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[bookmark: _Toc153005454]BUSINESS DESCRIPTION / MARKET OPPORTUNITY
I have always contemplated starting a new business, and after careful consideration, I have decided to embark on the journey of creating a personalized online gift shop called "Paradis". This venture will offer various gift products that can be customized or personalized according to the customers' preferences. Our product range will include customized mugs, engraved accessories, personalized photo albums, custom-made jewelry, and more. 
Customers will have the freedom to incorporate their preferred pictures, names, letters, or any other symbol onto the products. To enhance customer experience and satisfaction during special occasions such as Christmas, Valentine's Day, and Mother's/Father's Day among others; Paradis will provide several exciting offers including buy one get one free deals, instant discounts as well as discounts on future purchases. 
Additionally, we also offer reliable delivery services for our customers' convenience. They can opt for home delivery of their ordered products or even send surprise parcels to recipients without revealing the surprise beforehand. At Paradis Online Gift Shop we prioritize customer privacy and ensure utmost confidentiality in handling personal information.
· Mission: Paradis wants to hit a normal sales record in the next six months and increase the sales rate by five percent in the following year.  
· Intellectual property rights: It is recommended that the company name "Paradis" be filed for trademark protection in order to prevent unauthorised usage and deceptive product sales.
· Ownership structure: I will be the only proprietor of Paradis, a business. A management body will oversee the day-to-day operations of the company.
· Legal consideration: A business with only one owner may be formed extremely easily and quickly without the need to follow complicated legal formalities. I shall assume full responsibility for whatever legal matters that arise in the next few days. 

[bookmark: _Toc153005455]INDUSTRY ANALYSIS
Because there is such a high demand for personalised gift items, the market for personalised gift shops is steadily expanding. The market for personalised gift shops is expected to be valued USD 30676.3 million globally in 2022. It is projected to grow at a compound annual growth rate (CAGR) of 8.77% over the next few years, reaching USD 50803.43 million by 2028 (Li et al., 2022). The market is become increasingly competitive as more new players enter it. The Porter's Five Forces analysis may be used to assess the competitiveness of the personalised gift store. [image: A diagram of a company
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Figure01: Porter’s five forces analysis.
Threat of new entry: There might be a modest amount of entry hurdles in the UK market for personalised gift shops. Establishing a firm requires a one-time expenditure in marketing, technology, product development, and other areas (Su et al., 2021). However, SME enterprises would just need to invest a lower sum. There are several well-known, long-standing competitors in the gift store industry that might provide difficulties for upcoming firms.
Threat of substitutes: The market for personalised gift shops in the UK faces a modest amount of danger from replacement items. Although new businesses are starting to provide distinctive products with emotive touches, consumers are still drawn to conventional goods and generic presents with genuineness. Gift shops may reduce the threat of alternative items and maintain client attraction for longer by incorporating emotional elements into their products.
Bargaining power of customers: In the UK gift store market, clients have a considerable amount of negotiating power (Eggert et al., 2019). Customers might be particular about presents since they are sentimental items. When customers make a purchase, they may also switch between brands to get a fresh experience. There are several brands selling comparable goods. Certain consumers may have brand preferences, whilst others may be open to change brands because doing so doesn't cost much.
Bargaining power of suppliers: Suppliers to the market for personalised gift shops include companies that provide customisable goods, various components for present-making, packaging, crockery, and other items. Suppliers' negotiating power will decrease if the majority of them sell identical items; on the other hand, it will increase if they supply unique products.
Competitive Rivalry: With more businesses joining the market every day, the personalised gift store industry in the UK is getting more and more competitive (Wang, 2021). Some of the businesses, including "You Name It UK," "Shop Personalised Gifts," "Getting Personal," and others, have already gained popularity by providing their clients with distinctive and high-quality items. These represent "Paradis's" main rivals.
	Name of competitor
	Differentiation

	You Name It UK
	Since clients may purchase from us in accordance with their needs, our items are useful. However, the goods are not uncommon. It is possible for rivals to copy our goods. The items are meticulously made and well-organized.

	Shop Personalised Gifts
	Paradis’s personalisation policy is quite helpful since it enables consumers to send personalised gift boxes to their loved ones without even telling them. This policy is quite uncommon. However, competitors may still copy such a strategy. The policy will be put into effect in a methodical manner.

	Getting Personal 
	Everyone, including both frequent and sporadic consumers, will receive discounts from Paradis on a certain range of purchases. The company's entire revenues will benefit from this. In order to encourage more consumers to make purchases, the deals will be arranged for each occasion. Customers who purchase using the app will receive an additional 5% off.




[bookmark: _Toc153005456]OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
From a warehouse in London, where the items will be manufactured and shipped to the customer's address, Paradis will run its operations. Staff members who work full-time will be present. Planned, organised, monitored, and controlled activities will be the responsibility of the five-person management team, which includes myself. Since Paradis is a solitary proprietorship, I will be making the bulk of the choices by considering advice from the other members of the team. For a SME company like Paradis, sole proprietorship is the best type of legal arrangement. 
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Figure02:OPERATIONS AND MANAGEMENT TEAM 
Paradis intends to generate cash by adhering to the upgrading approaches. Our approach to updating will be to raise the calibre of each product and make them more helpful in every way. To maximise the goods' utility and effectiveness and to satisfy clients, every product will be made using high-quality materials. Customers always choose quality when giving gifts to others so that the recipient will treasure them. When buying gift things, quality is what draws in customers. Our approach is to keep all of our items at the highest possible quality. Even after several years, we will make an effort to keep a certain product's quality the same. In the next days, the items' usefulness will rise via the employment of new technologies and improved supply.
In order to provide a steady income, we shall endeavour to keep the sales rate constant each month.
MANAGEMENT TEAM
	Name
	Skills
	What do they bring to the firm

	Daniel
	Leadership skill 
	He is capable of motivating his coworkers to put in extra effort to boost output and efficiency.  aids in coordinating worker efforts with the goals of the company.

