
   Managing Enterprise in the 21st  
                     Century.                                                          
            (BMSW006_SWAN)

          
          
               Tracey Williams.
                    1905282.








Contents.                                                                    Page no.
1.   Name of Business.                                                                                 3
2.   Business owner/s.                                                                                 3
3.   Mission Statement.                                                                                4
4.   Aim and Objectives of Business.                                                         4
   4.1 SMART.                                                                                                4
5.   Introduction.                                                                                           5
   5.1 Competitor Analysis.                                                                             5
6.   Product/Service.                                                                                     5
7.   Marketing Activities.                                                                              6
   7.1 Target Marketing.                                                                                  6
   7.2 Market Segment.                                                                                   7
   7.3 Marketing Mix.                                                                                       7
   7.4 Questionnaire.                                                                                       7-8
8.   Physical Resources.                                                                              9
   8.1 Equipment Purchases.                                                                          10-11
9.   Financial Resources.                                                                             11
   9.1 Operational Expenses.                                                                          11
   9.2 Advertising and Promotional Expenses.                                                12
   9.3 Other Expenses.                                                                                    12
   9.4 Cashflow.                                                                                               12
10.   Human Resources.                                                                              13
   10.1 Recruitment.                                                                                       13
   10.2 Person Specification.                                                                          14
   10.3 Job Description.                                                                                  14-15
   10.4 SWOT.                                                                                                15
   10.5 Business costs and pricing theory.                                                     16
11.  Conclusion.                                                                                           16
12.  Appendices.                                                                                          17-19
13.  References.                                                                                           20-21



                  Organic Garden.

                   
        [image: ]                
                                                         

               
               Business Owner.
          
           Tracey Williams.
                         

Mission Statement.

At Organic Garden we provide organically grown fruit and veg that is not just good for the earth but is good for the table and good for your health. To have naturally grown produce that not only looks good but tastes good and is really good for a healthy lifestyle.


Aim and Objectives of Business.

· To provide good quality produce that is also good for the environment.
· Offering good customer service instore and online.
· To deliver a service to help customers who are vulnerable or who have a disability and cannot get out and about.


SMART.

Specific.  I will sell locally sourced organically grown produce for people who want a healthy lifestyle and who are concerned about the environment. 
Measurable.  Targeting all age groups is beneficial to my product and will increase the number of customers.
Achievable.  Competition locally is manageable with there not being many organically grown produce in the market.
Realistic.     Being realistic by marketing my business through social media/Facebook, newspaper ads and radio stations will help with the initial set up of my business.
Time-bound.    With the aim of being well known and to develop a sustainable business within six months to a year.





Introduction.
I have chosen this type of product because growing up my dad worked for a fruiterer. He would bring the best selection of fresh produce home and as a child I really did love fruit and veg. Today when I buy it from the supermarkets, I find there is not much taste compared to back then, I wonder if it is the packaging or just how it is grown. I am quite passionate about this because I feel customers are not getting the best quality for their money including me. There are many people who like a healthy lifestyle or just love fruit and veg so giving them good quality and a naturally sourced product makes it better to pre-packed. I think there will be a demand for these products because there are not many around and offering a delivery service is an added bonus.

Competitor Analysis.
Undertaking an analysis of your competitive position compares your firms’ position in an industry or market with that of its competitors. Outlining their operating practices, cover customer satisfaction and profitability issues, and provide an overall appraisal of your firm’s position. (Fleisher and Bensoussan, 2015, p. 184)
There are only a few competitors locally and they are:
· A few fruit and vegetables stalls in the market, not all selling organic and not all offering a same day delivery service.
· Supermarkets nearby are Tesco, Sainsburys and a local Co-op, but not all of them offer organic and locally sourced produce.
Our unique selling point to these is that we offer fresh organic and locally grown produce that can be delivered on the same day as purchased. Other advantages are that we will have face to face interaction with the customer giving advice on the product e.g. where it is sourced.


Product/Service.
My product is fruit and vegetables including salad vegetables and herbs organically grown locally and will be produced to a high standard and quality and good for the environment. I am a sole trader and will be based on a stall in an indoor market in the city centre and will also sell online via Facebook offering a delivery service to the surrounding area of Swansea.
Opening hours will be:
Monday to Saturday 9.00am till 4.30pm.
Deliveries will be up till 3.00pm.
Marketing Activities.

