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[bookmark: _Toc242726866]Task 1
[bookmark: _Toc242726867]Element 1: Business Idea, Products/Services, Objectives and USP 
[bookmark: _Toc242726868]1.1 Business Idea
Patch Stitch is a planned clothing repair and upcycling business that will enable customers to create more value from the clothes they already own. This business aims to tackle the problem of wearable clothes being thrown away due to cosmetic damage or change of fashion, which could easily be repaired, altered or altered to create something new and functional. Customers will be able to bring their own items of clothing for repair or transformation. Patch Stitch will begin as a small local enterprise in the UK, engaging customers via a booking system on the internet and on social media. Customers will be able to make enquiries, obtain quotes, and request for garments to be collected or returned where accessible. This is a more sustainable and convenient option than throwing garments away.
[bookmark: _Toc242726869]1.2 Products and Services
Patch Stitch will offer a variety of clothing repair, alteration and upcycling services to suit the specific needs of our customers.
· Clothes repairs: Fixing holes, ripped seams, and worn fabric in an item of clothing to bring it back to life.
· Zip and buttons: Broken zip replacements, missing buttons and other broken fastenings.
· Alteration of clothing: Altering sizes, fit and fit of garments for comfort and wearability.
· Creative Upcycling: Taking unwanted or aged garments and transforming them into something new, customised denim products and accessories like totes for example.
· Personalised re-design: Providing patches, embroidery and various other forms of decorative alterations on demand.
These will allow Patch Stitch to help customers who need repairs and who want unique fashion items. Starting out, the business will focus on inexpensive repair services and easy upcycling items but will also develop services based on demand.
[bookmark: _Toc242726870]1.3 Business Objectives
Patch Stitch will develop in the first year and thereafter have specific milestones to determine its continued growth.
[bookmark: _reto6eldv0vm][bookmark: _Toc242468271][bookmark: _Toc242468352][bookmark: _Toc242726871]Short-term goals (first 12 months):
· Set up a simple operation with appropriate sewing equipment, repair tools and items.
· Develop a basic website with a social media presence.
· Make a loyal consumer base among locals, students along with young professionals.
· Upsell, targeted at 300 paid repair, upcycling and alteration orders in the first year, depending on demand and operating capacity.
· Effectively manage costs and drive repeat business to have a positive monthly operating cash flow.
· Collect feedback from buyers and have an average rating of 4.5+ out of 5.
Long-term objectives (two to three years):
· Raise consumer base through increasing partnerships with student accommodation providers, several retailers of local clothing and community organisations.
· Give more upcycling as well as customisation options depending on consumer demands.
· Create a fast and dependable delivery service in a few local areas.
· Grow sales from existing customers and new referrals as well as higher-margin redesign work.
· View workshops that focus on clothing repairs and sustainable fashion.
The objectives will be reviewed regularly so that the growth of the business will be financially realistic and cater for the customer.
[bookmark: _Toc242726872]1.4 Unique Selling Proposition (USP)
The company's USP will be the mix of everyday repairs and customised redesigns in a single service. While alteration services, for instance, may mostly focus on repairs or fit adjustments, Patch Stitch will also provide more creative solutions to customers seeking to update existing clothing. For instance, a pair of torn jeans could be repaired by adding something else to the design such as patches, transforming it into a new personalised design. Or, another customer might want to resize or re-style a large shirt to make it more suitable for wear. Customers will be able to discuss designs and prices beforehand. Such a unique blend of tailored, hands-on and sustainable services may enable Patch Stitch to create a unique selling point within its local area if it is able to maintain quality, cost and lead time.
[bookmark: _Toc242726873]1.5 Customer Value
The customer benefit Patch Stitch will add value to its customers' lives by enabling them to maximise the value of the clothes they already possess. The cost of repairing a torn or damaged item will usually be lower than the price of purchasing a new item, however this saving may not be achieved if the item is not bought as a replacement. Clothing alterations can make a garment more comfortable and better fitting; upcycling can allow unwanted clothing to be given a second life. Savings on patch-stitch customers may include: Less wastage of garments and increased availability of and access to repair services. Students and consumers on a tight budget might be able to meet the financial demand of owning clothing using this app. Environmentally minded consumers might be able to encourage more sustainable buying practices (Gazi et al., 2024). Patch Stitch hopes to merge cost effectiveness, ease of use and innovation in order to make clothes mending appealing enough to be more preferable than doing nothing and replacing. The effectiveness of the concept is reliant on sticking to acceptable standards.
[bookmark: _Toc242726874]Element 2: Business Environment and Competitor Analysis 
[bookmark: _Toc242726875]2.1 PESTLE Analysis
	Factor
	External environment and evidence
	Business impact on PatchStitch

	Political
	The UK Government’s Environmental Improvement Plan 2025 supports wider environmental improvement and resource-efficiency objectives (Defra, 2026).
	PatchStitch could promote clothing repair and reuse and explore local enterprise partnerships. However, grants should not be assumed without confirmation of eligibility.

