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Business Description / Market Opportunity 
The Printed Teddy’s (TPT) is a print-on demand business that is located in Birmingham, England. The company is a startup that seeks to provide products and services that make the lives of its customers more memorable. The company does this by providing print-on-demand services to its customers, and the variety of products that the customers can get will be limited only by their own creativity. The company approaches the business with this perspective in order to make the customers feel that they would always get whatever they would ever want. To do this, the company will provide print-on-demand services for t-shirts and jerseys, caps, and any manner of clothing that may need printing and labeling, as well as non-clothing items like cups, plates, phone covers, laptop covers, house wallpapers, and label stickers.  
Print-on-demand is an innovative way to create unique products that are quickly and affordably produced, allowing businesses to create merchandise with low upfront costs. This type of service allows businesses to have a competitive edge by producing customized items with quick turnaround times at a fraction of the cost compared to traditional printing methods. The UK is home to many sports teams and there is a large market for team jerseys and other sports-related apparel. The idea is to tap into this market by providing customers with an easy and cost-effective way to buy sports merchandise. 
In order to achieve this, TPT will first need to create an e-commerce website in order to showcase its products and provide customers with an easy way to purchase items. The business will also need to invest in SEO and content marketing in order to increase visibility and build brand awareness. Once the venture has become profitable, the company can look at investing in mobile app development in order to reach out to a wider audience and make purchasing even easier for customers. Overall, the company believes that there is a huge potential for success in the UK market for print-on-demand apparel. With the right marketing strategy and investments in technology, TPT can ensure that it will be able to meet customer demand while providing a competitive edge over other players in the industry.
Industry Analysis (Porter’s Five Forces)
When starting a business in the UK, it is important to conduct an industry analysis. In this case, the business will need to look at the UK print-on-demand t-shirts, mugs, caps, umbrellas, sneaker shoes, sunglasses, and third-party jerseys industry. By conducting a Porter’s Five Forces analysis of this industry, the business gets an insight into the market and can use that for decision making purposes (Dana et al., 2021). 
The first force to analyze is the threat of new entrants, and this rates very highly. It is relatively easy to set up a print-on-demand t-shirt business in the UK than it would be to set up another business, and this would rank among the small and medium-sized enterprises in the UK market. This means that just as it is easy to set up such a business, it is also similarly straightforward for other entrepreneurs to start up their own similar business. This means that new entrants pose a significant threat to the business, and going forward, the management has to come up with ways to differentiate itself and set its products and services aside so that they can stand out in a market that is easy to flood (Gupta, 2022). 
The second force to analyze is the power of suppliers. This force ranks relatively low as a threat to the business for various reasons. First of all, the business will be using materials that are easily available in the retail market, including t-shirts from local vendors, cups from manufacturers and even local stores, and every other product will be locally available. Additionally, the business will reserve the privilege to have customers bring their own materials that they need the printing to be done on, such as it would be the case with anniversary and related events where customers would like printing on their clothes, utensils, and other memorial printing. For sporting jerseys, the company will work with major dealerships who are licensed to sell on behalf of sporting entities, thereby eliminating the need to negotiate with the clubs themselves. Since there are multiple dealers, and customers have a wide variety of the products, the suppliers do not have significant power over the business (Moll and Yigitbasioglu, 2019).
The third force to consider is the power of buyers. Customers in this industry have the power to influence prices and terms because they are able to compare and select products from a variety of providers. To attract and retain customers, businesses must offer quality products at competitive prices. Since the company is being established in a service industry where every operation needs to be customer-oriented, the power that consumers have over the business is very high. Also, due to the availability of other sources of the same services and products, customers who do not feel satisfied by the company will simply buy elsewhere, making this a major factor for the company to consider.
The fourth force to consider is the threat of substitute products. In this industry, customers have the option of purchasing similar products from other companies. To stay competitive, businesses must differentiate their products from those of their competitors. This can be done by offering unique designs and features or providing better customer service than competitors. The personal nature of the products is something that the company can leverage, and this can be done by offering high-quality and customer-oriented services that make the customers feel valued. However, the threat of substitute products is moderately high because of the creative nature of the industry and personal nature of customers’ preferences.
The fifth and final force to analyze is the intensity of competitive rivalry. This industry is highly competitive with many players competing for market share. To stay ahead of the competition, the company must stay informed on their competitors’ strategies and offerings, focus on customer service, and innovate with new products and services. By analyzing these five forces, the business will get a better understanding of the industry they are entering and create strategies that will help it succeed in a competitive market. With proper research and planning, the business can be successful in the UK market.
	Competitor
	Differentiation

