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BUSINESS PLAN
Anis’s healthy wrap
[bookmark: _Toc108888169]


BY
ANIS MIAH


Executive Summary
The report's author has previously worked for many companies. Now he has made the decision to start his own company so he can work for himself. His main career choice has always been in the food industry. He is constantly concerned with eating healthily, which is why he decided to start a business selling healthy wraps to young children. The report writer will outline his thoughts and steps to take in order to be able to describe a successful business plan in this project.
Children typically eat lunch at school five days a week, therefore it is crucial that they consume a nutritious diet. The author of the report will demonstrate how he overcame his obstacles to create a profitable business using his numerous ideas.



[bookmark: _Toc108888171]Business/Industry Overview
Children today do not want to eat nutritious foods like vegetables. Sugar-free diets are now commonplace in kid's meals. Your youngster gets energy, vitamins, antioxidants, fibre, and water from vegetables. They aid in preventing your child from developing chronic illnesses later in life, such as heart disease, stroke, and some types of cancer. Eating a lot of veggies along with a wide variety of meals from the other major food groups constitutes a healthy diet. The report decided to convert vegetables into wraps for kids. To be able to feed only primary school age children, the report's author chose primary school first to try them and buy them at a fair price. He then chose nutritious veggies to cook and placed in a wrap for the kids' dinner. He first only produced vegetable wraps, but as demand increased, he began producing other types of fillings as well. Under the Bristol City Council, there are 150 elementary schools. The author of the report provides free samples of new, healthy foods to all of the schools in an effort to increase student nutrition.




