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Dear Ms. Malani,

We are writing to confide our interest that we are a group of artisans that share their love for jewellery, which some of us has a direct professional background over five year with the jewellery industry. we have different roles that compound our online team as we create, buy, produce, and distribute our good through our ecommerce website.

We are a group of six people with different experiences in the market that hope when combined, will prevent any complication from arising when our business goes public. We plan for a business partnership between the six of us who will be in charge of one of the departments in our business. The one in charge of whichever department is the person with the most experience in it; which in turn will ensure that our company will not run itself to the ground by the launch day.

We have personnel who are skilled in designing and creating a variety of jewellery such as necklaces, bracelets, earrings, and rings. We enjoy the beauty and delicacy of gemstones and work with the best accessories to create unique and stunning jewellery. We currently have four models for each type of jewellery stated above that will be promoted and marketed to create an interest in possible costumers so that when we first launch our business, we will have customers.

We are confident with our ability to produce jewellery that will attract and maintain customers as such. We thank you for taking the time to read our letter. We are eagerly awaiting your positive response to set up an interview at the earliest convenience to discuss our business plan.



Sincerely,

Star Shop Team

[bookmark: _Toc40082230]EXECUTIVE SUMMARY – YORDANKA

[bookmark: _Toc40082231] Introduction

STAR Shop company is a jewellery online shop, located in UK. STAR Shop will offer unique piece of jewellery through its online website. Our main strategy is to develop the company as one of the most sought after and cost affordable online jewellery shop for the millions of customers. Once we reach a certain stage in our development, we will expand our production and recruit staff. 

[bookmark: _Toc40082232]Company and management

STAR Shop Company is partnership business, located in 42 Cichele Road, London, UK. Management incorporate six people united by their common interest and passion in the art of creating unique nature handmade jewellery products.  Each head manager's responsibility comprises specific business sector.

Each founder will take part of setting up the company's business with fixed capital. 

Initially the company's office and workshop will be established in the founder's private accommodations. Additional staff will be hiring after successful business development (approximately six months to one year of setting up the business).

[bookmark: _Toc40082233] Products and services 

STAR Shop company products subsume range of handmade jewellery – rings, bracelets, earrings, and necklaces with unique design and diversity, made by eco-friendly quality recycling silver (925 sterling and 999 purity silver) and nature pure gemstones, using the latest technology and tools and MTS, MTO and MTA productive strategy. We will offer safe, free and fast delivery, working with the best UK delivery companies. Sales, ordering, payment terms, delivery options and advertising are going to be made through our modern and amazing website.  

[bookmark: _Toc40082234]Objectives

To create impressive and inspiring jewellery fashionable business, that attract with affordable prices, unique design and diversity. 
To achieve good profit, new customers and business expansion.
[bookmark: _Toc40082235]Target market:

 Star Shop has made carefully, wide, and strict research to understand who our target market is.  Company identified three groups of potential customers matching perfectly to our products like geographic, demographic and psychographic characteristics. Our Customer persona lives in UK; she is working woman, middle social class with regular income and loves to buy and wear our piece of jewelleries. She tends to give good feedback about our company and products to her numerous friends and followers in social media.
[bookmark: _Toc40082236]Market size: 
Company’s potential customers were discovered by experiment on a sample of 8500 people. 40% or 3400 people were disposed to buy our products due to products specifications.

[bookmark: _Toc40082237]Region of sales: 

To reach as many people as possible Company’s plan is to create shops in Amazon and eBay platforms and special platforms like Etsy and Notonthehighstreet.

[bookmark: _Toc40082238]Competitive advantages: 

Star Shop has direct (Gemstone Jewellery Design, Silver by Mail, One by One) and indirect competitors (Pandora, Swarovski. Tiffany) in the business. The investigation we have made to understand how competitive on the market are we has showed us our competitors’ strengths and weaknesses and we have compared them with ours. The results showed our main weakness - we are new to the business and our company’s revenue is not competitive.  Star Shop company’s advantages recorded very good results: zero number employees, luck of rent cost premises and retailer's payment, low monthly cost, low prices, high quality and unique design of our products and free delivery both ways. Those strengths of ours made us competitive on the market. 
[bookmark: _Toc40082239]Growth potential

Company's sales projection for the first year is £229 615, gross margin of £90203 or 39%.
We project a 36.9% growth rate over the next two years. By year three, we project 36.8% gross margin. 
Our projection over the next five years is to increase production capacity as well as new customers and improve company’s financial revenues

[bookmark: _Toc40082240]Funding requirements 

STAR Shop company's owners have invested £4000 each founder or £24000 in total.
We received £8000 donation from our CEO’s family member to meet working capital requirement and to avoid a loan usage. 
Star Shop company’s funding amount in total is £32000.
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[bookmark: _Toc40082241]1. KEY PERSONNEL catherine

Yordanka Georgieva
 Yordanka is an experienced worker who has worked for four years at into for customer service. Bachelor's degree in Psychology. Her qualification and experience bring, and her interpersonal skill makes her perfect for a new customer to build a relationship. She has previously worked for online jewellery provide before, which brings not only the business her skills and talents but also the knowledge of how an online jewellery business run.  
Irina Yordanova
Irina is a critical member in providing key information for research at the company she works. A bachelor's degree in literature. Her qualification and experience make her perfect to be the head of the research and development department at our jewellery business. Besides, her long-term experience at working for six years in a jewellery shop before brings not only the business her skills and talents but also the knowledge of how a jewellery business runs.
Ermiyas Endale
Ermiyas is an experienced worker who has worked for five years in the Department of Human Resources, which from there has gained the ability to solve conflicts in the company and salaries. He will bring stability and calmness to the company and the ability to manage people he has gained from working. He made a professional development course on team management. During his spare time, he enjoys painting.
Anelia Mihaylova
Anelia is a passionate worker who will make up her inexperience for her enthusiasm and creativity perfect for her role in marketing. She did a professional development course in sales.
Her job allows her to know how to market a product best to achieve its full potential bringing ideas to life. During her relaxation time, she enjoys the peaceful and serenade of the violin. She will continue her training on marketing, learning how to work with SEO to optimise websites.
Nadezhda Petkova
Nadezhda is a highly trained and experienced member in charge of production.  Her motivation in running a business is 'A woman loves jewellery as she loves herself; it is a part of her, and I want to create jewellery for a woman so that when they see it, they will know that it for them. 'This, along with her experience in production; how to best display products in time for consumer's needs, allows her to utilise her position for the business best. Shopping is her hobby, especially trying out new brands.

J Catherine Mosquera R
Catherine is an experienced worker who has worked for seven years at Divine in Finance departments.  Also, she brings experience and knowledge in the management of a company and its money. Her knowledge and competency at languages combined along with her long-term dream of running a business will hopefully allow her to bring something special to the company. She has a professional development course in hospitality. In her spare time, she enjoys a quiet place to read.


[bookmark: _Toc40082242]2. BUSINESS DESCRIPTION AND HISTORY   ERMIYAS

Star jewellery is an online business that makes many different designs in the form of elegant, stunning and unique jewellery products including rings, bracelets, earrings, and necklaces with unique design, using the latest technology and tools, Star jewellery sales its product line to every woman and man with different age range and background, the good thing about jewellery’s are everybody wants one and it’s a must have particularly for fashion specialists besides they are indispensable. For customers who cannot chose the perfect gift of mums, wife or girlfriends jewelleries are their saviour. All our products are designed and manufactured in order to grow and achieve the desired level the of market penetration, the business shows that our creativity and uses the best products to deliver our clients quality but affordable jewellery’s. 
 Starting a jewellery business is not easy with different brand competitors but the new Star jewellery store will be standard and licenced with various types products. Our current collections feature a range of beautiful rings, necklaces, pendants, earrings, and bracelets. Each one made by hand by us, using recycling silver (925 sterling silver) and 999 pure silver helping create conscience to help our planet. The beauty of nature, the diversity in arts and the vibrancy and colours of the abroad amused our designs paired with the brilliance of the gemstones made our designs unique. The business will be run from the founder private accommodations, until a break-even point (est. after six months to one year of business). Investments such as office and workshop facilities, as well as new employees, will only follow a minimum of half a year of consistent profits and growth. 
 Our skilful and diligent creators meet with our customers' needs using the latest technology to reach consumers demand. We have a strict code of conduct to ensure social and environmental responsibility, from the source of raw materials to ethical practices. This business will help the environment by recruiting employee, fulfil the demand of customer and pay tax to the government. The team of Star Shop consists of five women and a man combined through their love for extraordinary handmade jewellery, who seek to allow their customers to showcase their true selves through their jewellery and unique style choices.  Each founder is responsible for a specific sector of the business and is part of the head management team. The main areas of responsibilities rank from design, marketing, photography and visuals, supply chain management, research, and development to finances. 
[bookmark: _Toc39153167]
[bookmark: _Toc40082243] OBJECTIVE

1. To create a jewellery business whose, main goal is to exceed customers expectation.
2. To attract more customers with various type of jewellery’s and deliver excellent service in the initial year of operations.
3. The operation of fashionable design in at least 35 different galleries. 
4. To offer our clients a sensible cost and give extraordinary customer experience, estimated by least 10 percent yearly sale development, and customer complaints under 1 percent. 
5. To accomplish sale goal of £ 45,500 during first year of operation and increase sale by 50.00% growth rate over the next two years of operation and improving product quality by 25 percent, to reduce operation costs by 10 percent and conducting a training program in the next 12 months to improve employee skill.   
6. To increase the number of designs 
[bookmark: _Toc39153168]
[bookmark: _Toc40082244] MISSION 

To deliver customers the best high-quality product in the same manner worldwide that is reasonably priced, elegant, original, and delivered reliably. To create a significant plan that represent quality jewellery product, we will achieve this by using excellent manufacturing, an original advertising package, and wide-ranging supply network using internet. By operating this multi-channel approach, however we will be able to spread the niche market for quality product jewellery quickly and efficiently.
 It will allow us to progress Star Jewellery as the product for quality invention within the target market, is to design what our customer has in mind and make it a reality, to beautify the world with our precisely fashioned fine jewellery, to inspire moment of happiness and celebration , enlighten and enrich mainly women’s life by delivering the best quality and affordable product. Our motivation is to be trusted by all our clients as we grow and reach new heights in the fashion industry.  
[bookmark: _Toc39153169] 

[bookmark: _Toc40082245]VISION

To become the finest high-quality, elegant, and casual jewellery supplier in London and worldwide, appreciated business as estimated by our clients, our staffs, and the community we live in. Ethics are serious to our achievement. To be one of the most affordable jewellery online shop. That describe who we are and separate us from our competitors. They motivate our vision of the future. These values include:
1. Performance excellence: capable manager, continually trying to meet or top desires.  
2. Teamwork: Go about as a group, focused on one another, and bound by trust and dedication.
3. Integrity. we treat everybody with fairness and respect. Trustworthiness, moral conduct, and respectability are basic qualities of my business. The basics are first-rate product and service that will build and keep a good relationship with costumers.  
4. Brand collection: bring to the world a collection of beautifully designed jewellery products, that anticipate and satisfy peoples need and desire. 
5. Generate common and continuing value with customer and supplier 
6. Contribute to a more maintainable planet
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[bookmark: _Toc40082246]3. BUSINESS STRUCTURE catherine



[bookmark: _Toc40082247]4. PRODUCTS and SERVICES   Nadezhda

[bookmark: _Toc40082248]PRODUCTS
Our product portfolio consists of various pieces of handmade jewelleries.
Hair and head ornaments: Earrings
Neck jewelleries:  Necklace.
Arms:  Bracelets
Hands: rings.
"Inspired by the beauty of nature, the power of minerals, the freedom of leaves, the play of light." I would add that they are inimitable, thus representing the immersion of our team in a creative field, and especially in the beauty of the world. With our jewelleries, we seem to throw a glove at nature itself. You have freedom, naturalness, and a lot of warmth. The most impressive ones are made of genuine leather, cut like autumn leaves and other shapes. Many of our style are polymer clay flowers, combined with   stones. We highlight the most preferable thing that can be assembled on a satin ribbon - such an effect not only remains in the front, but also hints at this elegance on the door at the back as well.
The style, size and colors are diverse, bring individual charge and unique mood. 
Star Shop web page is our main online store. Customers can’t see the item, they can’t hold it in their hands, and they can’t try it on. That’s where a good product page comes to the rescue. 
As marketing guru Neil Patel says, “If you read a product description and you still have questions, then it didn’t do its job”.
When we wrote for the web, we had in mind that people don’t read much on websites. That’s all true, but we still included all the necessary details and product specs. That way our customers will know what they’re getting and can prevent unnecessary returns and refunds from people who accidentally order the wrong thing. We  speak about size, color, materials, where the item was made, etc.
This clearly sets expectations, so customers know what they are getting. After all, there’s no upside to tricking a customer into buying something that isn’t right for them.
Also, listing the specs shows that we know our items well and pay attention to detail, which further solidifies the customers trust in our store
Our items are available from a big box online retailer at a lower price.
 We created product text particularly for the web. Headlines, bullets, short paragraphs, and lots of pictures included that we can make online shopping easier for customers. We just stick to natural language that a real human being would actually use.
 We gave our products very clear, keyword-relevant names.
 We know a picture really is worth a thousand words. That is why Star Shop catalogue includes beautifully designed pictures with Zoom option.
Our handmade jewelleries consist 4 the basic products. From each main product we created 4 models. We will only include these products at the beginning of sales, and we will add 20 more different models each month.
For all our products we are happy to offer beautiful and functional jewellery boxes.
Following current and future trends determined by client’s interest we will develop our business offering a bespoke order of individual purchases according to the client’s ideas. 



