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My Pet World -  Business Plan  
Executive Summary
My Pet World is a revolutionary one stop shop for all types of pets that will be located in East London. The facility that will host the business has been leased is about one acre of land. It is situated along a major road very accessible and has a lot parking spaces. The compound is big enough to accommodate the type of pet one stop centre we intend to launch.
 The activities of My Pet World will involve retailing a variety of ‘pets, dogs, cats, fish, exotic pets and birds plus pet foods and pet supplies, such as collars, leashes, health and beauty aids, shampoos, medication, toys, pet containers, dog kennels and cat furniture’ including other allied pet products. My Pet World will offer all related pet caring services such as boarding, grooming and training.
In London, we are aware that several stores of different capacities offer the same products and services but we the have differentiated services that is holistic. We have done very extensive viability studies and the outcome of the market survey is that we offer more niche products than our competitors.  
My Pet World will be distinguished with its quality customer care because the company is positioned to be customer centric. The reason is that we are here to satisfy the needs and wants of our customers and their satisfaction is our first reward. Our workforce is highly trained to do what it requires to make our customers satisfied when they visit us and turn them into loyal customers and honourable ambassadors of the My Pet World.
Our main unique selling point is commitment to sustainability as a firm through our active participation in local charity organisations and integrating wherever possible sustainable business practices.
Our long-term plan is positioning My Pet World as a quality brand in the pet industry and services in London and also to be amongst the top 10 pet stores in whole UK within the first 3 years.
My Pet World is established by Chibueze Duru and some family members. Chibueze Duru has loads of experience and skills in growing the business from start – up to profitability within the shortest time frame possible. The business will be launching one outlet in Barking – East London and other outlets all around key cities in the United Kingdom will follow later.
 
















1.0 Introduction
My Pet World is created to be a pet business centre where all types of pet are sold and totally taken care of. The range of products that will be available in My Pet World include the following: ‘dogs, cats, fish and birds and also, they sell pet foods and pet supplies, such as collars, leashes, health and beauty aids, shampoos, medication, toys, pet containers, dog kennels and cat furniture’. Our offer will include also pet services such as grooming and training.
The 21st trend has seen a steady growth of the pet industry the years as cats, dogs, fish and birds have been adopted by us remaining common companions in many of our households. The latest trend is pet parenting that is, treating their pet as friends or family member. This a trend that is increasingly growing thereby increasing the demand for pet stores products and services.

1.1 Vision Statement of My Pet World
Our future is bright hence we are visioning to become the leading pet one stop centre – brand in the UK pet industry.
1.2 Mission Statement My Pet World
The mission of My Pet World is to establish a one stop pet centre that will have the capacity to provide affordable wide range of lovely pets that make the mankind happy  to Londoners and UK as a whole.   
1.3 Company Summary 
My pet World is a pet one stop centre business looking forward to growing big to be capable of competing favourably with the world leading brands of the industry. To achieve this target, we will make sure that we employ highly skilled employees that are competent and have the right attitude helping the organisation to build a prosperous sustainable business that will be beneficial to all the stakeholders (the owners, workforce, and customers).
 
 
1.4 keys to success in this business are: 
· Use profits for new product development
· Experienced and highly skilled workforce that are customer centric
· Profit-sharing with employees
· Provide a competitive guarantee for our pets and allied services
· Provide exceptional quality customer service
· Support associations for Pet Safety in our communities
1.4 Objectives
My Pet World has two objectives:
1.	To increase product sales  
2.	Making our pets friendly to mankind
Our Competitive Advantage
The business premises of My Pet World are so big that parking lots are very much available. There is enough space to accommodate our pets and the company policy is to run open cage system giving the pets the opportunity to run around in the space provided for them. Additionally, our management team is single handily selected according to their various specialisations. They are professional in their respective fields and will definitely add value to the organisation to achieve a competitive advantage for My Pet World.
 Our reward system is designed to care for the employee because we consider to be shareholders of the company by sharing profits them. Their welfare package will be among the best within our category (start-ups pet stores) in the pet stores industry. 
All our external collaborators will have good working conditions and commissions as  incentives for them to put in their best helping the company achieving its business goal.
 
