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Executive summary
Boots is a family company established in 1849 by John Boots, and was an entrepreneurial company operated from generation to generation.  At the age of 10, Jesse Boot started helping his mother with the company and eventually owned and named the company Boot Pure Drug Company Ltd. in 1888.  The company was sold several times to different companies in Canada and the US and later back to the UK.  Boots UK base is one of the sole representatives of Unilever which is a Dutch-British base company which mainly deals with transitional consumer goods and is headquartered in Rotterdam and London.  This exclusivity contract given to Boots UK made Boots one of the British valuable company and its designs, development, and sales range in products of Unilever, ranging from foods and beverages, personal care and beauty products.

Boots is now operating in almost every city in the UK and have been under the circumstances of economic boom, recession, lifestyle of people, rapid change of technology and depression.  Boots is planning to open its new business unit in every city in Europe for manufacturing and selling beauty products and is aiming to the largest company in this sector.  So in order to achieve that, the company needs to develop a business plan, study the environment and culture in which they want to operate and various other factors which are essential; for developing their business.
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Introduction
Entrepreneurship is the process of designing, developing, manufacturing, launching and running of a new product or a business which is initially a small-scale business and the persons who run those businesses are known as entrepreneurs. This report will discuss about Dove shower foam which is the newest product the company is planning to launch worldwide especially in Wales, Europe. Unilever is a Dutch-British based company which mainly deals with transitional consumer goods is headquartered in Rotterdam, Netherlands and London, United Kingdom. The product of the company mainly includes cleaning agents, foods and beverages, personal care products and beauty products. Unilever is Europe’s 7th most valuable company and is one of the oldest multinational companies in the world and its products are available in more than 190 countries.
Description of the business plan in context to key traits, characteristics, attributes and motivations of entrepreneurs and of small business owners
Main focus of Unilever is to establish its cosmetics brand as a significant unit which will symbolize superior quality in its segment of beauty care, fitness, apparel, and skincare. Unilever is planning to establish new contract facilities in France and California where they will be producing their products of beauty and healthcare. The company, for its new business unit will be engaging a district in its market position. As per the views of Nambisan (2017), there are no other brands in Europe who expertise in the product line which comprises of beauty, fitness, skincare, and accessories. The business plan can be developed by understanding the international perspectives of entrepreneurship as launching a new business unit in a country like Europe, its characteristics, policy initiatives and development differs with respect to other countries. The business plan for a company launching a new business unit can be done using Global Entrepreneurship Monitor (GEM). GEM is a conceptual model which is yearly assessment report of the entrepreneurships national activities in diverse and multiple countries. . The company is going to acquire the validity for ensuring easy access to wider distribution and making the brand payments for the spa (Corporatefinanceinstitute.com, 2019). 
Marketing mix 
Place: This portion of marketing mix mainly focuses on the places or the venues, where Unilever is going to distribute their products by identifying their potential customers and the places where the company transacts. The potential customers of the company will be in the age gap of 24 to 65. Unilever mainly uses Retailers, Stores and Kiosks for distributing their products. Retailers are the main source for distribution of Unilever’s products. For example, Walmart is one of the largest retailers who are responsible for the distribution of the unilever’s products. The kiosks are occasionally used by Unilever for introducing their products directly to their customers. Unilever is planning to launch its new product, Dove Shower Foam and is planning to expand its beauty products unit in Europe and so it need to sell the product via retailers, distributors and the departmental stores making the product accessible to their potential customers (Panmore.com, 2019).
Product: Unilever has been constantly expanding their consumer base throughout the years which has resulted in broadening their product mix which is currently composed of more than 400 brands. The product mix of the marketing mix mainly deals with dealing with identifying the company’s output. The product variety of Unilever are mainly based on following four categories which are Foods and Beverages, Refreshments, Personal Care and Home care. The company is planning to expand its Personal and Beauty Care unit in the Europe region and needs to launch products which are better in quality and available to their potential customers (Unilever.com, 2019).
Price: The Company has developed a strategy to divide its potential and target consumers into two groups: retailer and the end users. The pricing strategy of Unilever is mainly divided into three categories:
· Market-Oriented pricing Strategy
· Premium Pricing Strategy
· Product Bundle Pricing Strategy
The Market-Based pricing Strategy mainly involves setting up of different price points which are based on the market factors of the consumer goods. Unilever mainly decides their pricing strategies which are based on the pricing of their competitors for determining their most appropriate prices. Premium pricing strategies of the company mainly involves keeping the prices of their products higher than their competitors. The pricing of the products like Dove are kept moderately high which determines the premium quality of the product. Also in some instances, Unilever offers bundle of their products at discounted prices. This section of the marketing mix shows the strategy mixtures which are applied to suit the variations in target markets and consumer goods of the company (Demilet al. 2015). 
Promotion: The company markets their new products to their customers by advertising their products across a wide range of their distribution channels by various means of promotional tactics like advertising on various forms of media, sales promotion, public relations, Direct marketing, and personal selling. Advertising is the primary means of promotion for company’s products. Unilever does promotions of variety of products on online and television media. The company also offers occasional discounts on bundles of their products like Dove soaps are sometimes offered at discounted prices in pack of three. The Unilever’s foundation activities also enhance their brand strength and corporate image in terms of public relations.  
