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“Any sufficiently advanced technology is indistinguishable from magic.”
(Clarke, 1968)

Disclaimer
My name is Teodor Plamenov Panev. First, I want to acknowledge that my part of the business plan may be slightly different from what is expected of me. I made many assumptions in the R & D part. However, the base for my assumptions is the actual studies I read and provide the complete reference. I'm not a biologist and cannot claim I fully understand the details, but I firmly believe what I'm writing about Is possible. Nothing exists before someone builds it. If not possible with today's technology, it will be in the near future. If I were in a position to start this business. I would have first consulted with experts in the field to understand better:
A. If it is possible with current technology, and how much time will it take.
B. How much capital will be needed to mass-produce genetic tests, and how profitable can it be.
As a level 4 student, I haven't done that. For the sake of the business plan, I have to assume all I want to build is possible and make it more appealing for potential investors. I haven't tried to contact or speak with anyone to confirm if what I'm writing about is possible.

This disclaimer is not part of my assignment, and I do not count the words I put into the 2000 limit I have.
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R&D
Our R & D focus will have two main goals: 
To create genetic compatibility tests that will increase the chance of long-term relationships between the people we match together.
To crate algorithm with the help of phycologist. The purpose will be to match the people based on deep phycological profiles.
Human relationships are complicated, and there are many factors for success. Social, psychological, physical, and chemical. Our main objective is to narrow these factors down as much as possible to offer our clients the best possible chance of finding partners for long-term relationships.
Genetic Matchmaking
As Wedekind concluded in his study of 1995, females are more attracted to MHC-dissimilar men. The famous T-shirt study was conducted by having males wear the same T-shirt for two consecutive nights. The female participants were asked to score the males based on body odours. They scored the male odours with different MHC(major histocompatibility complex) as more pleasant. Furthermore, the MHC-dissimilar man reminded the females of their current or former partners. This suggests that the MHC or linked genes influence human partner choice (Wedekind, et al., 1995).
Since 1995 there have been many studies conducted in this field. We can say without a doubt that MHC(major histocompatibility complex) Is an important factor of the partner choice in all mammals. The study of MHC and TAAR genes and their variations over 16 years in bats. Give us hope that we are getting closer to decrypting chemical communication. The study, "MHC-dependent mate choice is linked to a trace-amine-associated receptor gene in a mammal." We can see that they have identified a significant interaction between partner choice and females' TAAR3 genotype, with TAAR3-heterozygous females being more likely to pick MHC-diverse males. The results suggest that TAARs and olfactory cues may be important mediators in mammalian MHC-dependent partner choice. The study may help us identify the ligands involved in chemical communication between potential mates (Santos, et al., 2016). However, human relationships are much more than chemicals, and other studies have controversial results. Genes of the MHC in vertebrates are Integral for effective adaptive immune response and are associated with sexual selection. Evidence supports MHC-based choice for diverse and dissimilar mating partners but has been disparate and controversial evidence from human mate choice studies (Winternitz, et al., 2017)
After consulting with a leading expert in the field, we decided to fund our research. To create viable genetic tests to help us match people together in 18 months. The comprehensive research will most likely take many years and serious investment to decrypt the chemistry that attracts us to each other. However, one year should be enough to create a viable marketing product to increase matchmaking success.
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Psychological Profiling
Our second objective is to create an algorithm that will match people based on deep psychological profiles. We are already working with psychologist experts in the field for the questioners our clients will complete when registering for our service. The I.T. resources needed for this project are relatively low, and we expect it to be a straightforward process, which will allow us to scale up our already proven matchmaking process on a large scale. We will have a working version in 3 months. On which we will keep building and expanding in the future.
Our S.W.O.T. analysis identifies as one of the most significant opportunities we can explore as integrating Artificial Intelligence working as an A.I. Psychologist for our customers. The rapid innovation in the development of A.I. will make this possible. However, we are still to determine If it will be appropriate and beneficial for our service. Our research team will also determine how and when we could integrate Open A.I. or other A.I. alternatives on the market, as a long-term project. For now, a simple matching algorithm will be enough for our business.

Conclusion
We can conclude that our R & D goals are important and achievable and will be the steppingstone for our future. It is impossible to predict the increase in matchmaking success each will provide. We expect both psychological profiling and genetic matchmaking to improve significantly over time. On top of their actual benefits, we expect a serious boost from the placebo effect. One of the main difficulties many single people have is a lack of confidence, which prevents them from pursuing long-term relationships. Implementing scientific methods into our matchmaking process will give our customers more confidence when dating. The placebo effect on its own will significantly increase the chance of long-term relationships between the people we match together.
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Development & Milestones

