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Executive Summary



The purpose of this report is to present a business plan. After careful analysis and authors’ interests, the idea is to set up a digital marketing agency, Creative Span, offering services in the UK and globally. The reason for doing so is because digital marketing is a growing field. The agency will provide automated marketing software along with other digital marketing services. It is the business's unique selling point as most agencies only offer one type of service – the software or the services. The business does not require outside funding as the partners are responsible for contributing the required amount, meaning that the business will not give up any share to an outsider. The business is planned as a partnership to reduce costs and complexity. The report then presents the marketing plan for the business. The marketing will only be conducted on digital platforms, focusing on search engine optimisation, social media marketing, and content writing. The partners will look after the main business areas. To reduce expenses, the business will have minimal full-time employees. Instead, the work is assigned to freelancers, which research shows offer numerous benefits over full-time workers. The business faces numerous risks, but the PESTEL and SWOT analysis find favourable conditions for setting up a new marketing agency. The business is expected to be profitable after two years.
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[bookmark: _Toc81354004][bookmark: _Toc79113811]Introduction
[bookmark: _Toc81354005]Aims
Any commercial business aims to earn profit for the owner, and this business is no exception. The purpose is to establish a business that will be the primary income source for all the partners. Besides building a steady income stream for the owners, Creative Span aims to become a leading digital marketing agency that helps brands meet their marketing objectives by leveraging the latest marketing trends and technologies.
[bookmark: _Toc79113813][bookmark: _Toc81354006]Objectives
The objectives include:
· Establish a reputable digital marketing agency that can compete in the highly competitive UK and global marketing agencies.
· Become a top choice for individuals and businesses that are interested in automated marketing software and digital advertising.
· Provide services that exceed client expectations and help them achieve their targets.
· Achieve a net profit after a maximum of 2 years of providing services.
· Increase net profit by 65% in the 3rd year by reducing expenses and increasing client base (revenue).
[bookmark: _Toc79113814][bookmark: _Toc81354007]Vision & Mission Statements
The vision is to become a reputable and renowned digital marketing agency widely recognised in the UK and beyond.
The mission is to provide a comprehensive automated marketing tool that removes the need for manual processes and standard digital marketing services in one place. It removes the need to coordinate with multiple service providers, leading to mismanagement and miscommunication problems. Creative Span leverages the latest digital marketing trends and employs the best resources to provide services for all organisational types and individuals.
[bookmark: _Toc81354008]Business Description & Purpose
Nowadays, digital marketing has become a necessity and is no longer a matter of choice. Well-established organisations like BMW are investing millions of dollars in digital marketing. According to Statista, total advertising spending in the UK was worth £20 billion, and out of this amount, £15.57 billion went into digital ads. Globally, digital advertising is worth $378.2 billion (Statista, 2021d). In the UK, digital marketing is not confined to any specific industry. Figure 1 shows digital marketing spending across various UK industries in 2020.
[image: Digital Ad Spending Share in the UK, by Industry, 2020 (% of total)]
[bookmark: _Toc81354061]Figure 1. UK Digital Marketing Share by Industry (Fisher, 2020)
It shows that digital marketing is an area that has a high growth rate. It is a tempting area for new businesses due to its high demand. It is why the partners have decided to set up Creative Span. It is a digital marketing agency that specialises in helping brands execute their digital marketing campaigns effectively. As digital marketing is not limited to one industry, Creative Span will offer its services to every individual and organisation based in the UK and beyond. Our services include:
· Automated Marketing Tool
· Search Engine Optimisation (SEO)
· Social Media Advertising
· Social Media Management
· Mobile Messaging
· Email Marketing
· Lead Generation
· Video Advertising
· Content Writing
· Rich Media Advertising
· Search Engine Ads (e.g., Pay-per-click)
The idea is to provide all types of organisations and individuals with professional services that help them promote their brand to their target markets. With the help of the automated tool, businesses and individuals who have little understanding of digital marketing or do not have the resources can execute their marketing strategy without any trouble. Digital marketing is not confined to one area and usually involves running campaigns on several platforms simultaneously. Therefore, the automated marketing tool is only effective if the client has their website optimised for search engines or their content is up to the market. In other words, each service is usually dependent on at least another area. Most of the digital marketing agencies reviewed provide either the automated tool or the other services. It means that the client has to engage several or at least two agencies to carry out their marketing campaign. It increases the possibility of mismanagement and non-alignment of the strategy with the objectives.
Creative Span avoids all these problems by providing both an automated marketing tool and digital marketing services. It means that instead of hiring multiple agencies, clients need only opt for one. There is a need to discuss the automated marketing tool to better understand Creative Span's business model.
1.1.1. [bookmark: _Toc81354009]Automated Marketing Tool
These are tools that help automate repetitive tasks such as emailing, content uploading, social media posting. Instead of performing the same tasks repeatedly, users can use the tool to automate such processes. It helps individuals and businesses to dedicate their efforts to other areas. Other than this, these tools use artificial intelligence (AI) to make recommendations for improvements in the marketing campaign and offer a personalised experience to customers. For example, take a business that sells clothing. A user visits their website and searches for formal suits. The automated tool will build a user profile of that visitor. The next time that they visit the website, the tool will show them pictures of formal suits. It will also show shoes, shirts, and other accessories that can go with a formal suit. Without such tools, it will be challenging or outright impossible for the store owner to build a profile on each visitor. Depending on the visitor's data with the website, the tool may even send personalised emails—figures 2,3 and 4 show some automated marketing tools in action.
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[bookmark: _Toc81354062]Figure 2. Example of Automated Marketing Tool 1/3
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[bookmark: _Toc81354063]Figure 3. Example of Automated Marketing Tool 2/3
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[bookmark: _Toc81354064]Figure 4. Example of Automated Marketing Tool 3/3
With the help of Creative Span’s automated marketing tool, businesses and individuals can save resources which they can spend on other business processes. The automated tools require little knowledge about digital marketing as most of the work is performed by the tool. In case the client has trouble operating the tool, Creative Span will help them in this regard. Our tool is unique because it allows clients to carry out numerous functions, including:
· Create
It has various features which enable users to create product pictures, videos, and other graphics. At the same time, it will allow users to create ads based on best-selling products, most viewed, highest price, or any other client specification.
· Setup
The automated marketing tool is compatible with various platforms, including iOS, Android, Windows, Mac, YouTube, Google, and Facebook.
· Optimise
The tool will automatically analyse the data to optimise the campaign. For instance, the return on ad spend is a valuable metric for analysing a campaign's effectiveness. The tool will analyse all metrics negatively affecting the return on ad spend and suggest changes accordingly.
· Automate
Based on the campaign’s performance, the AI-powered tool will make changes automatically.
1.1.2. [bookmark: _Toc81354010]Other Digital Marketing Services
The automated marketing tool is the primary focus as it is expected to bring the most revenue. However, as said earlier, clients need to opt for several other digital marketing services simultaneously for the best results. It is why Creative Span does not focus on the automation software alone. It offers a variety of other services which have been mentioned before. As digital marketing keeps evolving, the business will add new services to the list. For example, SEO was the primary focus of website owners earlier. While it remains a focus, optimisation for voice search is rapidly gaining prominence. The reason is that users increasingly use assistants like Alexa and Siri to search (Expert Panel, 2021). Without optimisation for voice search, websites will undoubtedly fall in search engine rankings.
[bookmark: _Toc81354011]Legal Status & Licenses
To ensure that initial costs are low, the business will be set up as a partnership. Under the partnership, all five partners will have an equal share in Creative Span. The profit and loss are shared equally. While it is the easiest way to set up a business, it is associated with numerous risks. One risk is that there is no difference between personal and partnership's assets. Therefore, if the partnership runs into trouble, the partners' assets will be sold to repay any existing obligations. Another risk is that the partnership will be dissolved if one partner resigns or dies. Despite the drawbacks, partnerships offer several benefits. The first advantage is that there are fewer legal obligations associated with partnerships. Secondly, profits are easier to access as they are transferred directly to the partners. There are several ways to overcome the risk of the partnership being disbanded upon the death or resignation of a partner. For this purpose, all five partners agree that the partnership will continue even if a partner resigns or dies. It will be done by buying out that partner’s share by another partner.
Creative Span will not operate as a partnership throughout its existence. The partners agree that after five years, Creative Span will be converted into a private limited company. The reason is that after five years of running a business, partners will develop an understanding of running an organisation and its legal obligations. A private limited company will protect the owners against liability, give Creative Span a professional status, and offer tax-related benefits. The downside is that the organisation must adhere to strict bookkeeping and disclose personal information. However, after five years, the organisation is expected to afford a third party to manage these affairs on its behalf.
A digital marketing agency does not require many licences to operate in England. Secondly, as all our services are provided online, there is no need to get a licence to operate outside England. However, the partnership does need to be registered with the HM Revenue and Customs (HMRC) for tax purposes. Aside from registering with HMRC, Creative Span must notify the Information Commissioner’s Office (ICO) (GOV.UK, 2020). The reason is that the organisation will utilise personal data in automated form when focusing on the target market on a client’s behalf and for other purposes.

