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Executive summary 
wood brick was born in 2021, our customers consider us the company of the future for the products we offer and above all eco-sustainable
Wood brick has focused on online sales since nowadays it is a growing market, and we think that online sales are more comfortable for our customers considering that transporting furniture can be complicated. wood brick is a name that we feel is part of us now and we hope it is in the hearts of our customers. the philosophy that binds us like more bricks and do-it-yourself. wood brick was born to give anyone a place to rest at an advantageous price and with quality.
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1. introduction 
Wood Brick is made up of 3 CEOs:
Gennarelli Francesco Pio- Sarah Almeida- Sana ali
the leader is Gennarelli Francesco Pio, but every decision is voted unanimously. The wooden brick was born from the minds of these 3 people, looking for a way to improve the furniture sector. realizing that selling online was important, large, and heavy furniture is difficult to transport and could get damaged. then we solved it by speeding up the process. why a customer should come to the physical store. just buy it online, but in this case, the shipment must be almost immediate, a customer does not want to wait a few days, so we have created partners with carpenters scattered all over London so, you can reach anyone in 24 hours. 
With an initial cost of £ 16,414.65
we are confident that in the next 4 months we will be able to triple this number.
 
Our marketing is rooted in the quality of the experience, to generate good word of mouth and repeat visits. This should generate helpful reviews on Yelp and Google Maps and similar review platforms.
 
2. company profile 
Wood Brick was born in an incredibly special moment, where the market was now stalled due to the pandemic in progress, it was exceedingly difficult to enter the market, we needed news, innovative ideas, and that could represent us and make our customers happy., but how could we do it. after a long market research, we found the solution, most people live in apartments so it was necessary to create furniture that can have more functions, we call them micro-furniture.
our structure as a company is quite complex as we must manage many partnerships
with handcrafted furniture manufacturers, designers, and small local businesses. and it is exceedingly difficult to pay attention to production and design deadlines.
since we deal with furniture and micro-furniture, you must pay attention to the design especially for the latter, since everything must match perfectly otherwise the parts to fit together could be too complex if the design is not produced in the best way or Problems occur during production if the plans are not clear.
at the head of all are the 3 CEOs of wood brick
who are responsible for managing and deciding the present and future objectives of the company.
the managers manage the deadlines of the designers' projects and the production times and delivery times then there is the IT department that takes care of the maintenance of the site and online deliveries, then having a physical store to view our products there are the orders they deal with helping our customers. and of course, there are the delivery clerks who work 24/7 to be the fastest ever to be able to deliver all over London


Aim and Objectives
The Aim of this business is to improve quality and offer competitively priced and products to help small businesses
the objectives are as follows:
To Improve the structure of the furniture industry
To help small-scale producers
To Analysis of national and international furniture markets
To best material=excellent quality
Mission and Vision
our mission as a company is to offer a wide range of furniture products recyclable materials are obviously the future as we need to minimize the environmental impact to safeguard our largest home "The Earth" we are convinced that in the future there will be balance.
our vision is that our customers themselves will create this balance by purchasing products from us so that they can plant every single tree used to create our furniture.
we are getting closer to this future everyday thanks to our expansion. we hope to become a multinational so that we can offer anyone our products and services.
another mission that keeps us close: We see leadership as an action, not a position. We look for people’s values before competence and experience. People who ‘walk the talk’ and lead by example. It is about being our best self and bringing out the best in each other.
Wood brick is not like other companies, and we don’t want to be. We like to question existing solutions, think in unconventional ways, experiment, and dare to make mistakes - always for a good reason.
3.Customer Profiles 
Our clients are remarkably diverse we obtained this data by doing quantitative research. we asked a questionnaire of 6 questions, to analyze the profiles of our customers
the questions asked are the following.
1) do you prefer to view our furniture before buying them?
2) to buy online, do you come to the store to get help from the shop assistants?
3) would you recommend our products to your relatives or friends?
4) are you satisfied with the materials used?
5) are you satisfied with the delivery times?
6) do you think we should change anything on the site?
7) on average how many products do you buy from us?
the results are quite disparate.
We have categorized them into 4 types.
we called the first category.
savers. on average out of 30 customers there are about 5, they tend to buy products at exceptionally low prices or products of better quality when it is a discount period. they save money on some compelling holiday offer like black Friday.
The Spendthrifts: The spendthrifts are a group of consumers who spend without hesitation. Spenders experience little or no pain in making a purchase. They love to buy what immediately catches their attention. Spenders are more likely to resort to impulse buying. They need a little bit of persuasion to make a purchase. They make up the smallest percentage of the overall population.
 
