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Task 1 Part 1
1. Product/Service & Company Name
Provides a detailed description of the unique product or service offered by the business, along with the chosen company name.

2. Business Idea Origin
Shares the story or inspiration behind developing this business idea.

3. Business Ownership
Outlines the type of ownership (e.g., sole trader, partnership, LLC), including advantages and disadvantages of this structure.

4. Mission, Objectives & USP
States the company's mission statement, overarching aim, SMART (Specific, Measurable, Achievable, Relevant, Time-bound) objectives, and highlights the Unique Selling Proposition that differentiates the business.

5. Physical Location
Details the physical location of the business, reasons for choosing it, supported by a Google Maps visual.

6. Human Resources
Plans for staffing, including number of employees, sourcing strategies, job roles, and an organizational chart.

7. Marketing & Promotion
Describes planned marketing and promotional activities such as business cards, flyers, branding efforts, and social media campaigns to attract customers.

8. Market Research
Summarizes primary and secondary research conducted, including data, graphs, methods, and how findings influence business decisions.

9. Financial Resources
Details startup and operational costs, sources of finance, and assesses feasibility. Includes a 12-month cash flow forecast with a narrative explanation.

10. SWOT & PESTLE Analyses
Provides a SWOT analysis identifying strengths, weaknesses, opportunities, and threats; and a PESTLE analysis examining Political, Economic, Social, Technological, Legal, and Environmental factors affecting the business.



Task 1 part 2
Individual Reflection                 










My business plan for my Ostrich Farm “An Ostrich Dream Sanctuary”

1. Introduction to my product and service proposition: Our Farm is going to concentrate in raising and maintaining a small nest of Ostriches to offer a unique and educational experience for families. Our services will include guided tours, workshops about the life of the ostriches, practical demonstrations and photo sessions. On top of this we will sell ostrich eggs, meat and natural cosmetic products from ostrich oil, like this creating a diverse offer and attracting a diverse public. As Williams (2022) highlights, "effective marketing strategies should focus on unique selling propositions to differentiate the business in a competitive tourism and ecotourism landscape," 
2. The story behind the idea: Me and my husband we share the same deep passion for animals and the environmental conservation. While we used to travel and visiting various farms, we became fascinated by the ostriches, these amazing birds, and their benefits on health. Our passion for animals and environment inspired the creation of this project, aiming to foster awareness and education about biodiversity and sustainability in an engaging way (Trodd, 2013).
3. The type of business/ownership: We chose to go for a family business (sole trader). Young (2021) notes that "a clear alignment between mission and operations is vital for sustainability," reinforcing our decision to maintain control and direct involvement initially. 
Advantages: total control, reduced costs and direct involvement.
Disadvantages: Limitations in expansions, unlimited personal liability,
 As Whittington et al. (2020) argue, understanding external factors through tools like PESTLE analysis is crucial for strategic planning, especially if we consider future growth, possibly transitioning to an LLC (Limited Liability Company) to protect our family personal assets.
4. Mission Statement, Aim and the SMART objectives: 
Our Mission is to create an ethic ostrich farm, educational and sustainable offering memorable experiences for families and promoting the conservation and education about the nature. 
Our purpose is to become a reference destination for ecological education and family tourism in our region. As Reuer et al. (2019) state, "strategic partnerships and community engagement are foundational to establishing a sustainable tourism business."
SMART objective:
· To attract at least 500 visitors, to organize at least 10 workshops and to sell at least 300 eggs by June 2026
Our USP comes from the fact there are no Ostrich Farms that provides a space where people especially families with children can connect with nature, learn about biodiversity and conservation in a fun and interactive way while maintaining a family time.
5. [image: ]Physical resources: Our Land is almost 2 hectares in a location that is retreat in a rural area, quiet and accessible. Justification: The Land provides enough space for farms, visiting areas and children’s facilities
[image: ]Hisrich et al. (2019) emphasize that understanding regional economic conditions can influence resource availability and operational costs, which are critical factors for rural-based ventures
6. Human Resources: At the beginning it’s going to be just me and my husband dealing with all the activities. As the business will grow we will hire 
· A caretaker for animals (selected from the local community with previous experience)
· A guide for the education of the visitors (from the community as well)
· An administrator for the administration and marketing side(for a short term)
Organization Chart: 

· According to Knowledgemotion Ltd. (2021), "translating ideas into a detailed business plan is essential for securing funding and guiding operations," which includes planning human resources effectively.
7. Marketing ideas:
We will distribute flyers and make contracts with schools
· A Facebook page and Instagram where we will constantly post regularly about our activities, event and stories about ostriches
[image: ]
· Organize special events like ‘Open Gates’, parties , workshops and tematic acivities
· Hooley et al. (2020) advocate that marketing strategies should incorporate digital platforms to effectively reach target audiences, especially families seeking eco-friendly experiences.
[image: ]
Creating a webpage with information about our farm, schedule and our shop online with our products
[image: ]
WealthFit (2020) highlights that a clear business plan with well-defined objectives enhances investor confidence and provides a roadmap for growth.

