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Business Concept
RetailEdge Consultancy is a specialist consulting firm that offers consulting services to small and medium enterprises in the United Kingdom which deal with retail businesses. The company solves important issues of employee engagement and efficiency in the retail business. Studies show that an engaged employee will provide retail organisations with 21% higher profitability (Gallup, 2020). However, in UK retail, the engagement rates amongst employees have always been in the same place at 36% (CIPD, 2023). 
Service and Product Diversion.
Employee Engagement Audit incorporates the survey of staff, focus groups, and interview with the management. The final results are a detailed report with the identification of barriers to engagement, and a 90-day action plan. Retailers with 20 to 50 employees will have a starting price of £3,500.
Operational Efficiency Review covers operational viewing, performance statistical information, and benchmarking in the industry. Improvements in processes, cost-cutting opportunities and timelines are provided to the clients. 
Management Structure
The first 18 months are in the form of a sole trader RetailEdge Consultancy. This system reduces administrative complexity and offers complete operational control (Bridge and O'Neill, 2012). The founder is the lead consultant and deals with all client relationships.
Once the business has achieved stability in terms of revenue, it becomes a limited company. The change offers protection in liabilities and tax-efficiency with an improved turnover (Barrow et al., 2018). The transition will be achieved as soon as the monthly revenues are at least more than 8,000 pounds in 6 months.
The founder has a direct retail management experience in Tesco, Marks and Spencer, and Primark. Business Studies provide academic qualifications to provide theoretical frameworks on the organisational behaviour and strategic management.
Months one to six are the period that the founder works alone. Since the seventh month, the company uses associate consultants on a case-by-case basis. Associates are paid 40 percent of project deliveries and this helps them manage their fixed costs and at the same time scale capacity expansion (Burns, 2016). 
Legal Format
The sole trader form of business operation takes effect on the launch of the business. Registration is registered with the HM Revenue and Customs and then there is commencement of trade. The professional indemnity insurance covers the consulting advice at a coverage of 1 million pounds.  
The company also starts with a home-based business that does not require commercial rent. Limited company status cannot be registered without Companies House (Companies House, 2024).
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Political Factors
The employment laws in the UK have a direct impact on the management of retail workforce. The Employment Rights Bill 2024 presents more robust protections to the workers, such as predictable schedules demands and the right to unfair dismissal on the first day (UK Parliament, 2024). The UK retailers continue to have issues with staffing and retaining employees, especially in front office positions (British Retail Consortium, 2023).
Economic Factors
In 2023, the turnover in the UK retail sector amounted to the level of 471 billion, with 3.1 million employees (ONS, 2024). Retail businesses are characterized by the number of employees of less than 250 employees; SME retailers constitute 68% of all retail businesses (FSB, 2023).
The operational costs are increasing and this strains retail profit margins. In 2023, average retail operating margins were down to 3.2 per cent compared to 4.1 in 2019 (Retail Economics, 2024). Typical UK retailers have 52 percent of the operating expenses in labour costs (BDO, 2023). Studies indicate that a 10% increase in the engagement of employees will decrease the turnover expenses by £1,800 per employee per year (CIPD, 2022).
Social Factors
The expectations of workforce were altered significantly after the pandemic. Employees are focusing on flexible working schedules, meaningful work, development opportunity (McKinsey, 2023). The younger employees who venture into the retail sector demand alternate forms of management  (Deloitte, 2024).
Employee turnover continues to be a more difficult problem in the industry. In the UK retail, an average turnover is 38 per year, and the businesses lose about 4,000 pounds per outgoing employee (People Management, 2023). The expectations of the quality of customer service are on the increase. Well trained and engaged employees will provide high quality customer experiences (Institute of Customer Service, 2024).
Technological Factors
Retail workforce management is changed with the help of digital tools. More advanced management strategies are possible by use of cloud-based scheduling software, mobile communication platforms, and performance analytics systems (Sharma and Jhamb, 2020). Evidence-based management can be made with the help of data analytics capabilities. Most SME retailers have not the knowledge to fully utilize such data sources (Wamba et al., 2015).
Environmental Factors
Green issues affect the retail business and consumer behaviour. Retailers are under pressure to minimize environmental impact by being energy efficient and waste-reducing and sustainably sourced (Jones et al., 2020). By 2050, the UK government sets net-zero emissions as compulsory, and it demands the action of business (Climate Change Act 2008).
Legal Factors
The complexity of employment law poses compliance problems to SME retailers. There are national minimum wage laws, working time laws, and equality acts, which also require attention to be carefully managed (ACAS, 2024). The Health and Safety Act 1974 (HSE, 2023) provides health and safety responsibilities in the workplace of retail premises. The UK GDPR regulates the management of employee-related data by the rules of data protection (ICO, 2023).
