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BUSINESS PLAN TEMPLATE: THIS TEMPLATE MUST BE USED FOR THE ASSESSMENT 2. YOU MAY INCLUDE PICTURES TO IMPROVE THE PROFESSIONALISM OF YOUR WORK 
 
	BUSINESS DESCRIPTION / MARKET OPPORTUNITY 
 
The business description section provides a general description of the company. 
RKTTADVICE is a private limited company located sw200ud and offer coaching, mentoring, and teaching of table tennis to anyone keen to learn. The company offers a PRO service – meaning perfectionism, reliability and optimistic. 
Perfectionism – providing a customised service based on the modern and latest trend of Table Tennis 
Reliable – provide realistic courses depending on the needs and wants of the customer and available to listen to students’ pain points 
Optimistic -Positive attitude with a 100% customer satisfaction
 The mission statement Playing like a PRO –Perfectionism Reliable and optimistic teacher 
 The service you offer 
Why have you decided to provide this product/service and to whom and why did you choose the selected market (STP)  
Segmentation, Target, and Positioning 
The chosen Market is due to the fact, that London is a place that gives every businessman the opportunity to develop professionally at the highest level, offering a product of the highest quality with the opportunity to be evaluated and realized. Here is the place to mention that the service that one has to offer is at the highest level, taking the facts that I speak several languages, such as English, German, French, Russian, Serbian, and of course my mother – Bulgarian, as we know that London is a metropolitan city that unites nations from all over the world. A decisive factor is also the high demand and the low level of quality supply.

The criterion by which my future clients would have the opportunity to touch my brilliant qualities to help them in their improvement in this wonderful sport is mostly when they see me play and their instant fascination with the technical skills, I possess on the tennis table and after which those who need a trainer seeing my logo on the shirt, email or directly talking to me about training with them or sparring. The market positioning is about finding up the right strategies to connect with my customers, therefore, to connect with them, the company will address different touch points such as banners, advertising and words of mouth 

Sole traders: Individual small organisations such as corner shops or window cleaners. Here the manager is the owner and accepts full responsibility for the liabilities of the organisation. 
As a sole owner of my business, I will have the total control of my company. 
All the decisions will be made by myself based on previous experience for a better future of the company. 
I will have the responsibility and the opportunity to strike a better work/life balance, choosing who to work with, when and even where from. The financial information is kept private. This isn’t the case for incorporated businesses, whose accounts are published and available to the public. Less paperwork - in contrast to operating a limited company, sole traders don’t need to register with Companies House or file confirmation statement every year.




	
Private limited companies (Ltd)*: Small privately owned companies wherein the liability is limited to the private owners of the organisation. These are usually to be found as, for example, local builders, pubs, restaurants, and so-called SMEs (small and medium sized enterprises). 
A private limited company is the most common form of UK company incorporation.
It is set up directly by registering the company with Companies House.
It operates as a distinct legal entity to its directors and shareholders – the company is an ‘individual’ at its own right.
This means that all the business assets, liabilities and profits in a new window belong to the company itself and the shareholders are not wholly responsible for debts incurred by the company.



·  Advantages and disadvantages of sole trader.
· Advantages are much more then disadvantages in this scenario.
· 1 Advantage is that the company can starts immediately, and it is very simple to register it. You have complete control as a sole owner of your business. The paperwork is less also financially rewarding, fewer tax responsibilities, organisational flexibility, and total privacy which all that makes simple running your own business.
· 2 The disadvantages are unlimited liability you are responsible personally for any debts and losses of the business, whether that’s outstanding tax, office rent or equipment costs, potential credibility issues. For whatever reason, a sole trader business doesn’t carry with it the perceived prestige of a limited company, sale limitations, fewer tax planning opportunities 

	 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


 
 
INDUSTRY ANALYSIS 
 
Threat of new entry – VRIO 
 In my company based on the real evidence over the years also known as an ‘’experience’’, here  i will explain why I believe that I successfully run my business and more I start to get known/popular.
Since I have started my business project in London a few years ago I had to check the market is it valuable. Does many people practise that intelligent and beautiful sport and in what conditions as well who is coaching them?
Once I analysed these factors I found out that I can be very helpful to the table tennis community with my experience as my table tennis style is very clean which means at the same time very beautiful to watch it(attractive).This have been confirmed from the fans while I practised in a different venues, always people came to be and shared their positive feedbacks that I am playing very beautiful and it is lovey to watch it which makes me valuable and at the same time rare!!!
 As I am most of the other businesses different offering my table tennis service as a coach or sparing that was a matter of time to sit, grab a pen and analyse how to promote myself(organization part). In the end was easy…..to find a good venue and start to practise there and to arrange the conditions with the manager of the venue how can I apply in the structure and start to offer my service. After they gave me a slots to use I started to contact the people from other clubs where  have been practiced previously, and let them know that I am based in that particular venue and can coach them.
Within the time a started to show my potential as my customers improved in every aspect of the game(theoretically , practically and strategically).
All this  factors which I explained above bring me to be one of the top people in this business in London!
 
