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[bookmark: _Toc120719591]Executive Summary
my marketing business exists to solve one core problem: most businesses don’t have the time, expertise, or consistency to promote themselves effectively. Small businesses are overwhelmed with day‑to‑day operations, and large businesses often have gaps between departments, leaving marketing neglected. Your company steps in as a dedicated partner, providing strategic, reliable, and results‑driven marketing support that keeps brands visible, competitive, and growing.
I offer a full suite of marketing services—including social media management, content creation, digital advertising, branding, and targeted outreach—designed to help businesses attract customers, strengthen their reputation, and stay ahead in a crowded market. By combining creativity with data‑driven strategy, your business delivers marketing that is not only professional but also tailored to each client’s goals, industry, and audience.
my mission is simple: to give businesses more time to focus on what they do best, while you handle the marketing that keeps them moving forward. With flexible packages, clear communication, and measurable results, your company positions itself as the go‑to marketing partner for busy entrepreneurs, growing companies, and established brands that need consistent promotional support without the cost or complexity of an in‑house team.
my vision is to become a trusted marketing provider across the UK, known for reliability, innovation, and helping businesses unlock their full potential through powerful, consistent, and strategic marketing.




















[bookmark: _Toc120719592]Business Concept
Your marketing business is built on one simple idea: most companies are too busy to market themselves consistently. Small businesses are focused on daily operations, and larger companies often have gaps that leave marketing neglected — that’s where you step in.
You provide done‑for‑you marketing services that remove the stress and time commitment from promotion. Through creative strategy and digital expertise, you help businesses stay visible, attract customers, and grow without needing an in‑house team.
As a dedicated marketing partner, you offer social media management, content creation, branding, digital ads, email campaigns, and targeted outreach — all flexible, affordable, and tailored to each client’s goals.
Your business stands out for its consistency, reliability, and measurable results. Instead of generic packages, you deliver personalised strategies that fit each client’s workload, budget, and long‑term vision.
Ultimately, you give businesses their time back, handling the marketing that keeps them competitive while they focus on what they do best



[bookmark: _Toc120719593]Business Description 

Your marketing business delivers fully managed, done‑for‑you marketing services for busy small and large companies that don’t have the time or expertise to promote themselves consistently. Acting as an external marketing partner, you provide strategic guidance and hands‑on execution to keep businesses visible, competitive, and connected with their audience.
Your services include social media management, content creation, branding, digital advertising, email marketing, and targeted outreach — all tailored to each client’s goals and industry. With a focus on reliability, consistency, and measurable results, you help clients attract customers, strengthen their brand, and grow without needing an in‑house marketing team.
By taking full responsibility for their marketing, you give businesses back their time so they can focus on operations while you handle the promotion that drives growth.



[bookmark: _Toc120719594]Product Description 
Your marketing business delivers fully managed, done‑for‑you marketing services for busy small and large companies that don’t have the time or expertise to promote themselves consistently. Acting as an external marketing partner, you provide strategic guidance and hands‑on execution to keep businesses visible, competitive, and connected with their audience.
Your services include social media management, content creation, branding, digital advertising, email marketing, and targeted outreach — all tailored to each client’s goals and industry. With a focus on reliability, consistency, and measurable results, you help clients attract customers, strengthen their brand, and grow without needing an in‑house marketing team.
By taking full responsibility for their marketing, you give businesses back their time so they can focus on operations while you handle the promotion that drives growth



[bookmark: _Toc120719595]Business Objectives (SMART Objectives)
  Increase Client Base: Acquire 10 new monthly‑retainer clients within the next 6 months by targeting small and medium‑sized businesses that lack in‑house marketing.
  Boost Brand Visibility: Grow your business’s social media presence by 40% in followers and engagement within 3 months through consistent content and outreach.
  Improve Client Retention: Maintain a 90% client retention rate over the next 12 months by delivering measurable results and monthly performance reports.
  Revenue Growth: Increase monthly revenue by 25% within 9 months through upselling premium marketing packages and expanding service offerings.
  Operational Efficiency: Develop and implement a streamlined onboarding and content workflow to reduce project turnaround time by 20% within 4 months.