Many people misjudge spenders and label them materialistic and extravagant. However, it would be more appropriate to describe them in terms of when and where they feel the pinch in the entire buying process. They rarely experience any purchase problems until the purchase is complete.
Frugal:
Frugal is the terminology used to describe people with a tendency to hold onto and save their money for as long as possible, instead of spending it. Frugalists prefer to save rather than spend money. They love to keep their money safe in a savings account rather than spending it.
 
Frugalists respond less favorably to marketing advertisements and commercials. They are controlled by the amount they believe the products should cost and not by what is advertised. They display a low attitude towards spending and believe that the amount they spend should be consistent with their budget. They do not indulge in luxurious expenses. Frugalists are budgeters and planners.
They are savers.
Frugalist experience more security as they keep their money. They are likely to forgo a purchase just to save their money. While those who spend normally set aside a part of each paycheck Remuneration is any type of compensation or payment that an individual or employee receives as payment for their services or for the work they do for an organization or company. It includes the base salary an employee receives, along with other types of payments that accrue in the course of their work, which frugalists tend to set aside significantly higher percentages for saving purposes.
just as many people tend to buy more online because they trust the brand and are inclined to recommend our products to relatives and friends




4.Products and Services 
wood brick is committed to creating products that eliminate the normal furniture patterns, we have set ourselves a goal that connects every specific product: it saves space, our products are created to be in exceedingly small apartments even from 8 square meters, there are furniture to disappearance and shelves that thanks to a series of pistons can become a table or bookcases that can hide desks or beds. 

we managed to insert an entire desk in this small piece of furniture with even a chair, the seat is not visible, because it is wedged between the boxes.
There are various problems in working with small businesses, labor costs but we are willing to pay it, but the most difficult problem is time, production times are slow since we do not use assembly lines, so the only way is that of creating most of the products in advance, but here there is another problem where you can keep them without spoiling them due to humidity. the wood could rot if left too long in damp logos and we cannot create furniture only when there is demand, otherwise we would waste too much time. for this we have dehumidification systems in all our warehouses. the competition uses plasticized materials that are not at all eco-sustainable. since we are plastic free. our company is based on the solidarity of our customers who care about the earth as our home. our forecasts are positive.
for people with difficulties there are our assistive shops that help people with online shopping, shipping is free throughout London.
our catalog includes other products such as very particular sofa beds, it is difficult to find in our competitors, 

as you can see from this image this sofa can become a bunk bed to take up less space than a double sofa, it is great for living rooms and for guests or, as an alternative to a classic bed that takes up too much space, imagine in a bedroom that is too small to occupy 2 beds for 2 children with this solution you have solved all your problems.
all our products can be viewed with both videos and detailed photos from our site with all the relevant information.
some products require electronics to work, selling induction cookers requires more and more modern technology and sometimes it can be difficult to update. we are committed to eliminating this inconvenience we have created a modular construction method for these types of utensils, to update an antiquated cooking base just detach the stove and power cables from the surface and all interlocking without welds that complicate the process.

5. Market Analysis  
Woodbrick will be focused on providing the best furniture sets that are made from the best woods and processed with the latest technology. Our customers would be mainly the residents in London and its environs in which they would be able to get the best handmade furniture in their homes and offices.  The customers that we will be targeting are individuals that understand and appreciate good quality of woods and they would be able to take care of the furniture by ensuring they are preserved and regularly cleaned to improve their longevity. Our segment definition is strategic in and of itself. We do not want to please all users of office furniture designed for use with personal computers, but only the most discerning. We're obviously going after the high-end buyer who is willing to pay a premium for quality. In our market, we're looking for a buyer who values two things: the quality of furniture craftsmanship and the excellence of design, as well as a grasp of technology and ergonomics.
We are seeking buyers that would appreciate the main attributes of our products which are the quality of furniture workmanship and the excellence of design with a modern understanding of the use of technology and ergonomics that are built in to facilitate easy usage. 
There is a general embrace for quality and authentic furniture in the market and customers are willing to pay premium amount for the products; this is the reason why are set in investing a lot of our resources to ensure that the quality of our furniture meets the expectations of the clients, and we provide guarantees for the products to give the customers confidence of the durability of the furniture. Our market has now realized the discrepancy between our own items and most of the regular office furniture sold through channels.

