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	INTRODUCTION
The selected company for the business plan is ‘PestMasters Pro” which will be a pest control business in the service industry. Through the report, a general description of this business, mission, vision, and legal ownership will discuss. To enter the new business industry analysis using Porter’s five forces model, VRIO and organized operations team and management team is important which is provided based on the company. The marketing strategy, financial structure, and market research approach of the company are provided in this report.

BUSINESS DESCRIPTION
The company ‘PestMasters Pro’ will give efficient solutions for both residential and commercial consumers is the emphasis of a competent pest control services firm. It will include evaluation, prevention, eradication, and elimination of pests such as rats, insects, termites, and rodents. Creating pest-free homes, safeguarding properties, and creating a kinder and healthier work and residence environment for our cherished customers are the goals of this business. The mission of PestMasters Pro aspires to establish itself as a reputable industry leader in pest management. Customers today care even more about the safety and health of their dwellings and places of business in the post-COVID-19 era. Customers are responding favourably to the use of contactless and low-touch technologies, which has enhanced consumer happiness and confidence. Individual consumers and commercial clients, including enterprises, restaurants, accommodations, and healthcare institutions, are among its main target markets (E. Baker et al., 2020). This business will be a private limited company of 5 people with equal shares as the business has plans to be popular in the UK pest control industry it will need a huge amount of investment and ideas which can not be provided in the sole proprietorship.



	INDUSTRY ANALYSIS – Porter’s 5 forces 
An industry's rivalries and attractiveness can be explored with Porter's Five Forces model, which is a useful framework (Goyal, 2020). The various forces in Porter's model are dissected into the following segments:
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Figure 1: Porter’s Five-Factor Model (Goyal, 2020)
The threat of new entrants- It might be difficult for new firms to get off-start due to higher obstacles and firmly established competitors. As an entire sector, the potential threat of new entrants in the pest control sector can range from medium to high (E. Baker et al., 2020). Because of the valuable, uncommon, unique, and organised abilities and assets held by existing businesses which are evaluated using the VRIO model. 
Table 1: VRIO Of Pest Control Business (Author)
	Resources
	Valuable
	Rare
	Inimitable
	organised
	Competitive advantage

	Expert technicians
	Yes
	Yes
	No
	Yes
	High 

	Technology
	Yes
	No
	Yes
	Yes
	High

	Licenses and certificate
	Yes
	Yes
	No
	Yes
	High

	Reputation
	Yes
	Yes
	No
	No
	Low

	Customer’s Bonding
	Yes
	Yes
	No
	No
	Low

	Efficient services
	Yes
	No
	Yes
	Yes
	Low


The threat of Substitutes- Potential alternatives for common pest management services in the pest control sector can come from different approaches or solutions that clients might consider about instead. As Customers may use DIY products (homemade elements or natural remedies) or biological factors which may drive them to use natural products rather than chemical methods (Gerwick and Sparks, 2014). This can be managed by the company in many ways like comparing these pest control services with homemade remedies, knowing the customer reactions after the services, use quality products. As a services company of pest control, it considers as a mature stage and several tactics can be used to revive the business if the service provided by PestMasters Pro undergoes a decline phase like innovations in techniques, price adjusting, and diversified products.
Bargaining power of customers- The ability of clients to negotiate in the pest management sector might be considerably impacted by the state of the economy. In their contacts with service providers, clients could become more price-aware and demanding as financial strains increase. They might look for ways to cut costs, bargain for reduced pricing, or even think about DIY pest control alternatives (Grasswitz, 2019). PestMasters Pro can use the techniques of price competition, value-added services, customer engagement, etc to make good relationships with customers.
Bargaining power of Suppliers- Suppliers and makers of pest control items, providers of equipment, and speciality chemicals can all be considered vendors in the pest control sector. Both domestically and globally, these suppliers are available.  Import and export limitations, exchange rates of currencies, customs laws, and logistics of transportation may have an impact on the procurement process if suppliers are based in China. The reachability and accessibility of commodities from China can be impacted by variables like agreements on trade, stability in politics, and transportation costs (Huang et al., 2021).
Rivalry among the competitors- In the pest control industry there is rivalry in the existing company and it is difficult to enter the new company without the competitive advantages (Boase, 2016). Competitive advantages of PestMasters Pro with the other company is given below-
Table 2: Differentiations from competitors of PestMasters Pro (Author)
	Competitor Name
	Differentiation

	PEST UK
	It provides only rat removal services but PestMasters Pro has many other services.

