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                                                                                   By David Mafuta (2007846)

1. [bookmark: _Hlk68739813]Cover letter

Our courier company is very efficient honest and accurate.  All our drivers are professional, DBS check and have their clean driving licenses. The client satisfaction is our satisfaction. When the customers are happy, we are happy too.
All our staff been working long hours as sole trader delivering goods for DHL and Amazon for more than three years. They all have good references and are always accurate on their tasks; they are fully equipped with the latest 5 G technology. Timing and punctuality are our key point hence we never deceived our precious customers; we also never delay any delivery; we been called PROMISE KEEPER by our customers for the timing, our sustainability and constancy. So, you will never regret working with us.

2. [bookmark: _Hlk68739846]Executive Summary

a. Mission Statement:

· There is not any delivery company that is working with libraries in the United Kingdom. Knowing that many people are visiting the library just to borrow their books hence they prefer the old fashion of reading. Also, not all books are online in the form of eBooks. Also, other people prefer to touch a physical book rather than online books. On the other hand, other people until now have preferred CDs to Netflix.  
·  Delivery of Meat, fish, and Vegetable for Halal Market business. Most of the food business who sell in many markets in the United Kingdom, do not link their businesses with a delivery company.  As Soon the customer will order meat, fish, or vegetable for minimum £25 pounds, we will send our driver each 3 hours to collect the orders and deliver them to the customer. So, 4 to 9 hours will be the waiting hours before delivery so that we can deliver to many customers at once. 

b. Vision of Success Statement:

Bring inspiration and innovation to the delivery business in the United Kingdom. Nobody is thinking about serving the community with a moving library and a moving food service. Being the best is providing a service that nobody ever dreams for with honesty, time keeping and sustainability.

c. Organisational Structure:
Four managers, one for operations, one for finances, one for administration and one area manager.
Below picture is from google. One administrator and Twenty drivers. The area manager will recruit 20 drivers with minimum of two years’ experience, full time delivery driver, with clean UK driving license and DBS check.
[image: Diagram

Description automatically generated]

The above’s diagram is from google.

d. Phases of Competitive Development



Phase I. Organisational Growth

We will be serving London for a couple years, then we will expand our business to cover other big cities, 70 radiuses from London City. On the 5th year of our business, we will cover all the major cities of the United Kingdom. Then we will also start an affordable shipping service serving all the capital cities in Europe first then when our business will reach 10 years of existence, which will be year 2031, we will expand our shipping service worldwide. In 2026, we will also implement in new service that we called cash exchange for food. Customers will sign up in our website. Then we will open a finance room for them. They will deposit their cash (money) to our company’s bank account; they can see their balance straight away from their account, then they will choose the food that will be displayed in our websites then check out. Within 48 hours, they will receive the delivery at home, work, or the address of they choose. This service will be global. They can even order for the family members, friends and relatives who live abroad. Our staff who lives in that Country will do the shopping for them and drop it within 48 hours. They can only foods that on the display link in our website. We will be covering most of major cities in the Globe. Therefore, our website will have diversity of food for all the culture Worldwide for the satisfaction of each one of our precious customers.,

Phase II. Profitability Management

Each one of the 4 managers invested £ 20.000 each and we borrowed £40.000 in Barclays Bank. Each year our door will be opened for investors, so that we can generate more income. We will be getting 30% for each service offered. For the library’s services, we will be getting 20% for each delivery. 

 Name of the company:

Reach Hub.

 Type of the company and address 

A partnership company based at 48 Park Lane, Haringey, Tottenham, London, N17 0JS. 

e. Income Projection & Explanation:
The template bellow is from google.







	Reach Hub

	Cash Flow Statement

	
	
	

	
	For the Year Ending
	04/04/2022

	
	Cash at Beginning of Year
	100,000

	
	
	

	Operations
	 

	Cash receipts from
	

	
	Customers
	 

	
	Other Operations
	-3,000

	Cash paid for
	

	
	Inventory purchases
	 

	
	General operating and administrative expenses
	-2,000

	
	Wage expenses
	 

	
	Interest
	 

	
	Income taxes
	 

	Net Cash Flow from Operations
	-5,000

	
	
	

	Investing Activities
	 

	Cash receipts from
	

	
	Sale of property and equipment
	80,000

	
	Collection of principals on loans
	 

	
	Sale of investment securities
	40,000

	Cash paid for
	

	
	Purchase of property and equipment
	-25,750

	
	Making loans to other entities
	 

	
	Purchase of investment securities
	 

	Net Cash Flow from Investing Activities
	94,250

	
	
	

	Financing Activities
	 

	Cash receipts from
	

	
	Issuance of stock
	 

	
	Borrowing
	 

	Cash paid for
	

	
	Repurchase of stock (treasury stock)
	 

	
	Repayment of loans
	-34,000

	
	Dividends
	-53,000

	Net Cash Flow from Financing Activities
	-87,000

	
	
	

	Net Increase in Cash
	2,250

	
	
	

	
	Cash at End of Year
	              102,250 

	
	
	







f. Company History and Leadership

Our company just started few weeks ago in London City. However, all the management and the staff are not new in this industry (delivery industry). All our managers been working as sole trader in courier business for many years. On the other hand, they are all completing their Level 4 in Business and Leadership (Skills for workplace) in the University of Wales Trinity Saint David London Campus. They have the work experience and the knowledge of the delivery industry. Our drivers are all professionals and they all in possession of a clean full UK driving licenses with references from Amazon and DHL management. All our leaders (managers) have a strong management background working with other companies as area manager or manager for more than four years. 


3. [bookmark: _Hlk68739923]Operations and Management Plan



a. Objectives

Vision: A vibrant and unique delivery company running by exceptional professionals with a proven quality service. On the right path to make a difference in the courier industry.

Mission: To create new delivery company and be the first courier business who will serve the local authorities as a moving library. It will also serve the communities as a mobile food’s delivery.

Strategy:  Sign up to receive a 5 pounds voucher for your first delivery.
Sign up to get your business leaflets dispatched for free to your customers.