For us, the rise of high-end office workers, office owners, and baby-boomer executives is a significant trend. People who use computers are suddenly appreciating the old-fashioned craftsmanship of fine furniture. 
We recognize that our target demographic needs more than just workplace furnishings. The demand arose from the unique requirements of personal computer when combined with office furniture – keyboards at proper heights, monitors at proper heights, proper cable channels, and other conveniences. All of that, plus exquisite furnishings, is what our target buyer wants. There is a demand for quality, wood guarantee, and superb craftsmanship. We don't simply offer office furniture; we also sell the environment and design of the office, as well as the quality of the job.




6. Competitor Profile and Competitor intelligence Mapping.

Competitor 1: The Sofa and Chair Company Profile
The sofa and chair company are a major leading manufacturer of luxury sofas and bespoke furniture for both commercial and retail use. The company prides their work in producing handcrafted furniture using kiln-dried hardwood timbers which give our furniture the authentic look and quality that attracts high class customers who can pay the eye-popping prices. The solid beech wood frames of the furniture are guaranteed for 15 years for lasing assurance. The company is a true British craftsmanship, and they are known for producing the finest manufacturing practices, authentic materials and a steadfast commitment to quality and they endeavor to continually strive to offer an impeccable service and provide a lasting memory during the purchase for the customers. 
The furniture is manufactured in the West London workshop, and it also houses the cutting-edge furniture design team, sofa showroom and the largest fabric library in the UK.
Intelligence Mapping
The company provides a quality bespoke furniture service that runs from the initial concept through to the delivery of the product to the customers. This is an advantage that the company uses to attract customers because the customers can provide sketches or ideas of the furniture designs, they want, the company’s designers would create the piece of furniture using CAD technical drawing s to confirm the specifications and provide a visual presentation to the customers for verification and approval. The service enables the customers to make changes and modifications and it also gives the customers the feeling of being part of the team that designed the finished product thereby personalizing the furniture. 

Competitor 2: DS Solo Furniture
The DS Solo furniture company which is based in London provides customers the satisfaction of provision of high quality and custom furniture solutions that help people to become better versions of themselves with more time and space to focus on what matters most. They provide exotic furniture for bedrooms, living rooms, storage and office spaces designed for compact living spaces as well as commercial fit our requirements. They implement the use of Computer Aided Design facility in their production of the furniture which gives the customers the best-defined finished products that gives them satisfaction and suit their expectation. 
Intelligence Mapping 
The company provides their customers with state art technology to produce the furniture by implementing the use of CAD. The DS Solo technicians collaborate with the clients to ascertain the details that are essential to the project and to understand the vision. This intensive discussion would enable the technician to provide a 3D drawing that would depict the furniture that client wants and if there are needed modifications that would be done until the client approves the drawing before manufacturing process begins. The work produced tend to meet and beat the expectations of the clients because through the meeting and discussions, the finished products normally tend to fit properly to the available space provided by the client and the work is professionally finished. 