	Economic
	UK CPI inflation reached 3.1% in the 12 months to August 2026, in comparison with 2.9% in July (ONS, 2026a).
	Higher living costs may encourage customers to repair clothes rather than replace them (Mrad et al., 2025). However, increased material, transport and workspace costs could reduce profit margins. PatchStitch should offer transparent prices and monitor costs.

	Social
	As WRAP (2025) state, four out of five of the repairs item were disposed of with a new purchase, indicating that repair helps to promote more sustainable consumption. 
	Target markets are students, young people and consumers with a sustainable perspective. Comparisons of before and after pictures and testimonials could provide proof of value, but willingness to pay has to be measured. 

	Technological
	Online sales accounted for 28.8% of all retail sales in August 2026, a 8.9% increase on the previous year (ONS, 2026b). These figures relate to retail in general, not to repair clothes specifically. 
	PatchStitch could use online booking, digital payments and social media videos to attract customers. But digital marketing has a pace, a cost, and it has to have the suitable info security  (Nuseir et al., 2023). 

	Environmental
	According to WRAP (2025) it would take over 7.5kg of COe for the scenario studied to compensate for repairing a cotton T shirt.
	Clothing repairs and using off cuts of fabric could lead to less waste. The positive effect on the environment will depend on the item being repaired or reused, how it is repaired, and if this avoids the need to buy a new item.

	
	
	
	

	
	
	
	

	Legal
	UK data protection requirements govern the handling of customer information (ICO,2024). The National Living Wage for employees aged 21 and over for April 2026 has increased to 12.71 per hour. (DBT, 2026). 
	Patch Stitch will ensure confidentiality of customer data, consistent and accurate information about the service and meet customer, tax and workplace safety obligations. Insurance and employment costs must also be budgeted for where applicable.
	


Table 1: PESTLE Analysis
(Source: Self-created)
The PESTEL analysis suggests that there is an opportunity for Patch Stitch to promote sustainability and to utilise digital marketing tools. Economically, inflation, the cost of doing business, customer sensitivities and regulatory responsibility will make it more difficult to be profitable. The company should not only provide an affordable repair service but an approach to upcycling which is customer tested.
[bookmark: _Toc242726876]2.2 Competitor Analysis 
Pach Stitch will also have both direct and indirect competitors in the fashion clothing marketplace in the UK. Direct competitors would be other clothing repair companies and indirect would be other methods and companies that customers use to fix their shoes. It compares four competitors in terms of product, price, target clients, strengths and weaknesses. 
	Competitor
	Services and pricing
	Target customers
	Strengths and limitations
	Implications for PatchStitch

	SOJO (Direct)
	Online clothing repairs and alterations. Published prices include button replacement from £5, fabric-rip repairs from £20 and zip replacement from £35 (SOJO, 2026).
	Consumer seeking convenient clothing repairs as well as alterations.
	Strength: Digital booking and giving specialist repair services. Limitation: Some repairs can be expensive for several budget-conscious consumers.
	Giving Offer of transparent local prices and combining day to day repairs with personalised upcycling.

	Timpson (Direct)
	Clothing alterations and repairs through its established service network (Timpson, 2025).
	Customers requiring practical repairs and alterations.
	Strength: Brand recognition along with physical service locations. Limitation: Creative garment redesigning  is not its principal clothing-service focus.
	Differentiate through several personalised redesign, online enquiries along with convenient collection.

	Vinted (Indirect)
	Online marketplace for buying and selling pre-owned clothing along with necessary accessories (Vinted, 2025).
	Budget-conscious  and second-hand fashion buyers.
	Strength: Broad product choice and access of convenient online. Limitation: Buying second-hand clothing but not directly repair an existing garment.
	Emphasise preserving different favourite clothes and create unique designs instead of purchasing replacements (Mandot and Bambhaniya, 2026) .