Definition of target marketing. 
A target market refers to a group of potential customers to whom a company wants to sell its products and services. This group also includes specific customers to whom a company directs its marketing efforts. A target market is one part of the total market for a good service. Customers who make up a target market share similar characteristics including buying geography, buying power, demographics, and incomes. Identifying the target market is an essential step for any company in the development of a marketing plan. Not knowing who the target market is could cost a lot of money and time for a company. Kenton (2019) was a useful source of information.

My product is organically grown fruit and vegetables. The target market I am aiming at are all age groups, customers who just love fresh produce and locally sourced. Customers who want a healthy lifestyle and want a good quality and environmentally friendly product. I am positioning my product on the quality so the price will not be as cheap as some competitors especially supermarkets but will guarantee the fresh and natural taste they are looking for. 


Definition of segmentation.
Segmentation means to divide the marketplace into parts, or segments, which are definable, accessible, actionable, and profitable and have a growth potential. In other words, a company would find it impossible to target the entire market because of time, cost, and effort restrictions. It needs to have a definable segment- a mass of people who can be identified and targeted with reasonable effort, cost, and time. Definition of Segmentation (The Economic Times, 2020).

My market segment for my business would be consumers who are into a healthy lifestyle and are concerned for the environment, and so would have a varied age group from young to old, and also have a mixed gender group.

The marketing mix includes any and all elements that may potentially satisfy the consumer and over which the firm has some level of control. Underlying the market mix definition is the unspoken (and sometimes forgotten) assumption that satisfied customers are potential repeat customers who may eventually enter into lasting relationships with the firm. By ensuring satisfaction and quality in every encounter, the firm has taken one essential step toward retaining the customer. (Brown et al. 1991, p. 24)
The 7ps model was originally devised by E. Jerome McCarthy and published in 1960 in his book Basic Marketing, A Managerial Approach.
The 4ps were designed at a time when businesses were more likely to sell product rather than services and the role of customer service in helping brand development was not so well known. Hanlon (2019) was a useful source of information.

Having developed my marketing strategy, I can now evaluate the 7 p’s-service. Here are the first four:

Product.
The product I am selling to customers is good quality and naturally sourced and is environmentally sustainable. A variety of different fruit and vegetables that will be locally sourced from an organically grown farm. Using environmentally friendly packaging for the produce i.e. paper and cardboard boxes instead of plastic. Customer satisfaction is essential for my business.



Price.
The prices will need to be competitive but must also need to cover the cost to produce the product. Consumers will pay a bit more if the quality is good and knowing it is helping the environment.

Place.
My business will be set up on a stall in the local market. Swansea market is the largest indoor market in Wales and has been crowned ‘Britain’s Best Large Indoor Market’ 2020. I will also be selling online through social media sites and offering a delivery service.

Promotion.
To promote my business, I will advertise in the local newspaper where they also have an online site, also through social media and the local radio stations. Delivering leaflets to local communities promoting the delivery service available (see appendices).


Questionnaire.
I set up a questionnaire online to see if there is a demand for my product. Below are just five of the questions and answers, there are links in appendices for the questions and results charts.
 
