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 Business Concept
SkillBridge Academy will offer online vocational training programs to adults who require career shifts and need to develop their skills. The site will provide certification programs in digital marketing, data analysis, project management and web development. Every course is a combination of video learning and practical tasks with the assistance of a mentor in order to guarantee the successful achievement of the students (Means et al., 2013).
It is estimated that the online education market in the world is 185 billion US Dollars as of 2024 and estimated at 388 billion US Dollars by 2030. This growth is indicative of the growing need of flexible learning programs and a preference of hiring a candidate with proven skills by the employer (Palvia et al., 2018).
Product Range
SkillBridge Academy shall provide 4 basic programs:

Digital Marketing Certification: 12 week course in social media, content strategy and analytics.
Fundamentals of data analysis: 10-week course in Excel, SQL and data visualization.
Project Management Professional: 14-week introduction to the industry certifications.
Web Development Bootcamp: 16 weeks of extreme training in HTML, CSS, JavaScript and responsive design.

Every course consists of live weekly sessions with practitioners in the field, lifetime access to materials and career coaching services. Students are awarded with certificates that are recognized at the end (Xu and Jaggars, 2013).
Management Structure
The company will be a privately owned limited corporation. This is a legal structure that is protecting of liabilities and enables the easy investment of the equity besides not losing control of the operations (Companies Act, 2006). The management team consists of:

Managing Director: Responsible in the area of strategy, partnerships, and investor relations.
Academic Director: Designs curriculum and controls instructor quality.
Technology Manager: Manages learning system and student data systems.
Marketing Manager: Responsible in creating student acquisition and brand development.