[bookmark: _Toc40082249]SERVICES/Customer Service

Website “STAR SHOP” is our main storefront. It is fully compliant with online store requirements and easily accessible. It is secure to shop on. It works beautifully on mobiles, tablets, and other smart objects. So, we can view the orders from wherever we are. We stay organized and manage our customers and orders in one place.   Our online store is constantly evolving and upgrading to make sure it is future proof. Our online store is connected to multiple marketplaces synchronizing listing and orders. 
We have created a simple to use category structure with minimal fuss and the shop is easy to browse and buy from. 
The account manager has incredible digital skills and helps get set up and selling in no time. 
Star shop has favourable contractual relations with the best delivery companies:  Royal Mail, Parcel 2 Go, impost parcels. The purchases made by 16 pm on the day will be delivered in London and the area on the next day. 
The service we provide is (B2C) business-to consumer online shopping. According to Consumer Protection (Distance selling) Act 2000 our online shop is prohibited from charging a restocking fee if the consumers cancel their order.
We describe products for sale with text and photos. We also allow customers to comment or rate the items.
Our online store is open 24/7   for orders, seven days per week.
As an e-commerce organization we are expected to remain up to date with the latest technologies for the best service of our customers. Making use of the right technology “Star Shop” will provide customers with not only what they want when they want it, but where they want it too.
 We are integrating image search technology on our website so customers can easily photograph products they are interested.
Quick and easy check out process:
· Speedy mobile payment solutions, including Apple Pay and Android Pay.
· Enabling our customers to save card details, streamlining repeat purchases.
· Providing one-page, hassle-free checkouts.
· Offering a range of payment optimization
The service is responsible for the online order process, checkout products journey and solving orders issue. Company's policy will include packaging time, shipping time, return or exchange products.
Packaging – customers usually pay attention not only to the product but to packaging as well. Obvious relish has a positive impact on clients. Our products will be packaged in a bespoke box and wrapped in paper that has photos of the workflow of the company in details. Knowing our work process generates trust and respect in customers. That is going to make as unique and will keep our customers coming back. Shipping – Free shipping both ways to the UK, track your order, order protection email
. Customer service work is going to be based on some rules and principles:
- Receiving customers' orders
- Packaging products quality
- Delivering our product fast to achieve the client's satisfaction
- Answering the phone for inquiries
- Satisfying clients' needs and expectations in a timely and efficient way
- Asking clients for feedback
- Appreciating repeat customers
- Apologizing for any mistake
- Maintain a customer relationship
- Deal with complaints
- Never argue with customers
- Using positive language
- Patience
- Taking responsibility
- Always keep our promises


[bookmark: _Toc40082250]5.  MARKET ANALYSIS AND NEEDS

This stage is the most important and takes time, because every business need to do it if they want to succeed. 
[bookmark: _Toc40082251]5.1 MARKET RESEARCH - YORDANKA

[bookmark: _Toc40082252]Jewellery Industry Research 

The jewellery is high-pressure and fast-growing business. Our wide-ranging online research about UK jewellery industry shows that sales have reached £5,7 billions in 2018 – 2,9% more than the previous year, according to Mintel’s 2019 report. Market expectation for year 2019 were even stronger – 3.5% growth to £5,9 billions and are expected to grow up to 5-6% each year. 
Industrial jewellery has a lot of unfavourable influences on the environment like harmful chemicals going into water, land erosion and ecosystem change whereas eco-friendly jewellery is with minimal negative impact on nature or not harvested but recycled. 
Result of our research shows also that 40,5% of jewellery customers preferences are online shopping due to price compare products, and most of the jewellery clients are highly dependent on the products material and type of jewellery. Customers are more likely to buy silver jewellery for everyday use and diamond and gold for special occasion. 
Outcomes: The investigation helped us in choosing a material to work with, namely eco-friendly silver to keep the planet save, and to understand online jewellery customers habits.  

[bookmark: _Toc40082253]Target Market Research 

Knowledge of the potential customer has importance for pricing, items, and advertising creatives. Our research includes important information of understanding our potential customer values and characteristics like gender, background, medium, culture, employability, earnings, age, family size, family status, household income, occupation, level of education, nationality, religion, social status, personality, attitude, lifestyle, social class, opinions, interests, buying habits and much more.

[bookmark: _Toc40082254]Primary research

Our research was conducted on the territory of UK on a sample of 200 people - different nationality families and w
wide range of friends and acquaintances by personal interviews, telephone surveys, experiments and observations. 

[bookmark: _Toc40082255]Secondary research

The company has conducted a maximum market research on the demand for handmade jewellery in social networks and online forums on a sample of 1000 people, by surveys and questionnaires, targeting many different groups.

[bookmark: _Toc40082256]Outcomes

The result of our extended research shows that the target group suited to our products belongs to middle social class in UK with regular income is £45000 to £75000.  According to UK Census Bureau middle social class comprises 59% of the UK population and is often popularly referred to as “Middle England”. Middle social class group often inhabits big UK cities with million population like Greater London, Greater Manchester, West Midland, Sheffield, West Yorkshire Bristol, Liverpool, Cardiff, Edinburg. Approximately 25% of them reported high income and may even be classified in the middle upper social class. This group consist people with high level of education and including occupations like architects, accountants, doctors, engineers, managers, teachers, social workers, civil servants, surveyors. Middle social class group valued education and they make hard effort to ensure that their children will take place in private schools and University. They prefer to invest their income into properties and are not afraid to move their houses into the popular area near to children's private schools. Often their properties are in the areas with specific population threshold and neighbourhood. Example of popular middle-class living areas in London are Wimbledon, Wimbledon Park, Southfields, Islington, etc.  Middle class values also culture. The people in this group are book buying and theatre going fans. They rather read broadsheet newspapers than tabloids. They valued uniqueness, fashion, extravagance and diversity.
Considered our own experience and results of our extended research we have identified our potential customer group like geographic, demographic and psychographic characteristics.

[bookmark: _Toc40082257] Our typical customer profiles
· Are female 
· 25 to 50 years old and older
· Live in UK (London, Liverpool, Bristol, Manchester and other bigger cities) in popular areas with specific population threshold and neighbourhood
· Working or housewife
· Middle social class
· Earn £45 000 to £75 000 per year
· High level of education
· Single or married
· Different religion (Christians, Catholics, Muslims, etc.)
· Different nationality
· Preferred heathy life
· Enjoy physical activities – jogging, Gym, Yoga, Pilates and much more
· Enjoy reading book and going to the theatre
· Enjoy shopping
· Have very active social life and a lot of friends and followers
· Member of different clubs
· Loyal buyer to a product 
· Individualistic, extravagant, love uniqueness
· Like to get attention and impress people around them with fashion clothes, hair style, good make up and unique design piece of jewellery.

[bookmark: _Toc40082258]Market size

[bookmark: _Toc40082259]The experiment: 
The company found in social media the groups and friends our Buyer persona reckon on, then we targeted these groups with our products trying to deliver trust and attract them.  The experiment has been conducted on a sample of 10 groups (Mama groups, Dance groups, Yoga groups, etc.)  contained 850 members each or 8500 people in total.
[bookmark: _Toc40082260]Outcomes:
 
The results obtained showed that 40% of people were ready to choose us like their prefer brand and to buy our products due to our lowest prices, products quality, unique design, free shipping, fast delivery, products description, secure payment, and other specifications which help us to convert them into our customers. That makes to begin with it approximately 340 people of each group or 3400 people in total extremely prone to be our customers.  The company already have several thousand inquiries and pre-orders.

[bookmark: _Toc40082261]Competitors Research 

Competitors should not scare us but make us more ambitious and stronger on the market. 
Company’s plan includes: 
· To use the internet to explore the supply of similar products to ours. 
· To discover our direct and indirect competitors 
· To draw up a list of know and popular competing companies. 
· To explore their strengths and weaknesses. 
· To use this to clear our weaknesses and improve our strengths.
Star shop company have made detailed primary and secondary research about what our direct and indirect competing companies are good at and what they offer. It includes also who their customers are, what their business has that us do not, why the customers are going to pick their products, instead ours. Also, we have explored their weaknesses and strengths and are they a threat to our business.  

[bookmark: _Toc40082262]Primary research 

Included direct observation the competitor’s shops on the territory of UK and their customers, interviewing some of the competitors’ clients about their jobs, domicile, preferences, choice, satisfaction of products and prices and if they would choose our products instead. We considered also competitor’ shops location, prices, diversity and quality of products and customers.

[bookmark: _Toc40082263]Secondary research 

Included detailed online investigation of competitors’ location, prices, quality, choice, offers, discounts, new products, diversity, deliveries policy, customers, expenses and revenue and much more which help us to compare our company with them.

[bookmark: _Toc40082264]Primary Competitors’ Comparison:  
	Company 
	Competitor1 
Gemstone Jewellery Design  
	Competitor2 
SILVER BY MAIL 
	Competitor3 
One by One 
	Star Shop Company 

	Design 
	Mass production, few handmade products.
	Not everything one of a kind, mostly mass production  
	 Mass production, great design, low variety 
	One of a kind 
Handmade, unique design 

	Quality 
	Average 
	High 
	High 
	High 

	Gifts 
	Free of charge on the condition - spending certain amount on other products 
	 Lack of gift 
	Lack of gifts 
	Free of charge without conditions 

	Delivery 
	£1.99 
	£3.95 each way including returning 
	Free both ways 
	Free both ways 

	Products and Materials 
	Sterling silver, pearls, low cost gemstones 
	Sterling silver, lack of gemstones 
	Sterling silver, small variety of gemstones 
	Eco friendly silver, high class gemstones, big variety 







[bookmark: _Toc40082265]Secondary competitors' comparison 

	Company 
	Competitor1 
Pandora 
	Competitor2 
Swarovski 
	Competitor 3 
Tiffany 
	Star Shop Company 

	Revenues 
	£750 000 
	N.A. 
	£1 500 000 
	£229 615
Year 1 target 

	Number employees 
	1000s 
	700s 
	850 
	0 

	Size 
	126 shops/online 
	36 stories/online 
	N.A./online 
	online 

	Quality 
	Average 
	Average 
	Superior 
	high 

	Choice 
	Large 
	Average 
	Average 
	Average 

	Delivery 
	£20 
	Free from £50 
	Free from £100 
	Free 

	Price 
	Average 
	Average 
	High 
	Low 

	Rent 
	1000s 
	1000s 
	1000s 
	0 

	Monthly costs 
	Very high 
	Very high 
	Extremely high 
	Low  



[bookmark: _Toc40082266]Outcomes

Considered primary and secondary research results and comparisons shown in the tables’ examples our company has been able to determine what are our strengths and weaknesses. The Star Shop company’s main weakness to begin with it is that we are new to the business and we don’t have high revenue. We can’t clear this weakness, but we can take a good advantage with some of our strengths like zero number of employees, lack of rent cost premises, lack of retailers' payment, and low monthly costs which means we can reduce the prices. Also, we can use our products design and materials quality which is higher than the most of our competitors, free delivery both ways, free gifts and competitors’ customers positive opinion about us and their willingness to buy our products. That makes us competitive in the market. 
 
[bookmark: _Toc40082267]5.2 Target Customers   Irina
[bookmark: _Toc40082268]General customer profile 
  
Our primary target group is a retail customer and consist of women, who are expressionistic, out of the ordinary, vibrant and seek to make a statement through their fashion choices. They are modern and individualistic and rarely shop in average street stores. They value craftsmanship and unique design and deliberately seek out conform small business.
Defining more specifically our target market we should say it is mainly oriented towards working women, with regular income, preferring online shopping, living in UK, from different culture and social background but with one thing in common – the love and passion for the unique, unexpected and wowing appearance at a very affordable price.   
Keeping in mind that our team has members of different countries and ages, we can offer a big perception about the taste and demands of our clients. We seek to make our jewellery easily accessible to as many people as possible.  



[bookmark: _Toc40082269]Working Women  

Main and most important target customer. Women between 25 and 50 years old. With regular income over the minimum and rich social life. They like to pop up and impress, but do not have the time to buy form the street shops. They have the potential to buy regularly and the desire to do that as well. Their colleagues and friends are potential buyers as well. 
[bookmark: _Toc40082270]Middle Class Housewives 

Stay at home women but with enough money and good social life. They do not go to work but they attend many activities, connected with their children and husbands. These ladies have the opportunity to spend a bit more time for hobbies and meeting friends. Usually all the activities are connected with meeting people and socialising and this is a chance to shine and impress.  
[bookmark: _Toc40082271]Teenage girls 

The next customer target group are teenagers over 16 years old. These days’ young people desire to be independent more and more so a big number of them prefer to have their own income and to be able to spend their money the way they want. Our jewellery is miscellaneous, one of a kind and an amazing way to make impression. Even if they are not eager to buy on a regularly basis, teenagers have a lot of friends and they are very active in social media. Posting a picture with an impressive jewellery provokes interest and questions from people around.  
[bookmark: _Toc40082272]Male customers

The fourth group is male with mothers, girlfriends, wife's, female colleagues, fiancés or any loved female presence around them. Our products are great choice for a present. A jewellery is something you cannot make a mistake with and if you do, we can replace it for something preferable.    
[bookmark: _Toc40082273] Region of Sales 

 “Online business has increased in the latest year with profits of £586 million, and online shopping customers are expected to increase at 93 % in the UK online commerce”, (O’Dea 2019). Due to this, we seek to follow a digital marketing and distribution approach, utilizing our website as our main storefront. 
Customers see vivid images of the products, descriptions of each piece of jewellery, the origin, the name of the artist and the materials which are used, find FAQs and most common online payment methods (debit and credit cards, PayPal) at a Star Shop website. Using secure and reliable shipping methods, deliveries take two and five days. 
Another method to amplify our customer number and to reach as many age groups as possible is to create our shops in platforms like Amazon, eBay and especially platforms as Etsy and Notonthehighstreet.  The last two are very important in finding the right clients for our products. Both platforms are known as a place where a person can find one of a kind, handmade and unique goods. 
At the very beginning, our target is mainly (but not limited) UK based customers and selling on Notonthehighstreet is a great opportunity reaching our clients in and out of the country. The approval itself, to be able to sell on this platform, means direct contact with the right clients and is the best advertisement for our jewellery. At the same time Etsy is also a well-known international craftsman’s platform which will amplify the selling opportunities. 
Other part of our customer profile is the social media users, which is the biggest part of the population with internet access. Young people are constantly uploading selfies with the desire to make impression. Our jewellery meets the criteria of catching the attention.  
The target market is changing during the years and we must adapt to it. It is more about the interest and social appearance these days so let us say our target market is behavioural orientated. More and more people are realizing that the small business can offer more diversity and personality than the mass market.  More and more people are choosing to be themselves, to be different and to define their identity but to avoid the uniformity, so this is what we offer – one of a kind little possession with a character. A little pop up to define each one’s uniqueness and personal statement.

[bookmark: _Toc40082274]5.3 COMPETITORS ANALYSIS AND SWOT  Irina

Star Shop is an online jewellery shop, which means a big range of competitors.  Discovering our primary competitors is giving us the opportunity to define more clearly our weakness and strengths, and what we can do better to be more successful on the market.
[bookmark: _Toc39153202][bookmark: _Toc40082275]Primary competitors: 

[bookmark: _Toc40082276]Gemstone Jewellery Designs 

This is an online shop create 2008 with very good feedback.  There is not much information about the company. The analysis we make is based on the products they sell. All the goods are made of sterling silver and gemstones.  Design and the range of products is diverse. Prices start from £5.95 earrings, bracelets, and necklaces from £7.95.  The website is simple and easy to work with, nice product pictures.  Weaknesses: small amount of silver and small gemstones, not the best online shop, limited information about the producer, poor social media presence. (Gemstonejewellerydesigns, n.d.)

[bookmark: _Toc40082277] Silver by The Mail

[bookmark: _Toc39153205]Designer silver from all over the world. The company is established 20 years ago. Very high-quality products. Professionally build website, easy to use. Very well presented in the social media. Perfectly presented jewellery by professional photographs Wide range of products. Most of them are silver and some are made with gemstones as well. They offer international shipping as well. Prices start from 5 £ for earrings, but the average price is £25. Bracelets from £30 up to £390. Necklaces from £18. Here we keep in mind the amount of silver used and presence or absence of gemstones and the kind of the gemstones. Disadvantages: very few of the jewellery is handcrafted; most are only silver; the price of the postage is 3,95; no blog. (Silver by the Mail,n.d.)
[bookmark: _Toc40082278]One by One

The Company has a very strong background. More than 80 years in a jewellery business. Perfect web site, covering all the needs of the client and all the musts of the good marketing. High quality products at affordable price. The material used is mainly silver, sterling silver and rose gold. Amazing design. Lowest price of a pair of earrings is £26 and a ring from £35.  The highest price for a ring is £75. Strong competitor but despite the great design the products appear similar and it does not offer a big variety of different kinds and shapes of gemstones. The main used is zirconia. None of the products is handcrafted. (One by One,n.d.)
 