Goal:  To serve 1000 customers the first year, then double the number of customers each year for five years before revising our goals.
To serve 20 libraries across London, then double the number each year for five years before revising our goals.
Extend our business across the United Kingdom for goods delivery and reach all the major cities worldwide for our shipping service and our online food services. 

Action Plan: To create a community from our previous customers who will write their review and will give their testimonies regarding the efficiency, the credibility and sustainably of our services hence we been serving them as sole trader for many years. Also, we will have a open event in Dalston market where we will share some homemade snacks with other businesses who operate in the food industry (market food sellers).


b. Quality standards

· In our company, the customer is the King (our priority). We treat our customers with respect.  Bose (2007), the success of any business depends on customer satisfaction.
· Our leaders are fully trained and fully equipped to lead the delivery business.
· We can only engage experienced people who are also DBS check prior signing our work contract.
· We rule and manage the processes that make up our business and the inputs and outputs that attach these processes together.
· We always aim for the improvements of our services on weekly basis,
· Our experience and the knowledge of the courier industry helps when it comes to make the best decisions possible using the evidence available.
· Our Relationship management works closely with our customers, to solve any business or any courier business challenges that they face.
Bellow’s picture is from google.
[image: ]


c.     Key targets and key performance indicators.
· We need to grow our profit margins by reducing operating expenses. 
· and increasing our prices after 12 Months of operations.

· We will give the answers to all our customers’ questions.
· We will evaluate everyone performance on Monthly basis.
 


d.     Risk management plan.

Bellow’s picture is from google.
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e.      Staffing and resource.

The template below is from google.

	Job title











	1. Operations Manager
2. Finance Manager
3. Administration Manager
4. Area Manager
5. Administrator
6. Secretary
7. Driver


	Department/Section 







	1,2,3 and 4 management team.

5. Administration
6. Secretary

       7.    Driving



	Main purposes of job

	1. operations manager is responsible for day-to-day activities that are part of the production of merchandises and services. 

2. A Finance Manager oversees the financial resources of a company, he oversees the budget.

3. An Administration Manager’s is the person who oversee the administrative operations of a company.

4. An area manager is the one who oversees the region, he oversees the audits and the training of supervisors, he assumes responsibility for the success of their sites by looking after the operational aspects of all the sites.

5.An Administrator assure office support for all the staff and is essential for the smooth-running of a business.
6. Secretary answering phones calls, dealing with messages, and handling all the correspondence.

7.  Drive: driving vans.


	Key tasks











	1. He plan and control the performance of the staff, their improvement, and gives new operations strategies.
 2. supports the executive management team by providing insights and financial guidance that will allow them to make the relevant business decisions for the business.
3 They oversee by supervising and supporting staff. 
3.  Preserving and increasing standards of customer service.

4. Their duties may include sending emails to clients, dealing with telephone calls, faxing, scanning documents, receiving, and directing visitors, creating spreadsheets and presentations.

5. Their duties may include producing agendas and taking minutes.

6. To drive.




	Responsible for staff/equipment 

	Area manager.

	Reporting to…
	Operations manager.










f. [bookmark: _Hlk68737972]     Implementation timetables.

Zagotta (2002), If they spend less time hearing about where
they are, CEOs can spend more time deciding about where they are going and how… 	
	REACH HUB'S IMPLIMENTATION TIMETABLE
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	IMMEDIATE PLAN
	Start our first delivery 
	Before the 04/05/2021
	

	Meeting fulfilment timelines by 90%
	
	By 04/05/2021
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	85% within next one year
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	LONG-TERM PLANNING
	Start our worldwide Shipping services
	 in 5 years (04/2026



g. A process for monitoring progress.

Herzberg (2013), Monitoring business processes during their execution is one important aspect of
business process management.
Also Hunt (1996), a business organization, like a human body, is only as effective as its various processes.
Obvious, right?

Bellow’s template is from google.

[image: ]

Reach Tube will use the BPM (Business Process Mapping) for the evaluation and the improvements. 
* Planning identifying which activities need evaluation on weekly or Monthly basis.  Highlight successful goals reached.
            * Monitoring: observe and check the progress.
             * Evaluating: estimate and analysing data.
             * Making improvements: correct all the mistakes and find a new way to do better in the       future.



                                                                     
                                                                                    	
                                        
                                                                                                     By Gabriela Bikarova (2010123)

4. BUSINESS CONCEPT AND MARKETING PLAN
 
Business Concept

1.	Description of the business concept
2.	The market needs.
3.	Solution
4.	Unique value proposition
5.	Marketing Plan


Business concept

This business concept describes the basic various points about the business idea and its products or services, how it serves the market and competition. To achieve financial support from investors it is required to come up with a thoroughly written business plan.

Product and Services

High quality products and high-quality service
We are starting a new company called Reach Hub, courier services based in London offering delivery services and products to London citizens only the first year. Then we will expand our business to all the major cities in the United Kingdom; then after five years, we will introduce a worldwide shipping services to all the major cities in the World. After doing our research, we believe that at the present, we will be the first delivery company who deliver fresh meat, fresh fish and vegetable as well as delivers library books in our neighborhood. Our business company is managed and operated by four managers in partnership with no existing customers yet. We have one administrator and twenty drivers. Our strategy is to build online shopping website and mobile App for our future clients to make their shopping experience easy and enjoyable. Advertise and promote our products-service on social media and use special offer when clients sign up on our website. Our business idea is to provide combined services of delivering organic meat, fresh fish and vegetable and delivering books and CDs from local Libraries.
The organic food we will provide is of high quality, tender, better tasting and on top of that it stays fresh longer and it is a more nutritious products option.

The Market Needs

Marketing is the way that business attracts buyers and fulfil customers’ requirements, their needs also their wants and expectations. Reach Hub company is venturing an invention of combined business in one place that can be ordered from both our website and mobile App which can reduce a cost of delivery for our customers. This option might interest not only people who love reading books but also are interested in healthy food on the other hand people with disabilities or any other health problem they might have, that makes them unable to visit the market and libraries. As a matter of fact, most of the population these days prefer to shop online as so they can save time or searching for anything they want is easier to do it online. Furthermore, there is not any company that sells food and is linked to library books delivery services.
Our wish is to expand our business to other locations as well.

