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Executive Summary
(Hafiz Khalid)
Essential is a new Apparel store which is inspired by the most basic necessity of mankind clothing. This brand is one of its kind which give clients the ability to customise their own garments and get the desired one. Hence why the brand is named Essential. The slogan of the brand is creating imaginations. It is a people’s brand and the main purpose of the brand is to ensure that clients have such a unique ability to bring their thoughts of an apparel into reality without any limits or boundaries. Whereas our responsibility is to bring their imaginations into reality. We are going to be the only one in the market to provide such a unique ability to our clients not only in the stores but online as well. 
We will launch our brand in London which always has a charm to the rest of the world. We will not starting with one outlet but we will be opening with 2 outlets at the same time in the shopping hubs of the London. One of the outlet will take place in Westfield White City, Ariel Way, London, W12 7GF. And the Second one is Westfield Stratford City, London, E20 1EJ. 
Mr. Hafiz Khalid is the Founder & CEO of the company. His aim to provide a place for the clients where they have a freedom of setting their own trend. We have an amazing group of people who will lead this business to a new level. Our Business and Finance Manager Mr. Hassan H Miti aims to take the challenge of business risk management and will make sure of the factors which can lead our business to a possibility of inadequate profit and loss.
Our Operations Manager Mr. Mamum Alam will make sure that our business operations are in the order and running smoothly. Ms. Lubna Begum will lead the marketing team as the Marketing Manager and Ms. Suili Akter will be leading the Training and certification team.
Essential will be hitting the market with a massive impact and aims to bring a new era in the market. Below is our financial forecast and we are sure that it is just the beginning.


Our mission is to bring a new trend in the market which will change the face of the market and we assure that this will set a new trend in the market for the rest.
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Introduction
(Hafiz Khalid)

Every Business starts with an idea. We took our idea from the beginning of the mankind Adam & Eve. Since the birth of the first humans there were two things which are the necessity of the humans, Food and Cloths. The most basic needs of any human. So we took the most basic element required by a human. We wanted to bring a change in the market as there is a big competition in the market so our brand should have something exciting to offer to our clients. Again the idea of something new was taken from Adam & Eve. In the beginning there was no trend to wear clothes and the look as per the environment. There was a free will to wear the clothes as necessary and as desired. So we came with an idea of introducing bespoke garments where a client have this amazing opportunity to design their own garments the way they desire.
The most amazing thing is that we will have a team of expert designers to help our clients and to make sure that they get the best of it. Also we will be the first one to introduce the first ever website which will allow user to design their garment while enjoying their coffee.
This project requires a lot of efforts and our team is up for the task. Our team will make sure that our clients will get the best of what they desire.

Success of Business
Our team believes that the success of the business lies in the aspects and we will implement the aspects as mentioned 
Aims:
Our Aim is to bring the clients imaginations into reality.

Objective:
To ensure that we are bring an new trend in the market

Vision:
The first ever designer brand will sanctions the clients to set its own TREND




Operations
Our Operations would like to add up his work on it.
As an operation manager I have senior role which involves overseeing the production of goods and provision service, it is very important that I have to communicate with all the managers and get an up to date report on sales and any other matters on shop floor so I can report to the board of directors,
My job also hiring employees and planning staff development such as staff training and make sure staffs well-dressed as well as to make sure our shop is running smoothly, efficient service will makes our customers are happy,
As our shop in one of the busiest shopping mall in London (Westfield) I have to make sure we have enough stock, and make sure staff keeps the store high standards and ensure health safety inplace,   
Overall I have to ensure that a strong reputation we maintained with in clothing industry,
Create a friendly environment that staff feel comfortable to work with each other’s to provide better customer service,   
I have to report to all the managers if there is any changes to our products and work with purchasing manager to get best products.
Every now and then I have to check accounting department that we have smooth operation to payroll is easy to handle and paying suppliers bill to get our stock delivery on time,   
At a time I might have to help resolve any disputes between the floor manager, supervisor or other staffs,
Establishing very best level of service and continuous improvement for our customers.











Risk Management
Now Mr. Hassan Miti, our Business Manager will add up his work.
Business risk is the possibility of inadequate profit and losses due to unexpected event or 
Due to numerous factors; 
        1, Pricing 
         2, Economic conditions   
         3, Competitive risk 
         4, Customer and staff injury 
         4, Damage to goods and property 
         5. Trend analysis 

PRICING:  
Price setting is risky and sometimes business owner face difficulty in pricing them goods. It is risky 
For this kind of business, while their stores are pricing according to competitors values and most customers cannot rely on the same methods all the time for example, instead of selling pair of shoe 
For £65 u sell it for £55. This is due to accidental pricing of the items. Business owners also experiment with the pricing methods such as sales, offers and others like grand openings. 
 
ECONOMIC CONDITIONS:
Sometimes retail stores perform due to season changing or to the forecast, this as well leads to changing items all the time, and u may find customers have less spending money, as u will not have 
The same customers for all seasons. For example H&S and other big stores, they sell different items 
According to the season. 

THEFT AND DAMAGE: 
Most stores require purchasing a large stock of items and they have to change these items frequently, so this risk requires management strategy in place. Some stores use tracking devises 
And cameras to monitor customers and employees to prevent from data theft and preserve 
Sensitive information from being stolen. 

COMPETITIVE RISK:
What should be considered in this kind of business is the brand name, so that u can compete with your competitors cost, most small store can straggle due to pricing power of the big stores and this could lead to less customers coming into your store.so with this risk there needs to be Connection through loyalty programs for example loyalty cards. This is one of many ways to avoid this risk.