[bookmark: _Toc81354012]Market Analysis & Marketing Plan
Digital marketing is no longer a matter of choice but a necessity for each organisation. Due to the rising competition, organisations need to find a way to stand out to attract customers and funding. For example, consider the global automobile market. Countless automobile manufacturers are competing for a limited customer base. It is why auto manufacturers like BMW are investing millions of dollars in digital marketing. They realise that apart from giving customers top quality vehicles, they need to maintain relationships for long-term success. Digital marketing provides several benefits over traditional marketing. Out of £21 billion marketing spend, £15.57 billion is spent on digital marketing. From this statistic, one can easily understand the size of the UK's digital marketing sector. Creative Span is not limited to the UK alone and has global ambitions. Therefore, it is vital to look at the global picture. In 2024, the global digital marketing sector is expected to rise to $645.8 billion.
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[bookmark: _Toc81354065]Figure 5. Global Digital Advertising Market (2019-2024)
In Europe, digital marketing accounted for 56.5% of total advertising spending. It shows that digital marketing has a bright present and future. Hence, Creative Span focuses on digital marketing and aims to grab a considerable market share in this sector.
[bookmark: _Toc81354013]Digital Marketing Trends
There has and always will be an avid interest in digital marketing. The most notable trends in this sector are:
1.1.3. [bookmark: _Toc81354014]Position Zero
Ranking first on Google is no longer the ‘Holy Grail’ for clients. Organisations wish to see themselves on Position Zero, which is Google’s Featured Snippet. It is above the other search results and includes the answer to the user’s search query. As most information is easily visible, users do not need to check other websites. Therefore, the website that is displayed on Feature Snippet will get the most traffic. Figure 6 shows a search displaying a Featured Snippet.
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[bookmark: _Toc81354066]Figure 6. Featured Snippet
Earlier, there was little information on how to be on Position Zero. It is no longer the case, as Google and digital marketing experts have explained it in detail. Creative Span can benefit from this explanation instead of dedicating resources to research.
1.1.4. [bookmark: _Toc81354015]Ad Blockers
These are applications that prevent ads from showing up on a website. It is like a death knell from a business perspective as ads will not be shown to the customers. Without ads, there is no way a business can communicate with its customers, highlight new products or services. There is no way around ad blockers. The best way to counter ad blockers is by readjusting the campaign. For example, instead of running ads on Google, Creative Span can run the campaign on Facebook or other social media websites. However, there is no doubt that as ad blockers’ usage increases, marketers will find a workaround.
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[bookmark: _Toc81354067]Figure 7. Number of AdBlock users worldwide from 2013 to 2019(in millions) (Statista, 2021b)
1.1.5. [bookmark: _Toc81354016]Privacy
It is one thing that is always trending. Customers value their privacy, but at the same time, businesses need data for effective marketing. After enacting the General Data Protection Regulation (GDPR), privacy has become even more vital. If a business fails to handle customers or any other data as laid out in the GDPR, they are liable for strict fines. While a fine in an early stage for Creative Span can be disastrous for its future, the damage to the reputation will be challenging to recover.
1.1.6. [bookmark: _Toc81354017]Local SEO
SEO is vital for any business nowadays. However, within SEO, local SEO is fast becoming a necessity. The reason is that businesses need not only rank on the first page, but they also need to be first within the area that they serve. Google's search engine algorithm keeps updating to improve user experience. Nowadays, Google displays results that are most related to your area. For example, if you are in Croydon, London, and search for the word 'plumber', Google will display plumbers from Croydon. With the help of the local SEO, the plumber will rank first within that area.
1.1.7. [bookmark: _Toc81354018]Artificial Intelligence (AI)
AI is continuing to advance, bringing new changes each year. Nowadays, AI is prevalent in every field, and digital marketing is no exception. Many brands utilise AI for marketing their products. For example, after a few searches on Amazon, you will start seeing similar products. The AI builds your profile and then shows you products that you are most likely to buy. AI helps businesses build better customer profiles. In Creative Span’s Automated Marketing Tool, AI will help businesses execute their marketing strategies effectively and efficiently. It will not require manual changes as the AI will gather and analyse the data itself. Based on the data, it will automatically suggest and make the relevant changes to the campaign. Chatbots also utilise AI.
1.1.8. [bookmark: _Toc81354019]Automation
There is no doubt that the demand for automation keeps increasing in every field. With regards to digital marketing, automation removes the need for performing the same task repeatedly. Instead, tasks are performed automatically. For example, with the help of automation, emails will be sent automatically at the set time instead of clicking send on each email automatically. Similarly, if a user adds products to their cart but does not buy them, automated software will send them an email reminding them about the products or show similar products.
As digital marketing is a growing field, there are countless trends. Hence, it is challenging to list each trend. Nevertheless, the report mentions the ones that businesses and marketers look forward to the most. Now, the report will present the marketing plan for Creative Span.
[bookmark: _Toc81354020]Marketing Plan
This section elaborates on the marketing plan for Creative Span. The section is further subdivided into several sections to discuss various parts of the marketing plan.
1.1.9. [bookmark: _Toc81354021]Marketing Objectives
The first part of any marketing plan is setting the objectives. The objectives dictate the rest of the plan. The following objectives are set:
1.1.10. [bookmark: _Toc81354022]Market Segmentation
Once the objectives are set, the next most important thing is market segmentation. It helps in marketing to the target market by dividing them into smaller parts based on various characteristics. After combining all the segments, they form the target market. As Creative Span targets organisations and individuals, the segmentation will define the criteria for each.
Demographics
Gender
When it comes to digital marketing, no data support that a specific gender uses it more. Therefore, we are opting for a gender-neutral approach, meaning that we will target all genders. Organisations are not characterised by gender but type. For example, they can be called public, private, or third organisations. Creative Span does not differentiate between organisations and will target all. However, the focus will be less on public organisations as they carry out little to no marketing activities.
Age
When it comes to age, we are only focusing on people aged 13 and above. Creative Span will focus on all organisations regardless of when they were set up.
Income
Digital marketing is inexpensive when compared to traditional marketing. Therefore, it is within reach of most people. Therefore, Creative Span will target people from middle income and above. The business is not focused on individuals alone. Instead, it targets all types of organisations, as mentioned earlier. For the organisations, Creative Span targets Small & Medium Enterprises (SMEs) and large organisations. It is vital to define their income for effective understanding. The UK Government defines SMEs as:
Micro Organisation  Less than 10 employees and annual turnover less than €2 million.
Small Organisation  Less than 50 employees with annual turnover less than €10 million.
Medium-sized Organisations  Less than 250 employees with annual turnover less than €50
million.
The large organisations employ more than 250 people, and annual turnover exceeds €50 million.
Marital Status
There is no emphasis on any marital status. This demographic does not apply to organisations.
Education Level
Creative Span will target people that have at least secondary education. It will be easier to communicate with such people.
Profession
Creative Span will specifically target people that are employed in the marketing and sales departments in their organisations.
Psychographic
Activities & Interests
As Creative is a digital marketing agency, the target market must be somehow related to this field. For instance, they must either be working in the marketing or sales department (activity). Other than this, they must own a social media page or run a business as then they would require Creative Span’s marketing services (interest). From the organisation perspective, the organisation must show an interest in marketing its products & services. If the organisation is not interested in doing so, targeting it will be unfruitful and a waste of resources.
Belief
The organisation and individual must believe that they need digital marketing and that it is superior to traditional marketing. If they have doubts regarding its superiority, they might create hurdles during the implementation. For example, if the campaign is not meeting its objectives, they might think that it is due to shortcomings in digital marketing. Hence, they might decide to cancel the project prematurely. It will be disastrous for Creative Span’s finances and reputation. Hence, the business expects that its clients have the utmost trust in digital marketing.
Positioning Strategy
There are various positioning strategies that an organisation can use to connect with the target market. Creative Span will highlight its competitive advantage to organisations and individuals alike, which is that it offers an automated marketing tool and other digital marketing services under one roof. Other businesses offer either an automated tool or services, but not both. It gives Creative Span an edge over them. Such a positioning strategy is referred to as a competitive positioning strategy.
[bookmark: _Toc81354023]Marketing Mix
It refers to the 4Ps of marketing which are Product, Price, Place, and Promotion. These four factors are the main factors when marketing a good or service.
1.1.11. [bookmark: _Toc81354024]Product
It refers to the good or service that the business is offering to its customers. In this case, Creative Span offers two services:
· Automated Marketing Tool
· Other Digital Marketing Services
Creative Span's services are unique because, unlike others, it offers all digital marketing-related services under one banner. Our research indicates that businesses either offer an automated tool or other services. None of them offers both, making Creative Span stand out. Creative Span will keep updating its services to reflect the latest digital marketing trends. It will ensure that the customers remain interested and loyal to our services. At the same time, it will ensure that Creative Span maintains a competitive advantage over others. The operational plan will further reveal how Creative Span plans to offer the latest services.
1.1.12. [bookmark: _Toc81354025]Price
Each client has a unique requirement. Therefore, Creative Span has decided that the prices will not be fixed. The client will communicate their requirements to the business. The five partners will review the requirements after consultation with the people who will perform the task. Based on their feedback, the business will offer a detailed quote. Hence, it can be concluded that Creative Span offers flexible or dynamic pricing. The benefit of this approach is that it will enable the business to deal with clients with all sorts of budgets, increasing our sales and client base in the process. The downside is that it will take some time to respond to the customer, turning them away.
1.1.13. [bookmark: _Toc81354026]Place
It refers to where the business plans to sell the good or service. In Creative Span’s case, the business will offer all services through its website. The website will be regularly tested for user experience, and improvements will be undertaken based on customer feedback. Creative Span plans to maintain an online presence only to reduce costs and enable the business to be available 24/7. Once the business is firmly established, it may open a physical office where clients can discuss their requirements in detail. However, it does not mean that the partners and other employees will work remotely. As it is a new business, it requires close coordination among each team member. Hence, Creative Span will rent out a coworking space, an inexpensive alternative to renting or buying a commercial place.
1.1.14. [bookmark: _Toc81354027]Promotion
It refers to the marketing strategies that the business will use to promote itself. Creative Span will rely upon several promotional strategies to market its services. All strategies are digital.
SEO
The business will outsource the website’s SEO to a freelancer or any other third party. They will undertake the website’s on-page and off-page SEO. It will help the website’s visibility on Google and other search engines. SEO is not a one-time thing as it needs to be done continuously. Otherwise, competitors can quickly rise in the rankings, knocking Creative Span's website off the first page. The website will be ranked against several keywords, including:
· Digital Marketing Agency the UK
· Digital Marketing Agency
· Digital Marketing UK
· Digital Marketing
· Marketing Specialists UK
· Social Media Management UK
· Content Marketing UK
· Content Marketing
· Automated Marketing Tools UK
· Automated Marketing Tool
· AI Marketing Tools UK
The business is spending on SEO because the web pages ranked among the first three on the 1st page of Google receive the most visits. If Creative Span can generate a high number of visits, it will improve its sales.
Social Media Marketing
Social media websites are effective at brand promotion and sending visitors to the business website. The number of social media users are increasing each year, highlighting the importance of such websites.
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[bookmark: _Toc81354068]Figure 8. Number of social network users worldwide from 2017 to 2025(in billions) (Statista, 2021c)
Therefore, Creative Span will benefit greatly from marketing itself on such platforms, especially Facebook. The reason for mentioning Facebook is that it has the most active users.
[image: Chart, line chart
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[bookmark: _Toc81354069]Figure 9. Number of monthly active Facebook users worldwide as of 2nd quarter 2021(in millions) (Statista, 2021a)
On top of it all, it is easy to market a brand on Facebook. Instead of hiring a freelancer to manage social media marketing, the partners will do it themselves. Figure 10 shows an overview of Facebook's ad manager. First, the user must select the campaign objective. Here, the objective is to increase website traffic.
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[bookmark: _Toc81354070]Figure 10. Facebook Ad Manager 1/2
Once that has been set, Facebook allows users to select the target market. In this case, the target market has been selected as the UK while interest has been set as ‘digital marketing. On the right side, Facebook shows the potential size of the target market. There is hardly any other social media platform that allows users to target many such people at little cost.
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[bookmark: _Toc81354071]Figure 11. Facebook Ad Manager 2/2
Facebook has many other options in its Ad Manager, including allowing businesses to target niche markets, optimise campaign costs, and A/B Testing. 
Content Marketing
Other than SEO and social media advertising, Creative Span will undertake content marketing. Articles with hyperlinks to the business’s website will be published on leading websites. For example, there are numerous websites dedicated to digital marketing. Creative Span will publish articles on these websites to generate website traffic and interest in the services. An example of a leading website is the Search Engine Journal which gets millions of unique visitors each month.
Pay-Per-Click Campaign
Other than the previous promotional strategies, Creative Span will undertake pay-per-click (PPC) campaigns. It is an advertising approach where the business will be charged money based on the clicks on its ads. An example of a PPC campaign is shown below.
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The ad campaigns are run against keywords. For instance, in the above example, the keyword is ‘digital marketing UK’. The benefit of this strategy is that it displays the website on the top, thereby improving visibility and website traffic.
[bookmark: _Toc81354028]Monitoring & Control
It is a vital aspect of any marketing plan as it ensures that objectives are being met. Without it, there is no way to know whether the marketing strategy is effective. It also makes sure that the resources are utilised efficiently. There are various ways to monitor and control (M&C) a marketing plan.
1.1.15. [bookmark: _Toc81354029]Return on Ad Spend
It is the easiest way of knowing whether the plan is effective or ineffective. The Return on Ad Spend (RoAS) measures the return that is generated after spending the amount. For instance, assume that every month, £400 is spent on marketing. In return, Creative Span earns £800.
RoAS = 
=800/400
= 2
Therefore, for every £1 spent, the business generates £2 in return. Is it a good RoAS? The answer varies from organisation to organisation. A 2 RoAS might be considered good for some organisations, while others may consider it low. Creative Span plans to maintain at least a 5 RoAS. The plan will be revised and improved if the RoAS remains lower than the set limit for continuous periods.
1.1.16. [bookmark: _Toc81354030]Web Traffic
Another way to measure the campaign's effectiveness is through web traffic. Many tools enable website owners to measure how much people visit the website and from which areas. As increasing the website’s traffic is one of the objectives of this campaign, Creative Span will use such tools to determine the daily, weekly, and monthly website traffic. If the website traffic is lower than the expectations, it shows problems with the SEO strategy and overall marketing campaign. If the traffic is consistently low, the campaign will be revised.
1.1.17. [bookmark: _Toc81354031]Bounce Rate
The bounce rate measures how many people leave the first page without visiting other pages. If the bounce rate is too high, the marketing campaign is ineffective or has problems with the website. A good marketing campaign combined with a user-friendly website should attract visitors to visit other pages too.
1.1.18. [bookmark: _Toc81354032]Conversion Rate
It measures how many people visit a website and purchase the product/service. Suppose that 100 people visit Creative Span's website, and only 10 people opt for our services. It means that the conversion rate is 10% which is low. So, if the conversion rate remains low even after 6 months of marketing, it indicates problems with the marketing campaign.