Solution

Solving customers’ needs and expectations drives business growth. There are three hundred and ninety libraries in London, and to start, we are going to sign contract with twenty libraries near our area. These days there are so many choices that customers can choose from but there is not a company yet that use the same combination of the products-services as we do offer, delivering books with a natural and healthy choice   of food besides people still love to read physical books for pleasure.
We are offering our products and services to individuals of all ages and backgrounds especially our target personas we want to attract are elderly, people with disabilities, students, families with children and teachers.

Business model

Business resources are the basic factors of manufacture process in each organization. The resources our enterprise necessary need for our business is to establish our value proposition, service to the customer segment and delivering the
product. We will design our company website with both products and services as we offer direct sales to our future potential customers that will make it easy to use. When buyers sign up to our website, they will get a discount. Then they can select essential goods and make payment. Customer minimum order for fresh meat, fish and vegetable is £25.
Because we are linking product quality and benefits to our customers the method for our pricing strategy will be price discrimination strategy-hourly pricing. Our revenue is to charge 25% for each transaction from £100 above and £20 for orders below £100. We are also investing £10 000 each of us into our business company but we also need additional financial resources that is going to help us to start up the company. Therefore, we will borrow 60.000 to the bank; hence we are a courier company, we are planning essentially to lease ten Volkswagen vans which we will need to use for deliveries to our customers.
In every business there is still a room for future innovation, for this reason we will review our plans regularly.

Unique Value proposition

Our aim is to highlight what makes us different from our competitors. We wish to make our target clients life easy and fulfil all their needs by means of saving their own time, give them good service, fair price, good products-services always. At this point we will introduce our easy and simple of use website. We wish to be the best couriers company providers that offers combination of unapparelled customer service to help our customers enjoy their experience with us together with high quality products at affordable prices, meditation with the right book from library and faster delivery. We offer just benefits to our customers. Value proposition statement is very important because it should convince potential customers that our product and services will be more beneficial than similar product and services from our competitors. Good value proposition will give us an advantage over competitors. Our benefits to our customers are our guarantee, that for our customers we will always deliver the high quality for the best reasonable price of products they also purchase the correct amounts to the correct addresses on time they will expect it and that we will never create a delay. Our products will be transported safely in special organic packaging design. Additionally, we offer GPS tracking services where customers can track our company’s vehicle and get an approximate final delivery time.

Competitive analysis

“Always be one step ahead of your competition.”
We are completely a new business company. To identify our competitors who, differentiate from our company in many ways. We conducted a lot of research in the neighborhood even they are comparable to our business none of them offer combined product-service as we are. All our competitors have a Facebook page, and their target are women, men, families with children. There are a lot of choices of food products and library services on the market, but we are combining faster delivery services on library books, CDs delivery along with fresh organic products.

Reach Hub Ltd SWOT ANALYSIS

Strengths	Weakness	Opportunity	Threats
Affordable prices	New business	Online web and
mobile app	weather
Special packaging	Financial	Increase sales	Hacked computer.
High quality		Filling a niche	
Location			


We are focusing on competitive advantages from our market rivals which are strategic cost, product/service difference, product quality, speed, customer service and special packaging boxes.




Marketing Plan

Mission and objectives

We decided on our business idea and our mission now is to attract potential target audience and make them feel good about our service we offer to them. Further our goal is also to inspire healthier communities by delivering and offering them high quality organic products meanwhile to increase the number of people reading especially families with children to improve their reading and literacy skills.

Objectives:
Our goal is Customer satisfaction and to accomplish a growth target to reach a specific size of our business. Goals are pivotal part of marketing strategy. We are planning to begin search engine optimization and develop visibility and concentrate on selling more to grow revenue. Consumer’s obsession in purchasing organic food is rising and has attracted interest of more and more customers.

•	Enter new market by the end of this Month.
•	Increase sales revenue by the end of this year.
•	Attract customers to reach a least 500 in six months.
•	Increase profits by improving our pricing strategy in 12 months.
•	Increase website traffic!
•	Add new services!

Target market

The main step in marketing is to look at the target audience for our products or services and to detect one or more market segments. We identify and select groups of customers and focus on meeting their needs. People want products and services that give benefits. The target market audience for our company we would like to provide our service and products are individuals of all ages and background. In the beginning of our startup, we will work together with 20 libraries as couriers for their customers.
Individuals who prefer physical books over digital:

•	90% of college students opted for physical books over digital.
•	53% adults reading physical books.
•	71% families with children, parents prefer their children to read physical books.


Statista Research department Public Library Usage profile by age. - Nov 2019
People that are using library services:
Families with
children	Professional
occupation	Asian	Women	11-15
Lonely
individuals	Workers	Black	Men	25-44
Elderly	Manual workers	white	Boys	65-74
Individuals with
disabilities		Mixed	Girls	
Students	
Teachers	

(Anon., n.d.) (kokemuller, n.d.)
Value proposition statement is very important because it should convince potential customers that our product and services will be more beneficial than similar product and services from our competitors. Good value proposition will give us an advantage over competitors. Our benefits to our customers are our guarantee, that for our customers we will always deliver the high quality for the best reasonable price of products. Our products will be transported safely in special packaging design. Additionally, we offer GPS tracking services where customers can track our company’s vehicle and get an approximate final delivery time.

Marketing





Distribution Strategy

Distribution approaches depends on recognizing what type of distribution we need to accomplish our growth goals and the type of product being sold. Distribution involves making a product available for purchase by dissolving it through the marketplace which involves means of transport, packaging, and delivery. Distribution channel refers to the flow of business that happens between a company and a consumer. It is the pathway that a transaction follows. Our method is direct and indirect distribution strategy where we load products that have been purchased from our website to our vans and transport them to the right places. We offer 4-9 hours delivery schedule.

Promotional Advertising

We are planning sales promotion are very effective method to inspire target customers to increase sale and awareness. There are many options to advertise our business and to gain more profit we decided on our sales promotion to purchase two Volkswagen vans for our business company which we will use as promotional cars. Commercial Vehicle Signage & Wrapping Company in London will wrap half the van which will cost around £350. We will also advertise on Google Adds platform to promote our business and to reach our target clients. In addition, we will use SEO Service UK -WebCreationUK.co.uk along with social media to advertise our business on like Facebook, Instagram Ads free trial then about.
£12 a month, through Shopify and Prime Pixels along with business cards and leaflets to increase public awareness about our business company.

