels in
all areas of our business by Operating a trackable service
levels monitoring system, based on Best Practice
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LEGAL COMPLIANCES
CLOOJ Healthcare services will meet all its regulatory
obligations and requirements by strictly adhering to all
guidelines and requlations as set out by the governing
body Care Quality Commission (CQC).
« Good governance
« Duty Candor
Fit and Proper Person
Safeguarding
Need for Consent
Appropriate Business Insurance
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MANAGEMENT PROCESS/ MARKETING

Market Planning:

Business Premises: Home Away From Home;

* 20 bedrooms property fully adapted with staff quarters

*  Gymnasium and Physiotherapy treatment room

*  Fully equipped kitchen, Living area space, with private family area
and suitable car parking.

Business Location: Bromley common.

* Property located within good proximity of Local hospital, local
amenities,

* Good access to transport Network

*  Suitable access to business support services.
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MANAGEMENT PROCESS/ MARKETING CONT...
Target Market:

* Bromley
* Lewisham
* Croydon
* Greenwich
* Bexley

Local Authorities and NHS Trusts and surrounding areas within
Smiles radius.

* Secure support service contract with above mentioned Local
Authorities and NHS Trusts
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MANAGEMENT PROCESS/ MARKETING CONT

Market Analysis:
* Number of care homes with primary target market area =
5

* Number of care homes offering similar service in primary
target area = 2

* Number of care home with specialist offering in primary
target area =0
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MANAGEMENT PROCESS/ MARKETING CONT

Market Research
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MANAGEMENT PROCESS/ MARKETING CONT

The above table shows percentage of people living with
Mobility impaired disability in London / London SE / and
UK

Source: Office of National statistic www.ons.gov.uk
accessed 6/11/2018

Potential target market 2% of total London population.
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MANAGEMENT PROCESS/ MARKETING CONT..
Sales Forecast:

* Business Launch date: June 2019

* Residential capacity : 20 Bed serviced rooms
* Service Cost / Per Night £280/ £1960 per week
* Out reach service charges £80 Per Hour
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MANAGEMENT PROCESS/ MARKETING CONT..

Sales Forecast Occupancy Projection

2nd quarter P
F

Y 20 40 80 100 120
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MANAGEMENT PROCESS/ MARKETING CONT..
Above information based on average time spent in care for

rehabilitation following an orthopaedic procedure for Adults
over 60, 3-12months

Source: The Physiotherapy Group Journal

It is assumed that based on the above we expect to have a
90% occupancy rate on rolling month plan preceding the
third quarter.
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MANAGEMENT PROCESS/ MARKETING CONT.....
Marketing Strategy:

* Company Boucher:
* Online Presence: www.cloojhomes.co.uk

* Social media presence: Facebook; Twitter; Instagram
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MANAGEMENT PROCESS/ MARKETING CONT....
Market Situation:
* Number of care homes within primary target market area = 5

* Number of care homes offering similar service in primary
target area = 2

* Number of care home with specialist offering in primary
target area =0

* Main Business competitive differentiator = Residential
specialist rehabilitation service offering.
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MANAGEMENT PROCESS/ MARKETING CONT....

« Anticipated business challenges:

Staffing:

* Steady supply and retention of specialist staff eg,
Pphysiotherapist, orthopaedic Nurses due impending Brexit
decision.

Increased Costs:

* Brexit decision could lead to increase in cost of hiring
specialist staff due to shortage in supply caused by new
immigration rules .
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MANAGEMENT PROCESS/ MARKETING CONT....

Market Competitors:
* Care-Tech Number of homes in Target Area 4

* The Mills Care Group: Number of Homes In Target Area 4

Market Segment:

*  Healthcare Supported Living Services

ca
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MANAGEMENT PROCESS/ MARKETING CONT.....
Market Needs

With only two home offering reduced support service in similar
specialist area in the target market place, this creates a need for
specialist orthopaedic support rehabilitation service in this area
of the Target market.

