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[bookmark: _Toc236036727]Executive Summary
The present study produces a business idea about ‘StudyFuel Healthy Snack Box’ introducing convenient and nutritious fuel services to support student wellbeing during exams. It targets 16-to 24-year-old college students across the UK who are going through exams. Using the 4Ps of the marketing mix strategy, the marketing communication has been developed. Focusing on online services is critical for this business to enhance student accessibility. Social media following and campus-based marketing can better communicate about the business offerings to the target audience (students). The objective of the snack boxes is to create conveniency for students during exam season with weekly delivery straight to their homes. Within the total fund for 1 year of operation, the first month requires starting cost of £5,000 to meet its seasonal business model. This can grow profitability and success of the business upon executing initial funds, and give us the opportunity to scale the business to multiple locations and introduce more variety of healthy snacks. 










[bookmark: _Toc236036728]Business Concept


[bookmark: _Toc236036729]Business Description 

The business, ‘StudyFuel Healthy Snack Box’, is a low-cost weekly product bundle which is designed for serving students throughout the exam periods using Private Limited Company (Ltd) format. Each box produces convenient and nutritious fuel to support and enable wellbeing of students at the phase of stress, where we see poor eating habits and malnutrition are prevalent. It promotes balance of nutrition, avoiding sugary foods to develop concentration in students and avoid exam burnout possibilities (Sharma and Trikha, 2026). The primary target involves students in the age group of 16 to 24 years across the UK who are going through exams and such assessment periods. Consideration of the Private Limited Company (Ltd) format in the UK by enabling partnerships with suppliers or universities (Muir et al., 2023). 
[bookmark: _Toc236036730]Product Description 
The key product of the business involves a selected combination of healthy snacks, adding fresh fruit with nuts as well as bottled drinks, with the ‘revision-break tips’ in the printed version focusing on stress management (Khan, 2024). Every portion of the services is set out for one student weekly. 
[bookmark: _Toc236036731]Business Objectives (SMART Objectives)
[bookmark: _Toc236036732]Short-Term Objectives (less than a year)
· Specific: To sell at least 500 of healthy snacks box to the UK students 
· Measure: To retain at least 1500 of subscribers 
· Achieve: To gain 4-star rating from 100 customer reviews 
· Relevant: To deliver 100% of fresh fruit with nuts snacks on-time 
· Timeframe: Within 8 to 12 months 
[bookmark: _Toc236036733]Long-Term Objectives (More than a year)
· Specific: To develop at least 1000 members of the community and engagement with the stress- management community 
· Measure: To generate £1M of business revenue 
· Achieve: To retain around 5000 of weekly subscription for the snack boxes 
· Relevant: To ensure 30 percent of repeat purchase through app by UK universities 
· Timeframe: within next 5 years 
Market Analysis and Marketing Plan

[bookmark: _Toc236036734]Market Analysis (Competitors, Customers, Target Groups)

Competitors
Within the UK, the marketing competition is quite high due to the existence of key players in the market. For example, Graze offers personalised snack boxes that are letter-box friendly, which can be utilised during revision breaks (Graze, 2026). Treat Trunk is another popular business offering health food box services, while preparing custom snack bundles. Bunny & Bear is also a popular name that specialises in offering exam survival kits, custom care packages, etc. However, its low-cost, healthy, and sustainable snack box will outweigh the competition. 
Customers and Target groups
The primary target of the specific business idea involves students in the age group of 16 to 24 years across the UK who are going through exams and such assessment periods. However, the secondary targeted customers involve parents who would purchase wellbeing support for the students who are moving out of home.
[bookmark: _Toc236036735]PESTEL Analysis 
	Political
	The government of the United Kingdom has student welfare initiatives, and the business must align with these initiatives to operate positively in the country.

	Economic
	Due to the increase in the cost-of-living, the disposable income of the students has been impacted negatively (House of Commons Library, 2026). 

	Social
	Dietary preferences are quite high, including gluten-free and vegan products. This is positive for the business as healthy eating habits will be considered for the snack box.