[bookmark: _Toc108888172]Market Analysis and Competition
Children who attend primary schools in his region and are between the ages of 5 and 11 are the report's target market. More than 20 elementary schools with roughly over 4000 students are currently located in the report writer's neighbourhood (BS11). First, he will send video clips to the schools explaining why kids need to eat veggies, along with free samples for the schools to distribute to their students. The video will be accessible on all of his social media platforms.
There are catering companies that can deliver to homes, but the report's author currently has the monopoly in his region. The disadvantages of a catering service are that they don't just prepare fresh vegetables and home-cooked meals; however, an advantage of online retailers is that if customers are dissatisfied, they can receive an immediate refund without being questioned. However, in my case, I must evaluate the issues and work with the clients to resolve them.
Because I make all of my meals from scratch and don't use any fake ingredients, my target clients will come to me. Additionally, I can adapt my wrap to the requirements of the school. It can be used again. Contrary to the catering service, this is available.
[bookmark: _Toc108888173]The author of the report will post films on YouTube outlining the benefits of introducing veggies to young children. In the video, I'll also draw attention to issues like the importance of vegetables for developing health. The purpose of the promotional movie is to ensure that parents and schools are aware of the benefits of encouraging kids to eat vegetables.
The report's author gave careful thought to your company and how he would stack up against his rivals. He ought to conduct a SWOT analysis of his ideas. Strengths, Weaknesses, Opportunities, and Threats is also known as SWOT analysis. He can better comprehend all of the potential positive and negative factors affecting his firm by conducting a SWOT analysis.
He can figure out how to deal with them or take advantage of them if he is aware of what they are. It's crucial to consider his flaws and potential problems because doing so will help him catch your errors in advance.
Strengths-On this day, everyone is particularly concerned about children's health. The writer's vegetable wrap will be well-liked because it is affordable and nutritious. This is a plus for the author of the report.
Weaknesses- Since he lacks prior experience to market to the kids, the report writer's biggest weakness will be experience. He will carry out the madcap certification that will let him to let the kids buy this vegetable wrap. In this manner, he can overcome his weaknesses.
Opportunities-The target market represents his greatest opportunities. There are numerous elementary schools in the Bristol area, and this wrap is quite reasonably priced. He will have a lot of primary school customers who will buy them if the primary school approves this wrap.
Threats-The only exception is if elementary schools forbid him from selling them to them. In that situation, the report writer has a backup plan in which he will offer the main council catering crew a lesser price for his veggie wrap. Although the report writer's profit margin will be somewhat low, it will still be beneficial for him to grow his new business.
The report writer SWOT analysis showed in Appendix A.
Sales and Marketing Plan
Primary school students will be the report writer's main target market, so at first, he will only focus on drawing their attention. To do this, he will give an assembly in their school during which he will share information about his company, the benefits of eating vegetables, and some sample wraps for them to try. He will hand out flyers with rates and, of course, his contact information at the conclusion of the assembly.
He will increase sales by advertising himself on social media sites to let people know about his company and what he has to offer.
To find the right school, he will look at how many students attend; for instance, if a large school had lots of students, it would be a great opportunity for him to present his healthy wraps. In order to actively sell the report writer's healthy vegetables wrap, he will call the schools and ask if they are interested in the products. If they are, he will go ahead and meet the head teacher and explain his business. He believes it wouldn't take long to persuade the schools to purchase the vegetable wrap for the kids' lunches because they already understand the benefits of eating vegetables on a daily basis. After speaking with schools for 1-2 weeks, he hopes that they will begin ordering nutritious wraps. He has recently introduced those health wraps for their year 6 students after receiving considerable interest from the primary school where my children go. I'll be able to tailor the wraps to the demands of the school and make sure my service is top-notch to guarantee I get repeat business. I will provide the teachers complimentary wraps as a gift with the first order from the school.
[bookmark: _Toc108888174]The report writer will broaden his clientele outside of his immediate neighbourhood and participate in school activities in order to develop the business in the future.
Product or Service Offerings
It's crucial to plan out how your company will operate on a daily basis.
It's simple to forget the tiny things, but it's amazing how many people overlook the important ones, like figuring out when and how to get paid. The report writer will go over each step below, from creating the product to giving it to the clients.
Production- According to the report's author, producing 30 wraps only takes one person 30 minutes. Food will also be delivered once a week. Frozen vegetables will be available to make the wraps if there are any leftovers.
Delivery to the customer-The delivery will be free, and the food will be hot because a hot food carrier will be delivering it.
Payment-Weekly payments will be made, and customers may pay once their orders have been delivered for the entire week. Since most schools don't accept cash or credit cards, only bank transfers are acceptable. Additionally, bank transfers don't incur any fees. Weekly bookkeeping is handled by the report writer, and an experienced accountant submits the return annually.
Suppliers-Local fresh vegetable vendor will bring the produce, and the report writer will purchase wraps from bulk sales. Local suppliers will be paid weekly, in accordance with the payment schedule selected for school bacs payments.
Transport-The author of the report uses his personal vehicle to transport and purchase the supplies. Additionally, if necessary, he will hire a delivery driver when his firm grows.
Equipment-The author of the report must purchase a computer, printer, stove, cutlery, and other items. He'll buy them with his savings.
Premises-The author of the report rents a store in a busy, well-travelled area of Bristol with a5 approval already in place to sell food. He must first get the lease in his name before a legal solicitor can transfer the lease.
Legal requirement-The report writer will register the business with the local municipality to be allowed to deal with food after receiving legal advice from his solicitor over what needs to be done. If required, he will also apply for a licence to trade in food.
Insurance-For the initial few days of business, insurance must be in place so that serving the consumer won't be delayed.
Management and staff-The report writer hired two additional individuals to work with them. They will receive training to perform all tasks in a manner similar to that of the report writer, ensuring that business operations won't be delayed in the event of an illness. They must both have driving licences and cars. As overtime must be completed during busy times, they must be adaptable with their working hours.