[bookmark: _Toc39153206][bookmark: _Toc40082279]Secondary competitors: 

[bookmark: _Toc40082280]Pandora
Established 1982 in Denmark. One of the most famous in UK and worldwide silver brand. Extraordinary design, quality, and validated name. The lower price of a product is £10 but these prices applies only to earrings.  The cheapest bracelet is £25 and the average price of a bracelet with gemstone is over £65 at their online shop.  Mass market products/. (Pandora,n.d.)
[bookmark: _Toc39153208][bookmark: _Toc40082281]Tiffany 
First shop open in 1837 in New York. Pioneers in direct mail catalogue, engagement diamond ring as known today, established the sterling silver standards; with the opening of their shop at NY Fifth Avenue, they transfer the area in to the number one shopping place. Their products are made of excellent quality diamonds, gemstones, and precious metals. Extraordinary design, perfect workmanship, and precision in every detail. High-class jewellery with high-class prices. (Tiffany,n.d.)
[bookmark: _Toc40082282]Swarovski 
In 1895 in Austria Daniel Swarovski invents crystal processing machine. This invention is a new beginning in jewellery making, clothing design, art. Through the years, Swarovski crystals are used by the most famous fashion designers and despite jewellery is mainly feminine sector, many ordinary men are aware about this company and their products. Swarovski provides elegant, world known crystals, recognisable jewellery, affordable price but generally mass production. (Swarovski,n.d.)

[bookmark: _Toc40082283]SWOT COMPETITIORS

[bookmark: _Toc40082284]Gemstone
	Strengths
1. Low prises
2. Long time on the market
3. Good quality
	Weakness
1. Weak presence on social media
2. Not well-structured web site
3. Small range of jewellery 

	Opportunities
1. Improve the web site
2. Improve their presence in social media
	Threats
1. It can be stronger competitor among teenage customers



[bookmark: _Toc40082285]Silver by the Mail
	Strengths
1. Affordable prices for most products
2. 20 years on the market
3. Good quality
4. Well-structured web site and good presence on social media
	Weakness
1. Not everything is handmade
2. Small range of gemstones 
3. Some of the products are expensive 

	Opportunities
1. Increasing the number of handmade goods
2. More jewellery made with gemstones
	Threats
1. Exists longer on the market with well-known name



[bookmark: _Toc40082286]5.4 STAR SHOP SWOT and PORTER’S ERMIYAS & PESTLE Nadezhda

[image: ]


[bookmark: _Toc40082287]SWOT ANALYSIS OF STAR JEWELRY BUSINESS

[bookmark: _Toc40082288]Strength

1. Excellent sales staff with strong knowledge of products, offering personalized service.
2. Commitment to deliver our best products 
3. Successful marketing strategy 
4. Quality product with affordable price 
5. Experience in the market
6. Good internal communication
7. Reputation with customers and modernisation 
8. Customer satisfaction, communication with customer, customers will like the service and give positive recommendation to others   
9. Eye catching logo to give some introduction when performing on site service 

 

Weakness

1. New to the market 
2. Faulty products
3. Bad reputation 
4. Suppliers postponement  
5. Risk of new business
6. High rental cost 
7. Holding too much stock 

 

Opportunities

8. Offer new products to the market 
9. Take advantage of the new popularity of jewellery’s 
10. Addition of other jewellery related products and services. 
11. Increasing use of social media, place some social media ads.
12. New market prospect 
13. New customer
14. Maximize profit

Threats 

1. Increased competition 
2. New tax range
3. Competitors having similar products
4. Downturn in economy, customer spending less, sales tied up,   
5. Competitors launching new advertisement 





PORTER’S ANALYSIS OF STAR JEWELLRY ERMIYAS

[image: ]


[bookmark: _Toc40082289]Degree of competition within the industry 

The jewellery market is fragmented with small and big players. Star jewellery have a massive competition from online jeweller’s such us warren James, Ernest jones, and other e-commerce companies such as Amazon, Alibaba.com sells jewellery items. 

How Star jewellery can tackle Intense Rivalry among the Existing Competitors in online Jewellery 

·       By building a maintainable variation
·       By building scale so that its competition can be improved
·       Cooperating with competitors to increase the market size rather than just competing for small market.
 
[bookmark: _Toc40082290]Threat of Substitution  

There are a few options in the jewellery business, with gold jewelleries, silver jewelleries, pearls, stones, style jewelleries, fine jewelleries, and precious stone jewelleries. At the point when new item or service meets a comparable customer needs in various ways, industry productivity endures. 
 
How Star Jewellers can handle the Treat of Substitute Products/Services 
 
· By being service situated rather than product situated. 
· By understanding the main need of the client rather than what the client is purchasing. 
· By expanding the exchanging cost for the clients.
 



[bookmark: _Toc40082291]Threat of new entrance 

New entrants to online Jewellery bring modernisation, new ways of doing things and put burden on star jewellery is lower pricing strategy, reducing costs, and providing new value schemes to the customers. Star online Jewellers must accomplish all these tasks and build effective blocks to protect its competitive advantage. There are low barriers to entry for an individual wishing to open online jewellery store and run a business. The local retailers have further chances for repair services. However, small retailers cannot match the branding efforts taken by some large retailers such as Tiffany, Signet Jewellers, additionally, small players don’t have the effective quality to offer differentiated exclusive merchandise.
How Star Online Jewellers can challenge the Threats of New Entrants
· By inventing new products and services, broadening the advertisement using digital marketing 
· By lowering the fixed cost per unit. 
· Building capacities and spending money on researches and digital marketing. New entrants are less likely to enter the industry where the established players such as Star online Jewellers keep defining the standards regularly. 
[bookmark: _Toc40082292] Bargaining power of suppliers 
 
Using its internal manufacturing facilities, Star Jewellery produces more than half of the stock, Star Jewellery’s buy from key suppliers. The company does not expect a shortage of supplies in the near term, but long-term increasing demand for silvers may lead to higher prices. Star Jewellery purchases finished jewellery from different suppliers. However, the company may face challenges finding an alternate supply, bearing in mind the workmanship involved in a small number of designs. Star has engaged great pricing power; it is increasing unpolished margins show that it passes on its higher input costs to its customers. 
Most of the jewellery businesses in the industry buy their raw material from many suppliers, leading suppliers’ position can decrease the limits Star Jewellery’s can earn in the market. Powerful suppliers in services sector use their negotiating power to extract higher prices from the firms in Jewellery field. The overall influence of higher supplier bargaining power is that it drops the overall productivity of Jewellery Stores.
How Star Jewellery can tackle Bargaining Power of the Suppliers
· By building efficient supply chain with multiple suppliers.
· By trying with product plans using different materials so that if the prices go up of one raw material then company can shift to another.
· Emerging devoted dealers whose business depends upon the firm. 

[bookmark: _Toc40082293] Bargaining power of customers

Customers are often challenging a lot; they most likely want to purchase the best by paying the lowest price. This put burden on Star Jewellery productivity in the long run. The smaller and more powerful the customer base is of Star Jewellery the higher the bargaining power of the customers and higher their ability to seek increasing discounts and offers.
How Signet Jewellers Limited can tackle the Bargaining Power of Buyers
·       By structure a big base of customers. This will be helpful in two ways. It will reduce the bargaining power of the buyers plus it will provide an opportunity to the firm to rationalize its sales and production process.
·       By quickly modernizing new products. Customers often seek discounts and offerings on recognised products so if Star jewellery keep on coming up with new products then it can limit the bargaining power of buyers.
· New products will also reduce the defection of existing customers of Star Jewellers Limited to its competitors.
[bookmark: _Toc40082294]PESTLE   Nadezhda

 Pestle analyses help us to develop an objective view of this new environment 

[bookmark: _Toc40082295]Political 
Political factors think of the political situation of the country and the world in relation to the country. As Star shop will only operate in UK pending legislation or taxation changes could affect our business.  
 
[bookmark: _Toc40082296]Economic 

Star shop is a company which provides jewellery products to our customers and aim to develop our business by providing quality products and services to our customers which help them to engage large number of customers. 
Company needs to increase the earnings so that we can develop our business at a large scale. To improve our earnings, need to analyse different markets that help us to improve effectiveness of products and services. Earnings need to effective so that Star shop can cope up with new changes. 

[bookmark: _Toc40082297]Social 
It was important to fully understand the social factors in these markets. 
Our products cover big range of customers and in this case the social factors are in our favour. The jewelleries are affordable, handmade, and artistic so even if we think about lifestyles, buying habits, education level, social classes etc. The prognoses about sales success rate are very high. 

[bookmark: _Toc40082298]Technological   
First and foremost, technology affects a firm's ability to communicate with customers. Fast shipment options allow “STAR SHOP” to move products over a large geographic area. When using the technologies our business benefits, because better communication creates a stronger public image. Technological innovations in processes improve productivity and efficiency that will reduce costs and improve profit margins.  In our e-commerce business the impact of the new technologies is in a great favour because our products will be sold online. We could easily advertise and sell them. And receive feedback for the service and how happy the customers are. 

[bookmark: _Toc40082299]Legal 

Now all is uncertain, but most secure is the laws with third countries will change and that will affect our line of suppliers due to import tax. 
Find out what type of VAT rate should we pay, preferential rate or non-preferential 

[bookmark: _Toc40082300]Environmental 
 
Brexit will be catastrophic for organizations and jobs and will lead to economic negatives across the UK 
 Legal framework – GDPR (General Data Protection Regulation) which is valid for all EU members and regulates the collection, use and sharing data of this structure will cease to regulate data in the UK and the cross-borders transfer will be abolished. 

That is going to affect our business possibly in the future, because we don’t have employees in this moment. 
 Brexit will deeply affect UK waste and re-cycling business due to export of millions of tons of waste to EU. Therefore, UK depends on the EU, because of managing of waste and re-cycling. Brexit is going to put in risk waste trade, due to increasing prises.” Star” online jewellery shop will have minimum effect because our business does not use recycling and waste materials for industrial purposes. 

Organization’s resources are mix of human and financial resources. Brexit will have negative impact all over this units. 

- mostly, UK organization’s workforce is mainly staffed by European citizens, who need to follow Brexit immigration policy. Growing barriers of trade would have impact over cheaper labour and raw materials. That is going to affects our business due to increasing materials prices and hiring cheap employees in the future. 
 Limited access to the EU financial market leads to authorisations and license. 

- To continue offering goods and services, organizations must move their productions or services to other countries within EU. 

Star shop is not big organisation, and at the beginning our business will only operate in the UK territory.  

 

[bookmark: _Toc40082301]5.5 MARKETING STRATEGY Anelia

[bookmark: _Toc40082302] Segmentation Targeting Positioning Approach

[bookmark: _Toc40082303]Segmentation

Business entity will segment its customer base on the basis age, gender, and income aspects. In other words, entrepreneur will target women pertaining to middle- and higher-income class. Business entity will offer jewellery for both young and old age women.
[bookmark: _Toc40082304]Targeting

Differentiated targeting strategy will be used by the researcher for attracting customers. Based on this, varied marketing mix will be prepared for the target market selected. To determine attractiveness of the segment, the company must think on characteristics/conditions which reflect its attractiveness, such as size, profitability, measurability and accessibility.
To attract people we also might put the price in all currencies so that will be easier for people to see how much it will be from their side as well as that we will need to thing how we can package the jewellery so they will look sparkling and nice.
Positioning
Entrepreneur will position products or services based on price, uniqueness, and quality aspects. There are few examples of how we can position the company.
Product attributes and benefits: Associating your brand/product with certain characteristics or with certain beneficial value
Product price: Associating your brand/product with competitive pricing
Product quality: Associating your brand/product with high quality
Product use and application: Associating your brand/product with a specific use
Competitors: Making consumers think that your brand/product is better than your competitors

[bookmark: _Toc39153212]
[bookmark: _Toc40082305]MARKETING MIX

[bookmark: _Toc40082306]7P Strategy

[bookmark: _Toc40082307]Product
Innovatively designed jewellery such as bracelets, necklaces etc will be offered to the client via online store at affordable prices.
[bookmark: _Toc40082308]Price
Penetration pricing strategy will be undertaken for influencing customer decision making and gaining competitive edge over rivals.
[bookmark: _Toc40082309]Place
Through online website orders for jewellery will be taken and thereby delivered to the client.
[bookmark: _Toc40082310]Promotion
Products will be promoted through the mean of both traditional and non-traditional modes. Hence, advertisements will be placed on newspaper, television, and social networking sites (online vlogs and Twitter). For attaining success major emphasis will be on social media marketing or advertisements. Promotion in marketing is important to spread awareness of the business and brand to the market. The various promotional marketing can be done using digital marketing platforms like social media, content, emails, videos and promotions through magazines, flyers, billboards, and direct marketing to reach wider audience.
Promotion helps to increase in profits and sales magazines, flyers, billboards, and direct marketing to reach wider audience.
[bookmark: _Toc40082311]People
Competent personnel will be hired having ability in relation to dealing with clients and solving their problems quickly.
[bookmark: _Toc40082312]Process
Standardized process will be considered for taking orders, payment, delivery, and exchange etc
[bookmark: _Toc40082313]Physical Evidence
Website will be created in an innovative manner which in turn enhances customer traffic and thereby market share