	Acorn Environment Services Ltd.
	Provides services in North West and Yorkshire only but PestMasters Pro will provide in the whole UK areas.

	Vergo
	PestMasters Pro will provide eco-friendly services not only based on the chemical.










	OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
Delivering pest control solutions to both residential and business clients efficiently and effectively is a key component of PestMasters Pro's operations. The role and responsibilities of the team-
· Purchaser Team: The purchasing team is in charge of finding trusted suppliers, settling contracts, and overseeing the purchase procedure. This group evaluates supplier proposals, and bargains deals, and sees to the prompt acquisition of necessary supplies and materials. This involves submitting orders for pest control supplies, machinery, safety equipment, and other operating requirements (Hasbullah et al., 2021).
· Operating team: Distribution, quality control, and inventory management are all within the operations team's control. They manage the supply distribution to the technicians, maintain proper stock levels, and do quality checks.
· Technicians: Delivering pest control solutions for our clients is the responsibility of skilled professionals. To conduct pest assessments, carry out treatment programs, and offer preventive measures, they make use of the tools and resources given (Deguine et al., 2021).
PestMasters Pro can use a variety of methods, such as upgrades, upselling, and an efficient promotional mix, to create revenue for its pest management firm.
· Upgrades- Extended warranty times, eco-friendly solutions, and specialist pest treatments are a few examples of these upgrades. By offering these choices, it would not only be able to suit the various wants of its clients but also boost sales by providing high-end services.
· Upselling- After a pest control treatment is finished, it may suggest ongoing maintenance programs or provide supplies like pest-proofing materials or environmentally friendly pest deterrents. It may efficiently upsell these complimentary offerings and raise its revenue per client by capitalizing on the clients it already has and its faith in its services (Hasbullah et al., 2021).
· Promotional Mix- This entails focused digital marketing initiatives, SEO (search engine optimization), to increase online presence, social media interaction, and collaborations with nearby companies, as well as loyalty benefits, discounts, and other promotions (Deguine et al., 2021). It is possible to increase PestMasters Pro's customer base, build brand recognition, and boost sales by effectively leveraging various promotional platforms.
To avoid revenue loss and increase profitability, PestMasters Pro uses lean management techniques, prioritizes quality, improves stock management, and embraces continuous development. With the help of these tactics, the company can run smoothly, keep its clients happy, and maintain a solid financial base.
· Lean Management techniques- It eliminates inefficiencies and increases production by identifying and getting rid of non-value-added tasks. This reduces income loss and assures that resources are used efficiently, resulting in cost savings.
· Prioritize Quality- Consistently providing high-quality services can increase customer loyalty, lower customer complaints, and protect revenue (Koehler and Pereira, 2013).
· Improve Stock Management- By monitoring inventory levels, following demand trends, and applying just-in-time concepts, it can keep a delicate equilibrium. It can maximize cash flow and reduce revenue loss by making sure that the necessary supplies are always available without having too much inventory (Deguine et al., 2021).
· Continues Development- It is easier to find sectors for improvement and make the necessary changes when performance assessments, customer feedback, and staff participation in problem-solving projects are conducted often. Through constant service improvement and addressing any issues, this proactive strategy lowers the chance of revenue loss.

MANAGEMENT TEAM


Table 3: Management Team of PestMasters Pro (Author)
	Name
	Skills
	Contributions

	Strategic Level
(CEO, MD, GM)
	Planning Skills, Leadership Skills, Market Knowledge, Decision making, Problem-solving techniques, Business Development
	The company's success and expansion are fueled by its vision and leadership.

	Tactical
(Operations, Sales, Marketing Manager
	Market analysis, operation efficiency, promotional strategies, CRM, Customer satisfaction, Resource management
	To increase revenue, draw in clients, and strengthen brand recognition, they employ market assessment, promotion, and CRM expertise.