	Technological
	Digital convenience in the UK is very high. This directs the students to prefer seamless online ordering through a website or an app. 

	Legal
	The business must comply with the food safety and labelling guidelines of the UK. This will help in doing business ethically (Gov.uk, 2026). 

	Environmental
	The proposed product will consider recyclable packaging and healthy eating concerns. These are evident for boosting the sustainability of the snack box.


Table 1: Environmental analysis
(Source: Self-created)
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	Strengths
	Being a low-cost weekly product bundle that brings conveniency, the product idea itself is a strength to attract students. 

	Weaknesses
	Lack of practical familiarity can be a potential weakness within the competitive environment.

	Opportunities
	Recyclable packaging and community upliftment are offering effective opportunities to grow within the market. 

	Threats
	Competition from supermarkets is a threat for the business to attract customers. 


Table 2: SWOT analysis
(Source: Self-created)
[bookmark: _Toc236036737]Marketing Mix (4Ps)

To reach the targeted customers, considering the elements of the 4Ps of marketing mix communication strategy can be vital (Costello et al., 2022):
	Product
	The product will be snack boxes during exam season that will include fruits, nuts, drinks, revision-break tips, and other healthy snack items. 

	Price
	A low-cost pricing strategy will be focused on adhering to the students’ price sensitivity. 

	Place
	Students can avail the products online through the business’s official website and delivery apps to enhance accessibility and convenience. 

	Promotion
	Social media channels like Instagram and TikTok will be used (Nagyova and Hudíkova, 2025). The marketing communication strategy of campus pop-ups in the library and student union rooms during exams can support direct sales with clear messaging. 


Table 2: Marketing communication strategy using the 4Ps of the marketing mix
(Source: Self-created)
[bookmark: _Toc236036738]Management Team 
[bookmark: _Toc236036739]Management Team and Their Background
It would consider a flat structure involving two co-founders; for instance, an operations manager works on packaging, ensuring supply as well as pop-ups. The marketing partnership works on the campus team, with the addition of a wellbeing service as well as secure sales. It involves part-time student ambassadors for running the stalls and delivering boxes during exams. 
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In the following, the organisational structure is developed for the new business:

Co-founder 2
Co-founder 1

Operations Manager



Part-time student ambassadars
Campus team
Marketing manager



Figure 1: Organisational chart
(Source: Self-created)
[bookmark: _Toc236036741]Key Milestones

The key milestones for the management are:
· Defining roles and responsibilities
· Integrating the business plan within the set timeline
· Recruiting campus team
· Launching the first campaign for promotion

[bookmark: _Toc236036742]Financial Plan (One Year)
[bookmark: _Toc236036743]Sources of Finance 

“StudyFuel Healthy Snack Box” requires an extensive funding of £60,000 as initial funding to cover costs in 1 year of operation for the business. The key fund sources are:
	Computation of Total Start – up Cost

	Fund sources
	Amount (£)
	Reason for choice

	Personal funds
	£30,000
	To maintain 100% control of the business and less risk of repayment of this funding source, it is chosen for gaining 50% of funds.

	Bank loan 
	£20,000
	Banks in the UK have only 6% interest on loans for start-ups, so, this source has been chosen. 

	Funds from friends and family 
	£10,000
	Taking funds from friends and family includes the benefit of flexible payment terms and no interest payment, so, this funding source is considered. 