 
 

	Threat of substitutes – 
	Who can that be? why and how you can prevent? How can you still be competitive in the market? Product
	t 

	
	Life cycle justify it? If your product falls (decline) how are you going to rejuvenate or how will you change the price strategy from 
	 
	

	
	penetration / economy to skimming or bundle?
	The threats of substitutes in my case are very tight as this business is very specific. Most of the times this happens when the clients reaching his peak of improving and think that is enough good to continue his sport journey just playing with his friends and having fun, or exactly the opposite way – when he is not happy with the service you provide(for example not understanding the way you explain, not explain at all, wrong tips or there is a better coach next to whose teaching method is simple, more efficient).Other reasons can be a problem with the venue(end of the contract and no interest to extend it from the owner, higher rental price which  is not afford.


Consider  
	
	

	
	 
 
 
 

 
 
 
 
 
 The bargaining power of customers is very important in a professional part of my expanding of business based of their current expectation and future improve to motivate me to provide my best possible service and be able to charge the price I wish being paid and at the same time the customers to be happy with the service and share between their satisfaction and the company getting more popular local and even worldwide.
 
 
 
 
 
 
 
 
 
 

Competitive Rivalry: who are your competitors
In my business version the competitive rivalry is normally next t
the person who is coaching next to my table, a coach who is
located near by the venue where I am based, such as a coach
who is teaching in the same city, a coach who has extremely professional website where everything is simple to book and 
start the session.
  
 
	
	
	

	
	Name of competitor 
	Differentiation 
	

	
	Competitor 1 
Ivan Ivanov
 
	 Ivan Ivanov who is coach in the same venue coaching many people and known he is good at communication and being friendly, but his weakness is that cannot bring the players from intermediate to professional level. He explains what he learned from the past and he has not potential to scan the mistakes and fix them afterwards, where i am explaining first the theory, showing how it must be done and then am able to carefully looking after them and correct every single small changes
 which brings the person results, fun and trust afterwards that he has potential to reach next level and at the same time he recommends me mouth to mouth to his friends who are keen to improve! And last but not least I am always dressed appropriately with equipment for the respective sport so that it attracts the client’s initial attention.
	

	
	Competitor 2
Wang Hao
 
	Wang Hao is a coach who is an ex Chinese national player and is almost 60 years old with a lot of experience but a bit old fashioned which is not useful nowadays. He can see the mistakes of the people ,but cannot implement the new methods of training with a latest technique which I am totally on the other side trying to deliver to the players no matter of the age, the latest version of technique and also to show them based of my good body condition which allowed me to show them every single shot.
	

	
	
	 
	

	
	 
 
	
	


 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
OPERATIONS AND MANAGEMENT TEAM  
OPERATIONS – describe your process in detail such as your supply chain and clearly explain who is doing what? 

What is your business process like? E.g., if it is a bakery – what are all the processes involved? Where will you get your supplies from? What supplies and equipment will you need? How will you transport them to your production site? Where will you make the cakes and scones? How will you get them to your customers? Will anyone else be involved in this process? Etc 
 My business process is to deliver to the customers the best possible quality especially in London’s market!
I am offering my service in a venue which is based in North London, and it is specialized only for table tennis which is very rare to find especially during the daytime. In the sport hall there are 5 permanent tables which are world-class brand and having as well specified floor made for indoor sports. The venue is managed by very good manager who has access to all coaches and easy to communicate. The booking system is also well managed making simple and easy access to customers to book a table. To my service people are able to get via many ways, such as internet, mouth to mouth recommendations, or locally to see me during my coaching sessions. I provide the latest information of technique and the latest technologies of ball materials, rubbers and blades. Once the customer is under my jurisdiction i try immediately to understand his needs and be synchronized with it to be able to achieve his goals, based on my advice and his hard work on and off the table. Once the goal is accomplished, we move to another topic to reach the next level.
	 
 
 
 
 
 
 
How would you generate revenue for your business? E.g., upgrade, upsell, promotional mix.  
 