[bookmark: _Toc108888175]Pricing Strategy
Each wrap will cost £3.50, which includes the cost of the vegetables, warps, packaging, employee wages, transportation expenses, power, gas, and council tax, among other expenses. The report's financial forecast displayed the report's author's profit margin, which was £1 per wrap after he charged £3.50 a wrap.
[bookmark: _Toc108888176]Sales and Distribution
The report's author will begin by focusing on a few schools in the neighbourhood postcode before moving on to other postcode areas. The aim for the report's author is to sell £23625 in the first year of business, after which it will rise by 10% by keeping the same clients and acquiring new ones. It will result in a profit margin of £16875. Full details of the financial forecast showed in Appendix A, Appendix B and Appendix C.
[bookmark: _Toc108888177]Advertising and Promotion
The report's author will distribute flyers to schools after first promoting his company on social media and by asking his relatives to share his website URL. He will include a number of items in the leaflet, including links to his website and a succinct description of the advantages of eating veggies. The report writer is very confident that his promotions will be accepted by his targets and persuade them to act because the leaflet has all the information they need and also has his email attached on it as well. They can also view his website for even more questions they may have. After that, I will call into schools and make meetings with the headteachers and show them my sample vegetable wraps.
Ownership and Management Plan
Even with meticulous planning, unforeseen events might still occur and cause a business to fail. A lack of funds, a new rival, or changes in your personal life are just a few of the many possible causes of a business failure.
Sometimes all that may be necessary is adjusting your current business that lower your costs or increase your revenue. Other times, despite your best efforts, you might have to shut down the company and work on Plan B. And it's much better to be prepared with a backup plan in case the unexpected occurs. The report writer's backup plan is to present his food business to office workers who work 9 to 5 jobs and find it important to eat healthily in order to be active and carry on with everyday life in the event that the school does not like the notion of the vegetables wrap.
[bookmark: _Toc108888178]
[bookmark: _Toc108888179]Operating Plan
The report's author outlines three steps below to carry out the operating strategy.
Premises and Equipment-The location of the report writer's business is on Whiteladies Road in Bristol. He picked this location because it is well known and there are many highly educated residents nearby. Additionally, there are many other expensive and high-quality retailers on the street, so he believes his store will blend in with the neighbourhood. The store has A5 authorization, thus he may sell food there. Additionally, a tiny basement is available for him to keep any merchandise.
The report writer will first need to buy catering equipment, and I will also need to print and distribute flyers, although he already has a printer. He must hire an engineer to build the shop so that it is comfortable for the staff. I want to create the room capable to handle up to 6 people even if I will only hire 2 at the beginning.
Employees-The report writer will only need two other workers to run his business at first; both of them will need instruction in how to cook vegetables, wrap them, and have some retail experience. If there is an increase in orders, the employees must also be flexible with their working hours, however seasonal staff can be hired.
Suppliers- Local businesses who can supply fresh produce will be the report writer's primary vendors. Additionally, the report's author intends to use entirely organic vegetables in the future, according to customer demand.
Financial Plan
report's author outlines three steps below to carry out the financial plan.
personal survival-
The report writer outlines personal income and expenses in this stage of the financial plan, which will enable him to compute annual balances.
The report writer personal survival showed in Appendix B.
sales assumptions-
In this step of the financial plan, the report writer outlines total monthly sales volume and total monthly sales value in order to compute monthly profit margins.
The report writer sales assumptions showed in Appendix C.
cash flow forecast-
The report writer outlines the overall cash inflow and outflow from sales in this stage of the financial plan, which show the profits from sales for the year.
The report writer cash flow forecast showed in Appendix D.
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Appendix A
	Strengths
· Customer
· Healthy food
· Low price
	Weaknesses
· Experiences 
· Anxiety
· Confidence

	Opportunities
· Population
· Target market

	Threats
· Denied sells
· Fail to prove
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PERSONAL SURVIVAL BUDGET

Personal income

Enter Full Name s mi
Enter Company Name |anis's heatthy wrap
Eicitas 17.07.2022

Description (as required)

|These cells auto-calculate and are
locked so you cant edit them.

lInsert your own text/numbers into
these cells as relevant

Monthly net income (£)

Annual net income (£)