	Emily 
	Planning and managing skills 
	Facilitates effective planning and management of corporate operations.

	Nina
	Human resource management 
	Rewarding the worker for their efforts and giving them the freedom to express their opinions will keep them motivated at all times.

	Arthur 
	Monitoring and controlling 
	Assists in keeping an eye on every activity to ensure that everything proceeds as planned and takes appropriate action when anything does not.  



To ensure a steady flow of sales, various incentives will be offered to clients to pique their interest in making purchases from Paradis. This will assist us in minimising the quantity of things we sell each month in order to avoid losing money. The marketing staff will put in a lot of effort to get clients so they would come make purchases from us.
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The 4Ps of marketing mix of Paradis will be discussed in the below. 
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Figure03: Marketing mix.
Product: Paradis will offer its clientele personalised gift goods. Clients may choose what goes in a gift box based on what they want. We will cater to consumer requests by providing personalised picture albums, engraved accessories, mugs, and jewellery, among other things. Services for home delivery will be offered to them. 
Price: In order to maintain our competitiveness, we shall employ a competitive pricing approach. After analysing the prices of our rivals, we will determine the pricing of each item. We shall be able to survive the competition thanks to this. When we can establish a solid position in the cutthroat market, we intend to implement a premium pricing approach. 
Promotional mix: For a new business, marketing is crucial. Our "Paradis" brand will be promoted via internet marketing. We plan to consistently publish content on social media platforms, including Facebook, Instagram, Twitter, and YouTube, to ensure that users are constantly exposed to our brand and are eventually inspired to make a purchase from us. To improve customer involvement, we will respond to client inquiries right away.
Place: Customers won't be able to buy their items from a physical place at first, but there will be a warehouse from which we will ship our goods to the customer's address. Customers will have to purchase from our online shop up to that point by simply pressing the "order" button on our mobile app and website.
[bookmark: _Toc153005458]FINANCIALS
About £100,000 will be needed in the beginning to launch "Paradis." My own funds will not be sufficient to meet the entire capital need, therefore I will be using them instead. I'm going to have to get bank loans. In order to finance the firm, I want to obtain both short-term and long-term loans from banks. 
Use of funds
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue 
	£10.000
	£12.000
	£12.000
	£15.000
	£16.000
	£18.000

	Fixed Costs
	
	
	
	
	
	

	Lease 
	£10.000
	-
	-
	-
	-
	-

	Vehicle 
	£20.000
	-
	-
	-
	-
	-

	Equipment 
	£30.000
	-
	-
	-
	-
	-

	Computer 
	£10.000
	-
	-
	-
	-
	-

	Variable Costs
	
	
	
	
	
	

	Wages 
	£300
	£300
	£300
	£300
	£300
	£300

	Salary 
	£1100
	£1100
	£1100
	£1100
	£1100
	£1100

	Utilities 
	£450
	£550
	£750
	£950
	£1150
	£1450

	Interest 
	£350
	£350
	£250
	£250
	£350
	£250

	Marketing 
	£1900
	£1900
	£1900
	£1900
	£1900
	£1900

	Insurance 
	£500
	£500
	£500
	£500
	£500
	£500

	Total cost 
	£74,600
	£4700
	£4900
	£5100
	£5300
	£5600

	Profit 
	(£64,600)
	£7300
	£7100
	£9900
	£10700
	£12400



The business's fixed and variable costs will be covered by the money that has been raised. Since it will take time for buyers to learn about Paradis, a reduced sales rate is anticipated in the beginning. Customers will be persuaded to buy from Paradis by the efficient marketing. When clients are aware that Paradis exists, they will keep making purchases from us, which will assist us in reaching financial stability.
[bookmark: _Toc153005459]MARKET RESEARCH 
It is anticipated that the UK Personalised Gifts Market would grow by USD 898.1 million (Stata et al., 2022). By 2027, this is likewise predicted to rise at a 9.61% CAGR. Growth in the market has been fueled by the rising demand for private label products. Consumers are more inclined to buy from individualised gift businesses that operate privately. The UK market for personalised gift shops is significantly impacted by macroenvironmental factors, including political, economic, social, environmental, technical, and legal aspects. While economic instability deters consumers from buying gift gifts, political stability fosters company expansion. However, consumers are growing more thoughtful and are thinking about giving their loved ones gifts on important occasions. Gift store enterprises may leverage technology to grow their company operations into new areas by employing digital promotional strategies to promote their brand.

[bookmark: _Toc153005460]CONCLUSION 
Conclusively, launching a personalised gifts store is an auspicious enterprise concept that leverages the growing need for distinctive and significant gifts. A personalised presents store may appeal to a wide range of events and draw clients from all backgrounds by providing a large assortment of customisable items, such as engraved jewellery, monogrammed accessories, and personalised home décor. This company idea is a compelling one in the cutthroat retail sector since it uses personalisation to provide clients unique presents that have emotive significance. A personalised gifts store has the ability to prosper and build a devoted clientele with smart marketing techniques, a powerful web presence, and a focus on providing exceptional customer service.
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