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[bookmark: _Toc236067632]Task 3: Reflection
[bookmark: _Toc236067633]Element 6: Reflection
[bookmark: _Toc236067634]6.1 Introduction
It is a critical reflection of the developments of the concept of VanFortiq business using the Gibbs Reflective Cycle. It takes into consideration the experience acquired, the problems it experienced, how to eliminate them and solutions that can be adopted to transform the company for better growth.
[bookmark: _Toc236067635]6.2 Description
VanFortiq is a secure parking method based on AI and is projected to prevent theft of vans and tools in the UK. The steps of business planning will include: identification of an opportunity in the market, SWOT and competitor analysis, identification of the target consumers, development of the marketing strategies and financial projections. Such activities helped to take an idea that was not complete into a business plan. Burns (2022) asserts that the identification of actual market opportunities plays a key role in the success of an entrepreneurship, and it influenced the formation of this business idea.
[bookmark: _Toc236067636]6.3 Feelings
At first, I thought that being creative would be good enough to build a successful business idea. Nevertheless, it turned out that evidence-based decision-making, critical evaluation, and strategic thinking is the most significant keys to successful entrepreneurship that can be developed in the process of planning. These experiences assisted me in taking a systematic reflection on them in the Gibbs model.
[bookmark: _Toc236067637]6.4 Evaluation
Another significant factor about the project was that the project did not just identify an actual market need, but rather came up with a solution to the need which involves the incorporation of AI surveillance use, secure parking, and mobile technology. The use of business planning tools contributed to the fact that the whole proposal was contained, as there was more strategic direction that was boosted, and the commercial realism of the proposal was improved. However, it was difficult to determine the financial estimates unless there was operational data, and then it had to be done with a few assumptions. Moreover, there was a need to attract a more insightful perception of companies so as to be in a position to differentiate VanFortiq from other existing security providers until a good unique selling point could be offered. All these experiences highlighted that planning of businesses is a process which is supposed to be revised many times and not an isolated activity. It confirms the assumptions of Welter et al. (2021), which presuppose that successful ventures are designed as the outcome of continuous enhancement and learning.
[bookmark: _Toc236067638]6.5 Analysis
The process of business planning greatly enhanced my knowledge of entrepreneurial decision-making. Competitor Analysis revealed that organisations used to provide similar individual vehicle security services in the past, and so VanFortiq had to offer better value. The differentiation can be seen as applicable in the competitive market, as the value to customers increased more when compared to competition with one security feature only, under the variants of AI monitoring, secure parking under real-time mobile services.
The market segmentation also had a significant impact on critical decisions since the main customers were also found to be tradespeople and delivery drivers, as they are especially vulnerable to vehicle theft. This has facilitated superior customer demands, pricing and delivery to customers. Bondarenko et al. (2023), highlight that customer needs are at the centre of the development of effective marketing, which is why market research is vital in this project. 
Financial planning also helped me to improve my analytical skills as I was in a position to see the relationship between the cost of investments and operations as well as long-run sustainability. I am not talking about finance as a single exercise; on the other hand, I just found out that it affects all the business strategies. This partially coincides with Shepherd et al. (2021), who suggest that the roots of entrepreneurship lie in the continual learning and updating of business decisions as the venture develops.
[bookmark: _Toc236067639]6.6 Conclusion
The process of developing VanFortiq enhanced my knowledge of opportunity recognition, strategic planning, marketing, as well as financial management. The experience helped to realise that the key to successful entrepreneurship lies in the constant assessment and the degree to which an individual is oriented towards customers and makes evidence-based decisions. The idea about thinking through the process of development has given me enhanced confidence in the principles of business planning and implementation in future trends.
[bookmark: _Toc236067640]6.7 Action Plan
The primary market research with tradespeople and fleet operators would also be considered in the case VanFortiq were developed to ensure customer demand to enable provision of the services. Subsequent expansion would involve coming up with a pilot programme in a city in the UK. The other areas of my growth that I would improve on would include financial forecasting using real operating data, enhancement of cybersecurity and ensuring the emergence of partnerships with insurance firms and local government. These would minimise uncertainty, enhance strategic decision-making, and augment business commercial viability, as well as provide future planning that is based on more substantive empirical results.
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