[bookmark: _Toc40082314]Marketing and Sales 

We are choosing to evaluate the quality of the products through feedback of the customers. By using their feedback to keep our products of the correct quality it will directly cause our customers need to be met. 
Review feedback to see opportunities to improve the product and improve customer services. 
Establish a monthly sale goal will allow our team to have a goal to work towards. By having a goal to work towards in enables our employees to work efficiently as they have the motivation. If we had no sale goal un black it would cause a lack of motivation and desire in our team which could have a direct impact on our revenue. 
By visiting workshops and learning to use materials it will constantly broaden our knowledge on the online shopping sector and will allow us to emerge into current trends causing a constant cashflow. 
By reinforcing digital media as a form of marketing I believe it opens our reach to the largest possible audiences. This is because constantly through the 21st Century digital marketing has vastly developed. Whether it is social media, easy access to the news or adverts on electronic billboards this from marketing has the widest reach against any other marketing technique.
Following on the point above I believe increasing social media followers can have a massive impact on revenue. With social media now being used by (however many millions of people look it up) online it is a simple, cost effective and trendy way to publicise your brand.
Creating a rapport between the company and our consumers it vital. By building a trustworthy relationship our customers are far more likely to recommend us which again can be a super useful form of generating business, especially with online reviews mentioning. Mentioning is the best service they have received. To build a rapport with our customers we will run monthly dals for example 20% off every Friday fluctuate purchases.
Using Facebook ads are an extremely effective way of marketing. This is due to it is fast reach and easy management. By using Facebook advertisement will allow you to track viewers, click through and click through to purchase which will allow our team to close observe how effective the form of marketing is keeping.
By using Instagram and Pinterest it will give the customer more of visual free to the items. The use of hashtags is also extremely powerful. This is because by using a common hashtag that many people follow the advert can appear to anyone following or anyone who clicks through hashtags. 
By creating a weekly blog we are ensuring our customers are kept up to date with our brand and up and coming adventures. Not only will this open opportunity to keep rapports with our consumer based but this will also give us a platform to launch new products. 
Creating marketing videos is something that I find helps portray our message best. By producing our own in-house marketing videos, it allows us to implement our powerful message in a creative way to stand us in today extremely competitive online market. With this form of marketing our brand would only been seen but not heard.
On the Point above by using YouTube platform to publish our marketing videos it will allow them to be extremely accessible and fee view.
 By creating a podcast, it would allow us to connect interactively with our consumer base. Furthermore, inviting a celebrity guest onto our podcast would allow us to open to an audience of the guest we had possibly may not have reached out too. This from the marketing is known as celebrity endorsement.
 We will always reply to feedback from our customers. Weather it is positive, negative, or even constructive criticism it is a vital as in relation to one of the fist points. Our consumers are the priority and no consumers should feel they have a received a poor service. All negative feedback will be reviewed, and necessary measures will be put in place for reasonable causes. For example, £10 off the next order.
Seasonal Promotions on national holidays and celebrations are key. First promotions will be country wide national celebrations such as Christmas, Valentine’s Day, and New Year. A second form of season promotions will be personal promotions. Witch customers that create an account they will receive a voucher on their birthday to thank then fir a year loyalty. Further on this point loyalty discounts will also be rewarded every 3,5 and 10 orders. This will allow us again to connect with our customers and show them how much we appreciate their loyalty.
Having a Website for e-commerce make everything easier as we are going to be able to buy and sell goods and services.
Leaflets is another quick option how people will know for us. It is good and useful to give people Leaflets as they might be interesting in any of our product
We decide to use this channel because ‘approximately 44.84 million residents of the UK used Facebook march 2020’ (Johnson, 2020) and include all the strategies available to create a page where customers find interaction with us. They get satisfaction while on the page. Our page will have high-quality videos, infographics, advice videos, embedded videos from YouTube, promotions, and competitions.
We will start using social media platforms like FB, Instagram, YouTube and Pinterest, where we will offer our promotions and gain branding recognition. We use this social media because they are free to use and are the most popular to interact with people. 
We will be using organic marketing to generate followers, but we need to follow the feedback our clients in our platforms and interact with them. We need to check what is trending in our market and shared in our content. Watch our competitor and see what is working with them and what is not.
We will create a Facebook business page updated with two posts by day, with pictures of the products we choose one for day and talk about it. As well we put a video related to that particular product about its material. With the analytics tools could understand our customers.
Our market research gave us a result of the potential demographic customers and created a target customer according to our study. However, in our marketing campaign, we will segment our customers in groups and create a new target customer for each product.
One target market focus on Facebook
Women between 20 -29 years, living in London, Birmingham and Liverpool. But we do not exclude the rest of the población because there is ‘5.3 million women in the UK that use Facebook ‘(Johnson, 2020)
The goal of using social media
Brand awareness
Customer services 
Increase in sales

We will use other channels and focus in one for three months to get the most of it and get to know the customers. 
Instagram
We will upload a photo of our products; we choose one every day and upload a video making the designs.
YouTube
We will embed videos on our website. We will create short videos.
Pinterest 
We create boards with our products and pin other boards related to our business and customers.
In our platforms will use SurveyMonkey to create polls and surveys, Piktochart to create our infographics, Pablo to manipulate images creatively. 
We will pay attention to keywords that are negative towards our business and prioritises this response and deal with them privately.
In the future will use an automatization tool as buffer or HubSpot
To optimise our website, we will use organic strategies as SEO were with work with google Ad, Google trends, Amazon analytics, google keyword planner and monitor the most popular search words in a month. It is essential to keep watching this because every month is different and external factors could influence the increase or decrease of a product.
As we see in the following example in the moment of writing this, the next keywords gave that results, meaning that knowing which keyword people use to search for a product is important to highlight in the website and the rest of platforms.
	Keywords
	UK
	London
	Liverpool
	Wimbledon

	Ethical Silver Rings
	3,410,000
	2,810,000
	1,470,000
	645,000

	Handmade Silver Ring
	37,100,000
	12,300,000
	1,530,000
	451,000

	Silver Rings
	119,000,000
	56,000,000
	7.180,000
	8,560,000

	Sterling Silver Rings
	16.000,000
	16,000,000
	3,820.000
	1,660,000



Once identified our keyword, we use them in our tags, our content, our product description, and gradually get listed for search engines in their database. So, anyone that is looking for that keywords will match with our business.
In our platforms will use SurveyMonkey to create polls and surveys, Piktochart to create our infographics, Pablo to manipulate images creatively. 
We will pay attention to keywords that are negative towards our business and prioritises this response and deal with them privately.
In the future will use an automatization tool as buffer or HubSpot
Promotions are significant to attract and keep customers. Following our research, we need to focus on how we are going to get the customers of the demographic areas (Wimbledon, Islington, Liverpool) and according to their income. We must mix our strategies according to our target market. One way of doing it is publishing in a most reading magazine in those areas. However, our marketing steps will be delivering a series of events in that area showing our products and taking feedback from them; our aim will be, brand recognition and email collections, to use it in an email campaign.
In our Facebook page, we could create a prize draw just for answering a question about one of our rings. The prize could be a 5% off of the next sale. 
Another way is giving a flash sale once a month in a product that is not selling very well.
[image: ]
Figure 1 take from https://www.spyfu.com/seo/overview/domain?query=https%3A%2F%2Fwww.silver.uk.com&startingRow=1
In the above picture we can see the keywords (solid silver bang, funky silver jewellery, just silver jewellery) in that website that are most searched by people. In here, we can see as well which keywords are not effective as before (silver jewellery, solid silver jewellery, UK rings, Russian pendant, UK bracelet). It teaches us how to prioritise our keywords in our website and other channels to gain recognition first, and customers after.

[image: ]
Figure 2 taken from. https://www.spyfu.com/seo/overview/domain?query=https%3A%2F%2Fwww.silver.uk.com&startingRow=1
In this other picture we can see which is the most visited and what are they keywords. So, in conclusion, our most effective way of get customers in a tight budget is to prioritise our content trough all our channel using our customers and competitor data.

[bookmark: _Toc40082315]6. OPERATIONS Nadezhda

[bookmark: _Toc40082316]6.1 Production /Material suppliers

We carefully investigated the handmade jewelleries material suppliers and stopped our attention to these three suppliers:

Kernocraft Rocks & Gems Ltd, (e-commerce shop)
Penwartha Road, Bolingey, Perranporth, 
Cornwall, 
TR6 0DH 
UK   
International Craft (Wholesale) Ltd
Unit 4, Empire Centre, Imperial Way, 
Watford, 
Hertfordshire 
WD24 4YH England

Palmer Metals Ltd (e-commerce shop)
401 Broad Lane
Coventry
CV5 7AY
Palmer Metals Ltd
401 Broad L
	Name of Supplier
	Items Required 
	Payment Arrangements
	Reason for Choosing

	Kernocraft Rocks & Gems Ltd, 
	Items on sale, jewellery making kits, beads, jewellery making books, tutorials
	Bank transfer, delayed payment 
	Good quality items, speedy delivery, competitive prices, discount and promotions

	International Craft
	Sterling silver beads, earring findings, links, chains, bead cups, silver wire
	Bank transfer
	Lower prices, good return policy.

	Palmer Metals
	Crafted findings, wires, glues 
	Bank transfer
	Free delivery over £25  
Big variety of items, next day delivery





[bookmark: _Toc40082317]6.2 PRICING 

Price is one of the key variables in the marketing mix. “STAR SHOP” follows four general pricing approaches that companies use to set an appropriate price for their products and services: cost-based pricing, value-based pricing, value pricing and competition-based pricing. 
A carefully considered pricing strategy is vital to optimizing both sales volume and profit.  Price is one of the most important ways in which customers choose between different products and services and knowing the optimum price that we should charge to maximize sales and profits is key to beating the competition. Penetration pricing strategy is undertaken for influencing customer decision making and gaining competitive edge over rivals. 

Cost and Pricing Formula 
Labor + Material + Expenses + Profit
[bookmark: _Toc40082318]Earrings
	
	Product name
	Earrings model 1
	Earrings model 2
	Earrings model 3 
	Earrings model 4

	A
	Number of units in calculation
	10(5 units)
	10(5 units)
	10(units)
	10(5 units)

	B
	Product components:
	
	
	
	

	
	Stealing silver earrings
	15
	
	
	

	
	Rondell beads
	
	5.89
	
	

	
	Oval pusher 
	3.89
	
	4.89
	

	
	Metal fancy beads
	
	
	8.89
	7.98

	
	Oxy glue
	2.89
	2.89
	
	

	
	Ear stud
	
	60
	
	81

	
	Metal fancy bead mixes
	
	
	8.90
	

	
	Pushes round
	
	8.90
	
	

	
	Round beads
	13.89
	
	
	6.89

	
	Wire
	
	
	
	1.19

	
	Connector links
	
	24.90
	
	42.20

	
	Ear studs
	119
	
	121.89
	

	
	Faceted stones
	
	60
	
	71

	C
	Total product cost
	154.67
	162,58
	144.57
	210.26

	D
	Cost per unit
	15.47
	16.26
	14.46
	21.02

	E
	Price per unit
	22.89
	23.00
	21.00
	28.00

	F
	Profit margin (£)
	  7,42
	   6.74
	   6.54
	   7.02

	G
	Profit margin (%)
	32%
	29%
	31%
	25%



[bookmark: _Toc40082319]Rings 
	 
	Product Name
	Ring Model 1
	Ring Model 2
	Ring Model 3
	Ring Model 4

	A
	Number of units in calculation
	10
	10
	10
	10

	B
	Product components

	 
	
	
	

	
	Silver sheet + others
	76.00
	54.00
	52.00
	69.00

	C
	Total product cost 
	76.00
	54.00
	52.00
	69.00

	D
	Cost per unit 
	7.60
	5.40
	5.20
	6.90

	E
	Price per unit
	10.00
	7.99
	7.00
	8.90

	F
	Profit margin (£)
	2.40
	 2.59
	2.80
	2.00

	G
	Profit margin (%)
	24%
	32%
	35%
	22%


 
[bookmark: _Toc40082320]Necklaces
	
	Product name 
	 Model 1
	Model 2
	Model 3
	Model 4

	A
	Number of units in calculation
	10
	10
	10
	10

	B
	Product components
	
	
	10
	

	
	Beading cord
	2.00
	
	12.00
	

	
	Gemstones beads
	
	23.00
	
	23.00

	
	Bead strings
	12.60
	
	15.90
	11.20

	
	Leather
	0.50
	
	
	

	
	Necklace ends, crimps, callotes, claps
	21.30
	8.60
	12.40
	16.50

	
	St. silver chockers
	
	39.90
	
	

	
	Charms
	10.30
	
	11.30
	

	
	St. Silver wire
	1.95
	
	1.95
	1.95

	
	Others 
	20.00
	10.00
	20.00
	10.00

	C
	Total product cost 
	68.65
	81.50
	83.55
	62.65

	D
	Cost per unit
	6.85
	8.15
	8.40
	    6.27

	E
	Price per unit
	12.85
	16.15
	16.40
	  12.50

	F
	Profit margin (£)
	 6.00
	8.00
	8.00
	   6.23

	G
	Profit margin (%)
	47%
	50%
	49%
	50%


   

[bookmark: _Toc40082321]Bracelets 
	
	Product name
	Model 1
	  Model 2
	Model 3
	Model 4

	A
	Number of units in calculation

	10
	10
	10
	10

	B
	Product components
	
	
	
	

	
	Beads
	3.45
	3.50
	7.80
	10.95

	
	Cord
	1.95
	
	1.95
	

	
	Silver wire
	2.95
	2.95
	2.95
	3.95

	
	Connector links
	1.94
	
	2.94
	3.00

	
	Jump rings, bolt rings
	2.00
	11.95
	3.50
	

	
	Adjusters
	3.40
	2.00
	2.00
	2.00

	
	Cabochon 
	4.50
	
	4.80
	

	
	Faceted stones
	
	30.20
	
	

	
	Others
	12.00
	 5.00
	10.00
	20.00

	C
	Total cost product 
	32.20
	55.60
	35.94
	39.80

	D
	Cost per unit
	3.20
	5.56
	3.60
	 3.98

	E
	Price per unit
	6.40
	10.60
	 7.20
	 7.80

	F
	Profit margin (£)
	3.20
	 5.04
	 3.60
	  3.82

	G
	Profit margin (%)
	50%
	48%
	50%
	48%



How our prices compare with the competitors
	Product 
	Your price
	Range of competitor prices (per unit)

	Bracelets
	6.40 - 10.60
	

	Necklaces
	12.50 -16.40
	

	Earrings
	21.00 – 28.00
	

	Rings
	7.00 – 10.00
	





Reasons for the difference between Star Shop prices and our competitors' prices:

Penetration pricing
Competitive strategy
Earn smaller gross margins than traditional players do
Do not hire employees
Buy materials from wholesale suppliers, free delivery.
Squeeze every last drop of inefficiency and cost from our manufacturing and distribution system. 

[bookmark: _Toc40082322]6.3 Delivery to Customers 

Star shop has favourable contractual relations with the best delivery companies:  Royal Mail, Parcel 2 Go, impost parcels. The purchases made by 16 pm on the day will be delivered in London and the area on the next day. 
The service we provide is (B2C) business-to consumer online shopping. According to Consumer Protection (Distance selling) Act 2000 our online shop is prohibited from charging a restocking fee if the consumers cancel their order.
Our online store is open 24/7 for orders, seven days per week.
As an e-commerce organization we are expected to remain up to date with the latest technologies for the best service of our customers. Making use of the right technology “Star Shop” will provide customers with not only what they want when they want it, but where they want it too.
 We are integrating image search technology on our website so customers can easily photograph products they are interested.
Quick and easy check out process:
· Speedy mobile payment solutions, including Apple Pay and Android Pay.
· Enabling our customers to save card details, streamlining repeat purchases.
· Providing one-page, hassle-free checkouts.
· Offering a range of payment options.

[bookmark: _Toc40082323]6.4 Equipment

	Item Required
	Purchased from
	Price

	Wire working kits
	Kernocraft
	3 x 36.90 

	Beading tool kits 
	Kernocraft
	3 x 58 

	Silversmithing tool kits
	Kernocraft
	2 x 200 

	Single third hand
	Kernocraft
	4x14.45 


	Jewellers gas torch
	Kernocraft
	2x 39.95 

	Tumble polisher
	Second hand
	 2x 55.00   

	Tassel maker
	Internationalcraft
	4x6.60





[bookmark: _Toc40082324]6.5 Other operational considerations   Catherine

We are starting from our homes, but eventually when the business growth we will be looking at having a study, in a place where a portion of our clients is.
At the moment we are not working with any other people, we are the ones who are in charge of produce, manufacture, marketing and sell the product.
The production of our product will be shared for us, specially Anelia, Irina, and Catherine, because they know how to make our products.