1. Do you find organic food appealing?
Incredibly positive results for my business plan showing 95.8% saying yes and just 4.2% saying no. The age range for this was between 18 and 45 so a varied age group. The data shows that only one person said no to this question and is in the 31-45 age group, a good response for this product. Out of the twenty-four responses only thirteen put their age down and they include four aged between 18-30 and nine between 31-45. This shows that the consumers are concerned about the environment which is great for my organically grown produce.
2. Is quality more important than price to you? 
This result shows 70.8% said yes and 29.2% said no, slightly different result. The age range for these answers are between 18 and 45 and only seven people said quality is not more important than price. Again it is a positive result for my product with some of my local competitors being able to buy in bigger quantities so selling at a lower price this gives me confidence that these consumers are willing to pay a little bit more for quality. Looking to target a varied age group these results show that the product quality appeals to most and customer satisfaction is really important for the business to work. 
3. Would you order online?
The results of this question are 45.8% said yes and 54.2% said no. This is a slightly disappointing result because I intend to put my business online as well as instore. I am surprised by the results because online shopping is becoming more mainstream and many more consumers are choosing this option. I understand there are disadvantages of ordering organic fruit and vegetables online by not being able to have the personal touch and seeing the quality of the products. There are also advantages where there are no queues or people handling the produce. A 24/7 service for people who have a busy lifestyle and is less stressful for some with health issues. Looking at the difference in percentages it has not deterred me from pursuing this option and maybe with the online offers it will be more appealing to consumers.
4. Is the option of delivery, a service you would use?
The results for this question are 59.1% said no and 40.9% said yes, not surprising after the results of the previous question. A mixed response from the different age groups showing more of the 18-30’s group would like the delivery service to the 31-45 group of those that had given their age. Once again not a huge margin in the percentages which encourages me to continue with my plan. The option of offering a delivery service instore for the more vulnerable customers who cannot carry heavy items or have a disability. Once the business is established local traders i.e. restaurants and hotels will be able to use the service to have the produce delivered.
5.  Is using sustainable products important to you?
The results for this question are really positive showing 83.3% said yes and 16.7% said no. This is so important for my products that are providing environmental and economic benefits. Sustainable food production is “a method of production using processes and systems that are non-polluting, conserve non-renewable energy and natural resources, are economically efficient, are safe for workers, communities and consumers and do not compromise the needs of future generations.” A sustainable food supply (eufig.org, 2015). These results show that the majority of consumers who answered the questionnaire are concerned about the environment, which is great for what my business offers, not only the produce side but the packaging which is eco-friendly. 




Physical Resources.

My business will be based on a stall in an indoor market. I will be paying rent amounting to £1,352 every four weeks which will include all service charges and water rates, totalling to £17,576 per annum.
[image: ]

The business will also be set up on social media, Facebook is ideal for this where I can take orders for deliveries in Swansea and the surrounding areas. I have made these choices because most people love a market especially offering fresh produce sourced locally and giving them the choice to have the product delivered because of difficult circumstances including vulnerability, disability, or just busy working. I will be offering a promotion on the delivery service with different size boxes of fruit and veg starting at £20.00 including free delivery. There will be 15 items in the box consisting of:
5 bananas, 1 red onion, lettuce, cucumber, 3 tomatoes, 2kg potatoes, 1kg carrots, 2 oranges, 1 white onion, 3 apples, 1 lemon, 1 lime, 1 swede, 3 parsnip and 1 pineapple.
The larger the box the more items they get. Delivering within a 10mile radius anything over will have a £2.00 charge.

[image: ]

The stall already has the layout for the fruit and vegetables and the cash register which is included in the rent. The essential equipment I need to buy for the stall are weighing scales, stools to sit when quiet or having a break, till rolls for receipts, eco-friendly bags, and boxes for putting the produce in. Other items include a kettle, tea, coffee, and sugar for recreational purposes. The biggest purchase will be a small van for deliveries.

Equipment purchases.
Lenovo IdeaPad 15.6” laptop.                 £699.00 (Currys.co.uk).
[image: ]
Weighing scale                                        £39.99 (Manomano.co.uk).
200 strong cardboard trays.                    £ 69.95 (Ebay.co.uk).
Till rolls                                                    £27.50 (Office stationery.co.uk).
Two leather stools                                   £80.00 (Argos).
Paper bags 2 boxes of 500                     £67.52 (Paperbagco.co.uk).
Ford Transit Connect Van                       £3,990 (Autotrader).
                           [image: ]


Van stickers                                            £30.00. (Thesignbuilder.co.uk).




Financial Resources.
Being a sole trader has its advantages and disadvantages. One of the advantages is that I can make decisions quickly because I do not have to get agreements from anyone else. One of the disadvantages is I have unlimited liability I am personally responsible for all the debts of the business. (Wallace, 2001, p. 15)
My financial plan is to put some personal investment into the business from savings and have a bank loan to cover the rest. I will invest £25,000 and borrow £25,000 from the bank to cover my first annual overall costs. It will leave me with some assets to cover additional costs if need be.


