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INTRODUCTION
This is a reflective report that will show an understanding of the learning journey I have accomplished during my team business plan interactions. I will also return on how I have advanced my personal skills for self-employment. A business plan is proof of the business owner’s capital which allows the owner to   show his investors about how he plans to reach his goals (Maund et al, 2017).   Reflecting back a business plan is a paper that shows’ what the business is now about and the future including the aims and the plans for reaching them. All business conditions will be non-identical, but the sub-titles under are important ‘details’ to incorporate in any business plan.
 
MY TEAM BUSINESS PLAN INTERACTIONS
I learnt various skills during my team business plan interactions while gaining a lot of knowledge during this process. Looking back during this business plan interactions I learnt about working together in teams. I remember working with my course mates on various ideas about a business plan. On the course of this journey I learnt that we needed a business plan thus we had to do some research on what it entails to have a business plan. A team is an amount of people working together as one to achieve a specific goal to which they are all commonly obligated (Morgan, 2017).  On this journey I learnt about the different components about a business plan which are aims and objectives of a business, legal compliances, company description, target market, pest analysis,   swot analysis, market competitors, management processes, financial forecast and profit and loss forecast. I was able to glue these various components together to come up with a workable business plan. Furthermore with this viable business plan we presented it in class as if were making a business presentation to investors. 
AIMS AND OBJECTIVES OF THE BUSINESS
This is the phase where you say the goals to your business. Reflecting back during my team business interactions we decided on what type of business we wanted, if it is going to be a family one, what we wanted from it, if this is going to be our main income, what the name of the business will be, if the business is going to be an investment for the future. We were eventually able to come up with answers to questions which helped us decide what type of business we wanted. I think this will be helpful when I want to open my own business. 
LEGAL COMPLIANCE
In creating a business I learnt that I will have to decide which legal status I will use for my business. All new business will take off as partnerships or sole Proprietorships (Maund et al, 2017).If it is a sole trader, a partnership or a limited company, I have to make sure it is the right legal status to meet any of my hereafter needs. This will be useful if I do decide to open my own business.
COMPANY DESCRIPTION/VISION
What I learnt at this point is that a business should decide what various services they will provide and what the vision for the company will be. Who will buy these services and products and what makes these products/services unique from other competitors.
TARGET MARKET
I learnt during this phase how to examine who were my customers and how many of them are there, and be able to know my share of the market. While on this learning journey looking back we were able to get our target market. This has helped to improve on my critical thinking.
PEST ANALYSIS
PEST is an abbreviation for political, economic, social and technological. This gives a framework for talking about your trade in the gleam of outer elements that may impact it in the future. Looking back I learnt how pest analysis is important to a business.  By being well informed of style and upcoming development in the real world, your business can acquire a ruthless streak. When you bring out a PEST analysis you can show that you have examined the ‘greater picture’ when registering your business plans. I think it will help me create new ideas or alert me to immediate problems about the marketplace when I am self-employed.
SWOT ANALYSIS
I learnt during my business plan interactions on how a SWOT Analysis works which is important to a business in the long term. In addition strengths show how the product and services are different from the competition in actual presentation, quality and dependable, width of line and options, dispensation, pricing and recollection and similarity (Maund el al, 2017). SWOT stands for strengths, weaknesses, opportunities and threats. This is a master planning technique used to help a person or organisation identify strength, weaknesses, and opportunities, threats in relation to business competition or project planning. The first two elements show internal factor and the last two elements show the external factors within your company. This will be useful for me if I decide to be self-employed
MARKET PLANS
I learnt how marketing plans are valuable to business .Advertising the business through various media outlets like social media, television, local radio, leaflet and posters are essential to a business in short and long term. Looking back I realised that business’s should put themselves in the consumers’ place to control consumers’ needs.  What is the consumer is all about and source them out and other motivating factors. What drives a customer to buy a product or service: lifestyle, motives, needs, or interest? The customer is the main focus (Bangs, 1995).  I believe this knowledge will be valuable if I decide to be self-employed.
 MARKET COMPETITORS
I learnt about how business competitors play a major role in making a business. It is important to record your rivals and know about their products and say how your product will be unlike your competition. This tells the amount of power of the competition in the market shows how difficult it will be to gain enough share of that market. Competitors may be in direct competition with you or the other way. I think this knowledge will help when I decide to be self-employed.
MANAGEMENT PROCESS
The reason of management procedure is to show leadership and positive approach to analysis and decision making. Management procedures are seen as a support to and not a renewal for management acumen. These procedures require the formation of beliefs about the future and give help in light of the connected guesses.  This will be helpful when I open my own business. This has helped me to improve on my organisational skills.
FINANCIAL, PROFIT AND LOSS FORECAST
Reflecting back about my business plan interactions I learnt about financial forecast. A financial backer to a business needs to see the financial/profit loss forecast figures which is the main plan to a business in the short and long term. The rest of the plan is data that makes the financial backer believe that the financial projection will come true (Lasher, 1994). It also shows how a business can start to make a profit which is good for the long term success of the business. This is a guess of upcoming financial results for a business usually on a subject of budgeting or net-worth. This will be helpful when I decide to be self-employed thus when looking for investors or backers for my business. This has also help me improve on my numeracy skills.
CONCLUSION
I have drawn up some closures from my reflection. The first is that before you can open a business you need to have a viable business plan first. 
For my business to be viable I need to make a market research on the type of products and services I am going to provide.
You need a financial forecast and profit/loss forecast in other for you to be able to get any type of funding for a business.
You will have to research different components in other to have a viable business plan.
Finally you need to make sure that all your legal implications are all in place and if possible let a lawyer check your documents to make sure they are legally binding for business.
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