[bookmark: _Toc40082325]6.6 Laws or regulations Anelia

Star Shop is a partnership business that should be registered with HMRC (sales tax) and Companies House (general license) Each partner should register for self-assessment and complete a separate tax return’s 
The Sales of Goods Act 1979 is an Act that directs the offer of products that are purchased and sold in the UK and the coupling contract between the two gatherings. The agreement of offer expresses that the exchange of property from a merchant to a purchaser is finished through a cash exchange, known as the cost.
The Consumer Rights Act 2015 became law on 1 October 2015, supplanting three significant bits of buyer enactment - the Sale of Goods Act, Unfair Terms in Consumer Contracts Regulations, and the Supply of Goods and Services Act. It was acquainted with streamline, fortify and modernize the law, giving you more clear shopping rights.
 The Competition and Consumer Protection Commission (CCPC) was built up on 31 October 2014 and assumed control over the capacities and forces of the National Consumer Agency. It has a general capacity of advancing customer government assistance and is answerable for exploring, implementing and empowering consistence with shopper law.
 You should give certain data in case you're selling merchandise or administrations through advanced TV, via mail request or by telephone or instant message. This is called separation selling, this will help our company to protect and ensure our customers 
Becoming effective on 30th November 1968, the demonstration supplanted the past Merchandise Marks Acts by growing what it covers. The Trade Descriptions Act 1968 made it an offense for organizations or sales reps to sell an item or administration dependent on falsehood. The Act constrained them to be increasingly honest about their administration or item and not intentionally misdirect shoppers into spending their cash on a bogus case.
The consumer Protection Act 1987 recognise manufactures, suppliers, distributions and retailers responsible for injuries caused by their products. That is why Product liability Insurance is needed to cover the customers and the business if occur any claim.
Public liability insurance, it is not legal requires by is necessary in case an accident happens.
Employer’s liability insurance, it is necessary when we hire staff and cover cost relate to any problem occasion for the job to the worker.
[bookmark: _Toc40082326]7. TECHNOLOGY PLAN Catherine

As a potential business, we are aware of how crucial technology is a part of companies and the market. We at star shop have planed the technology and systems we need for our online jewellery business.
Our first step at implementing technology in our business is desktop computers and laptops. Laptops are essential in technology that will allow us to set up and maintain our jewellery website. Without them, we would not be able even to start. However, computers are not only crucial for our website but will also allow us to write letters to other business, analyse financial data and send and receive emails. As a subset of having laptops, they will enable us to access software and productivity tools such as Microsoft Office that will help us perform a common task.
Another technology we will be implementing in Star Shop is the inventory control system. The inventory control system is crucial in managing our range of products. It will be responsible for keeping track of each unit in our inventory from necklaces to earrings and do order taking and tracking. It will ensure that we will never run out or order too much.  As we have a tight budget, we will start with the ABC Inventory Software that is perfect for Star Shop in the beginning. Later, when we have enough funds, we will replace it with a better inventory system that will fit our future needs.
An essential part of Implementing technology is with our customers. In a world where we are constantly using technology, our business must build a relationship with our customers. And what better way than through technology. The build and nurture our relationship with customers to ensure loyalty and trust we will be personally calling the first 100 customers to ask about their satisfaction with our product. We also plan later on develop an email subscription where they will receive emails every day detailing new releases.
Finally, we have a financial accounting system.  It will be responsible for keeping track of all the money made, what leaves, where its leaves and how much cash flow is. Our financial accounting system will be QuickBooks perfect for a small business-like star shop with a tight budget. It manages bills and payments, has VAT checker and makes Tax Digital for VAT.
In addition to this, we plan to aggregate a social media management system where we can schedule our campaigns, monitor our milestones, and reminds us of our goals. 
We try to make a preview of our website using free software, in this links we have a preview of our ecommerce. https://janecathemore.wixsite.com/starcompany

[bookmark: _Toc40082327]8. MANAGEMENT AND ORGANISATION Catherine

Our team is organised according to our roles and experience.
Yordanka Georgieva
Yordanka is the head of the customer services department. She will be in charge of influencing how customers see our band and how it builds its reputation. She will also be responsible for the online order process, checkout products journey and solving orders issue. Company's policy will include packaging time, shipping time, return or exchange products. Costumers needs and satisfaction are also a part of customer services as such; it is essential to ensure that not only the product is up to their satisfaction but the packaging as well. She believes that this will help promote our business and products.
Irina Yordanova
Irina is the head of the research and development department. As the head of the research and development department, she will be responsible for working to obtain new knowledge to design new products. As such, she will be working to further the growth of the company by researching and testing new products or developing old products. To do this, she will be using two methods, basic or applied.
 Basic research isnew knowledge adquired with no specific application ; in this case, know customers tendencies, whereas applied research gives knowledge about our industry.

Ermiyas Endale
Ermiyas is the head of the human research department. As such, he will be responsible for managing the company's workforce, the organisation's ideals, and the environment. He will also be the one who will deal with laws, our wellbeing and protecting the company from issues that arise from the workforce and costumers. He will also be working continuously to improve the work-life of future employees by implementing programs and policies. As such, he will be essential when it is time to recruit as he will look after the recruitment needs of the company; this includes interviews and selecting candidates.

Anelia Mihaylova
Anelia is the manager of the marketing department. In the marketing department, she plays a crucial role in business due to her ability to develop strategies to get the attention of the customers and her experience in marketing this will help build and establish the company from the beginning. She is responsible for the publicityof our products, ideas, and the mission of the business. And she is also responsible for helping identify which areas the industry should focus on and what is the best way to promote its products. She believes it will allow the business to spend its budget to its maximum coverage and results.
Nadezhda Petkova
Nadezhda is the head of the manufacturing department. She will be responsible for finding the right supplier with the best price. She will be in charge of efficiently manufacturing and produce goods for sale, creating and assembling the raw materials in the right place, fitting the design for each jewellery and polishing the finished products.  Manufacturing is the process and techniques used to convert raw materials or semi-finished products with or without the use of machinery. She believes that by the star shop implementing the MTO strategy, which allows customers to order products built will attract customers with our handmade jewellery.
J Catherine Mosquera R
Catherine is the CEO and the head of the finance department. As the future head of the finance department, she will be in charge of managing the company's cash flow and preparing budgets. She will ensure that there are enough funds available to meet the requirements that arrives everyday as payments, investing in equipment, software and insurances covering the company, ensure the business is paid on time and that there is a payment policy for the company's suppliers. With the funding, the six of us have provided she will ensure that start shop will be a debt-free company from launch day.

[bookmark: _Toc40082328]9. SOCIAL RESPONSIBILITY AND SUSTAINABILITY Catherine

At Star Shop, we aim to sell eco-friendly and natural jewellery. As such, we aim to buy from suppliers who sell raw materials untreated and from ethically sourced mines as we hope to maintain relationship with both our customers and suppliers. We hope to ensure that our suppliers get their materials from trusted and ethical miners who from the moment, they unearthed to polished gemstones or precious metals, protect the miner’s human rights and the environment. By this, we want to ensure that all miners who excavate the precious gems and metals are rewarded with the correct payment and hours they deserve.
As a business whose aim is to sell green jewellery that when traced back, will ensure it is ethical and eco-friendly from the very beginning. We hope to provide our customers with jewellery that have not been treated with any harmful chemicals as we craft and model the jewellery to match one of our designs. We know that the usage of chemicals may irritate the skin underneath the jewellery, this is why at Star Shop no harmful chemicals will be used during the manufacturing process.
From promising suppliers, there is only one that we can guaranty its social responsibility and sustainability. It is not that we do not want to be sustainable or responsible, but with our budget, those are the only we can afford currently. Once we have developed from just a starting business and began to earn enough, we will replace those suppliers whom we cannot guaranty that the materials sold are ethically healthy towards the people and the environment.
We hope that once we have expanded enough, we can build our team of miners and suppliers to fully ensure that all material mined has no lasting damage towards the environment and the people. 
It is important as well to create a brand that is social, ecological and ethical. Those were one of the ways we can contributed to our society, but we are going to support single women in our countries of origin where they do not have the same facilities that we do. In here, we plan involve in community projects, supporting children and older people that lives near us.
‘Regardless of which strategies you use for sustainable development, Boyton, said it is important to be vocal’(Schooley, 2019) we need to share our community and suistanable projects with our community and customers



[bookmark: _Toc40082329]10. Financial Plan catherine

[bookmark: _Toc40082330]Sources of finances

Our initial investment toward this company is a shared amount between the six people in this team, by the amount of £4,000 each with a donation of £8,000 made by a family member with the aim of avoid loans in the first stage of the business.















 Project Profit & Loss 2020
	Projected Profit & Loss

	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	2020

	Revenue

	£20,961
	£15,310
	£15,895
	£16,755
	£17,913
	£19,231
	£20,760
	£19,840
	£19,844
	£19,791
	£20,606
	£22,709
	£229,615

	Bracelet Model 1
	£467
	£480
	£551
	£588
	£628
	£736
	£748
	£704
	£762
	£781
	£774
	£839
	£8,058

	Unit sales
	73
	75
	86
	92
	98
	115
	117
	110
	119
	122
	121
	131
	1259

	Unit Prices
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40

	Bracelet Model 2
	£551
	£604
	£668
	£594
	£657
	£848
	£943
	£965
	£1,018
	£1,038
	£1,039
	£1,166
	£10,091

	Unit sales
	52
	57
	63
	56
	62
	80
	89
	91
	96
	98
	98
	110
	952

	Unit Prices
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60

	Bracelet Model 3
	£626
	£692
	£871
	£900
	£907
	£922
	£936
	£907
	£914
	£929
	£907
	£972
	£10,483

	Unit sales
	87
	96
	121
	125
	126
	128
	130
	126
	127
	129
	126
	135
	1456

	Unit Prices
	£7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	£7.20

	Bracelet Model 4
	£624
	£655
	£741
	£733
	£757
	£788
	£795
	£796
	£772
	£788
	£788
	£858
	£9,095

	Unit sales
	80
	84
	95
	94
	97
	101
	102
	102
	99
	101
	101
	110
	1166

	Unit Prices
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80

	Earring Model 1
	£1,030
	£1,030
	£1,145
	£1,281
	£1,328
	£1,602
	£1,763
	£1,556
	£1,397
	£1,327
	£1,694
	£1,877
	£17.030

	Unit sales
	45
	45
	50
	56
	58
	70
	77
	68
	61
	58
	74
	82
	744

	Unit Prices
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89

	Earring Model 2
	£1,311
	£1,380
	£1,426
	£1,334
	£2,024
	£2,001
	£2,392
	£2,507
	£2,323
	£2,461
	£2,438
	£2,438
	£24,035

	Unit sales
	57
	60
	62
	58
	88
	87
	104
	109
	101
	107
	106
	106
	1045

	Unit Prices
	£23
	23
	23
	23
	23
	23
	23
	23
	23
	23
	23
	23
	£23

	Earring Model 3
	£1,302
	£1,575
	£1,617
	£1,722
	£1,743
	£1,785
	£1,827
	£1,785
	£1,890
	£1,848
	£1,911
	£1,995
	£21,000

	Unit sales
	62
	75
	77
	82
	83
	85
	87
	85
	90
	88
	91
	95
	1000

	Unit Prices
	£21
	21
	21
	21
	21
	21
	21
	21
	21
	21
	21
	21
	£21

	Earring Model 4
	£1,428
	£1,904
	£2,128
	£2,212
	£2,2240
	£2,520
	£2,212
	£2,296
	£2,296
	£2,296
	£2,520
	£2,856
	£26,852

	Unit sales
	51
	68
	76
	79
	80
	80
	90
	79
	82
	82
	90
	102
	959

	Unit Prices
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28

	Necklace Model 1
	£797
	£1,002
	£989
	£1,298
	£1,324
	£1,426
	£1,581
	£1,529
	£1,529
	£1,555
	£1,375
	£1,439
	£15,844

	Unit Sales
	62
	78
	77
	101
	103
	111
	123
	119
	119
	121
	107
	112
	1233

	Unit Price
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85

	Necklace Model 2
	£1,001
	£1,228
	£1,066
	£1,114
	£1,114
	£1,325
	£1,389
	£1,292
	£1,243
	£1,227
	£1,389
	£1,502
	£14,890

	Unit Sales
	62
	76
	66
	69
	69
	82
	86
	80
	77
	76
	86
	93
	922

	Unit Price
	£16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	£16,15

	Necklace Model 3
	£918
	£1,2296
	£1,181
	£1,541
	£1,558
	£1,542
	£1,591
	£1,476
	£1,558
	£1,591
	£1,820
	£1,820
	£17,630

	Unit Sales
	56
	79
	72
	94
	95
	94
	97
	90
	95
	95
	97
	111
	1075

	Unit Price
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16,40

	Necklace Model 4
	£688
	£837
	£775
	£738
	£775
	£875
	£1,025
	£900
	£800
	£725
	£850
	£1,100
	£10,088

	Unit Sales
	55
	67
	62
	59
	62
	70
	82
	72
	64
	58
	68
	88
	807

	Unit Price
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50

	Ring Model 1
	£550
	£740
	£810
	£810
	£870
	£960
	£960
	£1,050
	£980
	£1,100
	£1,040
	£1,120
	£10,990

	Unit Sales
	55
	74
	81
	81
	87
	96
	96
	105
	98
	110
	104
	112
	1099

	Unit Price
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10

	Ring Model 2
	£615
	£783
	£631
	£584
	£639
	£719
	£799
	£663
	£807
	£655
	£719
	£959
	£8,573

	Unit Sales
	77
	98
	79
	73
	80
	90
	100
	83
	101
	82
	90
	120
	1073

	Unit Price
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99

	Ring Model 3
	£420
	£455
	£602
	£602
	£630
	£679
	£672
	£679
	£763
	£763
	£770
	£798
	£7,833

	Unit Sales
	60
	65
	86
	86
	90
	97
	96
	97
	109
	109
	110
	114
	1119

	Unit Price
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7

	Ring Model 4
	£632
	£650
	£694
	£703
	£721
	£783
	£819
	£819
	£792
	£738
	£801
	£971
	£9,123

	Unit Sales
	71
	73
	78
	81
	88
	92
	92
	89
	83
	90
	90
	109
	1025

	Unit Price
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90

	Donation
	£8000
	
	
	
	
	
	
	
	
	
	
	
	£8000

	Direct Cost

	£8,127
	£9,593
	£10,018
	£10,502
	£11,282
	£12,068
	£13,052
	£12,491
	£12,490
	£12,463
	£13,008
	£14,318
	£139,412