We are prepared for different scenarios.
When a high uncertainty level in the business environment arises from rapid change or complexity, developing a single view of how the environment influences the organization's strategies is impossible and dangerous. Scenario analyses open us to different possibilities and help managers be open-minded to alternatives. Thus, scenarios help us understand how the environment of an organization might develop in the future and provide us with plausible alternative views. They usually build on P.E.S.T.E.L. analyses and the critical drivers for change and offer more than a single forecast of how the environment will change (Johanson, 2008).
We have identified the key drivers in the industry and have prepared for different scenarios to ensure ourselves or every possible outcome. As you had read in our R & D plans, we have high expectations to step in front of the competition, and our goal is to change and lead the industry in a different direction. Thanks to the progress in technology and a better understanding of the psychological aspect of the matchmaking process, we feel confident we can accomplish our objectives. Mr. George Doran says both the objective and the action plan are essential. Therefore, good management should focus on both and not only on the objective (Doran, 1981). All our objectives are S.M.A.R.T, and we firmly believe they are achievable. We prepared for different scenarios with public acceptance and rejection of our Genetic Matchmaking project and technological fail or success. We feel confident that whatever the outcome of one of our research projects is, the other one will protect the future of our company. Physiological profiling and Genetic Matchmaking can work in synergy for the best possible outcome or cover each other in case of failures and setbacks.
As we grow and develop, it will be essential to stay true to our vision and why we started our company. Opening our online service in three months with psychological matching on a large scale will be straightforward. Our IT department will be responsible for ensuring all data our customers provide is encrypted, and no one will have access to the sensitive information. We expect high "buzz" in both social and traditional media, and our PR department is prepared to translate our vision to the public.
The Genetic Matchmaking, which we expect to start offering in 18 months, will be more controversial and sensitive for the public. As you can see in our P.E.S.T.E.L analysis, there will be social and ethical ramifications although it is legal. We expect "bad" PR and a lot of "noise" when we start our service and challenges on moral grounds. Our objective will be to explain our vision and mission. To bring back the Magic many of us are looking for in one cold digital world. We are not trying to genetically breed people only to crack nature chemical code that attracts us to each other. As the studies show, the dissimilar attracts us, and we feel confident this will put to rest any fears the public may have.
"It would be an oversimplification to assume that the promotional mix contains only the elements of advertising, public relation (PR), sales promotion and personal selling." (Blythe, 2006)
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The Future of Magic Click
Our offline business providing restaurant packages for our customers will remain operational as we see it as a great marketing opportunity. We will create a YouTube channel where we can make short videos for couples we match together. However, in the near future, we do not plan to expand outside London, and we consider it to be a low percentage of our future revenue. As we see it challenging to scale, and we generally plan to move away from it. Instead, we will charge our online customers only when we match them together, and both parties have agreed on a date, which will be another important aspect of our business. The only communication we will allow between the people we match together is to offer and accept a date proposal after both parties have liked each other. We will not accommodate the dates and will only give our recommendations as a guide. Some of our suggestions for a place will be the park, art gallery, museum, or just the nearby coffee. Our goal is to make our service widely accessible for people of our backgrounds. And to remove the financial limitation from the dating experience. This is critical for our vision to make the online dating experience more analog than digital and to bring back the Magic many of us are looking for. Our target group only includes people looking for a serious relationship. 
When we launch our Genetic Matchmaking, we will expand and start offering casual dating, which will increase our revenue potential significantly.

S.M.A.R.T Objectives
Increase our Matchmaking success to 20% with psychological profiling in 3 months.
Increase our online customer base to 1 million in 12 months.
Increase our Matchmaking success to 39% with genetic tests in 18 months.
Increase our customer base to 10milion in 24 months
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Financial Data

In the financial part, we will provide our business data for the first six months we had operating to crate our proof of concept and show our Matchmaking methods can be profitable.

All successful businesses have three main objectives in common, showing how well they are doing: strong financial position, growth, and a reasonable investment return. (Barrow, 2001) We have decided not to withdraw money from the company as our goal is to achieve fast growth and expand. However, in six months, we manage to generate enough profit to withdraw the initial investment if we choose to. We will provide the necessary financial data to show that our business has met all objectives we have set to accomplish. Have limitless growth opportunities and will have a solid financial position. We hope that this will help us convince future investors In our solid business model and growth potential.


As you can see from this chart our Break-Even point was around £91,000. Our fix cost remain very low, because we start our endeavour working from home. We did not have to pay rent, bills and did not take salaries for the first 3 months. After that we agree on to take minimum salary of £800 for each of the 4 owners. Our variable cost main source Is the restaurant packages we provide for our clients and the transport. As we increase our customer base and become more relevant, we will be in position to negotiate better contract with the restaurants we are working with. This will allow us to both increase our profit margin and provide better price and service to our customers.
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The future of the company

What we need for the future of our company is an investment of £2,000,000. Half of which will go into our Genetic Matchmaking research, for which we estimate to spend 1,000,000 in the first year. The rest will be used as shown below to open an office in London expanding our IT Department and lunch our Online business. 

[image: Cash Flow Statement Future Magic - Excel]

Here we can see the projected expenses starting from 01.2022. We expect our restaurant packages to increase significantly. However, projectiles are to be a low percentage of our revenue. Our Online matchmaking starting from March should generate enough profit for our growth. We expect to reach a break-even point in 14 months.

Our business model for our online part will be freemium. For the first 18 months, our main revenue will be the matchmaking we provide for our customers, £15 per date from each of our customers. We estimate the average of 3 dates per customer for the first year. Once we launch our Genetic Matchmaking, we will charge between £70-100 per test, which will be for 12 months, after which the test will have to be repeated. That will serve as a subscription and generate additional revenue. The variable cost of the test is expected to be low, and after we reach the break-even point, we expect a profit of £50 per test.
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