[bookmark: _Toc120719596]Short-Term Objectives (less than a year)
  Gain new clients: Secure 5–10 monthly‑retainer clients within the next 6 months.
  Increase brand visibility: Grow your business’s social media engagement by 30% within 3 months.
  Improve workflow: Create a streamlined onboarding and content process to cut turnaround time by 20% within 4 months.
  Boost revenue: Increase monthly income by 15–20% within 9 months through upgraded service packages.
  Strengthen retention: Maintain at least 85–90% client retention over the next year.




[bookmark: _Toc120719597]Long-Term Objectives (More than a year)
  Expand Client Portfolio: Grow to 30+ long‑term retainer clients within the next 2–3 years.
  Increase Revenue: Achieve 50–70% total revenue growth over the next 3 years through expanded services and higher‑value packages.
  Build a Team: Hire 2–5 marketing specialists (content creator, social media manager, ads specialist) within 2 years to scale operations.
  Strengthen Brand Presence: Establish your business as a recognised marketing provider across the UK within 3 years.
  Service Expansion: Introduce new premium services such as full branding packages, video marketing, or website management within 2 years.
  Operational Growth: Develop a fully automated workflow system to increase efficiency by 40% over the next 3 years.






[bookmark: _Toc120719598]Market Analysis and Marketing Plan
Target Market: Small and medium‑sized businesses, startups, and busy entrepreneurs who lack time or marketing expertise. Larger companies with marketing gaps form a secondary market.
Market Need: Businesses struggle with visibility, consistent content, and digital engagement. They need affordable, reliable, done‑for‑you marketing support.
Industry Trend: Outsourced digital marketing is growing as companies shift toward social media, paid ads, and content‑driven promotion.
Competition: Local agencies, freelancers, and DIY tools. Your advantage is personalised, fully managed marketing instead of generic or one‑off services.
Brand Positioning: A reliable, affordable, done‑for‑you marketing partner for busy companies needing consistent promotion.
Promotion Strategy:
· Daily social media content showcasing work and results
· Targeted ads for small businesses and startups
· Networking with local businesses and online communities
· Email campaigns offering free audits or intro deals
Client Acquisition: Free consultations, discounted starter packages, and clear monthly retainer options.
Retention Strategy: Monthly reports, consistent communication, and flexible service upgrades.
Growth Strategy: Expand into branding, video content, and website management while building long‑term retainer relationships

[bookmark: _Toc120719599]Market Analysis (Competitors, Customers, Target Groups)
Customers: Businesses that need consistent marketing but lack time, skills, or staff — mainly small and medium‑sized companies, startups, and busy entrepreneurs.
Target Groups:
· Small businesses wanting affordable, done‑for‑you marketing
· Startups needing fast brand visibility
· Entrepreneurs who don’t have time to manage social media
· Larger companies with gaps in their marketing teams
Competitors: Local marketing agencies, freelancers, and DIY marketing tools. Your competitive edge is offering personalised, fully managed marketing instead of generic packages or one‑off services.





[bookmark: _Toc120719600]PESTEL Analysis 
Political: Stable business regulations in the UK support small business growth. Changes in digital advertising rules, data protection, and online privacy (e.g., GDPR) influence how marketing campaigns are managed.
Economic: Growing demand for affordable outsourced marketing as businesses aim to reduce costs. Economic fluctuations may affect client budgets, making flexible pricing important.
Social: Strong shift toward online engagement and social media presence. Customers expect consistent digital communication, making done‑for‑you marketing highly valuable.
Technological: Rapid growth in digital tools, AI, automation, and analytics. Businesses increasingly rely on external experts to manage modern marketing platforms and technologies.
Environmental: Brands are expected to show sustainability awareness. Marketing content may need to highlight eco‑friendly practices for clients who value green branding.
Legal: Strict advertising standards, copyright rules, and data protection laws (GDPR) impact how content is created and how customer data is handled.