The business will act as an ancillary support for nearby NHS
Local trusts and Local Authority supported living services.
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MANAGEMENT PROCESS/ MARKETING CONT.....
Marketing Mix:

Product: Specialist Residential Orthopaedic support services
Pricing: in line with prices charged by competition for similar services
Place: Located with in an area requiring business activities

People: A good balance in number of potential people requiring Business service
vs Business support service available

£1
=4 A9
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MANAGEMENT PROCESS / FINANCE
Financial Planning and Accounting: Banking Relationship: Two Major High Street
Banks with good Business start up Support Offerings: HSBC & Lloyds

Start Up Budgets:
T e R G

Adpatio

Equipment 100000

Suffing General & Specialist 20000 240000

OperationalCost Uties, Tases, Maintenance, ~ £2500 30000

Total

7750 £585,000
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MANAGENT PROCESS/FINANCE

ProfitiLoss Based on different Quarters

1t QuarerBased on 0 Capaly 204 Qusnerbased o 10% apacty
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Transporaton 3750 Transportion

Operstions cost 750 Opartons st

dspation st 250 Adaptationcost

Mmoot iinterance ot

prfitioss Taso profitioss

Profit/Loss for the year will be £58,080 at the end ofthe fistyear of setting up th business.
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MANAGEMENT PROCESS/FINANCE
Book keeping:

Petty Cash recording of daily operational Expenditure. All income
and expenditure will be reconciled daily and we will also ensure
this is reconciles at the end of the month. This format will be used;

Opening balance
Outgoings
Incomings
Over/underspend
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MANAGEMENT PROCESS/ADMINISTRATION

Management Administration and Key Personnel:
* Partners

* Registered Residence Manager

* Human Resources & Recruitment

* Quality Assurance and Training

« Payroll handling

« Supervisory & Specialist Teams

« Support Staff
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MANAGEMENT PROCESS/ADMINISTRATION

PARTNERS
HUMAN RESIDENTIAL
RESOURCES MANAGER
TRAINING |
QUALITY
ASSURANCE

T 1
SUPERVISORY SPECIALIST
ACCOUNTS &
iZ) PAYROLL. JEAMS,

SUPPORT

STAFF
MAINTENANCE
TEAM
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MANAGEMENT PROCESS/ADMINISTRATION

Work Scheduling:

This will be handled jointly by the Residential manager and the
Human resources manager. The rota will be the tool used in
monitoring this.

Payroll Handling:

This will be the sole role of the Accountant/Payroll officer. They
will have to work closely with the human resources manager to
ensure accuracy in payment.
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OTHER MANAGEMENT PROCESSES
Staff Training:
This will be carried out by the training and quality assurance

team. Training will be compulsory and continuous. We aim to
strictly follow the guidance of;

* Investors in people

* IS0 9002.

Partners

The partners will have equal supervisory right in overseeing the
business.

Maintenance Team

They will be in charge of continuous maintenance.
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SWOT ANALYSIS

Opportunities:

« Improved chances of + Rise in cost of Borrowing
collaborations with specialist + Limited and increase cost of
equipment companies specialist staff due to Brexit

* Accelerated growth due to limited
competition
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PESTEL ANALYSIS
Political threats: Brexit; GDPR laws; Changes in Employment
or immigration laws, regulatory changes and trade unions
Economic Threats: Effects of Competition; Taxation;
Government Policies; cost of borrowing/ interest rates
Social threats: changes in social behaviours and
demographics
Technological threat: Changes in service delivery
Technologies; processes; products

Environmental Threats: Changes in business operating
environment

Legal threat : changes to laws relating to funding in social
care
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CONCLUSION

Our business will be successful because:

We will bridge the gap within the healthcare sector relating to
further support available to orthopaedic elderly patients post
operation.

* We will offer a bespoke specialist service, that will attract
customers from far and wide.

* We will create a "home away from home” environment for our
clients, with service excellence at the core of our operations.
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Thank you!

Any questions?
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Gibbs Reflective Cycle
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