	Ring Material M1
	£418
	£562
	£616
	£616
	£661
	£729
	£730
	£798
	£745
	£836
	£790
	£851
	£8,352

	Ring Material M2
	£416
	£529
	£427
	£394
	£432
	£486
	£540
	£448
	£545
	£443
	£486
	£648
	£5,794

	Ring Material M3
	£312
	£338
	£447
	£447
	£468
	£505
	£499
	£504
	£567
	£567
	£572
	£593
	£5,819

	Ring Material M4
	£490
	£504
	£538
	£545
	£559
	£607
	£635
	£635
	£614
	£572
	£621
	£753
	£7,073

	Earring Material M1
	£696
	£696
	£774
	£866
	£897
	£1,083
	£1,191
	£1,052
	£944
	£897
	£1,1145
	£1,269
	£11,510

	Earring Material M2
	£927
	£975
	£1,009
	£943
	£1,431
	£1,414
	£1,691
	£1,773
	£1,642
	£1,740
	£1,723
	£1,724
	£16.992

	Earring Material M3
	£897
	£1,084
	£1,113
	£1,186
	£1,200
	£1,229
	£1,258
	£1,230
	£1,301
	£1,272
	£1,316
	£1,374
	£14,460

	Earring Material M4
	£1,072
	£1,429
	£1,598
	£1,660
	£1,682
	£1,682
	£1,891
	£1,661
	£1,724
	£1,723
	£1,892
	£2,144
	£20,158

	Bracelet Material M1
	£234
	£240
	£275
	£294
	£314
	£368
	£374
	£352
	£381
	£390
	£388
	£419
	£4,029

	Bracelet Material M2
	£289
	£317
	£350
	£312
	£344
	£445
	£495
	£506
	£534
	£545
	£545
	£611
	£5,293

	Bracelet Material M3
	£313
	£346
	£435
	£450
	£454
	£461
	£468
	£453
	£458
	£464
	£454
	£486
	£5,242

	Bracelet Material M4
	£318
	£335
	£378
	£374
	£386
	£402
	£406
	£406
	£394
	£402
	£402
	£438
	£4,641

	Necklace Material M1
	£425
	£534
	£527
	£692
	£706
	£760
	£843
	£815
	£815
	£829
	£723
	£767
	£8,446

	Necklace Material M2
	£505
	£620
	£538
	£562
	£562
	£669
	£701
	£652
	£627
	£619
	£701
	£758
	£7,514

	Necklace Material M3
	£470
	£664
	£605
	£789
	£798
	£790
	£815
	£756
	£798
	£798
	£815
	£932
	£9,030

	Necklace Material M4
	£345
	£420
	£389
	£370
	£388
	£439
	£514
	£452
	£401
	£364
	£426
	£552
	£5,060

	Gross Margin

	£12,834
	£5,717
	£5,876
	£6,254
	£6,631
	£7,162
	£7,709
	£7,439
	£7,354
	£7,328
	£7,598
	£8,391
	£90,203

	Gross Margin %

	61%
	37%
	37%
	37%
	37%
	37%
	37%
	37%
	37%
	37%
	37%
	37%
	39%

	Operating Expenses

	£2,842
	£600
	£600
	£620
	£436
	£600
	£604
	£526
	£573
	£581
	£509
	£623
	£9,114

	Utilities
	£70
	
	
	£70
	
	
	£70
	
	
	£70
	
	
	£280

	Insurances
	£250
	£250
	£250
	£250
	£2250
	£250
	£250
	£250
	£250
	£250
	£250
	£250
	£3000

	Marketing
	£100
	£100
	£100
	£100
	
	
	
	
	
	
	
	
	£400

	Office Supplies
	£50
	
	
	£50
	
	
	
	
	£50
	
	
	
	£150

	Website
	£2000
	
	
	
	
	
	
	
	
	
	
	
	£2000

	Hallmark   Registration
	£72
	
	
	
	
	
	
	
	
	
	
	
	£72

	Hallmark Products
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£600

	Postage Cost
	£250
	£200
	£200
	£100
	£136
	£300
	£234
	£226
	£223
	£211
	£209
	£323
	£2,612

	Operating Income

	£9,992
	£5,117
	£5,276
	£5,634
	£6,195
	£6,562
	£7,105
	£6,823
	£6,781
	£6,747
	£7,089
	£7,768
	£81,089

	Income taxes
	£1,992
	£1,017
	£1,049
	£1,121
	£1,232
	£1,307
	£1,414
	£1,359
	£1,350
	£1,343
	£1,411
	£1,547
	£16,142

	Depreciation 
	£31
	£32
	£31
	£31
	£32
	£31
	£31
	£32
	£31
	£31
	£32
	£31
	£376

	Total Expenses
	£12,992
	£11,242
	£11,698
	£12,274
	£12,982
	£14,006
	£15,101
	£14,408
	£14,444
	£14,418
	£14,960
	£16,519
	£165,044

	Net Profit

	£7,969
	£4,068
	£4,196
	£4,482
	£4,931
	£5,224
	£5,660
	£5,432
	£5,400
	£5,372
	£5,647
	£6,189
	£64,570





	PERSONAL SURVIVE BUGET                                                                   2020

	 Yordanka Georgiva
	

	Personal Income
	Monthly net Income (£)
	Annual net Income (£)
	

	Employment
	£2,500
	£30,000
	

	
	

	
	

	Totals
	£2500
	£30,000
	

	

	Personal Expenses
	Monthly net Expenses (£)
	Annual net Expenses (£)

	Rent
	£700
	£8,400

	Council Tax
	£90
	£1,080

	Utilities
	£50
	£600

	Phone and Internet
	£20
	£240

	TV Licence
	£30
	£360

	Grocery
	£300
	£3,600

	Transport cost
	£120
	£1,440

	Clothing
	£100
	£1,200

	Leisure
	£50
	£600

	Savings
	£500
	£6,000

	Totals
	£1,960
	£23,540

	

	Your Monthly Balance
	Your Annual Balance

	£540
	£6,480


	PERSONAL SURVIVE BUGET                                                                   2020

	 Irina Yordanova
	

	Personal Income
	Monthly net Income (£)
	Annual net Income (£)
	

	Employment
	£2,800
	£30,000
	

	
	

	
	

	Totals
	£2,800
	£30,000
	

	

	Personal Expenses
	Monthly net Expenses (£)
	Annual net Expenses (£)

	Rent
	£800
	£9,600

	Council Tax
	£80
	£960

	Utilities
	£60
	£720

	Phone and Internet
	£22
	£264

	TV Licence
	£30
	£360

	Grocery
	£150
	£1,800

	Transport cost
	£80
	£960

	Clothing
	£150
	£1,800

	Leisure
	£80
	£960

	Savings
	£400
	£4,800

	Totals
	£1,852
	£22,224

	

	Your Monthly Balance
	Your Annual Balance

	£948
	£6,480



	PERSONAL SURVIVE BUGET                                                                   2020

	 Anelia Mihaylova
	

	Personal Income
	Monthly net Income (£)
	Annual net Income (£)
	

	Employment
	£3,000
	£30,000
	

	
	

	
	

	Totals
	£3,000
	£36,000
	

	

	Personal Expenses
	Monthly net Expenses (£)
	Annual net Expenses (£)

	Rent
	£800
	£9,600

	Council Tax
	£60
	£720

	Utilities
	£80
	£960

	Phone and Internet
	£25
	£300

	TV Licence
	£30
	£360

	Grocery
	£200
	£2,400

	Transport cost
	£150
	£1,800

	Clothing
	£200
	£2,400

	Leisure
	£100
	£1,200

	Savings
	£600
	£7,200

	Totals
	£2,245
	£26,940

	

	Your Monthly Balance
	Your Annual Balance

	£755
	£9,060


	PERSONAL SURVIVE BUGET                                                                   2020

	 Nadezhda Petkova
	

	Personal Income
	Monthly net Income (£)
	Annual net Income (£)
	

	Employment
	£2,300
	£27,600
	

	
	

	
	

	Totals
	£2,300
	£27,600
	

	

	Personal Expenses
	Monthly net Expenses (£)
	Annual net Expenses (£)

	Rent
	£650
	£7,800

	Council Tax
	£100
	£1,200

	Utilities
	£40
	£480

	Phone and Internet
	£18
	£216

	TV Licence
	£30
	£360

	Grocery
	£250
	£3,000

	Transport cost
	£120
	£1,440

	Clothing
	£150
	£1,800

	Leisure
	£80
	£960

	Savings
	£300
	£3,600

	Totals
	£1,738
	£23,540

	

	Your Monthly Balance
	Your Annual Balance





	PERSONAL SURVIVE BUGET                                                                   2020

	 Ermiyas Endale
	

	Personal Income
	Monthly net Income (£)
	Annual net Income (£)
	

	Employment
	£3,200
	£38,400
	

	
	

	
	

	Totals
	£3,200
	£38,400
	

	

	Personal Expenses
	Monthly net Expenses (£)
	Annual net Expenses (£)

	Rent
	£850
	£10,200

	Council Tax
	£120
	£1,440

	Utilities
	£70
	£840

	Phone and Internet
	£21
	£252

	TV Licence
	£30
	£360

	Grocery
	£260
	£3,120

	Transport cost
	£200
	£2,400

	Clothing
	£180
	£2,160

	Leisure
	£120
	£1,440

	Savings
	£600
	£7,200

	Totals
	£2,451
	£29,412

	

	Your Monthly Balance
	Your Annual Balance

	£749
	£6,480


	PERSONAL SURVIVE BUGET                                                                   2020

	 J Catherine Mosquera
	

	Personal Income
	Monthly net Income (£)
	Annual net Income (£)
	

	Employment
	£2,700
	£32,400
	

	
	

	
	

	Totals
	£2,700
	£32,400
	

	

	Personal Expenses
	Monthly net Expenses (£)
	Annual net Expenses (£)

	Rent
	£500
	£6,000

	Council Tax
	£120
	£1,440

	Utilities
	£70
	£840

	Phone and Internet
	£18
	£216

	TV Licence
	£30
	£360

	Grocery
	£300
	£3,600

	Transport cost
	£120
	£1,440

	Clothing
	£80
	£960

	Leisure
	£30
	£360

	Savings
	£500
	£6,000

	Totals
	£1,768
	£21,216

	

	Your Monthly Balance
	Your Annual Balance

	£932
	£11,184





Breeakeven 

BREAK-EVEN FOR BRACELET IN A YEAR. 
	
	Bracelet M1
	Bracelet M2
	Bracelet M3
	Bracelet M4
	Total
	



	
	Amount
	Percent
	Amount 
	Percent
	Amount
	Percent
	Amount
	Percent
	Amount
	Percent
	

	Sales
	8,058
	100%
	10,091
	100%
	10,483
	100%
	9,905
	100%
	37,727
	100%
	

	Less: variable 
costs
	4,029
	5%
	5,293
	5%
	5,242
	20%
	4,641
	20%
	19,205
	5%
	

	Contribution
Margin
	4,029
	95%
	4,798
	95%
	5,241
	80%
	4,454
	80%
	18,522
	95%
	



The contribution margin ratio is 95%. Assuming the product mix remain constant and fixed cost for the company are £165,044, break-even sales are a £173,730 for bracelets, doing as follows:

BE in Sales Pound= fixed cost / contribution Margin RATIO
		    = £165044/0.95=£173,730.53
To check our answer: (£173,730.53 x 0.95) – £165,044=0 net income

So now we are going to find how much sales of each module of bracelets to break even.

	
	Sales
	Sales Mix

	Bracelet M1
	8,058
	(8,058/37,727) 21%

	Bracelet M2
	10,091
	(10,091/37,727) 27%

	Bracelet M3
	10,483
	(10,483/37,727) 28%

	Bracelet M4
	9,905
	(9,905/37,727) 24%

	Total Sales
	37,727
	100%



Now we found the sales

	Sales Mix
	Sales at Break even
	

	Bracelet M1
	21%
	£36,483.41
	£173,730.53 x 21%

	Bracelet M2
	27%
	£46,907.24
	£173,730.53 x 27%

	Bracelet M3
	28%
	£48,644.55
	£173,730.53 x 28%

	Bracelet M4
	24%
	£41,695.33
	£173,730.53 x 24%

	Total Sales
	100%
	£173,730.53
	





BREAK-EVEN FOR NECKLACE IN A YEAR. 
	
	Necklace M1
	Necklace M2
	Necklace M3
	Necklace M4
	Total
	



	
	Amount
	Percent
	Amount 
	Percent
	Amount
	Percent
	Amount
	Percent
	Amount
	Percent
	

	Sales
	15,844
	100%
	14,890
	100%
	17,630
	100%
	10,088
	100%
	58452
	100%
	

	Less: variable 
costs
	8446
	53%
	7514
	50%
	9030
	51%
	5060
	50%
	30050
	49%
	

	Contribution
Margin
	7398
	47%
	7376
	50%
	8600
	49%
	5028
	5028
	28402
	51%
	



The contribution margin ratio is 51%. Assuming the product mix remain constant and fixed cost for the company are £165,044, break-even sales are a £323,615.69 for Necklace, doing as follows:

BE in Sales Pound= fixed cost / contribution Margin RATIO
		    = £165044/0.51=£323,615.69
To check our answer: (£323,615.69 x 0.51) – £165,044=0 net income

So now we are going to find how much sales of each module of Necklace to break even.

	
	Sales
	Sales Mix

	Necklace M1
	15844
	(15844/58,452) 27%

	Necklace M2
	14890
	(14890/58,452) 25%

	Necklace M3
	17630
	(17,630/58,452) 30%

	Necklace M4
	10088
	(10,088/58,452) 17%

	Total Sales
	
	100%



Now we found the sales

	Sales Mix
	Sales at Break even
	

	Necklace M1
	27%
	£87,376.24
	£323,615.69 x 27%

	Necklace M2
	25%
	£80,903.92
	£323,615.69 x 25%

	Necklace M3
	30%
	£97,084.71
	£323,615.69 x 30%

	Necklace M4
	17%
	£55,014.67
	£323,615.69 x 17%

	Total Sales
	100%
	
	




BREAK-EVEN FOR RINGS IN A YEAR. 
	
	Ring M1
	Ring M2
	Ring M3
	Ring M4
	Total
	



	
	Amount
	Percent
	Amount 
	Percent
	Amount
	Percent
	Amount
	Percent
	Amount
	Percent
	

	Sales
	10990
	100%
	8573
	100%
	7833
	100%
	9123
	100%
	36519
	100%
	

	Less: variable 
costs
	8352
	71%
	5794
	68%
	5819
	74%
	7073
	78%
	27038
	74%
	

	Contribution
Margin
	2638
	29%
	2779
	32%
	2014
	26%
	2050
	22%
	9481
	26%
	



The contribution margin ratio is 26%. Assuming the product mix remain constant and fixed cost for the company are £165,044, break-even sales are a £634,784.62 for rings, doing as follows:

BE in Sales Pound= fixed cost / contribution Margin RATIO
		    = £165044/ 0.26=£634,784.62
To check our answer: (£634,784.62 x 0.26) – £165,044=0 net income

So now we are going to find how much sales of each module of rings to break even.