7. Marketing and Sales Strategies    
Wood brick company would seek to market its products to the blooming business and working classes in the city of London that are regularly in the lookout for quality and antique looking furniture that would match their status in the society. The company would implement an aggressive public relation campaign on social media and flyers in business location around the city. The company would utilize the social media sphere by using live videos of the furniture and would give the customers virtual tours. The company would employ the services of known social media influencers that would drive the online interaction by creating contents that would show the products in a modern light. 
Wood brick would create an in-store offer for the customers during the off-peak times by providing gifts for the store visitors or a cup of coffee on one of the uniquely designed sofas and tables in the mornings. Engagements would be continuously maintained with the customers on Facebooks and Instagram by posting new photos that would show the best bits of the furniture that can only be experienced in-store like the comfort levels of a lounge suite, luxurious feel of the fabrics used for the furniture.
Pricing strategy is a key variable in financial modeling which determines the revenues, the profits earned, and the amounts reinvested in the firm’s growth for its long-term survival (Sammut-Bonnici & Channon, 2015). This means that companies establish pricing strategy by making proper calculations of the amount spent in production of goods and service to determine the best price for the service that would earn the company the much-needed profit for the products or services rendered. The company would employ a competitive pricing strategy that would be based on the going prices of the same range of furniture sold by the competition. The competition-based pricing strategy is based on the existing competitors and the price in set in a way that would attract the customers to the company. The company would make use of the slashing prices in which we would list the initial price set for the furniture and then under the same price input the slashed price which would be lower than the original price. This is done to give the customer the sense of real savings and this would make the furniture irresistible because they would be persuaded to buy the product due to the slashed price. The company would also apply the penetration pricing strategy which is known as the promotional pricing. Implementing the penetration pricing would enable the company to gain more grounds and maximize the rapid market entry in which existing and new customers would find the prices attractive and patronize the company. This strategy would be used to attract and gain customers from the existing and bigger competitors such as DS Solo and it would enable the company to curate loyal customers that would be consistent in their patronage.



























8. Organizational Structure and Management
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Wood brick is made up of 3 CEOs who are solely responsible for the affairs of the company by managing and deciding the future objectives of the company. The CEOs would provide administrative duties for the company by providing clear plans that would enable the company to remain competitive and profitable soon. The managers of the different departments such as the Human Resource, IT and Production report directly to the CEOs by delegating activities and job responsibilities to their staff members. The managers are in charge of implementing the rules and policies developed and established by the 3 CEOs and they endeavor to drive the vision of the CEO by ensuring the employees are working and performing to the level required. The departments collaborate with each other to develop the furniture the customers need especially the teamwork between the IT and production department. The customers interact with the IT department where they can visualize their custom designs of the furniture and confirmation of the sizes and shapes are done before the IT department sends the design the production department where the real furniture is produced to the exact specifications of the customers. The Human Resource Manager would be responsible for coordination of the activities in the company by conducting training and development programs for the employees. This is essential to the success of the organization because improving the skills by training would ensure that the employees are able to improve their performance and productivity. The human resource department has a responsibility of maintaining an effective employee relation in the organization by ensuring that their necessary safety measures that are put in place to protect the employees from any danger in the working environment. Recruitment and selection are an important aspect of the responsibility of the human resource department because they seek out the qualified and competent workers that would uphold the principles of the company and perform to the level required.
The structure of the company is a hierarchical structure and due to the size of the company the structure enables a clear line of communication and obtaining of clear results. The hierarchical structure of Wood brick Furniture Company enables a clear establishment of rules and policies that would govern the employees by establishing clear relationships between the manager and their subordinates. The structure gives the employees the necessary approach they are expected to implement, and valuable information are not lost in transmission. Using the hierarchical structure, the company would be able to see the results from their performance and the managers would be able to appraise the performances of the employees easily. Managers have the authority to allocate resources, reward and penalize behavior, and give commands to their subordinates, depending on their management level. No one is perplexed by the distinctions between departments or occupations, and everyone is aware of the chain of command.
This is a particularly helpful trait in a crisis when a committee decision or subordinate hesitancy could prove devastating. 



9. A brief description about myself:
‘Wood Brick’ is a business that uses wood to create furniture that is easy to assemble and is very feasible and advantageous for the customers. My uncle is a carpenter and being close to him, ever since childhood, I was interested in how wood can be cut and machined into furniture and other decorations. I used to spend quite a lot of time on his workshop and thus have basic knowledge about this business of ours. Moreover, I have also attended a workshop technology seminar that was highly informative and beneficial in learning different cutting and drilling operations.
As the CEO of this business, I am extremely ambitious and motivated. I set goals and targets for myself on regular basis, and I thrive on challenges. I am not satisfied with mediocrity, and I am continuously seeking for methods to improve and attain excellence. Even when I am not leading a team, my friends or colleagues come to me for advice which means that I am a born leader. I am an outcome-oriented person who is always looking and checking how near or far we are, as a team, from our objective and what actions are required to achieve those goals.