Funding Required

Our company’s official launch date is the 31st of April 2021. The purpose of funding is to help our company to lease 10 brand new Volkswagen vans for which we will need £60000, which we will use as a company delivery car. 

[bookmark: _Hlk69854799]



                                                          
                                                                      By Mina Carmen Iacobescu (ID: 2010126)
 Management team 
Human resource plays most important role specifically in this industry where services are to be offered to the clients. Other than this the delivery person is that will be acknowledged by the brand in order to reach out distinctive households will be around 200 across United Kingdom so as to improvise and increase the speed of delivery eventually. Human resource are the actual assets of the company specifically in this business plan, therefore appropriate recruitment strategy will be acknowledged along with the right amount of compensation and benefits offered and the incentive plan for keeping the employs motivated and increase the efficiency overall (Abdulraheem Sal, 2016).
Reach Hub will be working with around team of 25 employees for variant functional services. Specifically, management team will include 4 manager, 2 secretary, 4 administrators and 15 delivery drivers. 
Management objectives
Recruiting minimum of 25 employees for start-up 
 The objective is to recruit 25 employees including managers for initial stage of the business plan of Reach Hub. This is to recruit right person for the right job position. (Alzyoud, 2018). 
Meeting fulfilment timelines by 90%
The purpose of Reach hub is to deliver the goods on time, for this the management team will be focusing on the right staffing to reach the timelines. This represents working towards performance management in orders to management the deliveries on time and increase the fulfilment timelines by minimum of 90% every month. 
Increase employee retention rate at minimum of 85%
Employee retention is equally important as recruiting the employees with right skills. Therefore, the management team for Reach Hub will be focusing towards increasing the retention rate by 85% within next one year. This will be working towards motivation strategy that will be discussed in further sections of plan (Akkermans et al., 2015). 
Delegation of authority 
The delegation mechanism plan for Reach Hub will allows an individual to delegate tasks to the subordinate and motivate them to do so effectively. It allows the job to be completed on time, decreases managers' workload, motivates, and strengthens employees. If the top executives could handle all their operational tasks, both strategic and regular, the need for a structured organisational system of functioning divisions and personnel from various calibres, would not come up. Because one person cannot do all work in all functional areas due to physical and mental disabilities, it is important that he or she give subordinates part of his or her workload and the related authority to conduct the duty assigned to him.
Hierarchal organisation structure needs to be kept in this company as this requires the company to make the logistics and delivery performance on time and with due coordination. (Bailey, 2018). 
Human resource policies 
Communication protocol and policies 
HR teams also function and meet with staff directly instead of in person with vast numbers of workers who are employed off-site. Since improved collaboration is a policy priority, it is important for HR to set up specific communication procedures, as well as to ensure the workers have the latest information available. Besides ensuring the most recent update of the protocol is easier for any employee to reach, the useful contact mechanisms include telephone meetings, e-mails, chat rooms and team schedules (Bombiak, 2018).
Training and development 
Although web preparation for enforcement training is frequently necessary, policy directives should provide an annual or semi-annual provision for in-person expertise. Further, the Society for the administration of human capital advises that Reach hub to include staff to increase the quality of training documentation. Written summaries, web responses and case guidance, such as bad weather advice, are useful resources to summarise on-site teaching. Written summaries Policy guidelines should also detail protocols for performing an annual performance evaluation and monitoring it. A mentoring network is also useful to make staff outside the facility feel connected.
Recruitment and payment 
To attire trained workers, a well-developed recruiting strategy is important for Reach Hub. Intense rivalry in shipping also ensures that potentials are where they are, rather than searching for applicants to reach you. Practices on recruitment must take into account all qualifications and criteria for conformance, such as background checks, commercial certification and drug testing requirements. A competitive wage system also should be developed and specifically defined in the regulation. For example, a regular pay rate for mileage and benefits for downtime and trailer unloading may be used to provide a pay system for an over-the-way driver (Edward & Rees, 2017).
Motivational practices 




Drivers additional service charge for better performance 
Punctuality is vital to keeping consumers happy with the last mile delivery. And driver efficiency is one of the causes for prompt delivery. To ensure timeliness in all deliveries, rewarding drivers are a must.
The service charge for drivers is a strong motivation to offer timely and friendly service that helps reorder customers. Officials of business should however remember that many customers do not want to distribute tips in some types of products. For example, food delivery workers are usually offer additional pay for service, but many people are not used to offer service charge for other kinds of deliveries like in case of Reach Hub. In an e-mail or customer delivery notification, Reach Hub should state that drivers never intend but are still respected, so that they know that it is appropriate (Gabriel, 2016).
Communicating and keeping each employee in contact
Most warehouse operators have no business email address and are thus frequently left out of the box while major decisions are being taken irrespective of whether or not their working day is affected. The importance of seeing the upper management share the success of the business with those downstream of the system cannot be underestimated. This reflects Reach Hub to use this as the motivational practices to reduce employee dissatisfaction. 



Recognition and reward
If people do their best, one of the biggest joys is that everyone recognises their hard work. Recognize creativity and hard work when you see workers enjoying their successes actively and tenaciously, they are working harder to demonstrate their value. Gather consumer reviews after delivery men done their job and use it as a factor. Thus, this plan will focus on Reach Hub to acknowledge recognition program every week (Fang & Gerhart, 2014).
Performance evaluation and feedback practices 
360-degree performance appraisal
This method will be adopted by Reach Hub for keeping the performance in track and manage on all grounds. This will include focusing on all the perspective, specifically the superiors and customers in case of Reach Hub. This method will allow superior, subordinate, peer group and customer to value the work of everyone along with self-assessment. 
In Reach Hub the performance of the employee will be measured through the study of around 7 to 12 participants. The 360 degrees Performance Assessment Approach is an innovative evaluation. These employees collaborate with the employee and share their daily environment. Feedback is collected by ratings of the employee's skills. The employee also engages in self-assessment in this test. The 360-grade performing evaluation framework provides staff with innovative input ways to better appreciate their abilities and limitations.





