Title Page
· Program of Study: [Enterprise and Entrepreneurship]
· Module: LCLM 4006 Component 1 London
· Assignment Title: Business Plan – Aqua Flow Bottling Ltd[image: ]
· Lecturer: [Mr Andry ]
· Student Name: [Sikiru Aderemi oyelami]
· Student Number: [2430250]
 Table of Contents
1. Executive Summary
2. Business Overview
3. Market and Industry Overview
4. Environmental Analysis (PESTEL)
5. Marketing Strategy
6. Operations Plan
7. Management and Legal Structure
8. Financial Plan: Funding and Month 1 Start-up Expenses
9. Risks and Mitigation
10. Implementation Timeline
11. References

 Executive Summary: 
 Aqua Flow Bottling Ltd will produce and sell sustainable, premium bottled spring water sourced from a certified UK spring. We will differentiate with 100% recycled PET (PET) and aluminium options, a carbon-neutral logistics plan, and smart QR labels for transparency (source, quality tests, and recycling guidance). Target customers: health-conscious consumers, gyms, cafés, offices, and event organizers in London and the South East. Sales channels: Business-to-Business wholesale, e-commerce subscriptions, and selected retail partners. Initial capacity: 20,000 bottles per week, scaling to 60,000 within 12 months. Revenue in Year 1 projected at £750,000 with 35–40% gross margin.

 Business Overview
· Product/Service:
· [bookmark: _GoBack]500 ml still water (rPET), 750 ml aluminum reusable, 1.5 L family-size rPET, and 19 Ltr. office dispensers.
· Value-add: QR for lab reports and source info; optional custom labels for events/brands; subscription delivery.
· Unique Selling Proposition:
· Sustainability-first packaging (rPET/aluminum), carbon-neutral delivery, full traceability, and competitive B2B pricing.
· Customer Segments:
· Gyms/fitness studios, cafés/casual dining, convenience retailers, corporate offices, schools/universities, events/festivals, D2C subscribers.
· Location:
· Bottling facility within 90–120 minutes of London for logistics efficiency; leased light-industrial unit ~5,000–7,000 sq ft.
· Management Structure:
· CEO/Founder (strategy, partnerships), Operations Manager (production/quality), Quality & Compliance Officer (HACCP, ISO), Sales & Marketing Manager, Finance & Admin, Logistics Supervisor.
· Legal Format:
· Private Company Limited by Shares (Ltd) registered in England & Wales. Required permits: Food Business Registration with local authority, Source extraction license (if applicable), HACCP plan, and compliance with UK Food Safety, BS EN standards.

 Market and Industry Overview
· UK bottled water market >£3bn, steady growth driven by health trends, on-the-go consumption, and declining sugary drinks.
· Demand for sustainable packaging and transparent sourcing is increasing; corporate ESG targets drive supplier selection.
· Competitors: Highland Spring, Buxton, Harrogate, Dash Water (flavoured), water coolers providers. Niche gap for mid-priced, sustainability-verified B2B supplier with custom labelling and subscriptions.

 Environmental Analysis (PESTEL)
· Political:
· UK policies promoting recycling; Extended Producer Responsibility (EPR) and Deposit Return Scheme (DRS) rollouts affect packaging compliance and costs.
· Economic:
· Inflation impacts resin/aluminum and transport costs; London’s dense B2B market supports volume; corporate budgets for healthy perks stable.
· Social:
· Health-conscious consumers prefer water; ESG priorities and plastic waste concerns push demand for rPET/aluminium and traceable supply.
· Technological:
· Automated bottling lines, inline UV filtration, digital QR traceability, and route-optimisation software reduce costs and communicate quality.
· Environmental:
· Need to minimize footprint: renewable energy contracts, recycled materials, route consolidation, and water stewardship certification.     
· Legal:
· Food standards (HACCP), labelling rules (nutrition, lot codes), packaging regulations, workplace health & safety, water abstraction permits.

 Marketing Strategy
· Positioning:
· “Clean water, clean conscience”—premium quality with measurable sustainability.
· Pricing (indicative ex-VAT):
· 500 ml rPET: £0.35–£0.45 wholesale; 750 ml aluminum: £1.20–£1.50; 1.5 L: £0.55–£0.70; 19 L dispensers: £4.50–£6.00.
· Place/Channels:
· Direct B2B (sales reps targeting gyms, cafés, offices); online store with subscription; selected independent retailers; event partnerships.
· Promotion:
· Intro offers to gyms/cafés (free sampler case); corporate ESG case studies; QR-led storytelling; social media; local PR; co-branding with events; referral discounts; CSR—1% revenue to local clean-water charity.
· Product Strategy:
· Custom label service for events/brands; seasonal limited editions; bundle with dispensers and cups; loyalty for D2C subscribers.
· Sales Targets (first 6 months):