Legal compliance and financial reporting will be dealt with by the external consultants in the early days of operations. The structure reduces the element of fixed costs with maintenance of quality standards (Burns and Dewhurst, 1996).
Legal Format Justification
The SkillBridge Academy can benefit in three ways with a private limited company structure. To begin with, limited liability secures business against personal holdings. Secondly, the structure allows investment by angels or venture capital and shares by founders. Third, corporate status offers credibility in collaboration with the employer and certification (Berger and Udell, 1998). 
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A PESTEL analysis is a method to determine external forces that influence SkillBridge Academy.
Political Factors
Adult education and reskilling is encouraged by the government. The Adults without A-levels training is offered as part of the UK Lifetime Skills Guarantee, which gives training providers an opportunity to train adults (Department for Education, 2021). The National Skills Fund is placing a large amount of money (2.5 billion) to develop workforce, which boosts the need of quality programs.
The reforms on apprenticeship levies make employers invest in employee training. The employers whose annual payrolls are above £3 million are to pay the levy of 0.5% that contributes to approved training programs (HM Revenue and Customs, 2017).  
Economic Factors
The probability of labor market changes leads to the need to develop professionally. Robotization and computerization are destroying unskilled and low-tech labor, but generating a labor shortage due to the need to employ specialists (Frey and Osborne, 2017).  Online education offers cheaper options to the university education since the average cost of a course is only £800 versus the annual tuition of £9,250 (Palvia et al., 2018).
Social Factors
Market opportunities are brought about by the change in lifelong learning attitudes. Adults also consider education as an ongoing experience and not confined to young age. In working life, professionals have several careers, and they need to acquire skills occasionally.
Online learning is accepted more when it is normalized through remote work. Employees who became accustomed to working virtually use the same behaviors in education (Means et al., 2013). Elastic time schedules allow family and work schedules.
Technological Factors
Learning management systems facilitate advanced online education. They include video streaming, submission of assignments, tracking of progress, and interaction with students.   Breakout rooms and screen sharing are simulations of classroom dynamics. Mobile optimization enables learning on smartphones and tablets, which increases the accessibility (Xu and Jaggars, 2013).
Environmental Factors
Also, digital delivery lessens environmental effects as opposed to the physical institutions. Online classes do away with commuting, paperwork and consumption of energy in buildings. Students appreciate sustainable alternatives of traditional education patterns. 
Legal Factors
Student data is controlled by data protection regulations. The GDPR demands consent to data collection, storage, and notification of data breach ( General Data Protection Regulation, 2016).  
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Target Market Segmentation
SkillBridge Academy will target the following three customer segments:
Primary segment: Professional employees 28-45 years old who are interested in career development or change. This category is with disposable income and value of education. In the UK, there are 22 million people under this bracket in workforce.
Secondary segment: Fresh university graduates who are not practical. Employers also give reports of disconnects between academic qualifications and employment needs. After graduation, graduates seek further training to enhance the opportunity of employment.
Tertiary segment: Returners to careers following parental leave or care giving. This segment requires customized learning that can be adjusted to family demands.
Product Positioning
SkillBridge will position itself as professional career-oriented education among working adults. Messaging focuses on three qualities that include: relevant curriculum in the industry, flexible schedule and mentorship by accomplished professionals (Kotler and Armstrong, 2010).
Competitive advantage is a result of organizing learning and individualized instructions. Bootcamps require full time attendance whereas self-paced courses do not have any form of accountability. SkillBridge is a combination of rigidity and elasticity.
Pricing Strategy
The prices of the courses will be between 695 and 1,295 based on the duration and complexity of the course. This ranks below university extension and above self-study sites. Payments plans are plans that pay the costs throughout the course and the plans minimize obstacles (Dholakia, 2006).
Corporate pricing also puts in place volume discounts to employer-sponsored enrollments. Businesses are provided with reporting dashboards on the progress of employees. Revenue of B2B offers stability in addition to personal sales.
Distribution Channels
Primary sales channel is direct online enrolment via company web sites. Digital marketing directs traffic to the course pages where the prospects can study the curriculum and the profiles of instructors.
B2B distribution is generated by corporate relationships with HR departments. Account managers collaborate with employers to find training needs and design programs. The LinkedIn outreach is focused on learning and development decision-makers.
Promotional Activities
Content marketing builds a thought leadership and draws prospects. The blog posts deal with the issues of career development and strategies of skill acquisition. Video tutorials reflect the quality of teaching as well as offer value to non-customers (Holliman and Rowley, 2014).
Facebook and LinkedIn Social media advertisement is focused on demographics (age and job title and interest). Retargeting Ads are utilized with people who had not registered in the first place.
Prospects are nurtured through email marketing using an educational series. Contact information is acquired via free webinars and downloadable guides. Automated sequences give course information and testimonials.
Customer Retention
Retention and referrals are fuelled by student success. Progress monitoring helps in the identification of struggling students to receive further backup. A high completion of more than 70 percent creates favourable reviews and recommendations through the word-of-mouth (Xu and Jaggars, 2013).
Postgraduate value is availed through alumni network. Engagement is ensured by job board, networking and advanced courses. Graduates are the recruiters of new students.
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Capital Requirements
SkillBridge Academy needs a start-up capital of 85,000. The six month capital is used in the development of technology, creation of content, marketing, and operating costs (Burns and Dewhurst, 1996).
Funding Sources
Equity investment (50,000): 25% equity will be given to the angel investors. Investors in the education sector offer capital and industry contacts and advice. Edtech startups Angel networks provide topical experience.
Business loan (£35,000): Start Up Loans is an initiative of the British Business bank that offers up to 25,000 business loans with interest rates as low as 6%. Extra cash of high-street bank fulfills requirements. The payments of the loans start in the seventh month of the first revenue generation (Berger and Udell, 1998).
This type of funding gives sufficient capital besides restricting the dilution of founders. The structure can be said to be balanced with both growth investment and manageable debt obligations.
Initial Month Startup Costs.
Technology platform: £20,000
Licensing of learning management systems, video hosting, integration of payment processing and development of websites. Selection of the platform is user-friendly and mobile-friendly.
Content creation: £18,000
Video services on first courses such as filming, editing, and graphics. Assignments and course materials, as well as certification templates. It has the ability to generate revenue through four courses introduced on opening.
Marketing and branding: £12,000
Web design, brand identity, promotional videos, and first time advertising campaigns. Creation of social media presence and development of content calendar.
Professional services: £8,000
Legal costs of company formation, terms of service, and GDPR compliance. Setting up of accounting system and first bookkeeping. Costs of registration of data protection.
Instructor fees: £10,000
Subject matter experts who create curriculum and capture instruction are paid. Agreements with the mentors that assist students in their first cohorts.
Office and administration: £5,000
Coworking facility, communication, and business insurance. Physical place not a necessity but professional space helps to get work done.
Student acquisition: £7,000
Advertisement on Google, Facebook and LinkedIn. Hosting of the webinars and subscription to email marketing platform. Primary budget is the channel testing prior to rampant investment.
Working capital reserve: £5,000
Cash buffer to meet the unexpected costs and operational flexibility. Operates throughout the period of collecting payments among the students and the corporate customers.
Total first month expenses: £85,000
The budgetary allocation gives more emphasis on functionality of the platform and quality of the first course. Marketing investment checks on channels of acquisition before investing on a bigger budget.  
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