Development:
The development of furniture from raw material is the most important part of our business. We aspire to use the best quality raw material and then use it to create something that inspires the customers. Our furniture will not only be aesthetic and pleasing to customers but will also be of highest quality so that customers will be satisfied that they put their money well cared for. But development of business requires certain stages and steps to be followed. These steps are as follows:

10 Production and storage facility: 
While starting a business from scratch it is important to keep in mind where the production will take place and where the raw material and produced goods will be stored. Inventory management is an important task to handle for CEOs and managers of a company. Reducing purchase cost of goods and raw materials, enhancing cash flow from top to bottom, maintaining sufficient stock in case of shortage or immediate usage, preventing dead stock, and optimizing the cost of storage are all important steps in inventory management that must be kept in mind while developing a business.

Procurement of raw materials: Procurement of raw material is the next big step in the development of this business. Raw material should be of excellent quality for the final product to be durable. In our case wood is the main raw material. We are going for two strong trees, Ut, and birch. These are in planted throughput UK and will be easy to procure. Moreover, procurement stage also requires a thorough search for potential suppliers in the market. Such suppliers should be selected with whom a business relationship can be formed and who are loyal so that both parties can benefit from this relationship.

Supply Chain Management: Supply chain management refers to all the procedures and processes that convert raw material into the final product. Our supply chain management is very efficient and effective. We are planning to monitor all the steps from raw material procurement to final production and then supplying it to customers so that we attain customer satisfaction and by this satisfaction we will gain competitive advantage in the market.


Designing: Designing furniture comes next. We are re hoping to create designs that are easy to manufacture as well as aesthetic and pleasing to customers. Designing will be done on commercial software. Licensing of these software will be bought so that designers can work on them effectively. The designing stage also includes designing or creating a website to sell our furniture online. Our revenue includes the cost of making a website and we are hoping to create an easily accessible website that will give users ease of use as well as an amazingly comfortable and smooth experience online.

Allocating resources and assigning tasks: Allocation of resources is important, in a sense, that every department should get enough resources to function smoothly, and employees will be paid on time. Resources will be allocated to IT department for website handling, production department for production of furniture, procurement department, quality control cell, storage department and to delivery handling department. Task assigning requires the CEOs to sit together and analyze what tasks need to be done, in what time and by whom. After deciding all this, tasks should be assigned to professionals, and it should be made sure that they are aware of the deadlines.

1. Production quality: Quality of production should be monitored before, during and after the production. It is important to follow all the quality control standards and try to reach the highest possible standards for example six sigma.

Customer Feedback: Customer feedback is especially important in the development of business. A business can never flourish if the customer’s feedback is not given importance. A company must consider positive and negative feedback and improve with respect to this feedback. We are aiming to maintain a system of customer reviews on our website where customers after purchase will be asked about their online buying experience, our furniture or appliance’s quality and the delivery time. 

Milestone and Exit plan:
The milestone that we are aiming to achieve here is:
1. Website development by IT team
2. Hiring of professionals in all departments
3. Saving budget on procurement of storage and production area
4. Designing the best possible designs and procuring appliances like microwaves from top companies
5. Broadening our franchise
6. Investments in other potential profitable businesses

So yet, no Exit Plan has been developed, but if one exists, it will be after the company has expanded and opened additional physical locations, as well as gained more consumers.
Exit plans enable proprietors to exit the firm while still profiting from their shares in the company. We hope to attract the attention of potential shareholders and investors to our firm so that we may invest more in advertising and manufacturing to produce superior products in huge quantities.


11. Financial Plan:
We are hoping to attract potential investors for our business, and we will also invest in our business equally. In the starting phase, we are planning to take our business slow and gain customers and then after earning enough profit we will expand our business.
We are starting from a budget of $30000. This budget includes cost of developing a website, cost of raw material, cost of labor and miscellaneous costs. We will also lease some money that will be paid after reasonable profit has been acquired by the company. We will also need money for income tax.

Balance Sheet:
Balance sheet of our business startup is as follows. It includes assets, liabilities, and equity of our company ‘Wood Brick.’