Continuous feedback 
The evaluation will also be done on the regular basis and regular feedback will be provided to each employee. This is to keep their work in check and continuously improved for enhanced performance in Reach Hub. This transition was made when workers no longer want annual reports, want ongoing input, and want it now. Organizations then wanted to adjust the system about how and where their input was received. In this environment dominated by technology, companies must take care not only to draw talent but also to maintain them, to concentrate on processes and programmes (Armstrong, 2017).
[image: ]
 



Financial plan 
Financial plan is very important part of business plan, this section is offering documents and plan pertaining to investment goals and planning of the company. This includes working with the comprehensive evaluation plan of current payment and future financial aspects with use of known variables and predicting the future assets values, income, and withdrawal planning. This section will be focusing of key assumptions related to the stat up cost and initial investment of the company. Moreover, the statements will include profit and loss statements, balance sheets and analysis of breakeven (BBC, 2021).
Financial objectives for next three years
Revenue growth by 20%
The underlying financial goal of any enterprise is to increase deliveries. Revenue development is based on a focus on delivery and promotions and is concerned exclusively with rising top-line profits – earnings before expenditures. Reach Hub will set delivery expectations for changes in the percentage instead of for numerical numbers of dollars. In the first three years, Reach Hub's financial strategy aims to increase revenues annually by 20%.
Return on investment.
The financial plan objective of Reach Hub is to get return on investment within next 1.5 years. Investment return is the capital spending financial ratio. Two specific examples can be used for ROI. First, ROI concerns the return on real estate and development machinery acquisitions. Reach hub financial manager wants to ensure that they have ample income and benefit from houses, appliances, and other equipment they are purchasing for the purpose of buying (Baden-Fuller & Mangematin, 2013).
Profit margins increase by 15% 
The objective from the financial plan of Reach Hub is increase profit margin by 15% within next two years. Profit targets are a little more advanced than growth deliveries targets. Any cash that exists after all costs have been charged from the delivery proceeds is called profits. Benefit or profit, through investment back to the company and distribution among the workers in a profit-sharing agreement may be seen in a variety of ways. Cost-effectiveness through the establishment and development of partnerships with reputable vendors, the design of businesses with the view to slight productivity and the use of economies of scale will give company more revenue after all the bills have been paid (corporate Finance institute, 2020).
Financial assumptions 
Costs of production must be predicted. Research and precise cost estimation of all materials that account for all manufacturing costs will decide the cost of output. These costs should cover all content, staff, operation, and production overhead requirements needed for the product growth. This needs to measure a fair cost of the services and break down cost per unit before estimating deliveries estimates and income. Both output services of Reach Hub must be included in prices: raw materials, utilities, shipping, engineering investment and above all logistical costs and all other produce products. Produced labour costs will also be discussed here. Here is an example of a foundational worksheet for commodity cost estimation. The below table represents, the assumed start-up costs and initial investment of the business plan of Reach Hub (BBC, 2021). 
[image: ]
 
	Shareholders name
	ABC
	XYZ
	JKL

	Number of shares
	700
	500
	700

	% shareholding
	35%
	25%
	35%

	Cash investment 
	 £            5,250.00 
	 £            3,750.00 
	 £            5,250.00 


Profit and loss 
A profit and loss statement (P&L) is an accounting disclosure that sums up the deliveries, costs and gains / losses of a business for a given period of time for Reach Hub. The P&L statement demonstrates that Reach Hub business plan can generate revenue, controlling costs and generating profit. This is based on accounting rules of income recognition, matching and accruals, which varies from the declaration of cash flow (BBC, 2021). The below is the Profit and loss statement prepared for Reach Hub, based on assumptions. 
[image: ]
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Balance sheet 
The balance sheet is a guide to financial modelling and accounting as well as one of the three main financial statements. The balance sheet shows the total assets of the company and how these assets are covered from debt or equity. It may also be defined as a net valuation statement or as a financial position statement. The balance sheet is built on the basic equation: assets = liability + equity. The below chart represents balance sheet calculated for Reach Hub based on assumptions (Asante & Affum, 2019). 
 [image: ]
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Break even analysis. 


This part of financial plan for reach Hub will represents the point where the company will reach where margin on variable costs is developed by Reach Hub are equal to the total amount of the fixed cost. 
[image: ]




                                                                       	Mohamed Osman Sesay (1905636)

5. Market Analysis

· PESTEL analysis
· SWOT Analysis
· Competitive Analysis
· Porter’s Five Forces
· Gap in the Market
· Trend in the Market
· Sales Strategy
· Types of Market Strategies
· STP Analysis
· 7Ps Analysis
· USP Analysis

          PESTEL Analysis

PESTEL analysis is the framework to analyse the key factors (political, Economic, sociological, Technological, Environmental and Legal) influencing an organisation or Business. (www.CIPD.co.uk)  Reach  Hub being a new business, its success and growth depends on these factors   As Reach plans to expands its business both at home and abroad, there will be hindrances, but its management plan is set to break barriers from the key factors of growth.  Reach Hub human resources is a key player, the employees have been set for effective performance.  


 



Political Factors: for Reach Hub would be the extent to which government policy may impact on its growth.  As a new business it is vital that Reach Hub have an expert advice especially on fiscal and taxation policies.  Expanding abroad will also means that Reach Hub will need to have a proper understanding of government policies of the countries it intends to do business.

Economic Factors: can influence Reach Hub to perform and stay in business.  These factors will include interest rates, cost of raw materials, employment or unemployment rates and foreign exchange rates.  This will be more challenging for Reach Hub when expanding to other cities of Europe.

Social Factors: focus on social environment and identify coming trends.  This will help Reach to understand its customers’ needs.
Technological factors: Reach Hub will use the tracking system.