[bookmark: _Toc81354033]Operations & Management Plan
This section will review how the business will be managed, its core processes, and human resource requirements.
[bookmark: _Toc81354034]Business Management
Creative Span is a partnership among five people with equal shares in the business i.e., 20%. As said earlier, if one person wishes to resign, the partnership will not cease to exist. Instead, the share may be bought by another partner. It will ensure that the business will not cease to exist if any partner dies or decides to back out. After 5 years of its existence, it is planned that the business will be converted into a private limited company. The reason for shifting to a private limited company is that the business would have matured by then, and the revenue would be stable. Thus, it would be best if the business and the owners are considered separate legal entities. If not, the owners will be personally liable for any losses or claims. Also, registering the business as a private limited company will increase its credibility and recognition. The business will exist in perpetuity, meaning that it will not cease upon the shareholder’s death. Lastly, the transfer of shares is a straightforward process. In a partnership, transferring the ownership to another person can be a hassle, even with a contract in place.
Additionally, Creative Span is an online digital marketing agency. It does not have any physical office anywhere. However, after registering as a private limited company, the business may set up a small office to help build credibility. The reason for not keeping a physical office is that it increases expenses considerably. The coronavirus has shown that working from home is possible and as effective as working from the office. Another reason for not keeping a physical office is that Creative Span’s business model is distinct. Instead of relying on permanent employees to deliver the various services, Creative Span relies on freelancers. One employee cannot be expected to know all the latest technologies and hiring an employee for each of them is unfeasible. Thus, Creative Span will outsource the work to freelancers, available on Fiverr, Upwork, and other platforms. It will ensure that the business has access to workers with the knowledge and skills in all required technologies. The detailed plan on human resource requirements will be discussed later.
The five partners and their positions within the partnership are:
· Ana Maria Salceanu: Finance & Accounts
· Constantin Balasoiu: Business Development
· Maria Iuliana Vlad: Customer Relationship Manager
· Inga Zmeu: Resource Manager
· Radu Milea: Chief Executive Officer (CEO)
Each partner handles five out of the six main operations. Another employee will manage the Automated Marketing Tool, which is a vital business unit. In total, there are six core processes of the business. It may be argued that the services that Creative Span offers (e.g., SEO, content marketing) are also core processes. Creative Span indeed considers them as core processes. However, having a separate manager for each service will increase the expenses and the likelihood of miscommunication. It is why it is decided that the resource manager will be responsible for managing the freelancers working on the various projects.
[bookmark: _Toc81354035]Core Processes
These are processes that deliver value directly to the client. They may be defined as those processes for which the customers are willing to pay. The remaining processes are referred to as supporting processes. For instance, in a banking institution, the customers are willing to pay for the financial services, which is the core process. The bank's customer service department is not something that the customer will pay for, but if there is poor customer service, customers might opt for another bank. It is called a supporting process. Both are essential to a business.
In Creative Span, there is one core business process:
· Services
The services may be subdivided into Automated Marketing Tool and Digital Marketing Services. The entire business revolves around services. Other than this, Creative Span has nothing to offer to the customer. Thus, it may be argued that the remaining processes are supporting. The customer can purchase either both at the same time or one. It depends upon their requirements and budget. Creative Span will ensure that the business processes remain valuable to the customers. It will be achieved with the help of continuous improvement in all processes, leveraging the latest technology and trends in all processes.
For example, Creative Span does not have a dedicated team to answer customer queries throughout the day. Instead, it is the Customer Relationship Manager that will handle most queries. However, they are not expected to reply throughout the day. Many customers might consider a delayed response as poor customer service, ruining the business's credibility. Hence, there is a need for round the clock customer service. It is why Creative Span will work to develop an AI chatbot that will deal with customer queries when the Customer Relationship Manager is offline. The improved customer service can improve sales. (Shaon and Rahman, 2015) says that effective customer relationship management increases customer satisfaction and loyalty. As countless marketing agencies are offering automated tools and other marketing services, effective customer relationship management might be the difference that helps Creative Span establish itself.
[bookmark: _Toc81354036]Human Resource Requirements
Creative Span plans to hire very few permanent employees. The reason is that digital marketing is an evolving field. The trends and technologies keep changing, meaning that older skills may become obsolete in a short period. The employees would be required to undergo training frequently, which would add to the expenses. During training, the employees are not expected to perform their routine work, which will hamper their performance. It is why Creative Span has decided that it will outsource all work to freelancers.
There is much debate among businesses if they should hire permanent employees or utilise freelancers. Chauradia and Galande (pg. 87, 2015) say that newly established firms have trouble developing and training their employees as they have no prior experience or knowledge. For instance, none of the partners has in-depth knowledge about digital marketing. Therefore, even though Creative Span hires permanent employees, the partners will not know how to train them. Freelance resources can help overcome this problem as Creative Span can hire them based on the service required. The business does not need to invest in its training and development. It does not mean that freelancers do not provide any benefit to established firms. The same author says that established firms hire freelancers as it is cheaper. They can get the same work done in less amount from a freelancer than hiring a permanent employee. The reason is that hiring a permanent employee is not only about their salary and benefits. The business must invest in the employees' onboarding and training. All this requires considerable time and money. Lastly, a permanent employee can quit at any time. Due to it, the business will have to undertake the hiring process again, which is costly. An SHRM report says that the cost of hiring an employee is around £3000, which is a large amount for a new business (SHRM, 2016).
Figure 12 shows how freelancers add value to a business and the stages in which they are involved.
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[bookmark: _Toc81354072]Figure 12. The Freelance Entrepreneurship Value Chain (Burke and Cowling, 2015)
Burke and Cowling (2015) highlight numerous other benefits of hiring freelancers. According to them, they reduce the finance required for business expansion and growth. If there is an increase or fall in demand, businesses are better positioned to deal with it. The reason is that if demand decreases, the business does not need to hire the freelancer. If the demand increases, it can hire additional freelancers. In the case of permanent employees, the business must pay them even if the demand is low. Freelancing also helps businesses hire people that they would normally be unable to hire on employee contracts. However, there are dangers associated with hiring freelancers. For example, they can steal the client. Creative Span can avoid this problem by signing a contract with the freelancer that will make them liable for damages in case of a breach. The same threat is also present in permanent employees.
Nevertheless, Creative Span will have a few contractual employees. In the first six months, Creative Span will have three developers. They are responsible for developing the automated marketing tool. Once the tool is completed, Creative Span will hire five additional workers. So, apart from the five partners, Creative Span will have a team of eight workers. They are classified as:
· Developers  3
· Quality Control & Assurance  1
· Platform Integrator  2
· Technical Support Person  2
The Quality Control & Assurance person will check for errors in the automated tool after each update. They are responsible for ensuring that the tool offers the latest features. Apart from this, this person will review the work of the freelancers alongside the resource manager. The platform integrators are responsible for integrating the tool with the client’s platform. For example, if the platform is a WordPress website, the integrators will ensure that it works seamlessly. If the employees or the partners feel that additional workers are required, the business plan will be revised accordingly. However, the idea is to hire freelancers to do most of the work rather than full-time employees. The full-time employees may be allowed to hire a freelancer to manage the workload. It will not raise the expenses exponentially and help the employees manage the work. The partners will not be drawing any salary from the partnership. Instead, their earnings come from the profit, which is equally divided among them.
1.1.19. [bookmark: _Toc81354037]Learning & Development
Learning & Development (L&D) is essential for the organisation’s success. The reason for mentioning L&D is that Creative Span has eight full-time workers. The business cannot lay off a full-time employee once a new technology is introduced into the market. The reason is that if the business keeps laying off employees every time a new technology is introduced, the workers will become demotivated. A workforce that lacks motivation will suffer from low productivity. In turn, it will lead to poor customer satisfaction (Dobre, 2013). Therefore, investing in their L&D is critical. Figure 13 shows L&D’s role in the organisation.
[image: Diagram

