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[bookmark: _Toc112170922]Executive Summary
The success of any firm can be ensured when the customers are satisfied with the services offered to them. The success and growth depend upon the marketing strategy and various other aspects related to the brand. Our brand, Smart Study provides clients with an e-learning facility and this report outlines the overall business plan for the platform. The analysis of industry attractiveness is highlighted by Porter’s five forces model. The results revealed that although the competition in the online education industry has increased especially after the increase in digital penetration, still there is a high success rate and growth in this industry. The report highlights the plan for the operations of the brand along with the management.  A brief outline of the marketing strategy along with the 4 Ps of marketing is also discussed in the report. 
According to the report, the company’s targeted clients are the students studying in schools and universities who will be charged reasonable fees for the course along with scholarships for those who are financially not strong. The results also include the financial outlay for the Smart Study.
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Introduction
The purpose of this report is to create a good financial and marketing plan for an e-learning platform. Smart Study is a brand-new online learning platform that is created for students. Smart Study has analysed the whole market and its competition using Porter’s five forces (Bruijl and Gerard, 2018). The targeted customers and the competitors' study has been done in the report. A well-qualified management team has also been selected to work with the brand. The location and the operations of the company have also been decided. After the COVID pandemic, the adoption of technology and digital penetration increased which would be a great help to the company (Xie, Siau and Nah, 2020). The marketing strategy has also been highlighted in the report by looking at the 4P’s (Resnick et al., 2016). Due to the research conducted by our Research and Development department, we have a good understanding of the demands and preferences of our customers. Smart Study marketing and financial plan are also mentioned in brief at the end of the report.
[bookmark: _Toc112170924]Industry Analysis
The COVID pandemic has impacted a lot of sectors but there are only a few sectors that were positively impacted by the COVID. One of these sectors is the E-Learning market. After the pandemic, the digital penetration around the globe has increased which led to the establishment of Smart Study in the market (Ferri, Grifoni and Guzzo, 2020). According to a survey, the market size stood at $197 billion in 2020 for e-learning platforms which are expected to increase up to $840.11 billion by 2030. Also, the Compound Annual Growth Rate (CAGR) for the online learning website market is projected at 20% from the year 2022 to 2028. All this indicates the steady market growth which can be expected for Smart Study (Chang, 2016). Due to the adoption and switch to online platforms in the wake of the pandemic, it will be easy for Smart Study to establish its reach to the targeted customers. People who are between the age group of 10-25 are having a keen interest in studying but they are preferring to study online as it becomes easy and suitable for them to attend classes and manage their time effectively. As of now, the brand is focusing on UK people in various locations and later on we will expand our reach out of the country. The Smart Study will keep an eye on the changing requirements of customers so that we can remain competitive in the era where there are a lot of online platforms. With the use of porters five forces framework, the industry analysis shall be conducted. Preparatory to entrance in the market it is very significant for an entrepreneur to be aware of various factors which can influence the competition level in that market/industry (Dobbs, 2014). Porter’s model can be very useful for the Smart Study in establishing competitiveness. The factors are explained as follows:
[bookmark: _Toc112170925]Bargaining power of buyers- 
Smart Study will conduct an entrance test and whoever passes the test will be given a scholarship this will motivate many customers or students to apply and pass the scholarship test. It will help the brand to reach out to many consumers, thus, building a large customer base. The organisation also will give seasonal offers and discounts on different course studies being provided which will help in attracting new customers while retaining the old customers with us.
[bookmark: _Toc112170926]Bargaining power of suppliers- 
The seller here will be the tutors and the technical team experts who will be working for the Smart Study organisation. We will have contracts being signed with our professionals so that they are bound to supply their services along with the terms and conditions mentioned in the organisation memorandum. Further, we will also be offering the employees a good amount of bonus on special occasions and on the basis of the service they will be delivering to the organisation and thus, retaining them with us. We will keep a track record of other multiple suppliers for us just in case any unusual event occurs.
[bookmark: _Toc112170927]The threat of substitutes- 
The educational platform demands good services so we will ensure that the company productivity and quality should remain at the top level. We understand that student wants to get good and understandable notes along with the proper sessions to be conducted which may help them in scoring good grades. Therefore, Smart Study will focus on these main priority level things. Further, we will have recorded sessions always along with the live ones so the student can attend the sessions flexibly. 
[bookmark: _Toc112170928]Threats of new entrants- 
Smart Study will be conducting timely research and will spend a handsome amount of capital on the development of our products and services which are being provided to the ultimate customer or the targeted audience. It will help us to know the changing demands and needs of consumers so that we can adopt following measures as per the requirements and the changes needed. It will make the brand to remain and gain competitive advantage by attracting new customers thus, increasing our targeted audience base.
[bookmark: _Toc112170929] Rivalry among existing competitors- 
Smart Study will try to collaborate with the other competitors in the same industry line so that we can increase the overall market size of the company. It will also be further focusing on building scale chain through social media platform to increase the percentage of marketing so that it can compete in a better and more reluctant manner.
[bookmark: _Toc112170930]Operations and Management