Environmental Factors: are those that will influence Reach Hub surrounding environment and the impact of ecological aspects. As a courier business Reach Hub climate would be the most environmental factor that would have an advert effect on its performance.  For example, if the weather is not good like heavy snow fall, this will make delivery difficult to customers and hence will affect productivity for Reach Hub.
Legal factors are those factors that can impact a business or an organization legally.
Reach Hub must be aware of any change in legislation and the impact this may have on its operations. Factors include employment law, consumer law, health, and safety, international as trade regulation and restrictions.  A PESTEL analysis will help Reach Hub to identify the external forces that could impact its market and analyses how it could directly impact it business. (enquiries@oxfordpeg.com).
Legal Factors: Reach Hub needs to be up to date with the UK government legislation and the same for other countries that Reach Hub intent extending his business.







· SWOT Analysis

Gürel (2017), It begins with vision. Vision is a picture of the future.
This is the strategic planning technique used to help a business or an organization identify its strengths, weaknesses, opportunities, and threats related to business competition. 
Reach Hub has a focus to compete successfully and maximize profit therefore it must pay attention to SWOT analysis.  Its strength includes being the first to work with Libraries, working with Halal markets, providing strong customer service incentives such as dispatching drivers to deliver within three hours of orders placed for £25 or more.  Waiting time for orders is efficient so customers do not have to wait long.  Reach 
Hub is very customer focused as it treats its customers with ultimate respect.  The leaders are trained comprehensively, and strategy deliver on customers’ needs.  Well experienced people were engaged who are thoroughly checked for any criminal offenses before employment.  Whatever makes the customers happy and encouraged was what Reach Hub focused on and this will give it a strong competitive footing.

Reach Hub aimed at improving services on a weekly basis and due to it highly experienced management and staff it was able to make the best decisions possible using evidence available.  Pans to expands to other cities in the UK as well as other cities in Europe will be advantageous as new ideas will be different.  Expanding abroad with other services such as shipping will create enabling environment to establish and compete with other businesses.  Reach Hub strengths are well established position with well-defined mission.

Reach Hub weaknesses is characterized by it size and the fact that is new business. It may not be in a good financial position to expand easily.  To strengthen this weakness Reach Hub must be able to deal with multidisciplinary assignments.  Reach Hub must make sure there is no shortage of management consultants at operating level and must maintain a size that it can manage.

Reach hub opportunities are those elements in the environment that it can exploit to its own advantage.  Being the first courier business in the UK to service Local authorities in moving library mean they are different and may attract a huge market.  

Reach Hub threats will be competition as this will be keen and for a new business it might not be in a stronger position as its competitors.  Expanding abroad may bring other barriers as well for Reach such as the weather condition and language or technological facilities in those countries.

· Competitors Analysis

Reach Hub has a very good strategic competitor’s plan.  It has good hiring structure, very customer focused, both staff and customer incentive oriented and can expand its business worldwide.
Reach Hub communication protocol policies will also be keen for its competitors.  The purpose of such a policy is to facilitate better communication, paving the way for better business. (Kelly Dunn 2000). For a better internal communication Reach Hub approach must outline and high light which information can be shared and communicated.  Reach must ensure staff have the latest information available to them on a timely basis and must also ensure it has an up to date of all communication channel available to staff.  Reach Hub should develop a strategy that will communicate with its employees so that they do not feel left out. Management must share the success of the business to the lower-level employees to prevent dissatisfaction.  Employee should be recognized and rewarded when they do their best.  Reach Hub should have a plan to focus towards acknowledging staff recognition.

To continue to have an effective and efficient staff both at management level and operational level, Reach Hub should have a continuous training and development plans either annual or semi-annual.  Reach Hub must have expert advise on how to involve staff in their training plans, advise on unforeseen circumstances that will affect the development of staff.
Motivational incentives implemented by Reach hub was good.  For better drivers’ performance punctuality was key.  This will keep customers happy as they will get their service on time and a drive for a drive for reward to drivers.  The tipping drivers was a very good motivational incentive which offered a friendly and timely service that keep customers ordering.
Moreover, for Reach Hub’s competitive advantage it needs a very good and developed recruitment strategy and payment to retain its staff.  As Reach plans to diversify such as shipping services, it must look for potential staff where their target market is instead of moving with their current staff.  Its policies on recruitment must also take into consideration all approval of certified qualifications and critics for good performance such as a thorough background checks and drug test. Reach Hub should also develop a competitive wage system which is defined in the regulation.
Reach Hub should adopt performance evaluation and feedback practices such as 360-degree performance appraisal.  This will focus on all staff and conducting feedback from customers and rating of employees’ skills.  (www.academic.oup.com/JOC) (www.pronto.com/Search/Results)

Porter’s five Forces: - This will help Reach Hub to understand the factors that can affects it profitability (www.investopedia.com/terms/p/porter.asp).  Reach Hub five forces will be it buyers, suppliers, substitutes products, new entrants, and existing rivals.  Its buyers will always want to pay less and have more, suppliers would like to be paid more and supply less.  There will be substitute products such as other delivery companies using different tools or products.  Also, there will be the possibilities of new entrants to compete in the market and the task of reach Hub fighting its existing rivals to stay in business.  Once Reach Hub understands its five forces it will be able to increase it productivity and profitability.

Gap in the Market: - A gap in the market is an opportunity to make and sell something that is not yet available. However, although it might not be available, customers would like to have this product or service (www.businessnews.com) Reach Hub is creating a service that new – Moving Library courier service which customer would like to have.

Trend in the market: - this is the overall direction of the market.  Reach hub to stay in business and be competitive must be able to study the market trend.  This will help with-it long-term business planning.  Reach Hub must keep track of industry influencers and publications.  It must make the most of digital tools and analytics to assess industry. 



behavior. Reach Hub must also listen to customers and be very competitive observant. (www.bl.ukaticles)

Sales Strategy: - Sales strategy is defined as a document plan of positioning and selling your product or service to qualified buyers in a way that differentiates your solution from your competitors. (corporatevision.com).  For Reach hub sales strategies are meant to provide it sales department a clear objective and guidance to effective increase sales.  Reach Hub operations and management plan has a clear indication of increasing its sales. Reach Hub is focused on quality standards where the customers are the boss.