Operational expenses.
Payroll expenses                                                  £29,000
Rent                                                                      £17,576
Equipment supplies                                              £5,500
Food                                                                     £20,000
Total operational expenses.                                £72,076

Advertising and Promotional Expenses.
Advertising                                                           £1,000
Signage                                                               £226.99
Total Expenses                                                   £1,226.99

Other Expenses.
Business Insurance                                             £686.19
Business Van Insurance                                      £501.76
Total expenses                                                    £1,187.95


Cashflow.
The twelve- month cash flow shows that the business is doing well, the first month has capital costs paid at the outset e.g. my van, equipment, and liability insurance. A good start for the first two months after the total expenditures. Month three drops slightly because of Easter, consumers buy more chocolate this time of year. Over the summer months the business improves with customers being more health conscious ready for the summer holidays. A nice steady growth leading up to month twelve with the winter months selling more vegetables. For the first year the business has made a healthy profit of £11,778.07, which means if it continues the possibility of expanding the business maybe an option.
	 

Human Resources.

I have twenty-six years’ experience in the retail industry, working for the same company for all that time. I have just finished my Level 4 Certificate in Higher Education: Skills for the Workplace, which has given me confidence in most skills including decision making, teamwork and communication, digital skills, academic and employability and finally managing enterprise in the 21st century. All these are requirements to start my business.

There will be two members of staff needed to start the business which includes myself, so I only need to employ one person. There are certain legal requirements and guidelines needed when recruiting an employee, one being Health and Safety. The Health and Safety at Work Act 1974 is the foundation of most of the present-day legislation. Main objectives are that it is the duty of every employer to ensure as is reasonably practicable the health, safety, and welfare at work of all employees. To conduct the undertaking in such a way as to ensure as is reasonably practicable that persons not in employment who may be affected thereby are not thereby exposed to risks to their health and safety. (Gilbert, 2008, p. 1)                                                                                
The guidelines needed are deciding on pay which must meet National Minimum Wage. Checking if someone has the legal right to work in the UK, also D.B.S. (formerly known as CRB check) being eligible to work with vulnerable people including children and for security reasons. Employment Insurance you need employers’ liability insurance as soon as you become an employer. Employers Liability Insurance provides coverage for an employer who is held legally liable because of bodily injury by accident or from an occupation disease to an individual who is injured but is not protected by a workers’ compensation law. (Reavis, 2014, p. 4).
Sending details of the job written statement of employment particulars when they start work. Employers must tell employees about any changes to the written statement, they must do this within one month of making the change. You must register as an employer with HMRC as soon as you start employing staff. Employers have to provide a workplace pension scheme for eligible staff as soon as they start working for you. I must enrol and make an employers’ contribution for all staff who:
· are aged between 22 and state pension age.
· earn at least £10,000 a year.
· Normally work in the UK.

Recruitment.
The recruitment process itself has a number of elements to it, some of which are more straightforward than others, but when you see a job advertisement the organisation will usually have undertaken some kind of job analysis and developed some way of identifying and describing what it is after. (Morgan, 2017, p. 328).
The next step in preparing to interview is to create a person specification. It outlines the minimum knowledge, experience, qualities, and skills necessary to perform the job effectively. It is important to note that qualities must be job related, qualities that are not directly job related could result in unfair discrimination. (Yeung, 2008, p. 14). The Equality Act 2010 was designed to simplify as well as unify British discrimination law. (Feast and Hand, 2015, p 1). Not discriminating against sex, race, religion, sexual orientation, or disability.

Person Specification.
· You will be flexible with a passion for good food.
· You will enjoy learning about where our fruit and veg come from.
· Basic IT skills to input sales information and place orders.
· Multi-tasking in an often-busy environment.
· Knowledge of food safety standards and customer service standards. 
· Clean driving licence essential to help with the deliveries. (Indeed, 2020).


I will be employing one member of staff to join my business. I will advertise the position through the job centre and online on Indeed and Total jobs.
The hours will be part-time Monday to Saturday 9.00am to 2.15pm with a day off in the week and the rate will be minimum wage depending on their age. Based on 25 hours a week and aged between 21-24 at £8.20 an hour, wages will be £205.00 before tax and the annual salary is £10,660. (Gov.uk, 2020).
My Salary will be £1,500 a month starting off, totalling to £18,000 a year depending on profits.