[Employment (net income) 24000 £2,000 £24,000
Profits 12000 £1,000 £12,000
|Enter other £0
|Enter other £0
|Enter other £0
|Enter other £0

Total income across all sources: £3,000

Personal expenses

£0
£0
£0
£0
£36,000

[Rent or mortgage payments £7,800
| Council tax £720
Utilities £720
Phone and internet £360
|TV Licence £204
[Personal and property insurance. £16 £192
Grocery shopping £350 £4.200
[Transport costs £250 £3,000
| Car tax and insurance £650 £7.800
|Subscriptions £0 £0
Clothing £0 £0
Leisure and entertainment £100 £1,200
[Money put into savings £250 £3,000
£2,433 £29,196
YOUR MONTHLY BALANCE
Total expenses across all areas: £567 £6,804
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SALES ASSUMPTIONS

UP LOANS'
Enter Full Name. |Anis Mih
Enter Company Name |Anis's healthy wrap
e [These cels auto-calculate and are

1710812022 locked so you can' ed them.

nsert your own textinumbers into these
cels as refevant.

‘Select your starting month:

February

1. Product breakdown

Product/ Service 1| Product/ Service2 | Product/ Serviced __Product Sevice 4
Product/ Service name Aniss neathy wrap Shins
Sale price (per unit) £350 £25.00
Cost price (per unit) £1.00 £12.00
Gross Margin (per unit) 250% Y wwe Y wwe Y wwe Tog%

2. Number of sales per month
*Average sales volumes per day based on 30-days per month.

Product! Service 1 Product/ Service 2 Product! Service 3 Product/ Service4 | 10121 Sales volumes | Average sales volumes Worked Example:
per month per day"

30
28
30
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Sales (£)
‘You do not need to edit this section; this will auto-calculate based on your responses above. *Average sales valuie per day is based on 30 days per month.

1 £175000 £0.00 £0.00 £0.00 £1,750.00 £75000
2 £1750.00 £0.00 £0.00 £0.00 £1,75000 £70000
3 £1,925.00 £000 £0.00 £0.00 £1,925.00 £75000
4 £1,925.00 £000 £0.00 £0.00 £1,925.00 £1.12500
5 £1,925.00 £000 £0.00 £0.00 £1,925.00 £1.10000
6 £1,925.00 £000 £0.00 £0.00 £1,925.00 £1.15000
7 £1,925.00 £000 £0.00 £0.00 £1,925.00 £125000
8 £2,10000 £000 £000 £000 £2,100.00 £1.20000
s £2,10000 £000 £000 £000 £2,100.00 £127500
10 £2,10000 £000 £000 £000 £2,100.00 £137500
1 £2,10000 £000 £000 £000 £2,100.00 £137500
12 £2.100.00 £000 £0.00 £000 £2,100.00 £1,50000
Cost of sales
‘You do not need to edit this section; this will auito-calculate based on your responses above. *Average cost of sales per day is based on 30 days per month.
per day’
1 £500.00 £0.00 £0.00 £0.00 £500.00 £1667 £360.00
2 £50000 £0.00 £0.00 £0.00 £500.00 £1667 £336.00
3 £55000 £0.00 £0.00 £0.00 £550.00 £1633 £36000
4 £55000 £0.00 £0.00 £0.00 £550.00 £1633 £54000
5 £55000 £0.00 £0.00 £0.00 £550.00 £1633 £528.00
0 £55000 £0.00 £0.00 £0.00 £550.00 £1633 £55200
7 £55000 £0.00 £0.00 £0.00 £550.00 £1833 £600.00
8 £600.00 £0.00 £0.00 £0.00 £600.00 £2000 £576.00
0 £60000 £0.00 £0.00 £0.00 £600.00 £2000 £61200
10 £60000 £0.00 £0.00 £0.00 £600.00 £2000 £66000
1 £60000 £0.00 £0.00 £0.00 £600.00 £2000 £660.00
12 £600.00 £0.00 £0.00 £0.00 £600.00 £2000 £72000
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