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[bookmark: _Toc109424941]Introduction
The report provides a brief description of the proposed business plan. Besides, it analysed the industry using Porter’s five forces model and determined the industry attractiveness. Thirdly, it provided the operation and team management plan. Besides, the team management members' qualification and their capabilities were discussed to justify their presence in the organisation. Furthermore, a marketing strategy is developed demonstrating points of differentiation, positioning, and 4p’s of marketing. Fifthly, a financial plan is developed to show from where necessary funding will be collected and a cash budget is developed showing six months projection. Finally, extensive marketing research is done to show the opportunities in the market. Besides, the macro environment is analysed using the PESTEL model. 


[bookmark: _Toc109424942]Business Description
The company’s name is ‘Fresh Veggies’. The business will sell agricultural products to customers via an e-commerce platform. The business will source products from the farmers and will store them in cold storage located in different areas. When customers will order products, the products will be delivered to them from the storage. 
‘Fresh Veggies’ mission is to provide fair prices to farmers and to offer fresh products to consumers at an affordable price to reduce food waste in the country. The main service of this business is its e-commerce smartphone application and its website. Through these customers can purchase products from anywhere. The corporate structure of the company consists of main founders, co-founders, two managers, and employees. The required fund will be collected from the founders’, co-founders’, their families, angel investors, and banks. However, to protect the idea of the business or to protect the smartphone app/website legally copyright will be done.
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Overview of the Industry
The business falls under the agricultural products industry and also online shopping. Because customers will be able to buy agricultural products from the smartphone application and website. The agricultural products industry in the UK is worth £10.36 billion and is expected to be worth £16.68 billion in 2025. In 2020 the sales in the industry were £12.4 billion. The growth rate of the industry annually is 10%. (Research and Markets, 2021). Besides, the global e-commerce agricultural product industry size in 2020 was £23.82 billion and its compounding annual growth rate was 6.84% (Taiwan News, 2021). 
Target Customers
The target customers will be both men and women aged 25 to 50 years old living in Norfolk area. They are habituated to digital platforms and buy products online. Besides, students, busy office goers, and housewives will be the customers.
Competitor Analysis
Some competitors are Venna's, Amazon UK, TESCO’s online store, and the green berry.  Venna’s Asia is an online shop operating in East London and has 25,000 products to offer to customers. It has both offline stores and online stores. Similarly, Amazon UK also offers agricultural products but it does not offer a wide range of products under vegetables, fruits, and beans. It has strong brand awareness. Similarly, TESCO also offers a wide range of agricultural products to customers and has strong brand awareness in the UK. Green berry is also an online retailer of agricultural products.
[bookmark: _Toc109424944]Porter’s Five Forces
· Bargaining Power of Buyers: Buyers have high bargaining power because of the high number of choices available to them. Besides, small price changes can divert or attract customers to the companies’ products.
· Bargaining Power of Suppliers: The bargaining power of suppliers is also low because of many farmers. Besides, companies can substitute products easily. There is also little uniqueness in the products of farmers.
· The Threat of Substitute Products: There are many companies operating in the industry offering the same service and products. Besides, switching costs of customers to alternative services is also low. Thus, there is a high threat of substitute products. 
· The threat of New Entrants: There is a low cost to enter the e-commerce platform in the UK. Besides, there are no significant barriers to entry into the industry. However, some companies have high brand awareness making it difficult to enter. Hence, there is a moderate level of threat.
· Rivalry among Competitors: Competitors' numbers are high in the industry. Besides, the customers have various options to switch to different brands. 
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[bookmark: _Toc109424946]Business Model
The business model is e-commerce. The business will collect agricultural products from the farmers; it will store the products and then will deliver the products to customers. Customers can purchase products using the smartphone application and also from the website of the business. The products will be collected directly from the farmers. After collecting them, the business will store them in cold storage. Products will be delivered to customers collecting products from the nearest cold storage. The business will charge a commission on products for both farmers and consumers and will charge a delivery fee from the customers. Because the business is providing a fair price of products (which will be reasonable along with the commission) and farmers do not need to establish online shops like other e-commerce platforms. Also, farmers do not need to store them at additional cost. Furthermore, farmers also will not have to incur transportation costs to send their products to the market.
[bookmark: _Toc109424947]Management Team Plan
The founder of the business will be Galina Rais. Besides, he has the creditability to sustain the business as he has learned skills necessary to operate a start-up. For example, communication skills, market knowledge, time management skill, and problem-solving skills were learned by him as he has a BA in Business Management degree and did an Entrepreneurship course. 
James Harrison will be a co-founder. He specialised in software engineer and has a degree in this subject. He will supervise the technology side of the business. There will be another co-founder Helena Richard who specialises in supply chain and has a degree in supply chain management. She has 2 years of experience working as a supply chain manager in a company. Her degree and experience will ensure effective supply chain management e.g. collecting products from customers, storing them, and distributing them. 
[image: ]Finally, Andrew Hudson will be the marketing manager who has experience of 1 year working in a company and has a bachelor's degree in Marketing. Under his supervision, there will be 5 employees to operate the marketing department. Finally, William curter will be the finance manager and he has a bachelor's degree in Finance and 1 year of experience working as a treasurer in a company.