[bookmark: _Toc120719601]SWOT Analysis
Strengths:
· Fully managed, done‑for‑you marketing service
· Personalised strategies instead of generic packages
· Strong focus on consistency, reliability, and measurable results
· Flexible and affordable for small businesses and startups
Weaknesses:
· Limited resources compared to larger agencies
· High workload if client numbers grow quickly
· Reliance on digital platforms that constantly change
Opportunities:
· Rising demand for outsourced marketing
· Growing number of small businesses needing consistent online visibility
· Ability to expand into branding, video content, and website management
· Potential to build long‑term retainer relationships
Threats:
· Competition from agencies, freelancers, and DIY marketing tools
· Economic downturns affecting client budgets
· Rapid changes in social media algorithms and digital trends







[bookmark: _Toc120719602]Marketing Mix (4Ps)
Product: Fully managed, done‑for‑you marketing services including social media management, content creation, branding, digital ads, email marketing, and outreach. Tailored strategies designed to keep businesses visible and competitive.
Price: Flexible, affordable monthly retainer packages with optional add‑ons. Pricing based on workload, service level, and client goals to suit small businesses, startups, and growing companies.
Place: Services delivered online and remotely, allowing you to work with clients across the UK. Communication through email, video calls, and digital project platforms.
Promotion: Social media content, targeted ads, networking, email campaigns, and free consultations. Showcasing client results and offering intro packages to attract new customers.








[bookmark: _Toc120719603]Management Team 
Founder & Marketing Lead – Leon Hughes Leon oversees all marketing operations, client strategy, and service delivery. With strong experience in digital marketing, content creation, and brand development, he manages client relationships, campaign planning, and overall business growth. Leon ensures each client receives personalised, consistent, and results‑driven marketing support.
Support Team (Freelance/Contract Basis) To maintain flexibility and scale as needed, the business works with trusted freelance specialists such as graphic designers, content creators, and social media assistants. These professionals support project execution while Leon leads strategy, quality control, and client communication.
Future Team Expansion As the business grows, additional roles such as a full‑time content creator, social media manager, and ads specialist will be added to increase capacity and improve service efficiency.






[bookmark: _Toc120719604]Management Team and Their Background
Leon Hughes – Founder & Marketing Lead Leon brings hands‑on experience in digital marketing, content creation, branding, and social media strategy. He has worked with a range of small businesses and entrepreneurs, helping them build visibility and consistent online presence. Leon oversees client strategy, campaign execution, and overall business operations, ensuring every client receives personalised, results‑driven marketing support.
Freelance Specialists – Design, Content & Ads The business is supported by a small network of trusted freelance professionals, including graphic designers, content creators, and digital advertising specialists. These experts contribute to project execution, allowing the business to scale and deliver high‑quality work without the overhead of a full in‑house team.
Future Expansion As the business grows, additional roles such as a dedicated content creator, social media manager, and marketing assistant will be added to increase capacity, improve efficiency, and support larger client portfolios.







[bookmark: _Toc120719605]Organisational Chart
Founder & Marketing Lead Leon Hughes
· Oversees strategy, client management, content direction, and overall business operations.
Freelance / Contract Specialists
· Graphic Designer — Supports branding, visuals, and creative assets.
· Content Creator — Produces written content, captions, and marketing materials.
· Social Media Assistant — Helps with scheduling, engagement, and platform management.
· Ads Specialist — Manages paid advertising campaigns and performance optimisation.
Future Team Expansion
· Full‑Time Content Creator
· Social Media Manager
· Marketing Assistant
· Client Account Manager






[bookmark: _Toc120719606]Key Milestones
  Business Launch: Establish brand identity, service packages, and online presence.
  First Clients: Secure your first 5–10 retainer clients within the first 6 months.
  Workflow System: Build a streamlined onboarding and content‑creation process.
  Revenue Growth: Achieve 15–20% monthly revenue increase within the first year.
  Service Expansion: Introduce new services such as branding, video content, and website management.
  Team Growth: Hire your first freelance or part‑time specialists (designer, content creator, ads manager).
  Long‑Term Retainers: Build a stable base of 20–30 long‑term clients over 2–3 years.
  Brand Recognition: Establish your business as a trusted marketing provider across the UK.









