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[bookmark: _Toc124190500]Introduction

This paper will discuss an idea of manufacturing and putting in the market a product that was designed by our company. The concept for the product line in the company plan grew out of a fantastic vision that included giving back to the community, helping innocent pets, and producing beneficial items for the benefit of the sustenance of the defenceless animals around the pet community. The business plan product line was motivated by the noble goal of ensuring the wellbeing of pets. The core idea behind this product is to develop tools that can make cleaning enjoyable for indoor dogs and not only. 
In UK, most of the time, the weather is rainy, making it difficult for pet owners to fulfil their best friend’s needs. The dogs enjoy playing in the mud and in the rain. After their pets have played, owners have a lot of trouble cleaning up. The animals are also getting sick from being continually exposed to mud and then bathed in water. They start to feel weaker, lose their hair, and grow overheated and sick. Additionally, if the cleaning is not done properly, dogs must bear restrictions that limit their space and freedom of movement in their home, making them practically isolated from the main house rooms. It would be great to provide them with a different and possibly more practical choice if someone wishes to assist them.

[bookmark: _Toc124190501]Product
Our company developed this product taking in consideration three main aspects: 
· Our pets need 
Without using a lot of water or bathing the animal first, this device will clean the animal's fur and skin of dirt. The machine will include soft brushes similar to the ones used in vehicle wash facilities. The brushes will be connected to a powered device with an electric connection. Pets are welcome to jump into the washing machine, where a succession of brushes will scrub them clean. The dogs will also feel relaxed during the operation since they will get a massage. Even though they are not our customers, the pets of the United Kingdom will become our primary consumers, and their health and happiness will have a significant impact on their owners' purchasing decisions.
· Customer needs 
The urge that prompts a customer to buy a good or service is known as a customer need. Quality, price, convenience, sustainability, transparency, options, and control are the primary considerations for customers. When creating a product to satisfy a need at a specific time, it is crucial to identify the primary customer need. 
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Although our product cannot be totally classified as a need for our customers, it becomes one when they consider both their own and their pet's health. In the era of the global epidemic caused by the covid 19 virus, it has become vitally important to practise proper hygiene (CDC, 2022). Therefore, responsible pet owners tend to clean their dogs after each time they go outside. After all, the pandemic has instilled in individuals a fear of contracting a random virus or ailment. Consequently, sanitation and cleanliness obsession has reached an extraordinary level in communities.
· Customer wants
Wants can be described as desires that are not vital to man’s survival. Wants are things that one would love to have but may be compromised without causing harm. The wishes or desires of each individual differ based on their preferences and financial resources. Others crave branded clothing, a trip to an exotic destination, cutting-edge technology, concert tickets to see their favourite band, etc. Wants can alter over time and are frequently influenced by one's mood. 
Factors such as rainy weather and the necessity to keep the house and pet clean in a quick and enjoyable manner will change our product into an absolute requirement.

[bookmark: _Toc124190502]Market
Pet ownership rates reached an all-time high of 62 percent in 2021–2022, probably as a result of the coronavirus epidemic and people spending more time at home. Dogs and cats were the most popular household pets in that year, with an estimated 13 million dogs and 12 million cats living in homes, with more than half of UK families having at least one pet. Only Germany was ahead of the United Kingdom in terms of the number of dogs in each European nation as of 2020. Consumer spending on pet food and other pet-related goods and services increased in parallel with the growth of the pet population in the United Kingdom. From just 2.9 billion British pounds in 2005, spending on pets and related goods increased significantly, reaching almost eight billion British pounds in 2020. Veterinary and pet services, which accounted for almost four billion British pounds in expenditures for pets in 2020, are among the most expensive pet-related costs. The information was published by Statista Research Department, Apr 22, 2022, and is based on online surveys taken on 8983 respondents aged 18 or older. 
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Therefore, in market that is continuously growing the only conclusion is that the demand and the needs of customers will increase directly proportional with the market.