8. Study the Market:
I made primary research in the local community obtaining feedback from 100 families about their interest in educational activities outside in the fresh air and about their preferences in natural experiences. Alvarez (2018) states that "entrepreneurs need to conduct thorough market research to identify opportunities aligned with consumer trends," The results indicate a rised interest in ecoturism and activities for the kids, with 70% of the responders expresing an interest in visting and Workshops. Leonelli, S. and Masciarelli (2020 ) states that understanding legal and regulatory requirements is essential to ensure compliance and avoid disruptions in operations
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The secondary research came with an annual rise by 15% in ecotourism and rural tourism in our region also a rised tendency in consuming healthier and natural food. (Eurostat, 2022; INS, 2023). This data confirmed an oportunity in combining educational tourism with selling some ostrich products.

9. Financial Resources:
[image: ]
10. SWOT and PESTLE Analysis:
Strength:
· An unique and experimental experince for families
· Familly passion and dedication
· High value per bird and low waste, you can use and sell everything
Weakness:
· Resources financial limitations
· No previous experience in tourism and marketing.
· Handling risks, large powerfull birds require training
Oportunities:
· Partnership with schools and educational organizations
· Barrow and Brown (2021) recommend developing a step-by-step approach to business planning to address the various phases of business development systematically
· Farm shop subscription
Threat:
· Fluctuations in the public interest
· Insurance costs rising for exotic birds
· Risks from natural disasters and animals health
Pestle analysis:
POLITICAL:
· Support for the development of the rural tourism with European funds
· Animal and visitors protection and legislation
ECONOMIC:
· Fluctuations in acquzition and maintanance costs
· Regional economic growth
SOCIAL:
· Growth in the interest for the ecotourism and educational activities
· The need for education and community’s awareness
TEHNOLOGICAL:
· The use of the on-line for marketing and sales
· Integrate tehnologies to better manage the visitors
LEGAL:
· Compliance with the legislation for the customers and animals safety
· Finch (2022) states that understanding legal and regulatory requirements is essential to ensure compliance and avoid disruptions in operations.
ENVIRONMENTAL:
· Commitment to susteinabilitty and conservation
· Baron and Hmieleski (2018) highlight that innovation and differentiation are key drivers in establishing a competitive advantage in niche markets like educational ecotourism.
Conclusion:
The Ostrich farm represents an oportunitty to combine passion for animals with educational ans susteinable tourism.Through a well organized plan, reasonable investments and a communitty oriented marketing, we aim to grow and contribute to ecological education and biodiversity.Armstrong et al. (2023) suggest that integrating environmental considerations into business operations not only supports sustainability but also appeals to eco-conscious consumers.



Task 1 part 2
1. New Business and Entrepreneurial Skills Exercised and Developed
Throughout this course had the occasion to develop a number of business and entrepreneurial skills, essential for success in the business environment. First of all, I learned to analyse the market and to identify opportunities, which allow me to understand better how to position a product or a service, to actually answer the consumers needs. I also practiced making a detailed business plan which includes marketing strategies, financial plan and projects, developing this way abilities in planning sand organizing. I also learned to calculate the risk and making informed decisions, which is crucial in Entrepreneurial. Communication and presenting your ideas and plans to potential investors or partners have also been an important part, and this helped me improve my communication skills. All together I gained a clearer perspective about the process of creating and managing a business as well about the importance of adaptability and innovation. It wasn’t easy I must say, quite the chalenge as I have never been in this position of trying to open my own business, used to be just a dream to be honest. I am really happy I’ve done this level as it opned up my mind and gave a lot of knowledge and confidence. There is a popular saying that has inspired me “If you don't build your dream, someone else will hire you to help them build theirs. – Dhirubhai Ambani, founder, Reliance Industries.”
2. Entrepreneurial Characteristic to Develop and Proposed Approach
An entrepreneurial characteristic that I identified and I need to improve is perseverance. In the business domain, obstacles and failures are inevitable and the capacity to persist and learn from your mistakes I essential for success. For the moment I consider I get very easy discouraged in front of the challenges, which is affecting my trust in my own abilities. To develop this characteristic, I intend to have a more proactive approach, and to set clear and realistic objectives, on a short or long term. I also would like to learn how to manage more efficient the stress and to look for support in my circle, like friends, family or colleagues to maintain my resistance and resilience in front of obstacles. 
3. Feasibility of the Business Proposition
About the feasibility of my business proposal, I consider it’s a realistic project, given the study of the market and all the planed research I have done. The idea is built on the identified need of the consumers and a clear differentiation strategy from competitors. I analysed the available resources, estimated the potential costs and earnings, which make me believe in the sustainability of the business on a long term. Even so I am aware that the success depends on the correct implementation of the plan, the adaptability of the changes in the market and on the capacity to react fast and prompt to the eventual obstacles. In conclusion, I consider the project is feasible , but needs a careful manage and flexibility to insure future viability in the dynamic business area.
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