Types of market strategies: - Market strategy is a long-term forward-looking approach and an overall game plan of an organization or business with the fundamental goal of achieving a sustainable competitive advantage by understanding the needs and wants of its customers (Wikipedia) For the best market strategies Reach Hub must focus on resources available to the business and utilize them in the best way possible.  The basis for Reach hub must be getting on social media platforms, get in front of people, digitalize, and advertise online.  Reach hub should streamline it service in creating different delivery methods that will provide the business high profit.

STP Analysis: - STP stands for segmentation, targeting and positioning.  It plays an important role to get the right customers (www.linkedin.com).  STP is a tool to align products with the right customers to reduce risk in deciding where, when, how, and whom a product will be marketed.  Reach Hub will have to define the market, create market segments, evaluate the segments for viability, select its target market and develop positioning strategy.  (www.segmentationstudyguide.com)
Reach Hub is focused on customers and has positive attitude for staff incentives, so its positioning target is good. 







· 7P’s Analysis: 
- The 7Ps of marketing include product, price, promotion, place, people, process, and physical evidence.  These seven elements comprise the marketing mix.  These elements will strategically place reach Hub in the market and can be used at a different level of force.  This will ensure Reach hub target audience is satisfied, valued and perception will be accurate which will make reach Hub stands out from its competitors.  Implementing these Ps in the best way will be beneficial to the business.

· USP Analysis: - This stand for unique selling point.  It is the thing that will makes reach Hub stands out from its competitors.  
analysis (or SWOT matrix) is a strategic planning technique used to help a person or organization identify strengths, weaknesses, opportunities, and threats related to business competition or project planning.[1] 
This technique, which operates by 'peeling back layers of the company'[2] is designed for use in the preliminary stages of decision-making processes and can be used as a tool for evaluation of the strategic position of organizations of many kinds (for-profit enterprises, local and national governments, NGOs, etc.).[3] It is intended to specify the objectives of the business venture or project and identify the internal and external factors that are favorable and unfavorable to achieving those objectives. Users of a SWOT analysis often ask and answer questions to generate meaningful information for each category to make the tool useful and identify their competitive advantage. SWOT has been described as the tried-and-true tool of strategic analysis,[4] but has also been criticized for its limitations (see § Limitations and alternatives).
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Figures in '00

Delivery services for business fors and corrier services for individual

25 employees (4 manager, 2 secretary, 4 admhistrators and 15 delivers)

30000

10000

40000
Machinery and vehichles @ 10% (SLM)
£ 21,560.00
Creditors tunrover days = 60days
Debtors tunrover days = 15 days
Rent Deposit £ 220000
Furniture & Fixtures £ 2300.00
vehicles £ 22,500.00
Buildout/ Renovations £ 5300.00
Installation of Fixtures & Equipment £ 1,600.00
Starting Inventory £ 3,000.00
Legal and Other Professional Fees £ 8,000.00
License and Permits £ 6,000.00
Advertising and Promotion £ 5.900.00
Consulting £ 320000

£ 60,000.00

Initial Investment £ 40,000.00
Start up cost £ 60,000.00

Total Investment £100,000.00
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1. Executive Summary









By David Mafuta (2007846)





There is not any delivery company that is working with libraries .





Not all books are online.





Other people prefer to touch a physical book .





Delivery  for Halal Market business.





Executive Summary

                                                               By David Mafuta (2007846)



Bring inspiration and innovation to the delivery business.



Nobody is thinking about serving the community with a moving library.



Being the best is providing a service that nobody ever dream for.



Time keeping and sustainability.





















Executive Summary

                                                               By David Mafuta (2007846)



4 managers, one administrator and 20 drivers.

This picture is from google.











Operations and Management 

Plan.









By David Mafuta (2007846)





Vision:  Make a difference in the courier industry. 





Mission: Create first courier business for the library.





Strategy:  Sign up to receive a 50% voucher. 





Goal:  To serve 1000 customers the first year.









Operations and Management Plan

                                                                By David Mafuta (2007846)

The customer is the King.

Our leaders are fully trained and fully equipped.

We have the answers to your questions.

 Management works closely with our customers 

This picture is from google.











BUSINESS CONCEPT







Offering delivery and product services





Library books, CDs





Meat, fish and vegetable





Gabriela Bikarova (2010123)









BUSINESS MODEL







Volkswagen vans





Create website





Advertising 





Delivery from library 3-4 days





Delivery from farmers 4-9 days





30% for each order





Market business 70%





Delivery food minimum £25







UNIQUE VALUE PROPOSITION 







Customer service





Website – tracking services





Cashless payments





Faster delivery





Organic products





Attractive packaging







MARKETING PLAN







Target audience





People with health problems-disabilities





Elderly 





Teenagers





Students 





Families with children





Lonely people





Management Team and Financial Plan

 By Mina Carmen Iacobescu (ID: 2010126 )





Management Plan 

Management objectives



Recruiting minimum of 50 employees for start-up 



Meeting fulfilment timelines by 90%



Increase employee retention rate at minimum of 85%





Management plan 

Reach Hub will be working with around team of 50 employees for variant functional services. Other than this the delivery person is that will be acknowledged by the brand in order to reach out distinctive households will be around 200 across United Kingdom so as to improvise and increase the speed of delivery eventually. 

Management objectives

Recruiting minimum of 50 employees for start-up 

 The objective is to recruit 50 employees for initial stage of the business plan of Reach Hub. 

Meeting fulfilment timelines by 90%

This represent working towards performance management in orders to management the deliveries on time and increase the fulfilment timelines by minimum of 90% every month. 

Increase employee retention rate at minimum of 85%

the management plan for Reach Hub will be focusing towards increasing the retention rate by 85% within next one year. 
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Management Plan 

Human resource policies 



Communication protocol and policies



Training and development 



Recruitment and payment 





Human resource policies 

Communication protocol and policies 

HR teams also function and meet with staff directly instead of in person with vast numbers of workers who are employed off-site. 

Training and development 

Although web preparation for enforcement training is frequently necessary, policy directives should provide an annual or semi-annual provision for in-person expertise. 

Further, the Society for the administration of human capital advises that Reach hub to include staff to increase the quality of training documentation.

Recruitment and payment 

To attire trained workers, a well-developed recruiting strategy is important for Reach Hub. Intense rivalry in shipping also ensures that potentials are where they are, rather than searching for applicants to reach you. 