 
Job description.
· To help with the set-up of the stall.
· Taking delivery of fruit and vegetables.
· Displaying the produce ready for the customers.
· Responsible for clean hygienic service areas and tools such as scales etc.
· Weighing and measuring produce.
· Serving and bagging for customer’s orders.
· Making up pre-orders for deliveries.
· Handling cash payments and change for customers transactions.
· Stock control.
· Stock take (keeping records) and balancing of till receipts.
· Keeping serving and produce areas clean and tidy.
· Delivering the produce to customers.


CV’s to be sent to tw1905282@gmail.com and tell us why you want to join the company.




I have written a SWOT analysis to show what the main strengths, weaknesses, opportunities, and threats facing the business.
SWOT Analysis.

	Strengths
	Weaknesses

	· Good location, centre of town.
· Good quality product.
· Organic and fresh locally sourced.
· Same day delivery service.
· Friendly and helpful staff.
	· Competitors can be lower priced.
· Financial risks.
· Limited product availability.
· Poor reputation among customers as it being a new business.

	Opportunities.
	Threats.

	· To provide produce to local restaurants and cafes.
· Business can expand instore and online.
· To offer other healthy lifestyle products including seeds, pulses etc.
	· Uncertain economic environment.
· Limitability of organic produce due to the seasons.
· Competition from other online delivery box schemes.
· Suppliers increasing prices.





Business costs and pricing theory.
Business costs fall into 3 categories:
Fixed costs or overheads these are costs that must always be paid, and these include utility bills e.g. gas, electric and telephone, insurance costs, rent and legal and accountancy.
Variable costs include direct labour costs for staff, delivery charges, packaging, raw materials, and depreciation of equipment. These are assets that are not going to be sold e.g. my van and fixtures and fittings.
Capital costs are on long term items which include machinery, equipment, business vehicles, these items also lose value (depreciation) usually between 10-25%.
All companies are required to have a profit and loss statement this looks at costs compared to sales. If sales are greater than costs, then profit is achieved but there are two ways to arrive at my prices.
Cost plus is the total of all costs plus a % on top for the owner it is used by many businesses but has disadvantages e.g. ignores demand for the product. Customers may be prepared to pay more but then competitors may charge less so I could lose the customers.
Market based price is estimating what the customer is likely to pay for the product based on competitors’ prices. Changes in the market e.g. interest rates might affect the demand for the product and also depending on how much customers value the product.
There is also differential pricing which is deciding to sell at a different price to different customers at different times. For my business this would mean a lower price if bought online and with the different seasons, prices can be slightly higher if the supply is less.

Conclusion.
This plan shows my proposals for my business. Looking at the results of my questionnaire I feel positive that my business will be a success. It shows that most consumers are interested in naturally sourced produce and supporting local businesses and are willing to pay a little more for quality. Slightly lower results on buying online but the percentage margin is not by much, so this has not deterred me from going ahead. Looking at my SWOT analysis the results show that some of my weaknesses have turned into strengths with the quality over price from competitors and keeping back some of my assets to help with financial costs/risks. The threat of competition from other online delivery service has not affected my business and luckily there has been no unlimited availability of organic produce. There is also the opportunity to expand the business online or instore with the results after the first year.
Appendices.
Flyer.
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Questionnaire links.
https://docs.google.com/forms/d/e/1FAIpQLSdKsizqUhQWzrv8x9rcQdmXi18qS7IoS8C0FUlURbb1LC4dKw/viewform?usp=sf_link

https://docs.google.com/spreadsheets/d/1Y8j42WFHapvprf6OuJCPHPkUt18yYxGLOvb0p0dn2e0/edit?usp=sharing
[image: ]

[image: ]
[image: ]
[image: ]
[image: ]
https://docs.google.com/spreadsheets/d/1B7II82uZAILcBM378O-gyoUCk96x15tDggXPMV_n4TY/edit?usp=sharing 
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£137.47
£1,660
£5819.45

£2.17555
£57.021.97
£50.107.52

£82000
£1,500

£1,464.67

£1220

£12000
£105.1
£137.47
£1,660
£5819.45

£258055
£50.197.52
6177807

£146.40
£1,075.98
£62000
£3,990
£1440
£1,411.32
£1,132.19
£19,380
£74611.03

£61778.07

£61778.07
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Organic Garden

FRESH FRUIT AND VEGETABLES LOCALLY SOURCED.
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