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Target Market Segmentation
RetailEdge targets three groups of customers. The main focus is on the independent retailers who have 20 previous to 100 workers, annual income between 1 million to 15 million and have at least three years history of trading. Such companies have enough funds to spend on consultancy services and do not have in-house HR capabilities (Burns, 2016).
The regional retail chains that have five to fifteen branches are considered secondary targets. Tertiary targets include franchise operation where individual franchise holders operate one or more locations (Barrow et al., 2018). 
Positioning Strategy
RetailEdge differentiates itself using three differentiators. To begin with, practical retail experience separates the consultancy with generic HR advisors (Ries and Trout, 2001).    
Digital Marketing Tactics
The main digital resource is the business site.   It has a resources section where people can find free downloadable resources on retail management topics (Chaffey and Ellis-Chadwick, 2019).
The keywords that search engine optimisation will focus on are the use of particular phrases such as: retail management consultant South West and improve retail employee engagement. Blog posts that contain content marketing offer solutions to frequent retailer problems (Kingsnorth, 2019).
The main channel of social media is LinkedIn. Regularly, retail management insights, industry research results and client success stories are posted (Quesenberry, 2020). Google Ads campaigns are directed on the retailers that seek particular solutions.  
Prospects are nurtured using email marketing in the form of a quarterly newsletter. The content contains benchmarks of retail performance, the explanation of management techniques, and industry trend analysis (Chaffey and Ellis-Chadwick, 2019).
Face-to-face marketing strategies.
Client acquisition is based on business networking. The founder will be visiting monthly Federation of Small Businesses meetings, local Chamber of Commerce events, and retail-specific networking groups (Barrow et al., 2018).
Thought leadership is achieved through speaking engagements at business events. The referral channels are formed through partnership development with complementary service providers.  
Relationship Marketing
Retention of clients has been given the same priority as acquisition of new customers. Study has shown that repeat customers create a 67 point greater income levels in professional services (Reichheld and Sasser, 1990). The current customers are provided with 10 percent credit on new services referred to. Social proofs in the marketing materials are presented in the form of client testimonials and cases (Kotler et al., 2017).
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Total Funding Requirement
RetailEdge Consultancy needs a startup capital of £12, 500. This is to cater to initial operating costs, marketing investments and the first three months of trading working capital (Burns, 2016).
Funding Sources
Individual savings give UK7500 of necessary capital. The contribution of this nature reflects the commitment of the founders and does not give up the control of the business (Barrow et al., 2018).
The rest of the loan is provided through the British Business Bank Start Up Loan package whereby the additional amount is provided to the tune of 5,000. This is a scheme supported by the government that provides loans up to the amount of 25,000 at an interest rate of 6 per annum to new companies  (British Business Bank, 2024).  
Startup Costs of the first month.
Costs of professional services will amount to £1,200 during the first month. Registration of the business and legal structure set-up is 150. Initial set up of bookkeeping and subscription software costs 200 pounds. The amount of professional indemnity and public liability insurance cover amounts to £720. Registration and hosting of Web site domain (1 year) costs £130.
The cost of marketing and branding goes up to £2,800 in the launch month alone. The cost of professional designing and developing a site is 1500. Brand identity design costs £400. The start-up marketing will be £350. LinkedIn advert costs amount to £300. The cost of networking events and memberships is £250.
The total costs on technology and equipment amount to £1,650. A laptop computer costs £800. The prices of Microsoft Office 365 Business include subscription of £120 per year. Video conferencing software is priced at £180 a year. There is a cost of cloud storage, which is 60 per year. Mobile phone business will cost 12 months prepayment at £480. Cost of Project management software and CRM software is 250 a year.
Office supplies and equipment’s were 380. Ergonomic desk chair costs £120. One portable presentation equipment is priced at £80. The cost of professional notebook and planning materials is £40. This amounts to printing and stationery supplies of £60. Cost of portable document scanner is £80.
Current asset =£3,500. This amount will cater to personal draws within first three months of establishing the client base. It is indicated that new consulting ventures usually take three to six months before they can start to produce positive cash flow (Burns, 2016).
The budget on the travel expenses is set to cover an amount of 970 during the first month. Addition costs of vehicle insurance business amount to £180/year. The first four months costs of fuel and parking is £480. The cost of professional development is 310.
First month costs in total amount to £10,500. The left-over finance of total funding of £12,500 in business account is in the form of a financial buffer.
Revenue Forecast and Breakeven Analysis.
Month one is all about business establishment and prospecting of clients. There is no revenue generation in this period. The second and third months are focused on one client project per month, and are expected to bring in between £3,500 and £3,500 a month.  Studies have shown that the period of progressive business growth is usually six-months of active marketing in terms of client flow to and through professional services (Maister, 1993).
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