	Oxfam (Indirect)
	Charity shops and online sales of donated and second-hand clothing (Oxfam, 2025).
	Value-conscious and socially conscious consumers.
	Strength: Established charitable reputation and access to pre-owned clothing. Limitation: Its main retail model is selling second-hand goods rather than providing individualised repair services.
	Offer tailored repairs and explore community partnerships promoting clothing reuse (Cleasby, 2026).


Table 2: Competitor Analysis
(Source: Self-created)
According to the findings, the challenges to Patch Stitch will come from competitors who are well-established in the repair industry and other second-hand apparel outlets. As a guide to initial pricing of repairs, SOJO's listed prices are a helpful reference point (SOJO, 2026). Price is not a basis to compete on, however, as it would decrease profits. Instead, Patch Stitch should offer low-cost simple repairs and custom-design, clear quotes and local availability. This could position it as an alternative to the existing mix of a majority of simple repairs or resale of second-hand items. However, demand, willingness-to-pay and quality of service should be validated in the first year.
[bookmark: _Toc242726877]Element 3: 4Ps, Market Segmentation and Marketing Strategies — PatchStitch 
[bookmark: _z3yrtuq1l2le][bookmark: _Toc242726878]3.1 Market Segmentation and Target Customers
Patch Stitch's target customers are those in the UK who want to get their clothes repaired, up-cycled or altered at a reasonable price. Patch Stitch will use market segmentation for this.
· Demographic segmentation: students, young professionals and low-income families searching for continuing clothing use.
· Psychographics segmentation: Considering the environmentally conscious shopper to sell and reuse clothing, the sustainable consumption and customised style (Veselá et al., 2026).
· Behavioural segmentation: existing clothing consumers that purchase clothing regularly and consumers that purchase clothing and require a service like an alteration (Karell and Niinimäki, 2025).
· Geographic segmentation: Those consumers who live, study or work within the initial local service catchment.
The main focus will be students and the younger working population as affordability, convenience and customisation could attract them. A second focus group would include those who wish to repair their worn clothes and wish to avoid throwing them away. However, concern for the environment does not mean the customer will be willing to pay for the repairs. Surveying, introductory discounts, and the first months' sales would be a sensible test.
[bookmark: _kwp1k9pk4slk][bookmark: _Toc242726879]3.2 Marketing Mix: The 4Ps
	Marketing mix
	PatchStitch strategy
	Critical evaluation

	Product
	Clothing mending, zip and button replacement, seam repairs, alterations and creative upcycling like customised denim, patches. 
	Differentiation can be achieved through innovative design and repair but the quality of the service and response times need to be consistent to enable repeat purchase (Ipaki and Hosseini, 2025). 

	Price
	Competitive, cost-based pricing of £4-6 for button replacement, £8-15 for small repair, £15-30 for zip replacement and £20-45 for upcycling. 
	Low cost is likely to be attractive to students and the more cost conscious client. If you underprice the labour you will sacrifice profit. Quotations should be based on complexity, material costs and time. 

	Place
	A home-workplace or regularly used workplace, whether home-base supported by a mobile-friendly website, social media contact and enquiries, pre-arranged drop-offs and selectively identified local collection / delivery. 
	A low overhead model lowers initial financial risk. But a narrow geographical focus and difficult collection locations may make it hard for customers to be serviced (Gorman et al., 2023). 

	Promotion
	Instagram, Tik Tok and Facebook content, before and after clips, referral incentives, launch offers, community group and community organisation partnerships (Nitami et al., 2024).. 
	Pictures of images showing the advantages of repairing and upcycling. However, engagement does not guarantee sales, so promotional activity must be assessed against paid bookings and marketing costs.