	
	Sales
	Sales Mix

	Ring M1
	10990
	(10,990/36,519) 30%

	Ring M2
	8573
	(18573/36,519) 23%

	Ring M3
	7833
	(7833/36,519) 21%

	Ring M4
	9123
	(9,123/36,519) 25%

	Total Sales
	
	100%



Now we found the sales

	Sales Mix
	Sales at Break even
	

	Ring M1
	30%
	£190,435.39.
	£634,784.62 x 30%

	Ring M2
	23%
	£146,000.46
	£634,784.62 x 23%

	Ring M3
	21%
	£133,304.77
	£634,784.62 x 21%

	Ring M4
	25%
	£158,696.16
	£634,784.62 x 25%

	Total Sales
	100%
	
	






BREAK-EVEN FOR EARRING IN A YEAR. 
	
	Earring M1
	Earring M2
	Earring M3
	Earring M4
	Total
	



	
	Amount
	Percent
	Amount 
	Percent
	Amount
	Percent
	Amount
	Percent
	Amount
	Percent
	

	Sales
	17030
	100%
	24035
	100%
	21000
	100%
	26852
	100%
	88917
	100%
	

	Less: variable 
costs
	11510
	68%
	16992
	71%
	14460
	69%
	20158
	75%
	63120
	71%
	

	Contribution
Margin
	5520
	32%
	7043
	29%
	6540
	31%
	6694
	25%
	25797
	29%
	



The contribution margin ratio is 29%. Assuming the product mix remain constant and fixed cost for the company are £165,044, break-even sales are a £569,117.24 for Earring, doing as follows:

BE in Sales Pound= fixed cost / contribution Margin RATIO
		    = £165044/0.29=£569,117.24
To check our answer: (£569,117.24 x 0.29) – £165,044=0 net income

So now we are going to find how much sales of each module of Earring to break even.

	
	Sales
	Sales Mix

	Earring M1
	17030
	(17030/88,917) 19%

	Earring M2
	24035
	(24035/88,917) 27%

	Earring M3
	21000
	(21000/88,917) 24%

	Earring M4
	26852
	(26852/88,917) 30%

	Total Sales
	
	100%



Now we found the sales

	Sales Mix
	Sales at Break even
	

	Earring M1
	19%
	£108,132.28
	£569,117.24x 19%

	Earring M2
	27%
	£153,661.65
	£569,117.24x 27%

	Earring M3
	24%
	£136,588.14
	£569,117.24x 24%

	Earring M4
	30%
	£170,735.17
	£569,117.24x 30%

	Total Sales
	100%
	
	





[bookmark: _Toc40082331]Cash Flow Statement 2020
	Projected Cash Flow
	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	2020

	Net cash from Operations
	£399
	£4,692
	£4,793
	£4,852
	£5,410
	£5,579
	£7,665
	£6,824
	£6,808
	£6,202
	£5,779
	£9,584
	£68,587

	Net Profit
	£7,969
	£4,068
	£4,196
	£4,482
	£4,931
	£5,224
	£5,660
	£5,432
	£5,400
	£5,372
	£5,647
	£6,189
	£64,570

	Depreciation
	£31
	£31
	£31
	£31
	£31
	£31
	£31
	£31
	£31
	£31
	£31
	£31
	£376

	Change in Accounts Receivable
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Change in Inventory
	(£9,593)
	(£425)
	(£483)
	(£781)
	(£786)
	(£983)
	(£560)
	£2
	£27
	(£545)
	(£1,310)
	£1816
	(£13,K)

	Change in Account Payable
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Change in Income Tax Payable
	£1,992
	£1,017
	£1,049
	£1,121
	£1,232
	£1,307
	£1,414
	£1,359
	£1,350
	£1,343
	£1,411
	£1,547
	£16,142

	Change in Sales Tax Payable
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Net Cash from Investing
	(£1,700)
	£
	£
	£
	£
	£
	£
	£
	£
	£
	£
	£
	(£1,700)

	Assets Purchased or Sold
	(£1,700)
	£
	£
	£
	£
	£
	£
	£
	£
	£
	£
	£
	(£1,700)

	Net Cash From Financing
	£24,000
	£0
	£0
	(£3,000)
	(£3,000)
	(£3,000)
	(£4,440)
	(£4,450)
	(£4,400)
	(£4,460)
	(£4,500)
	(£4,510)
	(£12,k)

	Investments Received
	£24,000
	£
	£
	£
	£
	£
	£
	£
	£
	£
	£
	£
	£24,000

	Dividends & Distributions
	£0
	£0
	£0
	(£3,000)
	(£3,000)
	(£3,000)
	(£4,440)
	(£4,450)
	(£4,400)
	(£4,460)
	(£4,500)
	(£4,510)
	(£36k)

	Cash at beginning of Period
	£0
	£22,699
	£27,391
	£32,184
	£34,036
	£36,446
	£39,0925
	£42,250
	£44,624
	£47,032
	£48,774
	£50,053
	£0

	Net change in cash 
	£22,699
	£4,692
	£4,793
	£1,852
	£2,410
	£2,579
	£3,225
	£2,374
	£2,408
	£1,742
	£1,279
	£5,079
	£55,127

	Cash at End of Period
	£22,699
	£27,391
	£32,184
	£34,036
	£36,446
	£39,0925
	£42,250
	£44,624
	£47,032
	£48,774
	£50,053
	£55,127
	£55,127








Balance Sheet 2020
	Projected Balance Sheet
	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	2020

	Assets
	£33,961
	£39,046
	£44,291
	£46,894
	£50.057
	£53,588
	£56,222
	£58,563
	£60,913
	£63,168
	£65,726
	£68,952
	£68,952

	Current Assets
	£32,292
	£37,409
	£42,685
	£45,319
	£48,514
	£52,076
	£54,741
	£57,114
	£59,495
	£61,782
	£64,371
	£67,629
	£67,629

	cash
	£22,699
	£27,391
	£32,184
	£34,036
	£36,446
	£39,025
	£42,250
	£44,624
	£47,032
	£48,774
	£50,053
	£55,127
	£55,127

	Accounts Receivable
	£0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Inventory
	£9,593
	£10,018
	£10,501
	£11,283
	£12,068
	£13,051
	£12,491
	£12,490
	£12,463
	£13,008
	£14,318
	£12,502
	£12,502

	Long-Term Assets
	£1,699
	£1,637
	£1,606
	£1,575
	£1,543
	£1,512
	£1,481
	£1,449
	£1,418
	£1.387
	£1,355
	£1,324
	£1,324

	Long-Term Assets
	£1700
	£1700
	£1700
	£1700
	£1700
	£1700
	£1700
	£1700
	£1700
	£1700
	£1700
	£1700
	£1700

	Accumulated Depreciation
	(£31)
	(£63)
	(£94)
	(£125)
	(£157)
	(£188)
	(£219)
	(£251)
	(£282)
	(£313)
	(£345)
	(£376)
	(£376)

	Liabilities & equity
	£33,961
	£39,046
	£44,291
	£46,894
	£50.057
	£53,588
	£56,222
	£58,563
	£60,913
	£63,168
	£65,726
	£68,952
	£68,952

	Liabilities
	£1,992
	£3,009
	£4,058
	£5,179
	£6,411
	£7,718
	£9,132
	£10,491
	£11,841
	£13,184
	£14,595
	£16,142
	£16,142

	Current Liabilities
	£1,992
	£3,009
	£4,058
	£5,179
	£6,411
	£7,718
	£9,132
	£10,491
	£11,841
	£13,184
	£14,595
	£16,142
	£16,142

	Accounts Payable
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Income Taxes Payable
	£1,992
	£3,009
	£4,058
	£5,179
	£6,411
	£7,718
	£9,132
	£10,491
	£11,841
	£13,184
	£14,595
	£16,142
	£16,142

	Sales Taxes Payable
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0
	£0

	Equity
	£31,969
	£36,037
	£40,233
	£41,715
	£43,646
	£45,870
	£47,090
	£48,072
	£49,072
	£49,984
	£51,131
	£52,810
	£52,810

	Paid-in-Capital
	£24000
	24000
	24000
	24000
	24000
	24000
	24000
	24000
	24000
	24000
	24000
	24000
	24000

	Retained earnings
	£0
	£0
	£0
	(£3,000)
	(£6,000)
	(£9,000)
	(£13k)
	(£18k)
	(£22k)
	(£27k)
	(£31k)
	(£36k)
	(£36k)

	Earnings
	£7,969
	£12,037
	£16,233
	£20,715
	£25,646
	£30,870
	£36,530
	£41,962
	£47,362
	£52,734
	£58,381
	£64,570
	£64,570







[bookmark: _Toc40082332]Sales Forecast 2020
	Sales Forecast

	JAN 
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	2020

	Bracelet Model 1
	£467
	£480
	£551
	£588
	£628
	£736
	£748
	£704
	£762
	£781
	£784
	£839
	£8,058

	Unit sales
	73
	75
	86
	92
	98
	115
	117
	110
	119
	122
	121
	131
	1259

	Unit Prices
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40
	£6.40

	Bracelet M2
	£551
	£604
	£668
	£594
	£657
	£848
	£943
	£965
	£1,018
	£1,038
	£1,039
	£1,166
	£10,091

	Unit sales
	52
	57
	63
	56
	62
	80
	89
	91
	96
	98
	98
	110
	952

	Unit Prices
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60
	£10.60

	Bracelet M3
	£626
	£692
	£871
	£900
	£907
	£922
	£936
	£907
	£914
	£929
	£907
	£972
	£10,483

	Unit sales
	87
	96
	121
	125
	126
	128
	130
	126
	127
	129
	126
	135
	1456

	Unit Prices
	£7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	7.20
	£7.20

	Bracelet M4
	£624
	£655
	£741
	£733
	£757
	£788
	£795
	£796
	£772
	£788
	£788
	£858
	£9,095

	Unit sales
	80
	84
	95
	94
	97
	101
	102
	102
	99
	101
	101
	110
	1166

	Unit Prices
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80
	£7.80

	Earring M1
	£1,030
	£1,030
	£1,145
	£1,281
	£1,328
	£1,602
	£1,763
	£1,556
	£1,397
	£1,327
	£1,694
	£1,877
	£17.030

	Unit sales
	45
	45
	50
	56
	58
	70
	77
	68
	61
	58
	74
	82
	744

	Unit Prices
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89
	£22.89

	Earring M2
	£1,311
	£1,380
	£1,426
	£1,334
	£2,024
	£2,001
	£2,392
	£2,507
	£2,323
	£2,461
	£2,438
	£2,438
	£24,035

	Unit sales
	57
	60
	62
	58
	88
	87
	104
	109
	101
	107
	106
	106
	1045

	Unit Prices
	£23
	23
	23
	23
	23
	23
	23
	23
	23
	23
	23
	23
	£23

	Earring M3
	£1,302
	£1,575
	£1,617
	£1,722
	£1,743
	£1,785
	£1,827
	£1,785
	£1,890
	£1,848
	£1,911
	£1,995
	£21,000

	Unit sales
	62
	75
	77
	82
	83
	85
	87
	85
	90
	88
	91
	95
	1000

	Unit Prices
	£21
	21
	21
	21
	21
	21
	21
	21
	21
	21
	21
	21
	£21

	Earring M 4
	£1,428
	£1,904
	£2,128
	£2,212
	£2,2240
	£2,520
	£2,212
	£2,296
	£2,296
	£2,296
	£2,520
	£2,856
	£26,852

	Unit sales
	51
	68
	76
	79
	80
	80
	90
	79
	82
	82
	90
	102
	959

	Unit Prices
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28
	£28

	Necklace M1
	£797
	£1,002
	£989
	£1,298
	£1,324
	£1,426
	£1,581
	£1,529
	£1,529
	£1,555
	£1,375
	£1,439
	£15,844

	Unit Sales
	62
	78
	77
	101
	103
	111
	123
	119
	119
	121
	107
	112
	1233

	Unit Price
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85
	£12.85

	Necklace M2
	£1,001
	£1,228
	£1,066
	£1,114
	£1,114
	£1,325
	£1,389
	£1,292
	£1,243
	£1,227
	£1,389
	£1,502
	£14,890

	Unit Sales
	62
	76
	66
	69
	69
	82
	86
	80
	77
	76
	86
	93
	922

	Unit Price
	£16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	16.15
	£16,15

	Necklace M3
	£918
	£1,2296
	£1,181
	£1,541
	£1,558
	£1,542
	£1,591
	£1,476
	£1,558
	£1,591
	£1,820
	£1,820
	£17,630

	Unit Sales
	56
	79
	72
	94
	95
	94
	97
	90
	95
	95
	97
	111
	1075

	Unit Price
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16.40
	£16,40

	Necklace M4
	£688
	£837
	£775
	£738
	£775
	£875
	£1,025
	£900
	£800
	£725
	£850
	£1,100
	£10,088

	Unit Sales
	55
	67
	62
	59
	62
	70
	82
	72
	64
	58
	68
	88
	807

	Unit Price
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50
	£12.50

	Ring M1
	£550
	£740
	£810
	£810
	£870
	£960
	£960
	£1,050
	£980
	£1,100
	£1,040
	£1,120
	£10,990

	Unit Sales
	55
	74
	81
	81
	87
	96
	96
	105
	98
	110
	104
	112
	1099

	Unit Price
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10
	£10

	Ring M2
	£615
	£783
	£631
	£584
	£639
	£719
	£799
	£663
	£807
	£655
	£719
	£959
	£8,573

	Unit Sales
	77
	98
	79
	73
	80
	90
	100
	83
	101
	82
	90
	120
	1073

	Unit Price
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99
	£7.99

	Ring M3
	£420
	£455
	£602
	£602
	£630
	£679
	£672
	£679
	£763
	£763
	£770
	£798
	£7,833

	Unit Sales
	60
	65
	86
	86
	90
	97
	96
	97
	109
	109
	110
	114
	1119

	Unit Price
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7
	£7

	Ring M4
	£632
	£650
	£694
	£703
	£721
	£783
	£819
	£819
	£792
	£738
	£801
	£971
	£9,123

	Unit Sales
	71
	73
	78
	79
	81
	88
	92
	92
	89
	83
	90
	109
	1025

	Unit Price
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90
	£8.90

	Donation
	£8,000
	
	
	
	
	
	
	
	
	
	
	
	£8000

	Totals
	£20,961
	£15,310
	£15,895
	£16,755
	£17,913
	£19,231
	£20,760
	£19,840
	£19,844
	£19,791
	£20,606
	£22,709
	£229,615






[bookmark: _Toc40082333]Cost Forecast 2020
	Costs Forecast

	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	2020

	Ring Mat M1
	£418
	£562
	£616
	£616
	£661
	£729
	£730
	£798
	£745
	£836
	£790
	£851
	£8,352

	Ring Mat M2
	£416
	£529
	£427
	£394
	£432
	£486
	£540
	£448
	£545
	£443
	£486
	£648
	£5,794

	Ring Mat M3
	£312
	£338
	£447
	£447
	£468
	£505
	£499
	£504
	£567
	£567
	£572
	£593
	£5,819