[bookmark: _Toc124190503]Product life cycle 
The product is anticipated to expand in the first year, reach maturity in the second, and then decrease slightly as the market becomes oversaturated, before reviving in the third year due to new development.
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[bookmark: _Toc124190504]Place 

As this is a unique product in the market the main selling point will be our company physical and online store. Our company will also approach large retailers such as Pets At Home and propose a collaboration. 
[bookmark: _Toc124190505]Price 
As stated earlier, our primary target market will consist of people who own pets. We will utilise value-based pricing as our primary pricing approach; however, as we will also sell bundles that contain other products such as shampoo, perfume, and hair dryers, we will also employ bundle pricing.
[bookmark: _Toc124190506]Promotion 
Customers' decision-making processes are significantly impacted by advertising to a large degree. Due to the fact that this is a brand-new product, our online advertisements will need to focus on creating awareness and educating our customers about the benefits of utilising our product. We will make ourselves noticed on all important online platforms. In addition to this, we will need to integrate the product into other websites across the domain.
Due to the importance of communication, we will exhibit our product at multiple parks where pet owners enjoy walking their pets and give a free cleaning session for their pets. In this manner, we are also able to obtain honest and recent feedback regarding our product.

[bookmark: _Toc124190507]S.W.O.T analysis 

Strength.
· Our product will be patented, and his unicity will represent one of our greatest strengths.
· The adaptability of our product to different sizes of pets 
Weaknesses 
· Because this is the first product of its kind, we will have difficulty convincing potential clients of its benefits.
· As this product is complex and multifunctional, the price can be viewed as a negative.
Opportunities 
· Can become the leader of a high valued market.
· All other substitute products do not perform as fast and efficient as our product.
Threats  
· Competition can develop inexpensive substitute products.

[bookmark: _Toc124190508]V.R.I.O. analysis 
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Value
· Unique product
· Multifunctional product (clean, dry, massage)
Rarity
· Registered patent of product 
Imitability 
· The product cannot be imitated without using our patented technology 
Organisation
· Based on strong leadership skills, our organisation will focus in a continues improvement technology.
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Rivalry
There are numerous competitors in the pet industry, including some well-known companies, but none of them sells a comparable product. The majority concentrates on considerably simpler, less efficient products.
Supplier power
China will be one of our primary sources of supply. Because of this, our organisation will be able to negotiate a price that is more favourable on practically all the components that go into making our product.
Buyer power
The level of buyer power is average because there is no other product on the market that can wash, massage, and dry pets in addition to this one. Additionally, we believe that every pet-owning household will want to purchase the product because it will keep their home and pets clean.
Threat of substitution
Every time a successful product reaches the market in the modern world, alternative products enter the same market. This is due to the rapid development of technology and the availability of several solutions. However, our company will focus on safeguarding the product by patenting not just the product itself, but also its components. This will make it extremely tough to substitute the product while maintaining the same results.
Threat of new entry
Although the pet market is very lucrative and the threat of new competitors entering the market is significant, most of the companies are selling the same products, differentiating themselves only through minor details.

[bookmark: _Toc124190510]Gibbs Reflective cycle
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Feeling 
I believe that releasing this product to the market is a challenge that will provide me with both happiness and experience. I am both anxious and excited, on the one hand out of a fear of failure and on the other out of a desire to uncover my organisational, leadership, and entrepreneurial qualities.
Evaluation 
When reviewing the concept, I highlighted as positive its uniqueness, the fact that the product is new, its market potential, growing annually, and the fact that a large initial capital is not required to carry out the project. When reviewing the concept, I highlighted as positive its uniqueness, the fact that the product is new, its market potential, growing annually, and the fact that a large initial capital is not required to carry out the project.
The aspect of this idea that causes me concern is that the product is entirely unknown, and customers will not see its true value at the beginning.
There is also the risk that my skill sets might not meet all the requirements to effectively complete this project.
Analysis 
One of my assets is that I am a devoted individual; if I am passionate about or believe in an idea, I do everything in my power to attain the stated objectives.
I have a high organisational abilities and multitasking skills
I tend to believe that I have a democratic leadership style, but I occasionally recognise that I also implement an autocratic style. I value the opinions of others, yet certain activities may only be completed in a specific manner.
With the evolution of technology and time management skills, it is now possible to schedule your entire day on a smartphone. Only the capacity to prioritise your chores remains, which I am confident I can perfect.

[bookmark: _Toc124190511]Conclusion 
The success of this invention will not only alleviate a persistent problem, but also unite animal lovers in the United Kingdom with their beloved pets.
From a personal standpoint, the project will not only provide a unique sense of fulfilment, but it will also develop a wide variety of abilities.

Action plan 
	Development objectives 
	Priority 
	Activities to be taken 
	 Control 
	Time bound 

	Autocratic leadership 
	Very high`
	Short leadership courses online 
	Review progresses each week
	4 months 
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