	ASSETS
	

	Cash in bank accounts
	$ 14000

	Property or equipment
	$ 15000

	Long-term investments
	$ 1200

	Income tax
	$ 2200

	Total Assets
	$ (14000 + 15000 + 1200-2200) = $28000

	LIABILITIES
	

	Account payable
	$5000

	Income tax payable
	$400

	Total Liabilities
	$5400

	OWNER’S EQUITY
	

	Investment
	$2000

	
	

	Total Equity and Liabilities
	$5400 + $2000=$7400



Here we can see that total assets of our company are $28000. These assets will be utilized for purchase of raw material and production site as well as machinery required. In case these assets are not enough we will lease some money on minimum interest rate and attract investors to invest in our business. Liabilities and equity will be deduced from our assets hence, it is likely that we will start our business with a little loan from bank.

Cash Flow Statement:
Cash flow statement is the detail of where cash comes from and where does it spend. The total budget of $30000 is spent in the following ways:




	Wood Brick

	Cash Flow Statement

	
	
	

	
	For the Year Ending
	12/31/2021

	
	Cash at Beginning of Year
	$ 30,000 

	
	
	

	Operations
	
	

	Cash receipts from
	
	

	
	Customers
	$ 8,211 

	
	Other Operations
	

	Cash paid for
	
	

	
	Inventory purchases
	$(1,250)

	
	Website Development Cost
	$(15,000)

	
	Wage and courier expenses
	$(7,000)

	
	Interest
	$(500)

	
	Income taxes
	$(400)

	Net Cash Flow from Operations
	
	$14,061 

	
	
	



Sales Forecast:
If we take one thing out of all our furniture, beds for example. We will calculate cost of one bed and then 20 to create a set of profit/loss account and do sales forecast. These 20 units are expected to be sold in a duration of 60 days.
In UK average cost of one good bed is equal to ₤300 or $411. 
Cost of 20 units = 20 x $411 = $8211
Opening Stock on 20 units = $330
Raw material purchases = $1100
Closing stock on 20 units = $205
Cost of sales = $1629
Other Direct Cost 
(Cost of inventory, electricity cost, staff salaries, maintenance) = $274
Gross Profit/loss = $ 8211 - $1629 - $274
                             = $ 6310
This is a huge profit of $6310 for a period of 60 days. This is an expected value, and the profit will vary but it is sure that there will be a profit. Hence, we can say this that this profit will be utilized in creating more units that will eventually lead to more profit and in turn will lead to the success of the company.

Break-even Analysis:
Following is the break-even analysis based on 20 or more units and the profit or loss that the company will face on expenditure of revenue.

	No. of units
	Fixed Cost ($)
	Variable Cost ($)
	Total Cost ($)
	Revenue ($)
	Profit ($)

	1
	361
	50
	411
	200
	211

	20
	7220
	1000
	8220
	4000
	4220

	50
	18050
	2500
	20550
	10000
	10550

	100
	36100
	5000
	41100
	20000
	21100

	200
	72200
	10000
	82200
	40000
	42200

	500
	180500
	25000
	205500
	100000
	105500



Here the variable costs are the miscellaneous costs and other expenditures that are not included in the production. Fixed costs include the cost maintenance ad cos of production. The bellow graph shows the break-even point. It is the point after which a company starts earning profit. It is vital because it gives viable information about how much revenue a company must spend until it reaches to the point of break even after which the profit is earned.


Since the revenue and profit lines in above graph are intersecting each other exceedingly early, it means that the cost that we have is particularly good to generate profit. As we can see in the graph, the profit on one product is almost $200. Our company needs to pay income tax on this profit still we can assume that it is a particularly good profit margin.


12. Conclusion:
The company is still in the initial stages of development. With time, we hope to collect additional financial and cash flow data. The company is significantly required because furniture is an integral aspect of any family and must be long-lasting. The wood we use for furniture is of the highest grade, and the other raw materials are likewise of the highest quality. We are seeking to attract the attention of potential consumers and investors for our new venture. 
Our profit margin is extremely high, it is because we are hoping to invest in other features of our business as well. Since currently we are only selling a few appliances like microwaves and lightbulbs we are hoping to include a wide variety of appliances to our website. The idea is that the customer buys everything on one platform and does not have to go to another website to order appliances. 
But to acquire such vast range of appliances we need a great amount of money; hence, our profit margin is high. But we will make sure to give our valuable customers quality products which will make them feel like they spent their money well and will also give seasonal discounts and gift cards.
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