Figure 1: Team Management Structure of Fresh Veggies (Source: Self-Made)
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The marketing strategy is designed based on the RACE model which is discussed below. The marketing strategy will follow both digital marketing and traditional marketing tools.
· Planning: The SMART goals are to achieve 25,000 registered users in the first 4 months of operation, and to achieve £100,000 of sales in the first two months of operation; 
· Reach: Customers will be reached through Email, Social Media content, Search Engine Optimisation, and traditional marketing efforts. For example, customers will be sent updates on products in their email addresses. Besides, the content will be published on social media regarding the products. Leaflets and billboards will also be published to reach customers.
· Act: In this stage, the business will publish content on social media, advertise via leaflets, and will email potential customers. For example, content that shows the latest agricultural products in the app. It will be done to engage customers and bring them to the mobile app.
· Convert: In this stage, the business will convert audiences to customers. For this customer will be sent content that encourages them to take action. For example, a social media post may say ‘Order now and get a 10% discount on any products. It will prompt customers to look at the products and purchase them.
· Engage: To maintain the relationship with customers, the business will regularly engage with customers. For example, posting regular content on social media, replying to people’s queries, commenting on people’s opinions, and so on. Besides, the business will share content that will retain customers.
[bookmark: _Toc109424950]Positioning
The positioning of the ‘Fresh Veggies’ will be based on the qualities it is offering at an affordable price. The business will offer various features and a wide range of products than most of its competitors. The following positioning map is designed to show the position of the business:
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Figure 2: Positioning Map of Fresh Veggies (Source: Self-Made)

