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Writing and organising a business plan has been very challenging but also an enjoyable experience for me. I always wanted to sell Chilean wines because of my nationality. I am Chilean and a British citizen, so it was clear to me that Chilean wines are our great ambassadors to the world. My dream is to show my wines to the UK public.
Initially, I had two businesses model ideas. One was to import and sell wines online, direct to the customers. And the second idea was to buy wines direct to the importers already set up in the UK and sell to the public online. But I decided to buy wines direct from importers for my business plan. The reason being is that there’s a lot of Chilean wines in the UK, more than 100 wineries are selling already here, and if I imported another wine, I would become one more only, and I would have to compete with big brands. So, it was a good idea to rent a warehouse in Llanelli or the surrounding area, stock my wine, have an office and sell from my computer.
According to Entrepreneur magazine, “A business plan is also a road map that provides directions so a business can plan its future and helps it avoid bumps in the road. The time you spend making your business plan thorough and accurate and keeping it up-to-date is an investment that pays big dividends in the long term”, in that sense, I had to work very accurately on my business plan because ‘bumps’ are massive debts.
I need more than an idea to sell wines, I need a plan. And for that, I had to research the market to taste the wines and sell the best. Together to getting my pick and pack system, cardboard wine boxes, ready to fold, to collect the bottles and send to my customers.
I also need the most important thing, Customers! And how to get customers? People who are seating at their beautiful back gardens or at their balconies, overlooking the valleys or the ocean, who love a good glass, and I mean a really good wine. Because I want to sell wines that have got grapes that have been handpicked, a wine that has been kept in French or American oak barrels for at least 18 months, then bottled and hold for another two years before we can sell them.
The idea is to sell wines that people can appreciate.
So, I need a marketing strategy. Perhaps the Chilean embassy is a good port of call. With all their contacts and people who love Chile and its wines. That is one form of marketing. I will need Facebook marketing and Google AdWords. But the only problem is that I need money. And it's not a little money. It is a lot of money.
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2.2 Feelings

[bookmark: _Toc24394964]Before and while writing the business plan I felt nervous because the business idea compounds a big operation. If it is successful, it can pay a big dividend. But I do not only have to secure funds to pay for this great venture. I also must sell the products. And to make sales, I will have to find and contact customers, make sure the wines arrive safe, no breakages or lost bottles on the way. If I experience a breakage it means that I must send a new case of wine to my customer. And it is a massive loss.

My packaging has got to be spot on. There is an inflatable packaging. But it is expensive. It is all down to money at the end, and that scares me. Because I have got to feed my family and pay my bills.
I am also a little bit scared because I intend to sell Chile’s biggest ambassadors and that is our wines. Putting my face and knowledge in the battlefield daily it could be exhausting and very stressful. But I have passion. 
Being honest, wine people are not the humblest ones and my personality is more relaxed, chilled than the average aggressive salesman, face-forward. I would like to show my wines and demonstrate that they can speak from themselves. At last, my wines will persevered because of its quality and not because I have to impose to my clients that it is the best wine, and they have to buy it because I am saying.

The reason, perhaps I felt nervous, it because basically, we must cover all the basics and more. Schooley, S. in 10 Challenges of Writing a Business Plan, the article written for The Business News Daily, states and questions: “The challenges of writing a business plan vary. Do you have all the information about your business that you need? Does your industry have strict guidelines that you must adhere to? To help you prepare for some of the common issues you may face, we asked business owners, strategists, and experts what the most difficult part of writing a business plan is and how to overcome it”. I guess we will encounter some new questions when the business opens. But for now, I would like to leave my business plan watertight.

After writing the business plan I felt more focused.


2.3 Evaluation

The experience of writing a business plan it gave me an insight of the story we are going to tell. It is the knowledge of the market we can put out there. The best we can. Because we are putting our livelihood in front of us, so we must manage it well. I realised that it is not only about knowing the costs of our products, and how much profit we want to make. It is also important to know our customers when to sell, how to sale.
The good thing about writing a business plan is that we get a deeper understanding of the business. We could realise that a business is or not viable and our dreams can come true or fall flat down. But is always better to know, with a business plan in hand, if a business is viable.
When applying the Gibbs’ Reflective Model, we need to understand objectively at both, “Positive and negative aspects of the experience. Was there anything that did not go well or did not work? If appropriate, you can include what others did or did not do well”.
My evaluation is that my wine business could be very successful if I can have the right wines and sell them to the right people.
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2.4 Analysis

Having written a business plan, I can only come to the analysis that selling wines online is not a simple task. We need a warehouse, a big stock, packaging, an office, admin, and a marketing strategy.
We need to secure funds from an investor, but at the same time, we need to make sure we have customers. It is a big investment.
The fact that I am from Chile and I have knowledge about the wines from the country, the valleys and the way the wines are produced, it gives me better profile to introduce the wines to wine clubs and wine lovers. But it will take extra effort from me because I will be travelling all over the UK talking and presenting.
Knowing the insight of the business, the most important part for me is the sales. Without sales, there is no business. But we will be selling with knowledge.
And the knowledge is all the work we put to understand the business and where it stands.
I did follow the Entrepreneur Europe business plan to develop my reflecions. And it shows, for example, “All the details we need to know about business:
Executive Summary.
Business concept
Financial features.
Financial requirements.
Current business position.
Major achievements.
How will I Profit?
Marketing strategy, how to define my market.
Positioning the business and competitors.
Pricing.
Distribution.
Promotion plan.
Calculate overheads”.
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The business plan has not been an easy task. We must fight the emotions of following a dream against the reality of the black and white, the studies of the prices, competitors, the overheads. 
Following a dream can be detrimental without a business plan. We see ourselves working on it, perhaps earning money and being successful. But we cannot be effective if we do not study our market and without writing a business plan, we would not understand the insight of the business. 
The business plan gives me a complete understanding of my own company and it shows me how my competitors are working. It also helps me to attract an investor.
My experience in writing a business plan was very interesting. I had to collect information from many different importers, the point of view of wine writers and business leaders.  Perhaps the most important part of it is to write to understand what I’m doing and to convince an investor, who I also got to invite to visit one of Chile’s wine tasting in London. The wine tastings that Wines of Chile organise every year are always very busy, and I need to show why so many people have got passion and interest about Chilean wines. Once I achieve that, I should demonstrate that I can drive sales, with a marketing proposition.
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I will introduce the business plan to an investor who supports start-ups. We need to prove that our business is an excellent investment, profitable and it can drive sales. 
Passion is the engine of the wine business because it is a big operation. It requires a lot of time for work, for travelling to show wine tastings, great knowledge and physical effort.
If we meet passion with the understanding of the business, we might be successful. We have got some key products who will meet the right customers, then the sales will be made. We will look for the buyers everywhere online, promoting our website and sharing live wine tasting through social media.
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