120 B2B accounts, average weekly 10 cases each; 500 D2C subscribers with monthly 24-bottle packs. 




Sales Targets Table (First 6 Months)
	Metric
	Month 1
	Month 3
	Month 6

	B2B Accounts (count)
	40
	120
	180

	Avg Weekly Cases per B2B
	6
	10
	12

	D2C Subscribers
	150
	500
	900

	Bottles Sold per Month
	160,000
	400,000
	650,000

	Revenue (£)
	64,000
	160,000
	260,000

	Gross Profit (£)
	25,600
	64,000
	104,000


· 
Operations Plan
· Source & Treatment:
· Licensed spring; multi-stage filtration: sediment, activated carbon, UV sterilization; regular microbiological and chemical testing per UK standards.
· Bottling Line:
· Semi-automatic filler-capper, labeler, shrink wrapper; initial capacity ~4,000–5,000 bottles/hour during 2–3 shifts/week.
· Packaging:
· 100% rPET preforms; aluminum bottles for premium line; recyclable cartons and pallets.
· Quality Assurance:
· HACCP; lot coding; daily sanitation SOPs; third-party lab tests monthly; ISO 22000 target within 12 months.
· Logistics:
· Own 3.5t vans for London routes; route optimization; consolidate deliveries; carbon offset programme; warehouse racking for 60 pallets.
· IT:
· Inventory and order management (e.g., cloud ERP), QR traceability database, website with subscription and B2B portal.

Management and Legal Structure
· Legal: Private Ltd; shareholders agreement; IP for brand and label designs; contracts with source provider and packaging suppliers.
· Team:
· CEO/Founder; Operations Manager; Quality & Compliance Officer; Sales & Marketing Manager; Finance/Admin Officer; 4 Production Operatives; 2 Drivers.
· Advisors:
· Food safety consultant, environmental compliance advisor, accountant.

 Financial Plan: Funding and Month 1 Startup Expenses
· Funding Required:
· Total startup capital sought: £350,000.
· Sources and Rationale:
· £200,000 equity investment (angel/seed) for equipment and setup.
· £100,000 asset finance for bottling line (spreads cost, preserves cash).
· £50,000 working capital overdraft for inventory and receivables.
· Use of Funds (setup):
· Bottling equipment (filler, capper, labeler, UV system): £150,000
· Facility fit-out and lease deposit (6 months): £45,000
· Initial packaging inventory (preforms, caps, labels, cartons): £40,000
· Vans (2 used 3.5t) or lease: £35,000
· Quality lab equipment and certifications: £15,000
· Website/e-commerce and QR platform: £10,000
· Legal, licenses, insurance: £12,000
· Working capital buffer: £43,000
· Month 1 Startup Expenses (outline):
· Rent and utilities: £7,500
· Wages (core team + operatives): £22,000
· Packaging replenishment: £12,000
· Source water and testing: £3,000
· Fuel and delivery costs: £3,500
· Marketing and promotions: £5,000
· Insurance and compliance: £1,500
· Miscellaneous/contingency: £2,500
· Total Month 1: ~£57,000
· Revenue and Margins (Month 1–3 indicative):
· Average wholesale price per 500 ml: £0.40; unit cost £0.24; gross margin ~40%.
Target sales volume Month 3: 400,000 bottles/month → revenue ~£160,000; gross profit ~£64,000.    

 Product & Pricing Table (ex-VAT)
	SKU
	Pack Size
	Wholesale Price (£)
	Unit Cost (£)
	Gross Margin

	Still rPET Bottle
	500 ml
	0.40
	0.24
	40%

	Aluminium Reusable
	750 ml
	1.35
	0.80
	41%

	Family rPET
	1.5 L
	0.62
	0.38
	39%

	Office Dispenser
	19 L
	5.40
	3.20
	


· 

Risks and Mitigation
· Packaging cost volatility:
· Long-term contracts; dual suppliers; maintain safety stock.
· Regulatory changes (DRS/EPR):
· Engage early; budget compliance fees; adopt best-practice labelling.
· Source disruption:
· Secondary source agreement; onsite storage tanks; contingency production schedule.
· Quality incident:
· Strict HACCP, batch retention, recall procedures, product liability insurance.
· Demand variability:
· Diversify segments (gyms, offices, retail, events, D2C); flexible shifts; promotional levers.
· Cash flow pressure:
· Tight credit control for B2B; invoice factoring option; subscription prepayments.

 Implementation Timeline
· Month 0–1: Finalize funding; secure lease; order equipment; regulatory registrations.
· Month 2: Install line; implement HACCP; hire core team; supplier contracts; website build.
· Month 3: Pilot runs; lab certifications; soft launch to 20 pilot B2B accounts.
· Month 4–6: Full launch; scale routes; secure 100+ B2B accounts; D2C subscriptions.
· Month 7–12: Capacity expansion; ISO 22000 certification; add aluminium line; enter larger retail partners.
· Implementation Timeline Table
· 
	Phase
	Activities
	Timeframe

	Setup
	Lease, funding, orders, registration
	Month 0–1

	Install
	Equipment, HACCP, hiring
	Month 2

	Pilot
	Test runs, certifications, soft launch
	Month 3

	Scale
	Route build, 100+ B2B, D2C growth
	Months 4–6

	Optimise
	ISO 22000, aluminium line
	Months 7–12


· 

 References
· Statista/IBISWorld UK Bottled Water Market reports.
· UK Food Standards Agency: Food Business Registration and water bottling guidance.
· BS EN standards for bottled water; HACCP/ISO 22000 frameworks.
· UK Government resources on EPR and DRS.
· DEFRA guidance on water abstraction and environmental compliance.
Assumptions
· London/South East focus; UK regulatory context.
· Spring source availability under license; rPET supply secured.
· Prices and costs reflect typical UK SME ranges; adjust with live quotes.
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