[bookmark: _Toc120719607]Financial Plan (One Year)
	Category
	Details
	Monthly (£)
	Annual (£)

	Revenue Goals
	5–10 retainer clients
	5,000–8,000
	60,000–90,000

	Operating Costs
	Software & tools
	100–200
	1,200–2,400

	
	Freelancers
	300–800
	3,600–9,600

	
	Advertising & promotion
	150–300
	1,800–3,600

	
	Total Expenses
	550–1,300
	6,600–15,600

	Profit Projection
	Monthly profit
	4,000–6,500
	—

	
	Annual profit
	—
	48,000–78,000

	Cash Flow Plan
	Retainers, starter packages, upsells
	—
	—

	Investment Priorities
	Tools, automation, ads, freelancers
	—
	—

	Break‑Even Point
	3–4 retainer clients
	Covers monthly expenses
	—





[bookmark: _Toc120719608]Sources of Finance 
  Personal Investment: Initial funding from your own savings to cover early software, branding, and setup costs.
  Business Revenue: Monthly retainer income from clients becomes the main source of ongoing finance.
  Freelancer‑Based Model: Using freelancers reduces upfront hiring costs and keeps expenses flexible.
  Small Business Loans: Optional funding from banks or government‑backed schemes to support growth or equipment upgrades.
  Grants & Support Programs: UK small‑business grants or digital‑growth programs that help fund marketing tools or training.
  Reinvested Profits: A portion of monthly profit reinvested into ads, software, and team expansion.




[bookmark: _Toc120719609]Cash Flow Forecast
	Category
	Details
	Monthly (£)
	Annual (£)

	Monthly Income
	Months 1–3
	2,000–3,000
	—

	
	Months 4–6
	3,500–5,000
	—

	
	Months 7–12
	5,000–8,000
	—

	Monthly Expenses
	Software & tools
	100–200
	1,200–2,400

	
	Freelancers
	300–800
	3,600–9,600

	
	Advertising
	150–300
	1,800–3,600

	
	Misc/operations
	100–200
	1,200–2,400

	
	Total Monthly Expenses
	650–1,500
	8,000–18,000

	Net Monthly Cash Flow
	Months 1–3
	1,500–2,000
	—

	
	Months 4–6
	2,500–4,000
	—

	
	Months 7–12
	3,500–6,500
	—

	Year-End Position
	Total income
	—
	60,000–90,000

	
	Total expenses
	—
	8,000–18,000

	
	Net cash flow (profit)
	—
	48,000–72,000



Cash Flow Strategy
· Build stable retainers to keep monthly income predictable.
· Use discounted starter packages to boost early cash flow.
· Reinvest profits into ads, tools, and freelance support to scale.
· Maintain a 2–3 month cash buffer for slow periods.




[bookmark: _Toc120719610]Sales Forecast
	Sales Drivers
	Sales Strategy

	Monthly retainer packages
	Focus on long‑term retainers for predictable income

	Add‑on services (branding, ads, video content)
	Upsell existing clients after 3–6 months

	Intro offers & free consultations
	Increase ad spend once stable revenue is achieved

	Strong social media presence & targeted ads
	Build brand presence and attract higher‑value clients






[bookmark: _Toc120719611]Cost of Production Forecast
1. Monthly Production Costs
· Software & Tools: £100–£200 Canva, scheduling tools, CRM, analytics platforms.
· Freelancers / Contractors: £300–£800 Graphic design, content creation, ads management.
· Advertising & Promotion: £150–£300 Paid ads to attract clients + boosting content.
· Operational Costs: £100–£200 Website hosting, subscriptions, admin, storage.
· Total Monthly Production Cost: £650–£1,500
2. Annual Production Cost
· Total Yearly Cost: £7,800 – £18,000
This range depends on how many freelancers you use and how much you invest in ads during growth periods.
3. Cost Structure Breakdown
· Fixed Costs: Software, website hosting, admin tools.
· Variable Costs: Freelancers, ads, additional content creation, client‑specific materials.
· Scalable Costs: As you gain more clients, freelancer and ad spend increases — but revenue grows faster.
4. Cost Efficiency Strategy
· Use freelancers only when needed to keep costs flexible.
· Automate scheduling, reporting, and content workflows.
· Increase ad spend only when monthly revenue is stable.
· Reinvest profits into tools that reduce manual workload.




[bookmark: _Toc120719612]Break Even Analysis 
Your marketing business breaks even once you secure 2–3 retainer clients, based on fixed monthly costs of £650–£1,000, contribution margins of £350–£550 per client, and is expected to reach this point within 2–4 months, after which nearly all additional client revenue becomes profit due to low fixed costs, flexible freelancers, high‑margin services, and predictable monthly retainers.