CUSTOMER AND STAFF INJURY:
In case of customer and staff injury, business may incur unforeseen expenses in terms of legal and medical bills. The business will then have to take out insurance covers for such risks, which may add up to expects in the company. For Example a customer falls in a wet floor of if anything hit the customer from the store this will lead to the company’s expenses. These kind of risk can happen unknowingly. To avoid such a risks tough measures have to be implemented for the staff to have proper training.

Damage to Goods and Property:

This may happen due to natural disaster such as heavy rain, earthquakes and the floods which could cause damage to the properties and the goods. For Example with floods stores may be flooded and cause damage to the valuable goods and this is risk for the business.

TREND ANALYSIS:
A successful store must make their goods are up-to-date by knowing which good are trending and which goods are out-dated. So as the owner of the business we have to know what to purchase and when to purchase them. To avoid the risk of losing money from unsold stock.



























Marketing
Marketing manager Ms. Lubna will add up her work 
Our website and social media is going to be our main engine for marketing, so we have to consider many things. 
 
There are several aspects we need to take care off and those mentioned below: 
1. Craft an elevator pitch - our team have to do marketing all the time all season to get customers attention to our products.  
2. Leverage my community – our team don not have to think very big when it comes to marketing efforts. We will think locally. What’s going on in my community?  e.g festivals, funfairs etc to introduce our stuffs.  
3. Collaborate – our team will use coupons, fliers, reciprocal website lin1ks, bundled promotions or social media platforms. By collaborating with each other so we can expand our customer’s base because we will be reaching new people. 
 4. Network – our team is a huge fan of networking. We don’t think there is any better way to build a business than to get out, shake some hands, and get to know our local people. 
5. Give a speech – we will try to talk clearly in public places to give them enough information about our business. As long as the information we share is helpful to the audience. And the upside.   
6. Create buzz - sometimes or occasionally e.g. Christmas, Eid time I'll put our clothes 50% off from original price. To let customers, know about the offer we will be sending leaflets people houses, phone them and put large banner into our windows, as well as our website.   
7. Ask for referrals – our team will always ask our customers to referrals their friends and families to us and get £30.00 off voucher on their next shopping from us.  
8. Build relationships – we always try to get customers email address from them so we can let them know about the promotional offers and as soon as we have the new stuff in stock. 
9. Offer coupons – we will give our customers 10% off when they spent over £40.00 instore or online.  
10. Give it away- we will give some free stuffs to our new and regular customers as well e.g. ladies' scarfs. Children dress, men ties etc. 







Training and Certifications
Training and Certifications Manager Ms. Shiuli will add up her work
TRAINING NEEDS FOR STAFF: When you start a business the most important part is your staff. and the success of your business depends on your ability to train the people who work for you without proper guidance and education, your employees can't  perform at the level you expect. You must communicate effectively, and it’s your responsibility to ensure they fully understand your expectations and their role in your shop. Staff training requires a lot of effort and consideration — both before you actually hire anyone and through a new hire’s first few months.
Not only do you need to educate this new employee, but you need to do so in a way that they can understand and digest all the information flowing their way. You also need to provide guidelines and feedback in a way they can act on your suggestions and know how to make great judgment calls when the situation requires it.
It’s overwhelming because training isn’t just a one-time task with a set timeframe. Great staff training programs are complex systems with a lot of moving parts — and many offer ongoing learning initiatives?
To help you overcome some of the challenges in piecing that system together for yourself, we talked to a number of experts, business owners, and retailers to get their tried and true best practices for staff training.
START THE STAFF TRAINING PROCESS BEFORE YOU HIRE A NEW EMPLOYEE: the most important first step to training new employees is to document, in a very detailed fashion, all job requirements and what the job will be like before you even start looking for someone to fill the position.
You will end up doing this sooner or later, as every new employee wants to know their job description. You may as well do it before you even begin the recruiting process.”
Make Staff Training Easy with a Thorough Recruiting Process
YOUR STAFF TRAINING SHOULD GO BEYOND THE FIRST FEW DAYS: The first few months of employment are especially critical since employees are still evaluating their fit within the company and deciding how they feel about the job.
That means integrating your new hire into the team doesn’t stop after the first day — so neither should your new hire checklist. Some of the activities you should track in the first few months include:
· Setting goals collaboratively with new hire and revisit them often. 
· Ongoing mentorship and coaching for new hires. 
· Coordinating recurring one-on-one meetings to keep the lines of communication open.
You can also work with your new hire’s supervisor to create a roadmap of milestones, goals, and check-ins, and don’t forget about ongoing training by providing relevant and well-timed content.
Give Constructive Feedback
"Since we want our employees to feel empowered, we encourage them to use their best judgement in all situations and we give them feedback to help them improve or even to tell them we would've handled it the same way.
We did this with our latest new hire, Chloe. When she had a question about how to handle a situation, we talked it out with her on the phone.
Once she decided how she would like to handle it, we gave her feedback to let her know what we might have done differently.
The result was that she learned how owners of the company think and is better equipped to make decisions on her own, in the future.”
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Financial Highlights

Sales	Year 1	Year 2	Year 3	Year 4	1000000	1500000	2000000	2500000	Gross Margin	Year 1	Year 2	Year 3	Year 4	600000	900000	1200000	1500000	Net Profit	Year 1	Year 2	Year 3	Year 4	100000	150000	200000	250000	
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