As the organisation is offering online education, its operations will be taking place through a website and an application named “Smart Study” which can be accessed via phones and laptops (Ko and Rossen, 2017).  There will be only a central office located in London through which all the services will be provided. The sessions will be taking place along with the recordings being provided from there. All the technical work like updating the sessions, portal, registration of new students, updating notes on the platform, and other things would be taken care of from the central office. Further, it will ensure that all the legal requirements needed for creating the website and the application are taken care of and all the actions required to solve any issue are immediately taken (Darby and Lang, 2019). We will be taking all the required approvals from DAO and will be complying with their policies. Thus, fulfilling the legal requirements will help us in staying away from any illegal activities and from paying fines and penalties later on. We will be also taking the copyrights and patents so that our platform cannot be misused by someone else.
However, we will also make a highly professional management team working for the Smart Study (Eom and Ashill, 2016). This will compromise me as a founder of Smart Study. I will be appointing the tutors who would be working with us on a contractual basis as well some of them on permanent basis as per the work performed by them. They will be appointed only after they pass the required interview and the given questionnaire at the same time. They have to possess mandatorily a bachelor's and a master’s degree in the respective course that they will be teaching and they must have good communication skills which will be tested during the interview. However, they also have to mandatorily follow all the required terms and conditions mentioned. Then, there will be a technical team taking care of all the technical issues related to the software and other similar things as everything will be related to the technology so there must be an expert or someone from a computer engineering or IT background having complete knowledge and understanding of the work profile. At last, there will be two members who would be looking after all the problems and requirements of the clients and have to deal with them with patience and should be polite enough during the whole process.
[bookmark: _Toc112170931]Marketing Plan
As of Smart Study's marketing strategy is concern, we will always be putting our existing clients on the top-notch priority as they are very valuable. Along with that, we will always try to reach out to new clients so that the base can be increased. It will be done with the help of social media marketing on different platforms, we will be offering scholarships to the students and festive offers through various advertisements (Melchiorre and johnson, 2017). Further, we will be distributing the pamphlets across different regions especially nearby schools and universities or colleges which will attract the new customer. Thanks to our research team that has discovered the changing requirements of the consumers which will make our brand unique from others and give us a competitive advantage over other brands (Fierro, Cardona Arbelaez and Gavilanez, 2017). The organisation will not just be providing education to the students but will also help the student with their projects and assignments which makes a huge difference for the student as they can get good grades in the exams. We will be focusing more upon those whose financial position which are not good enough to go for expensive courses thus, will offer them good and valuable discounts (Davis, Gough and Taylor, 2019). Therefore, to keep the revenues strong or in better position we cannot offer every customer the scholarship benefit so a program will be conducted considering examination as its core factor based upon the decided criteria of scores and those who will clear can get that scholarship. The students who are already a part of the online course and want to continue their further education with us will get a thirty percent loyalty discount. This will ensure that we can retain our old clients. Further the marketing strategies can be explained with the help of four Ps namely- product, price, place, promotion.
[bookmark: _Toc112170932]Product – 
Our brand Smart Study will provide various courses for every stream and will be offering the courses through our website as well as an application that can be used on laptops and even on mobile phones with the adoption of product differentiation strategy. Every client will be given a unique user id on which they can create their passwords for getting access to their online course. Every time a client login the online platform there will be a system-generated OTP which will be sent to the registered phone number so that the portal cannot be used by someone else. It will be providing with both live as well as recorded sessions just to ensure that the client can flexibly attend the online classes. Further, it will keep updating the complete system and diversifying the whole courses and other services to ensure that we can remain competitive.
[bookmark: _Toc112170933]Price- 
The brand courses will be varying differently in price based on the course chosen by the client. However, the prices will always be reasonable for the client along with maintaining the best quality. We will take care of those clients who are not financially strong by providing them with scholarships and various discounts on our courses to ensure that they can also have access to our services.
[bookmark: _Toc112170934]Place –
The brand is an e-learning platform so the services will be offered online but we will have a central office in the capital city London. All the services will be provided from the central office. Gradually as the percentage of scale ranking enhances, the organisation may set up new offices or work places to make the system more efficient and effective.
[bookmark: _Toc112170935]Promotion- 
Promotions is one of the important for every new product that has been launched, as they will communicate the organisations brand to the people (Grewal and Levy, 2021). The company will advertise through different social media platforms as it is the strongest mode in the current scenario. Further, the company is also planning to distribute free pamphlets across different schools and universities so that we can attract new clients. We will also be giving referral codes and discounts. A free 7 days trial will be given to every new joiner so that they could experience the quality of our services and our teaching style.
[bookmark: _Toc112170936]Financial Plan
There are various sources of revenues which are available for the Smart Study that can provide with the profits and revenue to the brand (Paschen, 2017). The brand needs an approximately £100,000. We are already having £8600cash available with us in hand cash which will be mainly used to finance the basic supplies and the licensing and insurance fees. For rental expenses of the office and the advertisement, we will get a long-term loan of £60,800 from the commercial bank. To meet the website development and payroll we will be issuing redeemable debentures of £16600. The rest expenses which mainly includes the equipment and furniture expenses of approximately £5000 will be financed from getting personal loan through a friend and relative.
	Start-up Assets Costs