	Ring Mat M4
	£490
	£504
	£538
	£545
	£559
	£607
	£635
	£635
	£614
	£572
	£621
	£753
	£7,073

	Earring Mat M1
	£696
	£696
	£774
	£866
	£897
	£1,083
	£1,191
	£1,052
	£944
	£897
	£1,1145
	£1,269
	£11,510

	Earring Mat M2
	£927
	£975
	£1,009
	£943
	£1,431
	£1,414
	£1,691
	£1,773
	£1,642
	£1,740
	£1,723
	£1,724
	£16.992

	Earring Mat M3
	£897
	£1,084
	£1,113
	£1,186
	£1,200
	£1,229
	£1,258
	£1,230
	£1,301
	£1,272
	£1,316
	£1,374
	£14,460

	Earring Mat M4
	£1,072
	£1,429
	£1,598
	£1,660
	£1,682
	£1,682
	£1,891
	£1,661
	£1,724
	£1,723
	£1,892
	£2,144
	£20,158

	Bracelet Mat M1
	£234
	£240
	£275
	£294
	£314
	£368
	£374
	£352
	£381
	£390
	£388
	£419
	£4,029

	Bracelet Mat M2
	£289
	£317
	£350
	£312
	£344
	£445
	£495
	£506
	£534
	£545
	£545
	£611
	£5,293

	Bracelet Mat M3
	£313
	£346
	£435
	£450
	£454
	£461
	£468
	£453
	£458
	£464
	£454
	£486
	£5,242

	Bracelet Mat M4
	£318
	£335
	£378
	£374
	£386
	£402
	£406
	£406
	£394
	£402
	£402
	£438
	£4,641

	Necklace Mat M1
	£425
	£534
	£527
	£692
	£706
	£760
	£843
	£815
	£815
	£829
	£723
	£767
	£8,446

	Necklace Mat M2
	£505
	£620
	£538
	£562
	£562
	£669
	£701
	£652
	£627
	£619
	£701
	£758
	£7,514

	Necklace Mat M3
	£470
	£664
	£605
	£789
	£798
	£790
	£815
	£756
	£798
	£798
	£815
	£932
	£9,030

	Necklace Mat M4
	£345
	£420
	£389
	£370
	£388
	£439
	£514
	£452
	£401
	£364
	£426
	£552
	£5,060

	Totals
	£8,127
	£9,593
	£10,018
	£10,502
	£11,282
	£12,068
	£13,052
	£12,491
	£12,490
	£12,463
	£13,008
	£14,318
	£139k




[bookmark: _Toc40082334]Expenses 2020
	Expenses

	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	SEP
	OCT
	NOV
	DEC
	2020

	Utilities
	£70
	
	
	£70
	
	
	£70
	
	
	£70
	
	
	£280

	Insurances
	£250
	£250
	£250
	£250
	£2250
	£250
	£250
	£250
	£250
	£250
	£250
	£250
	£3000

	Marketing
	£100
	£100
	£100
	£100
	
	
	
	
	
	
	
	
	£400

	Office Supplies
	£50
	
	
	£50
	
	
	
	
	£50
	
	
	
	£150

	Website
	£2000
	
	
	
	
	
	
	
	
	
	
	
	£2000

	Hallmark   Registration
	£72
	
	
	
	
	
	
	
	
	
	
	
	£72

	Hallmark Products
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£50
	£600

	Postage Cost
	£250
	£200
	£200
	£100
	£136
	£300
	£234
	£226
	£223
	£211
	£209
	£323
	£2,612

	Totals
	£2,842
	£600
	£600
	£620
	£436
	£600
	£604
	£526
	£573
	£581
	£509
	£623
	£9,114






[bookmark: _Toc40082335]Projected Revenue Forecast for 3years
	Revenue
	2020
	2021
	2022

	Bracelet Model 1
	£8,058
	£8,321
	£8,640

	Unit sales
	1259
	1300
	1350

	Unit Prices
	£6.40
	£6.40
	£6.40

	Bracelet Model 2
	£10,091
	£10,600
	£11,600

	Unit sales
	952
	1000
	1100

	Unit Prices
	£10.60
	£10.60
	£10.60

	Bracelet Model 3
	£10,483
	£10,800
	£11,160

	Unit sales
	1456
	1500
	1555

	Unit Prices
	£7.20
	£7.20
	£7.20

	Bracelet Model 4
	£9,095
	£9,360
	£9,750

	Unit sales
	1166
	1200
	1250

	Unit Prices
	£7.80
	£7.80
	£7.80

	Earring Model 1
	£17.030
	£18,770
	£20,601

	Unit sales
	744
	820
	900

	Unit Prices
	£22.89
	£22.89
	£22.89

	Earring Model 2
	£24,035
	£25,300
	£27,600

	Unit sales
	1045
	1100
	1200

	Unit Prices
	£23
	£23
	£23

	Earring Model 3
	£21,000
	£23,100
	£25,200

	Unit sales
	1000
	1100
	1200

	Unit Prices
	£21
	£21
	£21

	Earring Model 4
	£26,852
	£29,400
	£30,800

	Unit sales
	959
	1050
	1100

	Unit Prices
	£28
	£28
	£28

	Necklace Model 1
	£15,844
	£16,705
	£17.384

	Unit Sales
	1233
	1300
	1350

	Unit Price
	£12.85
	£12.85
	£12.85

	Necklace Model 2
	£14,890
	£16,312
	£17,942

	Unit Sales
	922
	1010
	1111

	Unit Price
	£16,15
	£16,15
	£16,15

	Necklace Model 3
	£17,630
	£18,040
	£18,860

	Unit Sales
	1075
	1100
	1150

	Unit Price
	£16,40
	£16,40
	£16,40

	Necklace Model 4
	£10,088
	£11,125
	£12,250

	Unit Sales
	807
	890
	980

	Unit Price
	£12.50
	£12.50
	£12.50

	Ring Model 1
	£10,990
	£12,000
	£12,500

	Unit Sales
	1099
	1200
	1250

	Unit Price
	£10
	£10
	£10

	Ring Model 2
	£8,573
	£9,428
	£10,387

	Unit Sales
	1073
	1180
	1300

	Unit Price
	£7.99
	£7.99
	£7.99

	Ring Model 3
	£7,833
	£8,400
	£8,750

	Unit Sales
	1119
	1200
	1250

	Unit Price
	£7
	£7
	£7

	Ring Model 4
	£9,123
	£10,057
	£11,036

	Unit Sales
	1025
	1130
	1240

	Unit Price
	[bookmark: OLE_LINK1][bookmark: OLE_LINK2]£8.90
	£8.90
	£8.90

	Donation
	£8000
	
	

	Totals
	£229,615
	£237,716
	£254,484





[bookmark: _Toc40082336]Projected Direct Cost Forecast for 3 years
	Direct Costs

	2020
	2021
	2022

	Ring Material M1
	£8,352
	£9,120
	£9,500

	Ring Material M2
	£5,794
	£6,372
	£7,020

	Ring Material M3
	£5,819
	£6,240
	£6,500

	Ring Material M4
	£7,073
	£7,797
	£8,556

	Earring Material M1
	£11,510
	£12,685
	£13,923

	Earring Material M2
	£16.992
	£17,886
	£19,512

	Earring Material M3
	£14,460
	£15,906
	£17,352

	Earring Material M4
	£20,158
	£22,071
	£23,122

	Bracelet Material M1
	£4,029
	£4,160
	£4,320

	Bracelet Material M2
	£5,293
	£5,560
	£6,116

	Bracelet Material M3
	£5,242
	£5,400
	£5,580

	Bracelet Material M4
	£4,641
	£4,776
	£4,975

	Necklace Material M1
	£8,446
	£8,905
	£9,248

	Necklace Material M2
	£7,514
	£8,232
	£9,054

	Necklace Material M3
	£9,030
	£9,240
	£9,660

	Necklace Material M4
	£5,060
	£5,580
	£6,145

	Totals
	£139,412
	£149,930
	£160,583





[bookmark: _Toc40082337]Projected Expenses Forecast for 3 years 
	Expenses

	2020
	2021
	2022

	Utilities
	£280
	£350
	£400

	Insurances
	£3000
	£3000
	£3000

	Marketing
	£400
	£500
	£600

	Office Supplies
	£150
	£200
	£250

	Website
	£2000
	
	

	Hallmark   Registration
	£72
	
	

	Hallmark Products
	£600
	£600
	£600

	Postage Cost
	£2,612
	£3000
	£4000

	Totals
	£9,114
	£7,650
	£8,850
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	Projected Profit & Loss
	2020
	2021
	2022

	Revenue

	£229,615
	£237,716
	£254,484

	Bracelet Model 1
	£8,058
	£8,321
	£8,640

	Unit sales
	1259
	1300
	1350

	Unit Prices
	£6.40
	£6.40
	£6.40

	Bracelet Model 2
	£10,091
	£10,600
	£11,600

	Unit sales
	952
	1000
	1100

	Unit Prices
	£10.60
	£10.60
	£10.60

	Bracelet Model 3
	£10,483
	£10,800
	£11,160

	Unit sales
	1456
	1500
	1555

	Unit Prices
	£7.20
	£7.20
	£7.20

	Bracelet Model 4
	£9,095
	£9,360
	£9,750

	Unit sales
	1166
	1200
	1250

	Unit Prices
	£7.80
	£7.80
	£7.80

	Earring Model 1
	£17.030
	£18,770
	£20,601

	Unit sales
	744
	820
	900

	Unit Prices
	£22.89
	£22.89
	£22.89

	Earring Model 2
	£24,035
	£25,300
	£27,600

	Unit sales
	1045
	1100
	1200

	Unit Prices
	£23
	£23
	£23

	Earring Model 3
	£21,000
	£23,100
	£25,200

	Unit sales
	1000
	1100
	1200

	Unit Prices
	£21
	£21
	£21

	Earring Model 4
	£26,852
	£29,400
	£30,800

	Unit sales
	959
	1050
	1100

	Unit Prices
	£28
	£28
	£28

	Necklace Model 1
	£15,844
	£16,705
	£17.384

	Unit Sales
	1233
	1300
	1350

	Unit Price
	£12.85
	£12.85
	£12.85

	Necklace Model 2
	£14,890
	£16,312
	£17,942

	Unit Sales
	922
	1010
	1111

	Unit Price
	£16,15
	£16,15
	£16,15

	Necklace Model 3
	£17,630
	£18,040
	£18,860

	Unit Sales
	1075
	1100
	1150

	Unit Price
	£16,40
	£16,40
	£16,40

	Necklace Model 4
	£10,088
	£11,125
	£12,250

	Unit Sales
	807
	890
	980

	Unit Price
	£12.50
	£12.50
	£12.50

	Ring Model 1
	£10,990
	£12,000
	£12,500

	Unit Sales
	1099
	1200
	1250

	Unit Price
	£10
	£10
	£10

	Ring Model 2
	£8,573
	£9,428
	£10,387

	Unit Sales
	1073
	1180
	1300

	Unit Price
	£7.99
	£7.99
	£7.99

	Ring Model 3
	£7,833
	£8,400
	£8,750

	Unit Sales
	1119
	1200
	1250

	Unit Price
	£7
	£7
	£7

	Ring Model 4
	£9,123
	£10,057
	£11,036

	Unit Sales
	1025
	1130
	1240

	Unit Price
	£8.90
	£8.90
	£8.90

	Donation
	£8000
	
	

	Direct Cost

	£139,412
	£149,930
	£160,583

	Ring Material M1
	£8,352
	£9,120
	£9,500

	Ring Material M2
	£5,794
	£6,372
	£7,020

	Ring Material M3
	£5,819
	£6,240
	£6,500

	Ring Material M4
	£7,073
	£7,797
	£8,556

	Earring Material M1
	£11,510
	£12,685
	£13,923

	Earring Material M2
	£16.992
	£17,886
	£19,512

	Earring Material M3
	£14,460
	£15,906
	£17,352

	Earring Material M4
	£20,58
	£22,071
	£23,122

	Bracelet Material M1
	£4,029
	£4,160
	£4,320

	Bracelet Material M2
	£5,293
	£5,560
	£6,116

	Bracelet Material M3
	£5,242
	£5,400
	£5,580

	Bracelet Material M4
	£4,641
	£4,776
	£4,975

	Necklace Material M1
	£8,446
	£8,905
	£9,248

	Necklace Material M2
	£7,514
	£8,232
	£9,054

	Necklace Material M3
	£9,030
	£9,240
	£9,660

	Necklace Material M4
	£5,060
	£5,580
	£6,145

	Gross Margin

	£90,203
	£87,786
	£93,901

	Gross Margin %

	39%
	37%
	37%

	
Operating Expenses

	
£9,114
	
£7,650
	
£8,850

	Utilities
	£280
	£350
	£400

	Insurances
	£3000
	£3000
	£3000

	Marketing
	£400
	£500
	£600

	Office Supplies
	£150
	£200
	£250

	Website
	£2000
	
	

	Hallmark   Registration
	£72
	
	

	Hallmark Products
	£600
	£600
	£600

	Postage Cost
	£2,612
	£3000
	£4000

	Operating Income

	£81,089
	£80,136
	£85,051

	Income taxes
	£16,142
	£15,953
	£16,935

	Depreciation 
	£376
	£376
	£377

	Total Expenses
	£165,044
	£173,099
	£186,744

	Net Profit

	£64,570
	£63,808
	£67,740

	Net Profit %

	28%
	27%
	27%
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INTRODUCTION

The  following is the presentation of our business idea, which came when 

we joined a group of study and found that we have same  interest in  

jewellery and some of us have a knowledge of working with jewellery. 

In this presentation we show what is the business, factors of risk, 

marketing research, customer and competitor profile, legal issues and 

how we structure our company.
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COMPANY PROFILE
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Star jewellery is an online business that 

makes many different designs in the form of 

elegant, stunning and unique jewellery 

products including rings, bracelets, earrings, 

and necklaces with unique design, using the 

latest technology and tools,

MISSION 

To deliver customers the 

best high-quality product 

in the same manner 

worldwide that is 

reasonably priced, 

elegant, original, and 

delivered reliably

VISION

To be one of the most affordable jewellery online shop 

having high standards of ethics in the production and 

distribution of our products.
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To deliver customers the best high-quality product in the same manner worldwide that is reasonably priced, elegant, original, and delivered reliably 
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To be one of the most affordable jewellery online shop having high standards of ethics in the production and distribution of our products.
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Legislation or taxation changes could affect our business 

To improve our earnings, need to analyse different markets that help us to 
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are in our favour 

Technological innovations in processes improve productivity and efficiency 

that will reduce costs and improve profit margins 

Laws with third countries will change and that will affect our line of 

suppliers due to import tax.

Brexit will deeply affect UK waste and re-cycling business due to export of 

millions of tons of waste to EU. 
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We are choosing to evaluate the 

quality of the products through 

feedback of the customers. By using 

their feedback to keep our products of 

the correct quality it will directly cause 
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Review feedback to see opportunities 

to improve the product and improve 

customer services. 
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