	Donut Designs
	Targets customers who want food-related designs on their t-shirts, tops, coats, and jackets.

	Creative Generations
	Targets customers in need of photography, videography, photo mounting, and drone coverage. Printing of t-shirts is not a major activity for the company.

	Colour Pen Creatives
	They primarily target customers who want free-hand designs printed on their products. They are more expensive and have a smaller audience, but theirs is a growing niche.



Operations and Management Team Plan
For a successful startup business to be launched in the UK as in any other markets, it is essential to have an effective operations and management team in place. This team should be responsible for the day-to-day running of the business, from setting objectives and goals to measuring the success of the marketing plan and assessing the financial health of the business. The operations and management team will include experienced personnel with a variety of skillsets (Bratton, 2020). This team should consist of a number of individuals who, due to the small size of the company, will be few in number and will be tasked with more tasks than normally is the case in most companies. Members who specialize in print-on-demand technology, product design, inventory management, logistics, customer service, and marketing, as well as general company management. Each member should be knowledgeable about the industry and have a solid understanding of the target market (Bratton, 2020). Specifically, this team will have 4 members, including the CEO, CFO, Chief Designer, and Marketing and PR manager.
The CEO will be the entrepreneur and will be tasked with running the company overall, including overseeing the activities of the other team members as one of them, and ensuring that the company remains compliant with all necessary statutes and business laws in the country. The CFO will manage the company’s financial assets and together with the rest of the team, make financial decisions of the business. The chief designer will be tasked with coming up with print and label designs that attract customers and make the company noticeable in the market, while the marketing and PR manager will be tasked with creating a good image of the business to the audience. The last two will work with customers to come up with personalized designs and ensure that customers receive the best quality of service, including handling issues of customers being dissatisfied by the company’s work in order to advice on how best to keep them happy (Bratton, 2020).
Additionally, the team should have access to resources that will enable them to effectively plan and execute a successful marketing strategy. This includes access to data analytics software, user experience and customer service tools, and web design and development tools. The team should also have a clear understanding of their budget and have the resources to make informed decisions regarding advertising, promotions, and content creation. The operations and management team must have a shared vision for the business and a commitment to delivering high quality products and services. They should strive to create an exceptional customer experience and ensure that the business is profitable and sustainable. 
By putting an effective operations and management team in place, businesses can set themselves up for success in the competitive UK market. A well-planned marketing strategy is essential to achieving success in any industry, but especially for a startup business dealing with print-on-demand t-shirts, mugs, caps, umbrellas, sneaker shoes, sunglasses, and third-party sports jerseys in the UK.
	Name
	Skill
	What they bring to the firm

	Damon Prince
	Effective leadership, visionary, planning, communication
	CEO

	Eliza Watson
	Financial management skills, planning ahead, effective communication.
	CFO

	Leone Barry
	Creativity and design, keen eye on changing trends, market research, communication
	Chief Designer

	Brown Whitefield
	Product promotion, customer service, communication, planning ahead, and market research.
	Marketing and PR manager