Description automatically generated]
[bookmark: _Toc81354073]Figure 13. L&D Strategic Role (Brassey et al., 2019)
The partners lack technical knowledge. Therefore, how would they know what trainings to enrol the employees in and when? Creative Span takes a unique approach to L&D. The employees are requested to come up with their training needs themselves. They must convince the management that the said training would add value to the organisation. The organisation will enrol them in the said training. However, the employees will be asked to sign a contract with the organisation under which they must commit to the organisation for at least one year after completing the training. It will ensure that the organisation reaps the benefit of investing in their L&D. Otherwise, employees might leave after completing the training, which will be detrimental to the organisation. 
There are numerous ways to measure the training's effectiveness. One way is to enrol the employees in training that lead to professional certifications. If an employee fails to pass the certification, it indicates that the training has had no benefit. Another way to measure it is with the help of customer satisfaction. If the employees are satisfied, it means that the employees are performing their responsibilities effectively. For example, the developers will undertake frequent training to ensure that the automated marketing tool offers the latest features and meets client needs. If the clients regularly complain that the tool is full of bugs or does not contain the desired features, it means that the employees are not performing their work efficiently. The partners will also undertake training themselves as it will help them better manage the business. This will be a legal obligation on each partner. They may undertake training in the role assigned to them or other business areas. The cost of a partner’s training will be paid by themselves instead of the organisation. Once the business converts to a private limited company from a partnership, the organisation shall bear all expenses rather than the partners. The reason is that after it registers as a private company, it will be a separate legal entity. Thus, the owners should not be expected to enrol in training at their own expense.

[bookmark: _Toc81354038]Business Environment
[bookmark: _Toc81354039]Risks
Digital marketing requires a lot of effort and consumes considerable resources as, despite the reach to a global audience, the marketers must filter potential customer bases. For instance, Figure 11 shows the potential size of the market. However, can the entire market size be considered the target market? Usually, that is not the case. Businesses need to filter out the market to reach the actual target market. The greater risk comes after identifying customer bases, as identification is not a guarantee of profit. The digital marketing efforts must result in profits (Dagur, 2016). Determining the effectiveness of each campaign and each content piece has become a challenge. In a previous section, RoAS was mentioned as one of the ways to monitor a campaign’s effectiveness. In most cases, RoAS is challenging to measure as the campaign is dependent upon numerous factors. So, even if a campaign has been meticulously planned and executed, it might not achieve the agreed-upon objectives.
For example, a client refuses to allow Creative Span to change the website and says that they should focus on the social media marketing aspect alone. Even after the campaign is successful on social media and results in a large increase in website visitors, the client might be disassociated. The reason is that the visitors might leave the website after opening it. Hence, there are no substantial increases in sales despite social media marketing. If digital marketing companies show an inability to demonstrate a significant change in the clients' Return on Investment (RoI), it can lead to loss of clients. Without a positive change in ROI, companies will think twice before further relying on the same agency for their business development. Therefore, the significant risk is in the business model for a digital marketing agency as its business development or even existence solely depends upon the client’s business development. One way to overcome this risk is by letting the clients know that the marketing efforts depends on numerous factors for which Creative Span requires greater access to their processes.
Although the above issue is a great risk, businesses like digital marketing agencies are enterprises based on technology and innovation. It would mean that Creative Span needs to consistently keep itself up to date with the latest technologies and trends. The business plans to overcome this risk by utilising only freelancers instead of full-time employees. It would ensure that Creative Span always has access to the best talent. Another risk is that the partners have no in-depth knowledge about digital marketing or automated marketing software. The only way to overcome this risk is by undergoing training which is a legal obligation upon each partner.
Now, the report will present the PESTLE analysis.
[bookmark: _Toc81354040]PESTEL Analysis
1.1.20. [bookmark: _Toc81354041]Political
Digital marketing is a significant sector with application in every industry; however, this involvement also makes it vulnerable, depending on the marketing budget. In other words, the cuts in the marketing budget of every industry directly impact digital marketing campaigns. On the other hand, when it comes to the political environment, the most critical factor in the UK is Brexit. The withdraw of UK from European Union has brought various uncertainties. Experts believe that Brexit has resulted in an increase in costs and a reduction in sales of many industries (Bloom et al., 2019). Erol (2020) agrees that due to Brexit uncertainty, the consumers have lost their confidence and are limiting their spending leading to lower sales. Due to the lower sales, businesses are cutting their marketing budgets (Jefferson, 2021).
1.1.21. [bookmark: _Toc81354042]Economic
The pandemic heavily hit the economic situation in the UK with a direct impact on businesses of every size. Economic uncertainty is similar to political as stocks got affected, leading to significant cuts in organisational spending. On the other hand, the loss of jobs due to the pandemic influenced consumption for a significant period. However, the latest reports show a considerable economic improvement in the country. According to the Bank of England, the UK is projected to experience a 7.25% growth rate, and officials expect a strong recovery (Chan, 2021). But, reports have also revealed that the UK might experience long-term damage due to the addition of pandemic to the impact of Brexit as major industries will suffer (Wearden, 2021). Therefore, the economic factor is slightly uncertain in the long term. Due to loss of jobs or reduction in incomes, individual spending also suffers. It means fewer customers for Creative Span.
1.1.22. [bookmark: _Toc81354043]Social
Social factors involve lifestyle, demographics, and the latest trends. Being operational in the digital marketing sector, an essential element for the company is the number of internet and especially social media users. The reason is that active social media users create the base for digital marketing through online content consumption. According to the latest reports, the lifestyle has changed, people are spending a significant time on online activities (Hughes, 2021). All over, it seems that social factors are promising.
1.1.23. [bookmark: _Toc81354044]Technological 
Technology is the most promising factor for digital marketing companies as the number of users increases along with the latest innovations. From cost-cutting software to maximum reach opportunities, technology creates tremendous opportunities for start-ups operating in this sector. According to many reports, the UK technology sector is ahead of all other major sectors (Ismail, 2018). It is a promising development as digital marketing is dependent upon technology.
1.1.24. [bookmark: _Toc81354045]Environment
The environment is the biggest concern for all the business due to increased global warming and climate changes. Many people think that going digital has resulted in a paperless phenomenon leading to the preservation of forests. However, excessive use of digital media has also resulted in a high rate of energy consumption, and as a result, sustainability in the digital marketing sector has become a challenge. According to a digital marketing agency (Brands Up, 2019), the energy consumption of the web browser is equal to Denmark. Therefore, the digital marketing sector will have to face possible environmental problems soon. It might invite pressure from environmentalists and other pressure groups. Therefore, Creative Span must focus on ways to be environmentally friendly.
1.1.25. [bookmark: _Toc81354046]Legal
Along with the continuous advancement of technology with time, the challenges in the digital world are also evolving. Among them, legal issues are most noticeable as the business laws are also changing over time. Some of the significant legal issues are the privacy of the data collected for marketing purposes, as consumer data is the primary element of successful digital marketing. Else, there are copyright issues. Various E-commerce regulations include CAP (UK Code of Non-broadcast Advertising and Direct & Promotional marketing) (Bowles, 2020). Moreover, there are transparency concerns as well. However, if the company follow the legal properly, this factor can be turned into an advantage.
To conclude, the above PESTEL analysis shows that many factors are in favour and opportunistic such as technology. However, the economic and political uncertainty in the UK due to Brexit, along with the pandemic, can cause challenges. 
[bookmark: _Toc81354047]SWOT Analysis
1.1.26. [bookmark: _Toc81354048]Strengths
The biggest strength of Creative Span is creativity and innovation. Experts believe that creativity is the key to success in the digital world as the demand for creative content grows day by day. Along with creativity, digital marketers usually possess skills like communication and a passion for writing (Farmiloe, 2017). These factors make their content attractive to the audience. Creative Span has all the required skills because it does not rely upon a single person or a dedicated team to perform the work. Instead, by hiring freelancers, Creative Span always ensures that it has the best talent performing the work. As the company outsources the work to freelancers, it can take on an as many projects as possible. With dedicated full-time employees, Creative Span will only be able to take on a limited number of projects. Another strength is the unique selling proposition that is offering all types of services and an automated tool in one place. Creative Span’s dynamic pricing puts it an advantage over others because it is affordable for all types of clients.
1.1.27. [bookmark: _Toc81354049]Weaknesses
One of the weaknesses that Creative Span has is that the founders lack in-depth knowledge about digital marketing and automated marketing software. It puts the business at a disadvantage because clients might face communication issues, or they think that the business lacks expertise. It is why the partners are legally obligated to undertake at least two training each year. Another potential weakness is the high turnover rate which is common among advertising agencies. Creative people constantly seek new opportunities. Studies have shown that the turnover rate in the digital marketing sector is higher than in other sectors (Kirkpatrick, 2016). If the full-time employees keep leaving, it can hamper service quality, especially of the automated marketing tool.
1.1.28. [bookmark: _Toc81354050]Opportunities 
The most significant opportunity in digital marketing is the rise of digital marketing itself. Due to various reasons, digital marketing has ruled out traditional marketing. Due to the enhanced use of technology in business or non-business organisations, digital marketing has become the prioritised channel of promotion. Some of the benefits it provides are:
· Convenient Reach to Consumers
· Global Reach
· Direct Advertising
· Perpetual Advertising
· Cost-effective
Therefore, the sector’s high growth rate presents ample opportunities to Creative Span. The increase in virtual working is also an opportunity as companies hire full-time or part-time freelance workers worldwide. Creative Span can get contracts from such businesses.
1.1.29. [bookmark: _Toc81354051]Threats
Every person has access to information technology around the globe which makes the digital world vulnerable to people with hacking skills. Therefore, the biggest threat to digital marketing agencies is cybersecurity. This is also supported by a study published in the Journal of Science and Technology Research (Konyeha, 2020). Moreover, according to the Organization for Economic Co-operation and Development (OECD), competition is also getting intense as some major digital marketing companies take over the market (OECD, 2020).  In many industries, competition is a significant threat to both existing companies and newly established agencies. These big firms usually spend a considerable amount of money on promotion and attaining efficient human resources. This issue directly affects the performance of new agencies. 
To conclude, the above SWOT analysis shows that the company has strengths such as creativity diversity. Experts believe that diversity can increase productivity as more than one mind with different learning and backgrounds contribute (Farnsworth et al., 2002). There are opportunities in the external environment, such as reach to a vast pool of audiences. But in contrast to this, there are threats like cybersecurity and competition from significant level digital marketing companies with a strong market position.