By answering to this two questions I will try to be very straight forward.
As I already explained on VRIO question every of the four details the revenue in London is very easy in my case as I analysed my competitive rivalry.
To generate revenue I must follow the steps from the beginning such as a good venue, including soft and clean floor, clean tables, very good lighting, warm during the winter, the best quality balls and ball collector to be useful and collect the balls during the session being efficient and not wasting a time.
All this information is based on the evidence when I practiced in the other clubs and saw how good are coaches(most of them never played professionally and having just a piece of paper – diploma),but without experience you CAN NOT fix any wrong habits or at least develop a proper technique. Based on this facts I am even now considering myself as a good coach once I know the methods of improving and secondly whoever I have been started to coaching, they are either with me still or of they came for a specific stroke to fix it and explain them how to keep practising preventing future fails, I have been recommended by them and other people are asking me to become their coach!!!
And the last thing I consider myself as a good product in this business and will always generate venue is the price I charge which is much higher them normal coaches and even that people are trying to come to me no matter that circumstances.
ALL WHAT I NEED IS TO FIND A VENUE AND BEING INDEPENDENT!!!
THEN I CAN EVEN MORE PROMOTE MYSELF AND DOING MY BEST AS ALWAYS HELPING PEOPLE TO IMPROVE IN THIS SUCH AN INTELLIGENT SPORT AS TABLE TENNIS IS!!!! 
 
 
MANAGEMENT TEAM 
 
	Name  
	Skills 
	What do they bring to the firm 

	Strategic Level CEO - Director – GM 
	Leadership, focus for future, communication skills, focus to change, numeracy, problem solving 
	 

	Tactical – Finance Manager, HR manager, Marketing, and advertising  
	 
	 

	Operations – General Staff, Kitchen porter, delivery 
	 
	 

	 
	 
	 


You may add more names if you wish 


 
 
	
	MARKETING: The Four P’s must be used to describe your marketing strategy
	 


 
Product: Brief description of your product 
 The product which I offer is quite unique on the London’s market!
This is based on the following factors such as being still professional, in a good physical shape, able to show the exercise, 
to explain it theoretically and looking after all this factors to achieve the student’s goals!

 
 
 
Price: How much would you charge for your product and what is the basis for the price chosen? The cost + Mark UP
The price in my situation is based on a few details such as:
Research of the market all around London how much the coaches charge average, who are they (do they were a pro or an amateur in their previous table tennis career), what details they provide during the session – technical and theoretical based on my understanding , what quality balls and rackets they use and in what area/zone the session is! 
 
 
 
 
Promotional Mix: What techniques would be used in promoting your product? What means of communication you will use and why? 
I am going to use a very well-designed website where I will provide all that information above in my explanation and a leaflet in an area around London where I expect people to be interested in that service!

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

	
	FINANCIALS
	  
Sources of funds: where would you be getting funds from? Think of Angel investors, NHS trust, personal savings, crowd funding, love 
 
The table below is a projection for the next 6 months from the start of your business – You simply need to assume  

	
	 
money  
IN THIS BUSINESS I NEED ONLY A FUNDS TO PAY THE VENUE – SUCH AS WAREHOUSE.I ALREADY HAVE CUSTOMERS WHO ARE READY TO HELP ME WITH PAYING THE VENUE, ALL I NEED IS TO FIND THE RIGHT PROPERTY (VENUE, WAREHOUSE).

P.S.
PLEASE DO NOT BE HESITATE TO SEND ME AN INFO IF YOU KNOW ANY AROUND WIMBLEDON, OR CENTRAL LONDON!



 
 
 
 
 
 
Use of funds
 
	

	
	 
	Month 1 
	Month 2 
	Month 3 
	Month 4 
	Month 5 
	Month 6 
	

	
	Revenue (from your operations and marketing section) 
	 
	 
	 
	 
	 
	 
	

	
	Fixed Costs (List out your fixed costs) 
 
 
 
 
 
 
	 
	 
	 
	 
	 
	 
	

	
	Variable Costs (List out your variable costs) 
	 
	 
	 
	 
	 
	 
	

	 
	 
 
 
 
 
 
 
 
	
	
	
	
	
	
	

	
	Profit  
	 
	 
	 
	 
	 
	 
	


 
Research Methods  
 
Here you will conclude how are you going to research about your customers – such as collecting primary data (surveys) – create a survey with some questions you will ask  
If you are using secondary data – please ensure you provide evidence such as a literature review of why your chosen product will be successful  
 
REFERENCES (AT LEAST TEN REFERENCES) 
Including the recommended textbook  
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