	Office Rent
	£20800

	Payroll
	£10000

	Equipment and Furniture
	£5000

	Basic Supplies
	£4400

	
	

	Total Asset Costs
	£40200




	Start-up Costs

	Advertisements
	£40000

	Website Development
	£16600

	Licenses and Insurance
	£4200

	Total Cost
	£60800




  
Six months forecast budget
	Financial Year 2023-24

	
	Budget
	Budget
	Budget
	Budget
	Budget
	Budget
	Budget Total

	
	Jan (£)
	Feb (£)
	March (£)
	April (£)
	May (£)
	June (£)
	Jan -June (£)

	Cash Inflow from sale of Goods and Services
	
	
	
	
	
	
	

	Product
	7560
	8000
	9650
	10000
	12500
	15000
	62710

	Total Cash Inflow(A)
	7560
	8000
	9650
	10000
	12500
	15000
	62710

	Cash Outflow on Expenses
	
	
	
	
	
	
	

	Variable Cost
	
	
	
	
	
	
	

	Basic Supplies
	400
	320
	560
	440
	200
	560
	2480

	Fixed Cost
	
	
	
	
	
	
	

	Advertisements
	3333
	3333
	3333
	3333
	3333
	3333
	19998

	Office Rent
	1733
	1733
	1733
	1733
	1733
	1733
	10398

	Payroll
	833
	833
	833
	833
	833
	833
	4998

	Licensing and Insurance
	350
	350
	350
	350
	350
	350
	2100

	Equipments and Furniture
	417
	417
	417
	417
	417
	417
	2502

	Website Development
	1383
	1383
	1383
	1383
	1383
	1383
	8298

	Total Cash Outflow(B)
	8449
	8369
	8609
	8489
	8249
	8609
	50774

	Total Cash (A)-(B)
	-889
	-369
	1041
	1511
	4251
	6391
	11936


[bookmark: _Toc112170937]Market Research 
As the online platform industry is fast growing thus, the competitors are also vast. This can be a risk for the brand (Sun and Chen, 2016). Thus, in the beginning, we will try to work upon our cost and make the cost per unit as much as possible. The research found that if a loss occurs then it is always better to keep the firm small so that we can manage and recover from the losses quickly. That is why we are keeping the firm small in size and there will be only 7-10 people working in the firm. We will also be having a small office not a huge so the cost to the company is not much (Uppal, Ali and Gulliver, 2018). But Smart Study has an aim to grow by maintaining our quality and ensuring that our clients are satisfied with what we are offering to them. For a brand like Smart Study to ensure long-term profitability and growth it becomes important to gain loyal customers that will stay with the brand for the long term (Palvia, 2018). The brand will also focus on the changing needs and requirements of the clients so that the client is happy which will ultimately result in the growth and success of the smart study.
[bookmark: _Toc112170938]Conclusion
Thus, it can be concluded from the report that Smart Study is a new brand offering online education through its website and application. After the COVID digital penetration increase will have a positive effect on the brand. The report revealed the marketing strategy and the financial plan for the brand. It also has highlighted the industry attractiveness through Porter’s five forces model along with the operations and management team plan of the brand.
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