[bookmark: _Toc81354052]Financial Management Plan
This section will present the current financial requirements and forecasts for the next five years.
[bookmark: _Toc81354053]Initial Investment:
	Investment

	Fixed Capital

	Item
	Units
	Per Unit Cost (£)
	Total Cost (£)

	iMacs
	8
	2,682.00
	21,456.00

	Others
	1
	7,000.00
	7,000.00

	Total Fixed Capital
	
	28,456.00

	Working Capital

	Cash
	-
	-
	4,000.00

	Total Working Capital
	-
	-
	4,000.00

	Total Initial Investment
	
	32,456.00






It is the initial investment required to start the business. It involves buying eight fully upgraded iMacs. The reason for buying them is that they will make work a lot easier for the partners and the other employees. Secondly, there will not be a need to upgrade them every year. There are other items which a business needs to contend with and for this purpose, the partners have set aside £7,000. They have also kept £4,000 as cash to deal with sudden expenses. The total initial investment is £32,456.00. Please note that the total initial investment is separate from the total required investment. The partners require money for the employees’ salaries, coworking space, internet, marketing, and others. For instance, the total expenses for Year 1 and 2 are £271,500.00 and £615,910.00 respectively. However, the partners need not arrange all the expense money as the business will be earning too. In 2 years, the total expenses are £919,866.00, while earnings are £531,331.26.
2

2

[bookmark: _Toc81354054]Revenues, Expenses & Net Cash Flows:
The below tables show the revenues, expenses, and net cash flow for the first five years.
	Time
	Details
	January
	February
	March
	April
	May
	June
	July
	August
	September
	October
	November
	December

	Year 1
	Expenses (£)

	
	Employee Trainings & New Software
	5,000
	-
	-
	-
	1,500
	1,500
	2,000
	3,500
	5,000
	-
	-
	3,000

	
	Internet Bill
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100

	
	SEO
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500

	
	Social Media Marketing + Email Marketing
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500

	
	Other Expenses
	500
	-
	800
	-
	1,500
	-
	-
	1,000
	-
	-
	-
	-

	
	Commercial Space Rent
	12,000
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Website Development + Web Hosting
	600
	
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Partnership Registration + Attorney Fees
	1,000
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Salary Expense *
	9,300
	9,300
	9,300
	9,300
	9,300
	9,300
	24,800
	24,800
	24,800
	24,800
	24,800
	24,800

	
	Payment to Freelancers
	
	
	
	400
	500
	400
	1,300
	1,200
	1,900
	2,700
	3,900
	2,500

	
	Total Expense
	29,500
	10,400
	11,200
	10,800
	13,900
	12,300
	29,200
	31,600
	32,800
	28,600
	29,800
	31,400

	
	Revenue (£)

	
	Portal
	-
	-
	-
	-
	-
	-
	500
	575
	900
	1,200
	2,100
	4,800

	
	SEO
	-
	-
	-
	150
	257
	380
	417
	700
	630
	630
	725
	833

	
	PPC
	-
	-
	-
	200
	210
	221
	453
	521
	469
	900
	1,035
	1,190

	
	Social Media
	-
	-
	-
	150
	158
	165
	390
	449
	404
	404
	961
	1,105

	
	Other Services
	-
	-
	-
	140
	257
	270
	850
	978
	880
	880
	1,012
	1,163

	
	Total Revenue
	-
	-
	-
	640
	882
	1,036
	2,610
	3,222
	3,282
	4,013
	5,832
	9,092

	
	Cash flows per month
	(29,500)
	(10,400)
	(11,200)
	(10,160)
	(13,019)
	(11,264)
	(26,590)
	(28,378)
	(29,518)
	(24,587)
	(23,968)
	(22,308)

	
	Net Cash Savings
	(120,445)
	




	Time
	Details
	January
	February
	March
	April
	May
	June
	July
	August
	September
	October
	November
	December

	Year 2
	Expenses (£)

	
	Employee Trainings & New Software
	2,000
	-
	1,500
	1,500
	1,500
	3,000
	3,000
	-
	2,000
	2,000
	2,000
	800

	
	Internet Bill
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100

	
	SEO
	300
	350
	350
	350
	350
	350
	350
	350
	350
	350
	350
	350

	
	Social Media Marketing + Email Marketing
	350
	350
	350
	350
	350
	350
	350
	350
	350
	350
	350
	350

	
	Other Expenses
	-
	1,000
	500
	-
	1,000
	-
	1,500
	-
	500
	-
	-
	500

	
	Commercial Space Rent
	12,500
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Website Development + Web Hosting
	300
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Salary Expense *
	25,730
	25,730
	25,730
	25,730
	25,730
	25,730
	27,280
	27,280
	27,280
	27,280
	27,280
	27,280

	
	Payment to Freelancers
	6,500
	9,500
	8,000
	15,000
	17,000
	19,000
	15,000
	18,000
	31,000
	35,000
	36,000
	45,000

	
	Total Expense
	47,780
	37,030
	36,530
	43,030
	46,030
	48,530
	47,580
	46,080
	61,580
	65,080
	66,080
	74,380

	
	Revenue (£)

	
	Portal
	4,100
	4,898
	6,000
	7,500
	12,000
	16,000
	24,878
	28,610
	31,000
	36,000
	30,000
	34,500

	
	SEO
	1,200
	1,260
	2,323
	4,000
	4,200
	4,410
	5,072
	7,500
	10,000
	8,000
	24,000
	27,600

	
	PPC
	1,900
	1,995
	2,095
	4,500
	4,725
	4,961
	4,000
	5,123
	4,611
	6,134
	9,000
	10,350

	
	Social Media
	1,500
	2,007
	2,107
	2,213
	2,323
	2,440
	1,000
	1,150
	9,000
	9,000
	10,350
	11,903

	
	Other Services
	2,000
	3,100
	3,255
	4,480
	4,704
	4,939
	3,212
	3,694
	4,897
	4,897
	5,632
	6,476

	
	Total Revenue
	10,700
	13,260
	15,780
	22,693
	27,952
	32,750
	38,162
	46,077
	59,508
	64,031
	78,982
	90,829

	
	Cash flows per month
	(37,080)
	(23,770)
	(20,750)
	(20,337)
	(18,078)
	(15,780)
	(9,419)
	(4)
	(2,072)
	(1,049)
	12,902
	16,449

	
	Net Cash Savings
	(59,494)
	




	Time
	Details
	January
	February
	March
	April
	May
	June
	July
	August
	September
	October
	November
	December

	Year 3
	Expenses (£)

	
	Employee Trainings & New Software
	1,050
	-
	2,500
	-
	-
	-
	1,000
	-
	-
	-
	5,000
	3,500

	
	Internet Bill
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150
	150

	
	SEO
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200

	
	Social Media Marketing + Email Marketing
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200

	
	Other Expenses
	90
	90
	90
	90
	90
	90
	90
	90
	90
	90
	90
	90

	
	Commercial Space Rent
	14,000
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Web Hosting Expense
	300
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Salary Expense *
	28,303
	28,303
	28,303
	28,303
	28,303
	28,303
	30,008
	30,008
	30,008
	30,008
	30,008
	30,008

	
	Payment to Freelancers
	4,200
	4,700
	4,857
	4,700
	4,700
	4,321
	4,121
	5,000
	4,700
	4,123
	4,900
	4,700

	
	Total Expense
	48,493
	33,643
	36,300
	33,643
	33,643
	33,264
	35,769
	35,648
	35,348
	34,771
	40,548
	38,848

	
	Revenue (£)

	
	Portal
	34,500
	36,225
	38,036
	39,938
	41,935
	44,032
	50,636
	58,232
	52,409
	52,409
	60,270
	69,311

	
	SEO
	27,600
	28,980
	30,429
	31,950
	33,548
	35,225
	40,509
	46,586
	41,927
	41,927
	48,216
	55,448

	
	PPC
	10,350
	10,868
	11,411
	11,981
	12,580
	13,210
	15,191
	17,470
	15,723
	15,723
	18,081
	20,793

	
	Social Media
	11,903
	12,498
	13,123
	13,779
	14,468
	15,191
	17,470
	20,090
	18,081
	18,081
	20,793
	23,912

	
	Other Services
	6,476
	6,800
	7,140
	7,497
	7,872
	8,266
	9,505
	10,931
	9,838
	9,838
	11,314
	13,011

	
	Total Revenue
	90,829
	95,370
	100,139
	105,146
	110,403
	115,923
	133,312
	153,308
	137,977
	137,977
	158,674
	182,475

	
	Cash flows per month
	42,336
	61,727
	63,839
	71,503
	76,760
	82,659
	97,543
	117,660
	102,629
	103,206
	118,126
	143,627

	
	Net Cash Savings
	540,808
	



	Time
	Details
	January
	February
	March
	April
	May
	June
	July
	August
	September
	October
	November
	December

	Year 4
	Expenses (£)

	
	Employee Trainings & New Software
	2,000
	-
	-
	-
	1,500
	-
	-
	3,000
	-
	-
	-
	3,500

	
	Internet Bill
	170
	170
	170
	170
	170
	170
	170
	170
	170
	170
	170
	170

	
	SEO
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200

	
	Social Media Marketing + Email Marketing
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200

	
	Other Expenses
	1,000
	1,000
	-
	-
	-
	-
	1,000
	-
	-
	2,000
	-
	-

	
	Commercial Space Rent
	19,000
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Web Hosting Expense
	350
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Salary Expense *
	31,133
	31,133
	31,133
	31,133
	31,133
	31,133
	33,009
	33,009
	33,009
	33,009
	33,009
	33,009