	Operations
(Technical expert)
	Knowledge about Pest biology, pest methods, Process of pest control
	Their knowledge guarantees the application of efficient and secure pest control techniques, enhancing client happiness and producing excellent service results.



	MARKETING
The marketing mix, commonly referred to as the four pillars of marketing, is a collection of essential parts that companies employ to develop thorough marketing strategies (Kotler and Armstrong, 2019). Products, prices, places, and promotions are among them. An explanation of each component is given below:
· Products- Competent pest control services are the company's main offering. A variety of pests, like rodents, insects, termite infestations, and wildlife, are assessed, prevented, eliminated, and controlled by professional technicians for both individual and commercial consumers (Koehler and Pereira, 2013). 
· Price-Payment for the pest control solutions at PestMasters Pro will be decided based on several variables, such as the cost of providing the services and market trends. The pricing model is based on cost plus markup, but it also takes into account market variables, client expectations, and the services' perceived value (Jiang, 2020).
· Places- In addition to direct service delivery, strategic alliances would also be used to spread pest control services. It would include a devoted team of skilled specialists who would personally visit and offer pest control solutions for household and business clients.
· Promotions- To efficiently reach and engage its target audience when offering pest control solutions, PestMasters Pro would use a range of strategies as part of its promotional mix. The company can use-
1. Digital marketing: To build brand awareness, share relevant material, and interact with potential customers, it would make use of digital platforms including its website, social networking channels, and online advertising.
2. Content marketing: Through blogs, videos, and e-books, it would create educational and entertaining content that offers insights into pest management, prevention advice, and the advantages of hiring a pro (Jiang, 2020).
3. Others: It may arrange referral programs and industry events and Collaborate with local business partners that may help to expand the business areas. It can also use direct marketing, discounts, promotional codes, and BOGO to connect with customers.



	FINANCIALS 
Sources of Funds- As it will be a Private limited firm with 5 equal shareholders, the fund will be raised by all shareholders equally. Personal savings and love money will be the main resources of my equity funding. The funding proforma statement –
Use of funds
Table 4: Start-Up cost of PestMasters Pro (Author)
	Description
	Amount

	Equity (£30000 each* 5)
	£150000

	Equipment and the pest chemicals
	£100000

	Develop web
	£5000

	Marketing Cost
	£10000

	Office acquisition and decoration
	£30000

	Others
	£5000



Table 5: Cash Flow of PestMasters Pro (Author)
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue from Operations
	£20000
	£25000
	£30000
	£40000
	£50000
	£100000

	Fixed Cost
(Rent +  Utilities + Insurance + Licenses + Administrative cost)
	£4000
	£4000
	£4000
	£4000
	£4000
	£4000

	Variable Cost
	£8000
	£10000
	£12000
	£16000
	£20000
	£40000

	Profit
	£8000
	£9000
	£14000
	£20000
	£26000
	£54000






MARKET RESEARCH 
To comprehend the target market, pinpoint client demands, and create effective marketing plans for PestMasters Pro, market research is essential. As a new company, it will be better to collect data from the primary level and a survey will be a great option as it provides personal interactions with the customers (Kotler and Armstrong, 2019). Some survey question sample is provided below which can be included in the survey to gather idea.
	Question

	1. Do you have any knowledge of expert pest control services?

	2. What do you think of the efficiency of expert pest control services?

	3. Which pests rank as the most troublesome or worrying?

	4. When selecting a provider of pest control services, what matters to you?

	5. What influence does price have on your choice to employ a reputable pest control service?

	6. Do you favour employing environmentally friendly pest control techniques or products?


[bookmark: _Toc139745710]CONCLUSION
It has given an in-depth review of the pest management market and the commercial viability of PestMasters Pro. There is potential to do well in the pest control industry but the company has to monitor the business and evaluated the plan. This sector has huge demands after covid-19 as people are more concerned about health. Overall PestMasters Pro has a lot of scope to make the business profitable but it can be ensured through good management.
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