Comparison and contrast between ‘for profit’ and ‘not for profit’ organizations
Profit and non-profit organizations vary greatly in terms of their operations and the overall purpose of their existence also differs vastly. For profit organizations functions mainly for their profit maximization and then forward their profits to owners and shareholders whereas ‘not for profit’ organizations functions for fulfilling the needs of their society. ‘Not for profit’ organizations do not their owners and they focus mainly on maximizing their revenues with minimal costs which ensures that their revenues are greater than their costs. The revenues generated by the ‘not-for profit’ organization are never distributed among their owners and are recycled back for fulfilling the organization’s activities and public health benefits (Ojala, 2016). 
The difference between the “for profit” and “not for profit” in their technical aspect is that the ‘for profit’ organizations need to pay taxes on their income generated while ‘not for profit’ organizations are exempted from any type of tax. Since these ‘not for profit’ organizations goal is making the world a better place by investing their time, funds and resources, the government provides these organizations with various benefits. As these organizations are exempted from paying any type of taxes, they are responsible for the property and state tax.
Contextual Empirical examples
One of the examples of a ‘not-for profit’ organization is Amnesty International which is a London based non-governmental organization which is mainly focused on human rights. The main mission of this organization is to campaign that every individual in the world must enjoy equal human rights (Ghezziet al.2015).
Unilever is a profit-based organization which is a Dutch-British based company which mainly deals with transitional consumer goods is headquartered in Rotterdam, Netherlands and London, United Kingdom. The products of the company mainly include cleaning agents, foods and beverages, personal care products and beauty products.
Academic theory related to business start-up, development and youth 
The academic theory which can relate to business start-up, development and youth is Darwin’s Theory of Start-ups. The original theory which was given by Darwin was Darwin Theory of Evolution, which stated that the Galapagos finches are descended from the mainland finches which reached the island sometime in the past (Nambisan, 2017). With the changing weather and other conditions, over the time they evolved, and changes occurred to them gradually. This theory can be linked to the start-ups in the following manner:
· When a company is building a business, the company needs to evolve their product and services over the time for bringing value to their product.
· While starting a business or running a start up, the individual needs to be aware of the market and understand their competition.  
Wide appreciation of support systems for business start up and the processes of growth and development
The progression of a business life cycle is mainly divided into five phases, which are launching of products or services while beginning the operations, growth of the business, shake-out, maturity, and Decline. The five phases are discussed below:
Launch (Phase One): When a company is starting a business or starting its operations, they generally do so by launching new products or services. During the phase of launching a new product, the sales can be low and the costs of starting a startup are pretty high. Hence the businesses are prone to high losses during the period. The flow of cash during the launching period is negative and the figure dips further lower than the profit. This is mainly due to the fact that the capitalization of costs during the initial startup period is not reflected in the business report and is reflected in the cash flow (Cosenz, 2017).
Growth (Phase 2): During the growth phase, the business experiences pretty high growth in sales and due to rapid growth of sales, the business starts to gain profit once it crosses the breakeven point. But the profit cycle is still behind the growth cycle, however due to rapid growth in sales, company experiences positive growth phase.
Shake-Out (Phase 3): During this phase, the sales of business continue to rise but the growth rate becomes slow due to the entry of competitors or due to approaching market situations. Peak for sales during this phase gets low, as the profits decreases although their sale increases. Due to this, there is increase in cash flow which exceeds the profit (Akhter, 2017).
Maturity (Phase 4): As the market gains maturity, sales continues to decrease, and the profit margins get thinner. The cash flow virtually gets stagnant and hence the cash generated is more than the profit generated. However, companies during this phase, extends their business by reinventing themselves in the market and investing in new technologies and the emerging markets. This allows the companies to expand their market by attracting more potential customers.
Decline (Phase 5): In this final stage of cycle, profit, sales, and flow of cash decline. The companies accept their failure in their business life cycle finally loses their competitive advantage and exits the market.  
Key stakeholders and their roles
For a business to be successful, the organizations need to understand the market environment and the external as well as the internal factors the business is operating. 
Manager: The manager needs to identify potential stakeholders and individuals who are directly or indirectly related to it. The managers of the organization are required to identify and fulfill the various needs and goals of the stakeholders.
R&D team: With every failure in a business, the pressure to perform for a R&D team increases. This team helps a business to gain a competitive edge over other companies. This team needs to develop plans that are ahead of other functions.  R&D team needs to have a clear insight of the future problems and the solutions that are needs (Stark, 2015). 
Conclusion
It can be concluded that for an individual to start a business, a business plan which includes analysis of the market in which they are wishing to operate needs to be devised. The business plan can be developed by understanding the international perspectives of entrepreneurship as launching a new business unit in a country like Europe, its characteristics, policy initiatives and development differs with respect to other countries. The business plan for a company launching a new business unit can be done using GEM. They need to have a clear understanding about the academic theory which relates to start-up, business development and growth. The manager needs to identify potential stakeholders and individuals who are directly or indirectly related to it. Stakeholders are the individuals and the organizations who are interested in the success or failure of a business in a market and they have a share of profit the business gains from their services. 
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