	
	Payment to Freelancers
	5,170
	5,170
	5,170
	5,687
	5,687
	7,393
	9,611
	12,494
	13,744
	10,995
	14,294
	14,294

	
	Total Expense
	59,223
	37,873
	36,873
	37,390
	38,890
	39,096
	44,190
	49,073
	47,323
	46,574
	47,872
	51,372

	
	Revenue (£)

	
	Portal
	69,311
	72,776
	76,415
	80,236
	84,247
	88,460
	101,729
	116,988
	105,289
	105,289
	121,083
	139,245

	
	SEO
	55,448
	58,221
	61,132
	64,189
	67,398
	70,768
	81,383
	93,590
	84,231
	84,231
	96,866
	111,396

	
	PPC
	20,793
	21,833
	22,924
	24,071
	25,274
	26,538
	30,519
	35,096
	31,587
	31,587
	36,325
	41,774

	
	Social Media
	23,912
	25,108
	26,363
	27,681
	29,065
	30,519
	35,096
	40,361
	36,325
	36,325
	41,774
	48,040

	
	Other Services
	13,011
	13,661
	14,344
	15,062
	15,815
	16,606
	19,096
	21,961
	19,765
	19,765
	22,729
	26,139

	
	Total Revenue
	182,475
	191,599
	201,179
	211,238
	221,800
	232,890
	267,823
	307,997
	277,197
	277,197
	318,777
	366,593

	
	Cash flows per month
	123,252
	153,726
	164,306
	173,848
	182,909
	193,793
	223,633
	258,924
	229,874
	230,623
	270,904
	315,221

	
	Net Cash Savings
	1,260,507
	
	
	
	
	
	
	
	
	
	
	





	Time
	Details
	January
	February
	March
	April
	May
	June
	July
	August
	September
	October
	November
	December

	Year 5
	Expenses (£)

	
	Employee Trainings & New Software
	2,000
	2,000
	-
	-
	2,000
	1,500
	-
	-
	-
	5,000
	-
	-

	
	Internet Bill
	190
	190
	190
	190
	190
	190
	190
	190
	190
	190
	190
	190

	
	SEO
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200

	
	Social Media Marketing + Email Marketing
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200
	200

	
	Other Expenses
	500
	-
	500
	-
	1,000
	-
	-
	-
	1,000
	1,000
	1,000
	1,000

	
	Commercial Space Rent
	20,000
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Web Hosting Expense
	400
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-
	-

	
	Salary Expense *
	34,247
	34,247
	34,247
	34,247
	34,247
	34,247
	36,310
	36,310
	36,310
	36,310
	36,310
	36,310

	
	Payment to Freelancers
	15,723
	15,723
	15,723
	17,295
	17,295
	22,484
	29,229
	37,997
	41,797
	33,438
	43,469
	43,469

	
	Total Expense
	73,460
	52,560
	51,060
	52,132
	55,132
	58,820
	66,129
	74,897
	79,697
	76,337
	81,369
	81,369

	
	Revenue (£)

	
	Portal
	139,245
	146,207
	153,518
	161,194
	169,253
	177,716
	204,373
	235,029
	211,526
	211,526
	243,255
	279,744

	
	SEO
	111,396
	116,966
	122,814
	128,955
	135,403
	142,173
	163,499
	188,023
	169,221
	169,221
	194,604
	223,795

	
	PPC
	41,774
	43,862
	46,055
	48,358
	50,776
	53,315
	61,312
	70,509
	63,458
	63,458
	72,977
	83,923

	
	Social Media
	48,040
	50,442
	52,964
	55,612
	58,392
	61,312
	70,509
	81,085
	72,977
	72,977
	83,923
	96,512

	
	Other Services
	26,139
	27,446
	28,818
	30,259
	31,772
	33,361
	38,365
	44,119
	39,707
	39,707
	45,663
	52,513

	
	Total Revenue
	366,593
	384,923
	404,169
	424,377
	445,596
	467,876
	538,057
	618,766
	556,889
	556,889
	640,423
	736,486

	
	Cash flows per month
	293,134
	332,363
	353,109
	372,245
	390,464
	409,056
	471,929
	543,869
	477,192
	480,552
	559,054
	655,117

	
	Net Cash Savings
	2,669,042
	
	
	
	
	
	
	
	
	
	
	





[bookmark: _Toc81354055]Net Present Value (NPV):
	NPV

	

	Time
	Cash Flows (CFs)
	PVF in i=15%
	PV OF CFs

	0
	(32,456.00)
	1.0000
	(32,456.00)

	1
	(120,445.46)
	0.8696
	(104,735.18)

	2
	(59,493.91)
	0.7561
	(44,985.95)

	3
	540,807.78
	0.6575
	355,589.89

	4
	1,260,506.52
	0.5718
	720,698.69

	5
	2,669,042.39
	0.4972
	1,326,985.78

	PV of all Net Cash Savings
	2,253,553.25

	Net Present Value (NPV)
	2,221,097.25



[bookmark: _Toc81354056]Payback Period:
The table below shows how much time it will take to payback the total investment in the business.
	Payback Period

	

	Time
	Cash Flows (CFs) (£)
	Cumulative CFs (£)

	0
	(32,456.00)
	(32,456.00)

	1
	(120,445.46)
	(152,901.46)

	2
	(59,493.91)
	(212,395.37)

	3
	540,807.78
	328,412.41

	4
	1,260,506.52
	1,588,918.93

	5
	2,669,042.39
	4,257,961.33

	Payback Period
	
	2.39

	It will take 2 years, 4 months, and 20 days to payback the initial investment.




[bookmark: _Toc81354057]Internal Rate of Return (IRR):
The IRR tells the rate of return on an investment.
	Internal Rate of Return (IRR)

	

	Time
	Cash Flows

	0
	(32,456.00)

	1
	(120,445.46)

	2
	(59,493.91)

	3
	540,807.78

	4
	1,260,506.52

	5
	2,669,042.39

	Internal Rate of Return (IRR)
	153%



[bookmark: _Toc81354058]Profitability Index (PI)
	Profitability Index (PI)

	Time
	Cash Flows
	PVF in i=15%
	PV OF CFs

	0
	(32,456.00)
	1.0000
	(32,456.00)

	1
	(120,445.46)
	0.8696
	(104,735.18)

	2
	(59,493.91)
	0.7561
	(44,985.95)

	3
	540,807.78
	0.6575
	355,589.89

	4
	1,260,506.52
	0.5718
	720,698.69

	5
	2,669,042.39
	0.4972
	1,326,985.78

	PV of all Net Cash Savings
	2,253,553.25

	Profitability Index (PI)
	69.4341



[bookmark: _Toc81354059]Conclusion
Starting a new business requires careful planning, without which the risk of failure is great. This report presents a business plan for a new digital marketing agency. The agency’s unique selling proposition is that it offers automated marketing software and digital marketing services in one place. Most agencies offer only one type of service, forcing clients to buy the other service from another provider. It raises the risk for miscommunication and mismanagement, preventing the business from realising its desired return on investment. Another aspect that sets apart Creative Span from other agencies is its dynamic pricing approach. Instead of offering a fixed rate, Creative Span quotes the final price based on client requirements. It enables the business to be affordable to clients with all types of budgets. The most important thing for a new business is funding. Unlike others, Creative Span does not require funding from banks or any other investors. The reason is that Creative Span is a partnership and does not wish to give up any share to another person or entity. The partners are responsible for the funding, and how they come up with their share of the funding is dependent upon them. One of the ways that the business reduces its costs is by hiring limited full-time employees. It relies upon freelancers for most of the work. Also, the business does not rent or own any commercial place. Creative Span will operate from a coworking space. The financial forecast shows that Creative Span will be profitable after 2 years which is promising. The PESTEL and SWOT analysis also highlight a favourable environment for Creative Span. Overall, despite the risks, Creative Span has a high rate of success.
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Human resource are a source of competitive advantage for organisations. Hence, Creative Span needs to ensure that it has the best team possible. Apart from the 5 founding members, Creative Span will hire several other resources.



The developers will be responsible for creating the automated application and adding regular features to it.



The Quality Control and Assurance person will ensure that the platform works as intended.

 

Platform Integrator  This person will be responsible for ensuring that the platform is successfully integrated with the e-commerce stores.

Technical Support person will deal with customer-related queries and issues.



These people will be hired from the very start. The reason is that they are responsible for the Platform which is a crucial and main selling point of this startup. The employees must be well-learnt and experienced in web development.





Now, you might be wondering how we plan on doing the other work? For example, how will we provide SEO, PPC, or social media marketing services as there are no employees listed regarding them. Well, Creative Span will not hire people for such services as employees. Instead, it will simply outsource such products to freelancers through platforms such as Fiverr or Upwork. This way, we will reduce our salaries and will not require a large working space. There is no doubt that such a strategy is associated with several drawbacks. However, Creative Span will put into place robust processes to ensure that communication with the freelancers  is effective and work quality is not compromised. Platforms like Fiverr even allow video calls with freelancers which will further improve communication. So, freelancers will be like temporary workers.



The developer will be hired from the very start. They are responsible for the development of the Automation Tool. In July, i.e after 6 months, the remaining employees will be hired. We expect that the development will take 6 months to complete. There is no point in hiring the other resources before.
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Good afternoon everyone. Our group members and I are hopeful that all of you are doing well. We all know why we are here. So, let us get straight to the point. Our business’s name is Creative Span.

You can see the names of the group members and their role within the organisation.
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Summary of the Business 1/2

•

Nowadays, digital marketing is not a matter of choice but a necessity.

•

Digital advertising accounts for 74.8% of total media spend in the UK 

(Fisher, 2021

)

.

•

To ensure your business’s future, 2021 must be the year in which brands 

make the move towards digital marketing.

•

It is how we have come up with the idea of Creative Span.
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Why have they become a necessity?

We all know about digital marketing’s importance. It can reach an enormous audience in a way that is both cost-effective and measurable. You can save money and reach more customers for less money than traditional marketing methods.



But many people are unaware of what really goes into digital marketing. While they see it as vital, they are unable to carry it out effectively. It is why , nowadays, digital marketing companies offer automated tools that help the client carry out their digital marketing with little manual processes as possible. All they need to do is buy the tool, set their objectives, and the AI-powered tool will do the rest. A good example of this is Hubspot’s marketing tool.



In the next slide, I will let you know about Creative Span.
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Summary of the Business 2/2

•

What is Creative Span?