Table 3: Marketing Mix: The 4Ps
(Source: Self-created)
The listed prices are tentative estimates and not real-world Market prices. SOJO can be a good competitor benchmark to gauge clothing repair prices (SOJO, 2026); Patch Stitch needs to look at its competitors' prices in their own locality as well as a look at its own cost structure before setting up its price list.
[bookmark: _5vndgzkyflxw][bookmark: _Toc242726880]3.3 Online Marketing Strategies
Patch Stitch will efficiently acquire customers through digital marketing, and foster these relationships into the future.
Social media advertising:
Instagram and Tik Tok are good platforms for shorter repair videos, transformations and personalised clothing. Instagram or Tik Tok video content can communicate the benefits of upcycling more effectively than a simple text-based advert. Facebook is good for local marketing and community building (Nitami et al., 2024). However, there is little guarantee of the organic reach of Facebook posts, so they should include a call to action, e.g. to arrange an assessment, or to request a quote.
Website and local search optimisation: 
A mobile optimised website is likely to list services offered, approximate prices, turnaround times and contact details and also have a booking enquiry form. Local search optimisation and a business profile on relevant search platforms can help customers to locate repair services close to home. This is reaching out to the customers who need something now although visibility can take time to build up and competitors may have a stronger online reputation (Nuseir et al., 2023).
Customer loyalty and sharing:
 Patch Stitch will seek reviews following orders, hold referral competitions and communicate collection/completion dates transparently. Where customers agree, finished work may be posted online. To be successful, it will have to deliver quality workmanship and transparent costs, because special offers only are unlikely to be enough (Pereira et al., 2025).
Tracking performance:
The monthly measurement will be internet enquiries, social media, enquiries to sale conversion, repeat sale, and customer acquisition cost. These measures will ensure we are measuring the channel that provides sales, not just attention. Customer data, photographs and videos must be stored in line with our data protection obligations (Song et al., 2022). Patch Stitch will deliver focused segmentation, services tailored to repair and upcycle, affordable prices and digital marketing. The challenge for it will be not only on getting noticed but on turning enquiries into sales and providing a positive customer experience.
[bookmark: _Toc242726881]Element 4: Financial Planning — PatchStitch 
At first Patch Stitch will start up as a small-scale clothing repair and upcycling company that will operate in a small workshop or shared work space. This will help to lower Fixed costs and mitigate risk during the start-up phase. Startup costs will include a basic sewing setup, equipment, stock, admin, marketing and working capital. 
[bookmark: _Toc242726882]4.1 Start-up Costs 
	Start-up cost item
	Estimated cost

	Sewing machine and overlocker
	£750

	Sewing tools and equipment
	£120

	Initial materials and supplies
	£250

	Website and booking setup
	£300

	Branding and launch promotion
	£250

	Insurance and administration
	£250

	Workspace setup and storage
	£300

	Packaging and initial transport
	£150

	Working capital reserve
	£1,130

	Total start-up cost
	£3,500

	 
	 


Table 4: Start-up Costs
(Source: Self-created)



[bookmark: _Toc242726883]4.2 Use of Funds 
	Use of funds
	Amount
	Purpose

	Equipment and tools
	£870
	Buy sewing machinery and necessary repair tools.

	Materials and supplies
	£250
	Purchase threads, buttons, zips, patches and other important repair materials.

	Website and booking system
	£300
	Proceed customers to view services and enquiries.

	Marketing and branding
	£250
	Develop branding of business and promote the launch.

	Insurance and administration
	£250
	Cover estimated initial insurance and administrative expenses.

	Workspace and storage
	£300
	Arrange a suitable work area and store equipment and garments 

	Packaging and transport
	£150
	Support garment handling and initial collection or delivery.

	Working capital
	£1,130
	Provide a cash reserve for early operating expenses and unexpected costs.

	Total funds allocated
	£3,500
	 



Table 5: Use of Funds
[bookmark: _dd50rt1y3c3r](Source: Self-created)

[bookmark: _Toc242726884]4.3 Sources of Funding
Patch Stitch will utilise two sources of funding to generate the approximate 3,500 of start-up capital.
[bookmark: _7rti8orjmsug][bookmark: _Toc242726885]1. Personal savings – 2,000 (57.1%)
The owner will personally invest 2,000 of their own savings. This method of funding is preferable to borrowing, as the owner does not have to pay interest, and the owner retains control of the business. Due to the personal financial risk of using personal funds, the owner should not use all personal savings for business investment.
[bookmark: _n4jskfykj3zh][bookmark: _Toc242726886]2. Government-backed Start-up Loan - 1,500 (42.9%)
A further 1,500 will be obtained via the UK Start Up Loans scheme, subject to approval and eligibility. The scheme includes the option of taking out a loan of 500-25,000 if an entrepreneur has a business plan and cash-flow forecast (Business.gov.uk, 2025). It would provide necessary extra startup capital, without the owner having to relinquish his equity. This would, however, create a fixed cost of repayments and interest, regardless of the level of sales.
This mix of funding blends some owner funding with external funding and does not borrow too much. As the business develops, Patch Stitch will need to develop a cash-flow forecast for at least the next year and monitor sales, expenses and repayments each month.
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