[bookmark: _Toc120719613]Operations and Management Plan
Your marketing business runs through streamlined daily workflows—onboarding, content creation, scheduling, reporting, and client retention—managed by you as Founder with flexible freelance support, using digital tools for delivery, maintaining strict quality control, and scaling easily through future hires and expanded services as demand grows.

[bookmark: _Toc120719614]Production of Good and Service
Your marketing business produces services through a streamlined workflow that includes client onboarding, strategy development, weekly content creation, social media management, branding support, digital campaign execution, and performance reporting, all delivered by you as Founder with flexible freelance support and powered by digital tools that ensure consistent, high‑quality output and scalable service delivery


[bookmark: _Toc120719615]Technology Plan
Your marketing business relies on a streamlined technology setup that supports content creation, scheduling, communication, analytics, and client management. Core tools include design software for producing visual content, social media scheduling platforms for efficient posting, CRM systems for managing client relationships, cloud storage for organising files, and analytics dashboards for tracking campaign performance. These technologies ensure smooth operations, consistent delivery, automation of repetitive tasks, and scalability as the business grows. As you expand, additional tools such as advanced reporting software, AI‑powered content tools, and project management systems will be integrated to improve efficiency and support a larger client base.


[bookmark: _Toc120719616]Human Resource Plan
Your marketing business operates with a lean and flexible HR structure led by you as Founder, supported by freelance specialists who provide graphic design, content creation, social media assistance, and ads management on an as‑needed basis. This model keeps costs low, allows rapid scaling, and ensures you can deliver high‑quality work without committing to full‑time salaries. As the business grows, you will gradually expand into hiring a full‑time content creator, social media manager, marketing assistant, and client account manager to increase capacity, improve efficiency, and support a larger client base. Clear workflows, communication systems, quality standards, and freelancer guidelines ensure consistent output and smooth collaboration across all roles.





[bookmark: _Toc120719617]Expansion Plan
Your marketing business will expand by steadily increasing its client base, introducing higher‑value services such as branding, video content, and website management, strengthening your digital presence through targeted ads and consistent content, and gradually transitioning from a freelancer‑supported model to a small in‑house team with roles like a content creator, social media manager, and client account manager; this growth will be supported by improved systems, automation tools, and reinvested profits, allowing you to scale operations, boost revenue, and position the business as a leading marketing provider across the UK.










[bookmark: _Toc120719618]Reference List
· Gov.uk — Start a Business: Business Planning Guidance
· Gov.uk — Small Business Grants and Support Programmes
· HMRC — Self‑Employed and Small Business Tax Guidance
· Federation of Small Businesses (FSB) — Small Business Resources and Financial Planning
· HubSpot — Marketing Benchmarks, Social Media Trends, and Content Strategy Insights
· Statista — Digital Marketing Industry Data and UK Market Statistics
· Canva — Content Creation and Branding Tools Overview
· Meta Business Suite — Social Media Scheduling and Advertising Tools
· Google Analytics — Digital Performance Tracking and Reporting Standards
· Investopedia — Break‑Even Analysis and Financial Modelling Definitions
· Shopify Business Blog — Small Business Growth, Scaling, and Operations Best Practices































[bookmark: _Toc120719619]Appendices:
Appendix A – Financial Documents
· One‑Year Financial Plan
· Cash Flow Forecast
· Sales Forecast
· Cost of Production Forecast
· Break‑Even Analysis
· Pricing Structure & Packages
Appendix B – Operational Documents
· Workflow Charts (Onboarding → Production → Reporting)
· Service Delivery Process Map
· Technology Tools Overview
· Quality Control Checklist
Appendix C – Management & HR Documents
· Organisational Chart
· Roles & Responsibilities
· Future Hiring Plan
· Freelancer Guidelines
Appendix D – Market & Strategy Documents
· SWOT Analysis
· PESTEL Analysis
· Competitor Overview
· Target Market Profile
· Marketing Strategy Summary
Appendix E – Legal & Administrative Documents
· Business Registration Details
· Insurance Information
· Data Protection & Privacy Practices
· Contracts & Client Agreement Templates
Appendix F – Supporting Materials
· Sample Content (posts, branding assets, reports)
· Client Testimonials (if available)
· Portfolio Examples
· Additional Research Sources
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