•

We are a marketing agency which places digitalisation at the heart of its 

operations.

•

Our aim is to provide organisations with automated digital marketing 

solutions.

•

It means that the customer can simply buy our AI-powered tool, and it 

will do the rest.

•

In addition to our tool, we provide other digital marketing-related 

services.

•

Hence, we are a one-stop solution when it comes to digital marketing.
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Usually, marketing agencies offer either services or a tool. Our research reveals that there is no agency that offers a automated tool and services under one roof. The problem is that a business can buy the tool, but they would still require other services. Why? The reason is that the tool is only effective when other aspects are working properly. For example, if a business is planning to use the tool to increase its website sales, the website needs to be optimised properly. For this, they will require Search Engine Optimisation (SEO services). Hence, they will require to avail the services of another company. With Creative Span, they will face no such issue as all services and the tool are provided under one roof.
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Funding

• Government's Start Up Loan Scheme

• Small-business Grant

• Crowdfunding

• Peer-to-peer Business Loans

• Family and Friends

• Angel Investors

• Venture Capital

There are various funding options available:

Each model comes with its pros and cons.
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Money is without a doubt at the center of gravity of the startup world. Money is just as vital for the survival of a startup as food is vital for the survival of a human.  Without funding, Creative Span cannot take off.

Before I discuss our funding model, I would like to quickly high the pros and cons of some options.



Grant

Pros

The biggest pro of grant funding is that the money you receive does not have to be repaid – this contribution can help you save money on your project, or enable spend in other areas

As funding projects are targeted towards certain initiatives, they can encourage you to develop areas of your business you might not have considered, such as employing a consultant, or examining your environmental impact. These projects can help make businesses more efficient, better for the planet, and explore new angles for your company.

Cons

Grants only offer a percentage of the cost of your project – generally between 10-30%, though some grants can be as high as 50%. You are responsible for sourcing the rest of the funding needed to complete the project.

Start-up businesses are often excluded from grant support. Grants are usually funded by taxpayer money, so agencies need to ensure that the projects they fund offer good value for money, and that’s difficult for them to gauge when your business doesn’t have a track record. Most grants will consider start-ups from two years of trading.

Grants can be highly competitive – everyone loves a bit of free money, after all! Your project needs to represent great value for money, and match well with the priorities of the grant.

Grants are restrictive with what they cover, and are often only available for two purposes; the purchase of equipment (capital funding) or consultancy, which includes research and development (R&D) projects (known as revenue funding). They can’t be used for marketing or working capital for your business.

Grants are often conditional – they’re to support business growth, meaning that you often need to agree to create jobs at a rate set by the grant provider, or may have to agree to pay the Real Living Wage, hire from underrepresented groups, or reduce your carbon emissions.





Loans



Some loans can offer enough to cover your entire project cost, and amounts can be as little as £500. This means that you can borrow as much or as little as you need to, and the loan agency will never advise that you take out more than you could reasonably be expected to pay back.

The loan programmes we advise businesses to consider are all non-profits. Their loans are generally unsecured, meaning you aren’t laying collateral (like a house or car) against your loan.

Unlike a bank, agencies like the Business Enterprise Fund aren’t trying to make a profit, so whilst they do charge an interest rate, this is just to ensure that they can keep the service running and have a good amount of capital to lend out. These interest rates tend to be fixed, meaning they won’t increase over the period of your loan, so you can always calculate your repayment.

Loan funding can be used for almost anything in the business, including things that grants won’t cover, such as marketing or office equipment. It can also be used as working capital, to allow a business better cash flow.

Business loans aren’t limited by sector – even consumer businesses, such as cafés and retail outlets can access them, despite being generally excluded from grant opportunities.

Cons

The biggest con of a business loan is that whatever you borrow, you have to be prepared to pay back, generally with added interest. This can put a financial strain on a business, particularly small consumer businesses and start-ups.

Interest rates with some loan schemes can be much higher than a business loan from your bank – this is due to the loans being unsecured. Businesses who have a good relationship with their banks may find going directly to their bank manager better-value than a loan scheme.

Like any loan, you can be refused for a business loan, particularly if you have previously declared bankruptcy or are facing financial difficulties.
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There are various funding options available:





Government's Start Up Loan Scheme





Small-business Grant





Crowdfunding





Peer-to-peer Business Loans





Family and Friends





Angel Investors





Venture Capital





Each model comes with its pros and cons.
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Funding 2/2

Creative Span meets its funding requirements from:

• Partner’s Own Personal Funds

The partners can get funding from Clearco.

Creative Span will not be giving up any business share 

as it is a partnership.

Why Partnership?

• To ensure that initial costs are low.

• Profit and loss are shared equally.

• Less legal obligations associated with partnerships.

• Profits are easier to access as they are transferred directly to the 

partners.
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Creative Span is a partnership. Hence, the ownership cannot be given to others. All 5 members will share expenses and profits equally. How they get the funds is their responsibility.



There are several reasons that we are not wanting to give up the business share.

1. Investors can be bosses. You are not your own person when you have investors; you’re part of a team. You can’t decide everything by yourself. Politics matter. Investor relations matter. If you screw up, you do it in front of other people, and it hurts those people.

2. Communication Issues. The investor might have a different vision for the company. They might sell it off as soon as it becomes profitable. Dealing with different owners can be disastrous for us.

3. Investors aren’t generic. Some become collaborative partners and even mentors, some are nagging insensitive critics. Some are trojan horses. Some help, some don’t. 



A partner can get funding from Clearco.

Clearco is a lending firm that specializes in non-dilutive revenue-share agreements with start-ups. It is known for its "20-minute term sheet", offering equity-free investments in companies. Its CEO is Andrew D'Souza. It is a Canadian business founded in 2015, headquartered in Toronto.  It partly uses Artificial Intelligence to make decisions on potential investments. As of August 2019 it invested in 791 businesses, has a stated monthly average revenue of $121 million and raised $1 billion. Unlike venture capital firms that require stock, Clearco takes a fee on investments up to $10 million. Businesses apply online, and its payback fees range from 6-12.5%.
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Business 

Developement

1/3

•

Without digital marketing, it is challenging for a 

business to grow.

•

Digital marketing requires continued investment & 

expertise which are considered as expenses.

•

Creative Span is a marketing automation software & 

services provider, developed with a vision to help all 

types of organisations, acquire customers online 

and thereby increase revenue in the most efficient 

manner.

•

Automation in marketing provides numerous 

benefits.

•

Creative Span is ideal for organisations looking for 

various digital marketing services at one place.
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For many organisations, the expenses may seem to outweigh the benefits. For example, they consider it tiring to continuously monitor the campaigns, update content and so much more. On top of it, such things might not be effective as their website is not optimised correctly or it suffers from content problems, slow loading times, and much more. Therefore, even after incurring considerable expenses, they might not be seeing the results. This can quickly dissuade from investing further. Unfortunately, not having digital presence in today’s age can spell the end for your business. 

This is where Creative Span plays an effective role.



Benefits

Increased marketing efficiency. Automate time-consuming, manual tasks.

Enhanced ability to generate more and better qualified leads. Combine multiple criteria with a lead scoring system to generate and identify sales-qualified leads.

A multichannel view of prospect behavior. Integrate multiple channels and devices to create more comprehensive prospect profiles.

Better alignment of sales and marketing goals. By working cooperatively to set scoring parameters and define qualified leads, sales and marketing become one team.

Improved lead conversion and Return on Investment
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Elevator Pitch 

2/3
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Elevator Pitch 2/3

There are many businesses serving in this market.

But the market continues to expand significantly.

High growth rate.

No market entry barriers but the sector is ever evolving.

Creative Span needs to keep in mind changing trends and customer preferences.





01/09/2021

Constantin Balasoiu







Due to the high growth rate, it provides a good environment for others to enter the market.  There are little to no market entry barriers. The reason is that it does not require considerable investment nor has any company been able to grab a majority market share. Therefore, new entrants will not face considerable issues. Also, while the sector requires technical skills, they are readily available in the market. Digital marketing agencies can hire talents easily.





However, the only way for digital marketing agencies to survive is to keep up to date with latest technologies and ever changing customer demands. For example, SEO has evolved from simple ranking on Google to a lot more. Latest trends indicate that customer now want: 



Position Zero

Ranking first on Google is no longer the ‘Holy Grail’ for clients. Organisations wish to see themselves on Position Zero which is Google’s Featured Snippet. It is above the other search results and includes the answer to the user’s search query. As most information is easily visible, users do not need to check other websites. Therefore, the website that is displayed on Feature Snippet will get the most traffic. Figure shows a search displaying a Featured Snippet. The figure shows Position Zero.



There are other developments such as Ad Blockers. These are applications which prevent ads from showing up on a website. From a business perspective, it is like a death knell as ads will not be shown to the customers. Without ads, there is no way a business can communicate with its customers, highlight new products or services. Creative Span will need to find a way around these ad blockers.
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Elevator Pitch 3/3

•

Creative Span will excel in this sector because:

•

Unique Business Model

•

Access to Best Human Resources

•

Wholly Owned Among Partners

•

Product Differentiation (Compatibility with Various Platforms & Several Services in 

One Tool)

•

Cost Effective

•

However, challenges must be kept in mind:

•

No Business Reputation

•

No Knowledge About Digital Marketing
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Unique Business Model:



All digital marketing services are provided including the automation tool.



Resources:

We have very little permanent employees. We hire freelancers to do the projects. As trends and technologies keep changing, we do not have to hire new people every now and then or train employees. We can simply go online and find the resources.



Business is wholly owned

We are not giving up any share of the business to an outsider. Hence, we will not suffer from common issues associated with outside investors.



We are set up as a partnership and all five partners will have equal share in Creative Span. The profit and loss are shared equally. While it is the easiest way to set up a business, it is associated with numerous risks. One risk is that the partnership will be dissolved if one partner resigns or dies. All five partners agree that the partnership will continue even if a partner resigns or dies. It will be done by buying out that partner’s share by another partner.



Cost Effective



We are cost effective because we use freelancers instead of permanent employees. WE do not need to pay for insurance, paid leaves, bonuses etc. We can hire workers from India, Pakistan etc. The currency exchange rate is a major benefit to us.



Challenges

Creative Span faces several challenges

First, we are a new business. People will not know about us.  Hence, we might not get enough orders in the beginning. However, this problem is not unique to Creative Span. All new businesses face it and we will overcome it by marketing.



Also, the tool development is costly and time consuming.