[bookmark: _Toc109424951]Points of Differentiation
Fresh Veggies first differentiation point will be its wide range of products. It will offer all kinds of agricultural products that customers can get in just one app which is not available in most of the competitors. Secondly, customers will be able to get fresh products at an affordable price and products will be delivered fast so that customers can experience the freshness. This feature is also unavailable in some companies like Amazon UK and TESCO.
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· Product: The product of the business is its website and mobile application.
· Price: The business is not selling products on its own. Hence, there is no pricing but the company will charge a commission of 10% on each product to farmers and an 18% commission from consumers.
· Promotion: Both digital and traditional methods will be used for promotion. For example, social media, email marketing, leaflets, and billboards will be the main mode of marketing.
· Place: The place of the company is online and hence has no physical location of stores. But it will have a head office in Norwich city, UK.
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Firstly, the founder, Galina Rais will provide funds to the company as his investment. It will be his saved money and personal assets will be mortgaged to collect funds. Because it will show other investors and banks that the founder believes in his venture and has the commitment to work in long term. Secondly, the co-founders will also provide funds to buy a percentage of the business. 
Thirdly, family and relatives of the founders and co-founders will another source of financing. Because they will provide the fund on easy terms and most likely they will not charge interest on the fund. But the business should be serious about the collected funds from the family. 
Finally, funds will be collected from angel investors, and to find angel investors online platforms like the UK Business Angels Association, and ACF investors will be used. Angel investors are chosen because they prefer to invest in the early position of a start-up whereas venture capitalists do not. However, if necessary, funds cannot be collected, the additional fund will be collected from Banks as loans.  
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[bookmark: _Toc109424957]Market Overview
Revoredo-Giha, Russo, and Twum (2022) found that per household in the UK, consumption of vegetables and fruits increased by 6% during the pandemic. According to Statista (2022), the consumption value of fruits in the UK has increased to £10,550 million. Besides, IBIS World (2022) stated that the market size of online groceries shopping is £28 billion and its growth rate is 9.1%. These statistics show that businesses have enough opportunity to grow in this industry. Moreover, Coppola (2022), 58% who purchase online age between 24 years to 54 years old in the UK. Fresh Veggies target customers are this age group which shows opportunity in online agricultural product shopping. Finally, according to Statista (2022b) 7 out of 10 online groceries shoppers in the UK purchase from a mobile phone. Thus, Fresh Veggies focused on customers’ mobile phone experience. 
[bookmark: _Toc109424958]Macro Environment Analysis
To analyse the macro environment of the UK, the PESTEL model is used below:
· Political Factors: UK’s government is stable. For example, the UK’s political stability and absence of violence confidence interval was 72.64% in 2020 (Trading Economics, 2022). Also, BREXIT can be an opportunity for the country and the country has a strong relationship with its allies.
· Economic Factors: In 2021, UK’s GDP was £2.2 trillion (Statista, 2022c). Besides, the country has a diverse economy that attracts high foreign investment. But recent high inflation e.g. 9.4% rate can be a barrier for business (Moya, 2022).
· Social Factors: In 2020, UK’s population was 67.22 million and will grow in the future. It shows that there will be a high number of manpower and companies can employ them. Besides, people focus on health largely and they have a high-income level.
· Technological Factors: The country largely invests in technology and research. It is already leading in the technological area and is surpassing other countries like Korea, Japan, and Australia.
· Environmental Factors: High number of developed industries in the UK have faced environmental issues. Therefore, the government is strict to ensure proper measures are taken by businesses to protect the environment. Besides, different companies along with the government are taking net zero carbon emission and zero plastic waste measures.
· Legal Factors: The legal requirements to establish a business in the UK are easy to follow and government supports the new start-ups. However, companies need to follow certain laws to successfully operate e.g. Employment Act 1996, and Equality Act 2010.



[bookmark: _Toc109424959]Conclusion
The company’s name is Fresh Veggies selling agricultural products to consumers collecting them from Farmers. The company is focused to provide fair prices to consumers while reducing food waste. However, the industry is attractive and is growing quickly. There will be a founder, two co-founders, and two managers specialising in Finance and Marketing in the management team. The marketing strategy will focus on both traditional and digital marketing. Moreover, high-quality products at an affordable price will be the USP of the company. Founders’ and co-founders' funds, the fund from angel investors, and banks will be used in the business. The business will start with £100,000 and will have positive net cashflows in the next six months. Finally, the market has opportunities that the business can exploit. 
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Particulars August (£) September (£) October (£) November (£) December (£) January (£)

Cash Inflows:

Beginning Cash Balance 100000 36690 43730 68870 91160 111530

Commission from Farmers 20000 25000 30000 35000 40000

Commission Charge on Customers 30000 38000 45000 52000 58000

Delivery Charge 60000 70000 78000 85000 90000

Premium Membership for customers 5000 8000 12000 15000 18000

Cash Outflows:

App Development -42000- - - - -

Website Development -6000- - - - -

Salaries -60000 -60000 -60000 -60000 -60000

Rent -1000 -1000 -1000 -1500 -1500 -1500

Marketing Expenses -8000 -9000 -10500 -12000 -17000 -18500

Office Expenses -500 -500 -500 -500 -800 -800

Electricity Bills -110 -110 -110 -110 -180 -180

Utility Bills -100 -100 -100 -100 -150 -150

Cold Storage Rent Fee -3600 -3600 -4000 -4500 -6000 -6800

Delivery Riders' Commission -50000 -55000 -60000 -75000 -78000

Transportation Cost -2000 -2000 -3000 -4000 -6000 -7500

Ending Balance/Net Cash Flow 36690 25380 50520 91160 111530 144100

Fresh Veggies

Cash Budget

August 2022 - January 2023
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