	TOTAL Start Up Cost
	£ 60,000
	


Table 3: Funding sources and justification
(Source: Self-created)
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	Forecasted Cash Flow Statement for the Year

	Particulars
	Amount (£)

	Cash Flow from Operating Activities
	 

	Cash receipts from sales
	86,400

	Payment to Creditors
	-54,240

	Net Cash Generated from Operating Activities (A)
	32,160

	Cash Flow from Investing Activities
	 

	Purchase of Accounting Software
	-500

	Acquisition of Production Units
	-1,150

	Net Cash Used in Investing Activities (B)
	-1,650

	Cash Flow from Financing Activities
	 

	Personal investment
	30,000

	Bank loan Taken
	20,000

	Friends & family funding
	10,000

	Net Cash Generated from Financing Activities [C]
	60,000

	Net Increase in Cash (A + B + C)
	90,510

	Opening Cash Balance
	–

	Closing Cash Balance
	90,510


Table 4: Forecasted Cash Flow Statement for the Year
(Source: Self  Developed)
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	Forecasted Sales During the Year

	Month
	Units Sold
	Selling price per box (in £)
	Sales Revenue ( in £)

	January
	300
	18
	5,400

	February
	250
	18
	4,500

	March
	300
	18
	5,400

	April
	450
	18
	8,100

	May
	700
	18
	12,600

	June
	700
	18
	12,600

	July
	300
	18
	5,400

	August
	200
	18
	3,600

	September
	300
	18
	5,400

	October
	350
	18
	6,300

	November
	500
	18
	9,000

	December
	450
	18
	8,100

	Total
	4,800
	18
	86,400


Table 5: Forecasted Sales During the Year
(Source: Self  Developed)
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	Forecasted Cost of Productions for the Year

	Particulars
	Amount (in £)
	Amount (in £)

	Annual Production [A]
	4,800 units
	 

	Raw ingredients per box
	                       6.20 
	 

	Packaging Charges per box
	                  1.30 
	 

	Direct labour Charges per box
	               1.50 
	 

	Other variable production overhead
	                     0.80 
	 

	Total Variable Cost per box [B]
	              9.80 
	 

	Annual Variable Cost [A × B = C]
	 
	         47,040.00 

	Rent of Warehouse
	               3,600.00 
	 

	Depreciation
	               1,200.00 
	 

	Electricity Bill
	                1,000.00 
	 

	Insurance Charges
	                   800.00 
	 

	Equipment maintenance
	                   600.00 
	 

	Total Fixed Production Cost [D]
	 
	         7,200.00 

	Total Cost of Productions [C + D = E]
	 
	       54,240.00 


Table 6: Forecasted Cost of Productions During the Year
(Source: Self  Developed)
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	Break Even Analysis

	Particular
	Amount (in £)

	Selling price per box [A]
	18.00

	Variable cost per box [B]
	9.80

	Fixed Cost [C]
	7,200.00

	Contributions per unit [A -B = D]
	8.20

	Break Even Units [C/D = E]
	878.05

	Break Even Revenue [E × A = F]
	15,804.88


Table 7: Break Even Analysis
(Source: Self  Developed)
[bookmark: _Toc236036748]Operations and Management Plan

[bookmark: _Toc236036749]Production of Good and Service

“StudyFuel Healthy Snack Box” will follow a weekly assembling of the boxes with ‘drinks, fresh fruits, nuts, and healthy snacks’, and printed note on ‘revision break tips'. Local suppliers will be contacted to decrease overall waste and cost. Each week 300 boxes will be delivered on campus. For the quality check of the boxes, ensuring UK food safety law will be minded while making pop-up stalls and students union-based sales. 

[bookmark: _Toc236036750]Technology Plan

This business will include a very simple and easily navigable website with payment and offering options. Using TikTok, Instagram and email marketing, as well as WhatsApp groups with student ambassadors, will be used to offer the boxes (Laini et al.2025). Google Sheets will be used by this business to calculate sales. 

[bookmark: _Toc236036751]Human Resource Plan

The business will maintain a flat structure with 2 founders and 1 operations manager to source ingredients and produce the boxes. A manager to manage university partnerships and a marketing manager, 2 campus teams and 4 student ambassadors will be present. These staff will be hired through university groups after exams. Training for them will be given on food hygiene, packaging, customer service and delivery. 

[bookmark: _Toc236036752]Expansion Plan
	
Post 1 year of operations, StudyFuel will expand to 5-6 university campuses and offer ‘term packs’ to scale its boxes among students.
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