Thirdly, we have no knowledge about digital marketing. It will be challenging for us to manage the business. However, all five partners have agreed to take courses on digital marketing and the various services we will provide. It will help us better at managing and expanding the business.
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Problem

•

Irrespective of the industry, having a digital marketing strategy is a 

must-have marketing approach.

•

An increasing number of customers are purchasing or at least making 

their purchase decisions online.

•

If a business is not on the web, it is missing out on a large revenue base.

•

However, businesses face problems when it comes to digital marketing:

•

It means additional expenses.

•

Lack of knowledge about it.

•

Requires investment in more than one aspect of digital marketing.

•

Not all companies provide a complete digital marketing package.

•

Requires continuous monitoring.
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Solution

•

We aim to address all these problems by providing 

organisations with an automated AI-powered tool, 

compatible with various platforms that can carry out 

various marketing functions along with other related 

digital marketing services.

•

One-Stop Solution

•

AI-Powered Automated Tool

•

All Digital Marketing Services

•

Search Engine Optimisation

•

Social Media Advertising

•

Social Media Management

•

Mobile Messaging

•

Email Marketing

•

Lead Generation

•

Video Advertising

•

Content Writing

•

Rich Media Advertising

•

Search Engine Ads (e.g., Pay-per-click)
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Potential Market & Opportunity

•

Growth is hard to achieve for organisations.

•

Digital Marketing provides an avenue for growth.

•

The global market for Digital Advertising and 

Marketing estimated at US$350 Billion in the 

year 2020, is projected to reach a revised size of 

US$786.2 Billion by 2026, growing at a CAGR of 

13.9% over the analysis period (Global Industry 

Analysts Inc, 2021).
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Growth is hard to achieve for organisations.
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The global market for Digital Advertising and Marketing estimated at US$350 Billion in the year 2020, is projected to reach a revised size of US$786.2 Billion by 2026, growing at a CAGR of 13.9% over the analysis period (Global Industry Analysts Inc, 2021).
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In a world where growth is increasingly hard to come by, digital marketing provides an opportunity to capture the next wave of growth. Capturing that value is critical for companies to achieve growth as the pandemic accelerates consumer behavior; companies will need to undertake bold and decisive moves in modern digital marketing to capture this upside.



With such a high potential for growth, the digital marketing agency leaves the door open to new entrants. 
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Technology & Business 

Process

•

There are various automated marketing 

platforms available in the market.

•

They use technologies such as Artificial 

Intelligence.

•

Creative Span will built an AI-powered 

automated marketing tool.
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They use technologies such as Artificial Intelligence.

Creative Span will built an AI-powered automated marketing tool.













01/09/2021

Maria Iuliana Vlad 







I have attached screenshots of various such tools in action.



These tools automate various marketing functions, allowing organisations to use them as a service. They require little manual action as everything is automated. Thus, organisations can use them to carry out marketing activities. It removes the need for expert knowledge or having a full time marketing team.



Creative Span will build a similar platform. The founding members do not possess the skills for building such a platform. Instead, we will hire developers to do this work. As the tool requires continuous updates and new features, they will be permanent employees of the company.
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Competitive 

Advantage

The Creative Span Automation Tool is 

compatible with various platforms including:

• Facebook

• Instagram

• Google

• YouTube

• Shopify

All digital marketing services under one roof.

Up-to-date with current industry trends.

01/09/2021

Inga Zmeu


Microsoft_PowerPoint_Slide12.sldx


Competitive Advantage





01/09/2021

Inga Zmeu







Other tools are focused on a handful of platforms alone. Therefore, if a business wants to market themselves on another platform, they will often have to buy a new tool. That is not the case with Creative Span. We are a one-stop solution for all platforms. This gives us a major competitive advantage over others.



Secondly, most automated platforms offer only the platform and nothing else. We are different as we offer other digital marketing-related services too. It is why we give us the one-stop shop label. Automated software are only useful when other digital aspects of the website are meeting the requirements. For example, if the website does not rank on Google or is not user-friendly, the tool will not be effective.



Lastly, we regularly update our tool & services to reflect latest industry trends.
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Up-to-date with current industry trends.
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There are countless digital marketing agencies in the UK and beyond. The internet has made it possible for everyone to procure products & services from a business based in another country. Therefore, if someone needs digital marketing services, they can easily contact a business based in India or China. It is that simple.

Therefore, our competitors are not just based in the UK but in other countries too. Therefore, it is impossible to list competitors as there are too many.



Issues

When analysing each competitor website, our audit found several issues. It shows that while they may be regarded as the best in the sector, they are not immune to issues. For example, the Digital Media Team’s own website has loading issues. The images do not load properly. Others have poorly written content, or long loading times. Thus, starting Creative Span will not be a waste of money. By keeping our issues to a minimal, top services, and superior customer service, we can grab a good market share.
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These are examples of PPC campaigns. We will use them to market our business.



We will use ads for various keywords including: SEO Services UK, Digital Marketing UK,  Marketing Agency UK etc.
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There are countless digital marketing agencies in the UK and beyond. The internet has made it possible for everyone to procure products & services from a business based in another country. Therefore, if someone needs digital marketing services, they can easily contact a business based in India or China. It is that simple.

Therefore, our competitors are not just based in the UK but in other countries too. Therefore, it is impossible to list competitors as there are too many.



Issues

When analysing each competitor website, our audit found several issues. It shows that while they may be regarded as the best in the sector, they are not immune to issues. For example, the Digital Media Team’s own website has loading issues. The images do not load properly. Others have poorly written content, or long loading times. Thus, starting Creative Span will not be a waste of money. By keeping our issues to a minimal, top services, and superior customer service, we can grab a good market share.
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It is challenging to summarise the whole marketing and sales plan in a single or even two slides. The reason is that Creative Span relies upon a multipronged marketing & sales strategy.



SEO

We will hire a freelancer who will be responsible for the SEO of our website. It includes on page and off page SEO.



On-page SEO is the act of optimizing different parts of your website that affect your search engine rankings. Where your website appears in search engine results pages is determined by a number of ranking factors including site accessibility, page speed, optimized content, keywords, title tags, etc.  It’s stuff that you have control over and can change on your own website.  Off-page SEO focuses on increasing the authority of your domain through the act of getting links from other websites.





The purpose is to make sure that our website is user-friendly and searchable on Google. SEO is never ending and will continue. 



Social Media Marketing



Similarly, we will hire a freelancer that is responsible for our marketing on social media pages like Facebook.



PPC

A PPC expert freelancer will be hired for running on PPC campaigns.



Together, these three will help Creative Span become known to the target market. On our website and social media pages, we will list all our services so that people know what Creative Span offers.
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Cost-plus pricing—simply calculating your costs and adding a mark-up

Competitive pricing—setting a price based on what the competition charges

Value-based pricing—setting a price based on how much the customer believes what you’re selling is worth

Price skimming—setting a high price and lowering it as the market evolves

Penetration pricing—setting a low price to enter a competitive market and raising it later



In this industry, it is challenging to know what price the other marketing agency charges the client as it is based on various factors. Therefore, instead of simply looking to set our prices against the competitors, we are only looking to get a profit on the cost incurred. Thus, we will opt for cost plus pricing.



Advantages of cost plus pricing

1. It takes few resources.

Cost plus pricing doesn't require a lot of additional market research. Cost of production is something businesses are mostly aware of by adding up different invoices, labor costs, etc. Businesses can then take the summed costs and place a margin on top of them that they believe the market will bear. It’s pretty simple and for this reason, it's a popular strategy among small businesses or businesses where other aspects of production must take precedent. 

2. It provides full coverage of cost and a consistent rate of return.

As long as whomever is calculating the costs per user or item is adding everything up correctly, cost plus pricing ensures that the full cost of creating the product or fulfilling the service is covered, allowing the mark-up to ensure a positive rate of return. Yet, often times there are many additional costs that can’t be accounted for, which results in reduced margins. Fortunately, by increasing the arbitrary margin, businesses can create a buffer against uncalculated costs and fluctuations in demand. Additionally, because your prices remain inert, you can easily estimate revenue for a given month based on conversion history, marketing spend, etc.

3. It hedges against incomplete knowledge.

Cost plus pricing is especially helpful when you have no information about a customer’s willingness to pay. Essentially, the only data you have to guide your pricing decision is the calculation or estimation of your costs, which allows you to push forward at least a starting price to work from as the market and customer develop.  

Disadvantages of cost plus pricing

1. It's horribly inefficient.

The guarantee of a target rate of return creates little incentive for cutting cost. Stakeholders easily become passive towards pricing, facilitating laziness and an atrophy of profits as the market and customer continues to change. Just for some perspective, the government uses this strategy of guaranteed profit margins on costs to make contracts with private businesses “easier.”  The result is an incentive to maximize costs, which wastes billions of dollars and results in shoddy workmanship.

2. The price can be set too high.

Since this pricing strategy doesn't take competitor prices into consideration, there's a risk that your selling price is too high. This could result in a loss of sales if consumers choose to do business with a competitor with lower prices.
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The business is still in planning phase.

1st Year Expenses + Initial Investment £281,173

1st Revenue  £30,609.09

2nd Year Expenses   £598,530.00 

2nd Year Revenue  £500,722.17 

3rd Year Expenses  £432,268.00 

3rd Year Revenue  £1,521,533.56

PAYBACK PERIOD  2 years, 4 months and 6 days. 				











01/09/2021







Radu Florin Milea 







Hence, no money is being page. The plan is to start on the business on 1st January 2022.



1st Year Expenses Include

Electricity Bill

Internet Bill

SEO

Social Media Marketing + Email Marketing

Water Bill

Commercial Space Rent

Website Development + Web Hosting

Partnership Registration + Attorney Fees

Salaries Payments to Freelancers



In the 2nd Year, the expenses are more because the salaries have increased along with the payments to freelancers.  However, revenue is increasing too.





Payback period in refers to the time required to recoup the funds expended in an investment, or to reach the break-even point.
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01/09/2021

		Time		 Cash Flows 

		0		(£32,456.00)

		1		(£109,053.96)

		2		(£48,903.91)

		3		£546,132.78 

		4		£1,265,966.52 

		5		£2,676,012.39 



Radu Florin Milea 







This slide presents the cash flows for the first 5 years. Initial investment is the required amount to start any business venture or project. It's a cash outlay which take place in initial time period where t=0. It consists of cost of newly purchased assets for the business or project. For example purchase of iMacs to kick start the business. 
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