14



Management Plan

Motivational practices 

Drivers tipping for better performance 



Communicating and keeping each employee in loop



Recognition and reward



Performance evaluation and feedback practices 



360-degree performance appraisal



Continuous feedback 







15



Financial plan

Financial objectives for next three years



Revenue growth by 20%



In the first three years, Reach Hub's financial strategy aims to increase revenues annually by 20%.



Return on investment

The financial plan objective of Reach Hub is to get return on investment within next 1.5 years. 

Profit margins increase by 15% 

The objective from the financial plan of Reach Hub is increase profit margin by 15% within next two years.





Financial assumptions 

Costs of production must be predicted. Research and precise cost estimation of all materials that account for all manufacturing costs will decide the cost of output. These costs should cover all content, staff, operation and production overhead requirements needed for the product growth. 

Both output services of Reach Hub must be included in prices: raw materials, utilities, shipping, engineering investment and above all logistical costs and all other produce products. 

Revenue growth by 20%

The underlying financial goal of any enterprise is to increase sales. Revenue development is based on a focus on sales and promotions and is concerned exclusively with rising top-line profits – earnings before expenditures. 

Return on investment

Reach hub financial manager wants to ensure that they have ample income and benefit from houses, appliances and other equipment they are purchasing for the purpose of buying

Profit margins increase by 15% 
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Financial plan – Profit and loss statement  and break even









Profit and loss 

A profit and loss statement (P&L) is an accounting disclosure that sums up the sales, costs and gains / losses of a business for a given period of time for Reach Hub. The P&L statement demonstrates that Reach Hub business plan is capable of generating revenue, controlling costs and generating profit. 

Break even analysis 

This part of financial plan for reach Hub will represents the point where the company will reach where margin on variable costs are developed by Reach Hub are equal to the total amount of the fixed cost. 
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Market Analysis

                                                 By Mohamed Osman  Sesay (1905636).



The picture on this slide is from google.











Market Analysis

                                     By Mohamed Osman  Sesay (1905636)

SWOT Analysis

The picture below is from google.































Market Analysis







By Mohamed Osman  Sesay (1905636)





USP Analysis: 





The only company that serve the libraries.





The only bridge between the market and the customers.
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Profit & Loss Statement


Apr 21 Apr 22 Apr 23 Apr 24 Apr 25


Income


Total Sales


18,910 23,908 35,299 52,486 78,366


Less Total Disc/Comm


788 1,043 1,565 2,347 3,521


Total Net Income


18,123 22,864 33,734 50,138 74,845


Less Total Cost of Gooods Sold 0 1,281 977 1,271 1,551


Gross Profit


18,123 21,583 32,757 48,868 73,294


Expenses


General & Administrative 


3,330 3,350 3,300 3,450 3,525


Marketing & Promotional


6,880 7,568 8,325 9,157 10,073


Operating Expenses


415 695 710 705 710


Motor Vehicle Expenses


190 218 223 220 218


Website Expenses


110 35 47 45 50


Total Employment Expenses


2,125 2,300 2,565 3,341 3,847


Occupancy Costs


2,735 3,344 2,762 3,414 4,216


Other Expenses


520 735 850 940 1,075


15,485 17,257 17,662 20,067 22,371


Monthly Net Profit / (Loss)


2,638 4,326 15,096 28,800 50,923


2,638 6,964 22,059 50,860 101,783


Month


Total Year to Date Net Profit / 


(Loss)


Total Expenses
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                REACH HUB DELIVERY COMPANY
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Executive summary , Operations and
Management by David Mafuta (2007846).

Business concept and Marketing plan
by Gabriela Bikarova (2010123).

Presentation

Management Team and Financial plan
by Mina Carmen lacobescu (2010126).

Market Analysis by Mohamed Osman Sesay (1905636.
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1. Executive Summary
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/ Executive Summary

+ Bring inspiration and innovation to the delivery
business.

+ Nobody is thinking about serving the community with
amoving library.

+ Being the best is providing a service that nobody
ever dream for.

+ Time keeping and sustainability. Risi (2020)

By David Mafta (2007845)
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Executive Summary

Business Structure: 4 managers, 4 administrators,2 secretaries and 15 drivers.
This picture is from google.
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Operations and Management
Plan.

Vision: Make a difference in the courier industry.

Mission: Create first courier business for the library.

Strategy: Sign up to receive a 5 pounds voucher.

Goal: To serve 1000 customers the first year.
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Operations and Management
Plan

The customer is the King. Bose
(2007).

Our leaders are fully trained and fully
equipped.

We have the answers to your
questions.

Management works closely with our
customers.
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BUSINESS CONCEPT

Offering delivery and product services

Library books, CDs.

BY Gabrila Bikarova (2010123).

Meat, fish and vegetable
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UNIQUE VALUE
PROPOSITION
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MARKETING PLAN
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Management objectives
Recruiting minimum of 25 employees for start-up

Meeting fulfilment timelines by 90%

Increase employee retention rate at minimum of 85%

Reach Hub will be working with around team of 25 employees for variant functional services.

Specifically, management team will include 4 manager, 2 secretary, 4 administrators and 15
delivers.
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+ Human resource policies
« Communication protocol and policies.
« Training and development

* Recruitment and payment




image28.png
« Motivational practices
« Drivers additional service charge for better performance
« Communicating and keeping each employee in contact
+ Recognition and reward. Bishop (1987).

« Performance evaluation and feedback practices

+ 360 degree performance appraisal

+ Continuous feedback. Amstrong (2005).




image29.png
« Financial objectives for next three years
« Revenue growth by 20%

« Inthe first three years, Reach Hub's financial strategy
aims to increase revenues annually by 20%.

+ Return on investment

« The financial plan objective of Reach Hub is to get
return on investment within next 1.5 years.

« Profit margins increase by 15%

« The objective from the financial plan of Reach Hub is
increase profit margin by 15% within next two years.
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Market Analysis

The picture on this slide is from
google.

By Mohamed Osman Sesay (1905636).
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Market Analysis
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USP Analysi

Market Analysis The only company that serve the libraries.

The only bridge between the market and the customers.
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