Marketing Plan
The 4Ps of marketing mix are the foundation for any successful marketing plan. When it comes to a startup business that deals with print-on-demand t-shirts, mugs, caps, umbrellas, sneaker shoes, sunglasses, and third-party sports jerseys in the UK, it’s important to consider all of these elements carefully. 
 The Product of this startup is print-on-demand t-shirts, mugs, caps, umbrellas, sneaker shoes, sunglasses, and third-party sports jerseys. Customers will have their t-shirts and other materials printed on with their messages of choice. Sporting and social events are the major target product here as they tend to invite large masses who want to keep memories of the events. Others include birthdays, weddings, funerals, hospice and charity events, and church missions which would have people matching their outfits even if the messages would be diverse.
The Pricing strategy is set up to target the middle-class consumers, meaning that the products have to, from the beginning, be affordable and be able to create memories for the customers. Essentially, the product of this company is not a necessity but rather a luxury good, which needs to be very attractive for the consumers to buy. The pricing strategy will be dynamic enough to represent the quality of the product while also remaining within their purchasing range.
To promote the business, the company will leverage social media trends that are being used for marketing, such as Twitter trends, Tik Tok challenges, and attractive discounts are being given. The business will be continuously looking to improve the customer experience and find ways to engage them. This will include creating special loyalty programs and providing incentives for customers to come back to the shop.
The Place chosen is Birmingham, UK. This location is close to a large population and the city has many sporting institutions that people are attracted to, as well as advanced technology. With a young vibrant population, and the recent trend of people creating social groups and challenges through online platforms, Birmingham offers the perfect location for the company to find its feet in the market.
Financial Plan
	Date range (Years)
	January 
	February
	March
	April
	May
	June

	Sales
	£10,000
	£15,000
	£20,000
	£25,000
	£35,000
	£50,000

	Direct cost of sales
	£3,000
	£4,000
	£6,000
	£8,000
	£9,000
	£13,000

	Other production expenses
	£2,500
	£4,000
	£6,000
	£6,000
	£7,000
	£9,000

	Total costs of sales
	£5,500
	£8,000
	£12,000
	£14,000
	£16,000
	£22,000

	Gross margin
	£4,500
	£7,000
	£8,000
	£11,000
	£19,000
	£28,000

	Gross margin %
	45%
	47%
	40%
	44%
	42%
	56%

	Expenses
	

	Payroll
	£3500
	£3,500
	£3,500
	£3,500
	£3,500
	£3,500

	Marketing and other expenses
	£1,000
	£1000
	£1,000
	£1,500
	£2,000
	£3,000

	Depreciation
	£1,000
	£1,500
	£1,500
	£2,000
	£3,000
	£3,500

	Leased equipment
	£1,000
	£2,000
	£2,000
	£2,000
	£2,000
	£2,000

	Utilities
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000
	£1,000

	Insurance
	£500
	£500
	£500
	£500
	£500
	£500

	Rent
	£800
	£800
	£800
	£800
	£800
	£800

	Payroll taxes
	£200
	£200
	£200
	£200
	£200
	£200

	Software
	£0
	£500
	£500
	£500
	£500
	£0

	
	
	
	
	

	Total Expenses
	£9,000
	£11,000
	£11,000
	£12,000
	£13,500
	£14,500

	Net Profit
	· £4,500
	· £4,000
	· £3,000
	· £1,000
	£5,500
	£13,500



Market Research
TPT is venturing into a market that I not only easily accessible and easy to start up as a new business but also where the competition is very stiff. The number of similar companies offering the same services to the company’s target market is increasing every year, especially with the influence of social media. However, there is a significant opportunity for the company to thrive in (Kniffin et al., 2021). By developing highly personalized and creative designs, and going out of the way to include materials that other competitors do not yet offer, TPT stands a chance to carve its brand onto the market. The marketing efforts required for this to succeed, however, will be enormous. As such, the company has to ensure that it engages the target market at the point where most of them will be likely to be reached; their mobile phones (Kniffin et al., 2021). 
The company’s founding management understands that the target market, which entails young and middle-aged people in Birmingham and the rest of the country, spends increasingly longer on social media and their mobile phones. Therefore, social media marketing presents a ripe opportunity to promote the brand through Tik Tok and Instagram challenges, YouTube videos and adverts, blog and website adverts, as well as promotional materials on Facebook and Twitter (Kniffin et al., 2021). The primary goal is to use short videos that carry a lot of information on the products and services while enticing the customers to want to purchase from TPT.
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