2.0 Strategy and Implementation Summary
Total marketing service strategy will be adopted by My Pet World will with the assumptions that every pet owner is a potential customer that will contribute to our growth. That marketing to a segment will be a gate to enter to the next segment leading to an overall market growth.
2.1 MARKET ANALYSIS
The adoption of pets more especially dogs is the fastest trend in the UK market according to the research done by Mintel (2017), some interesting statistics emerged showing that pet parenting is a trend that is driving the pet industry to the positive direction profitably. It revealed that humanising pets is the key driver that moves the pet industry making the consumers to adjust their daily lives in other to accommodate as part of their family members. The research revealed that about 21% of Brits own have or intentioned to try restaurants with special pet menus. The average monthly expenditure on pet is around £1,150 amounting to about £18 billion yearly on the population of dogs and cats of about 16 million. The report further revealed that more than 10% of pet in UK feel guilty is leaving their pet going on holidays. Christmas is the period when most of the pet owner buy their pets and over a quarter of pet owners mostly, women admitted that they can pass a pet shop without getting a new toy for their pets. In the last 12 months confirmed by Mintel, about 7% of UK pet owner’s population have bought at least clothing for their pets. The report concluded by saying that the most reason for owing a pet about 69% is for companionship.
2.2 Market Segmentation 
In segmenting the market, we will concentrate on the key areas of potential customers. We will make strategic choice reflecting on our strength and weaknesses.
 The market is segmented as follows:

Pet Supply Chain Stores: There are about 3,500 pet shops in UK and almost 600 special aquatic centres having a workforce of over 15,000 people. The plan is go into partnership with the large pet-supply stores to market pet products with our brand name.
Family Consumers: According to the last report by Euromonitor, there are about 12 million UK households that own pets and in UK there are around 51 million pets. Using cost leadership marketing strategy, we intend to penetrate the market of pet owners.  
2.3 Our Target Market
We will focus our attention on the commercial market segments: design professionals and pet care professionals. Then we will make strategic alliance agreement with pet care professionals informing and assuring them the benefits of partnering with us. They will influence pet owners about the benefits of products and services for their pets. Our target market:
· Pet owners
· Aspiring pet owners
· Pet grooming and boarding services companies
· Security companies (Dog guard companies)
3.0 SALES AND MARKETING STRATEGY
3.1 Our Products
My Pet World is designed to make profit by giving a high standard customer services that will meet its customer expectation. The company will provide a wide range of merchandise that will cover every customer needs and wants. What we do not have in stock can be available in the a very short period.
Our product and service offerings are listed below;
· Retailing pets  such as dogs, cats, fish and birds
· Retailing pet food and supplies
· Other pet related services, such as boarding, grooming and training.
· pet supplies, such as collars, leashes, health and beauty aids, shampoos, medication, toys, pet containers, dog kennels and cat.  


3.2 Our Pricing Strategy
The company will adopt cost leadership strategy in providing its services. In every business pricing strategy is important and making products affordable for customers is our priority. We are aware of not having the capacity to compete with the key players of the industry but what we assure our customers is to match their trust with high services totally designed to satisfy them
3.3 Publicity and Advertising Strategy
Our pet one stop centre is located in a very accessible position and this is one of the main factors that will contribute to our success. The strategy is to intensify publicity for the business through the following platforms:
· Placing advertisements on community-based newspapers including special pet magazines, children radio and TV programs.
· Word of mouth publicity from satisfied customers 
· Social Media such as YouTube, Instagram, Facebook, Twitter, LinkedIn, Snapchat, Google+ and other platforms promoting our business.
· Distribution of fliers and handbills

Generating Funds/Start-up Capital 
The cost of the whole investment will be £500,000
Money already generated £230,000 (owner £200,000 and £30,000 family members)
What we from an Investor is £270,000 

Start-up Expenditure
5.0 Sustainability and Expansion Strategy
The business is designed in way that it will survive on its own cash flow. There will be no need for further external sources of investment when the business started. The success of the business depends on the capacity and competence of the employees and the business strategy including the management structure of My Pet World. 

5.1 Sales Forecast
In the table below, the sales forecast is stated and to achieve it, we will use an aggressive marketing strategy that will gain momentum generating cash flow and profits to the company. From our feasibility studies, our financial and expansion goal is attainable. 
Sales/Expansion Forecast	
	My Pet World Sales Forecast
	2018
2 stores
	2019
4 stores
	2020
6 stores

	Sales
	
	
	

	All product lines
	£2,000,000         
	£5,200,000       
	£13,000,000

	Other
	£500,000
	£1,000,000
	£5,000,000

	Total Sales
	£2,500,000         
	£6,200,000       
	£18,000,000

	Direct Cost of Sales
	
	
	

	All product lines
	£500,000        
	£2,400,000
	£3,400,000

	Other
	£0
	£0
	£0

	Subtotal Direct Cost 
of Sales	
	
£500,000
	
£2,400,000
	
£3,400,000



 
6.0 Conclusion
[bookmark: _GoBack]Based on the above business we intend established six viable stores across the big cities of UK. The business is founded with the intention to succeed based on the experience of the workers and the approach of creating value in every stage of our supply chain. The investors’ money is important to us but the most valued contribution of the investors is his expertise mostly his connection that will introduce us to the key players of the industry to market our brand.
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