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INTRODUCTON

Bella’s farm was formed due to a high demand that is currently developing on the market. Based on it’s founder’s business and farming skills all the key objectives demanded by the current times have been targeted filling a gap in the current farming sector. The avenues that will be explored will also include land acquisition that will allow Bella’s farm to prosper in the right environment.

Bella’s Farm is a profit corporation on which the business plan will be imitated. The expected opening date for the farm is beginning of April 2022 in Devon, Totnes, United Kingdom. Bella’s Farm it will be located near Dartmoor National Park. The business will be operational in the agricultural industry. It is expected to provide Organic products and other children’s activities relating to agriculture and animals. The company expects to provide fresh organic fruits and vegetables to costumers. One day a week Bella’s Farm will spend the day with children learning how to raise animals and what fruits and vegetables they produce. This day will be special because it also involves parents in activities giving them the opportunity the further strengthen the relationship due to the green space and the more than friendly environment offered at Bella’s Farm. 

BUSINESS DESCRIPTION AND HISTORY

Bella’s farm will be targeting mainly the agriculture sector and will also include a farm shop and a live farm which will allow visitors including children to spend a day at Bella’s farm to see how the farming process develops from inception all the way to products being on the supermarket’s shelves and spend time with all the animals in the farm.
The founders of Bella’s farm have come together from different sectors , although together being able to fulfil the requirements for a complete team that will tick all boxes required to develop a successful business.
· 
After further consultations between the founders and consulting the community ‘s needs, the concept of Bella’s farm was formed. 

The founders will host monthly consultations with the community to monitor the needs and making sure that all the requests and the requirements are being met by Bella’s Farm. 

We will be relying on the community in order for the concept to be promoted further and giving us the opportunity to grow even further and going the extra mile for our community. 


As focusing points the following activities will form part of a day at Bella’s farm:

· Understanding how Bella’s farm was created from inception to the current stage of the business. The farm will receive a small cinema where the visitors can view the progress at Bella’s farm since start and also an introduction and guide tour to all areas currently open to visitors. 


· Visitors will be allowed to explore the fields in order to understand how the farming process works at Bella’s farm and proving that Bella’s Farm green way of harvesting is the way forward. 

· Petting days with all of the animals at Bella’s farm from small pigs , chickens, sheep , cows and pony’s. Visitors will be allowed to have petting sessions with the preferred animal from the farm with the option to buy a customised blanket to meet their preferences in colours material & design after the petting session finishes.

· Visiting Bella’s farm shop which will have on display and sale all the products that are being harvested or produced at the farm including souvenirs and organic fruits & vegetables all being offered on a special price to all members. 

· The land that has been acquired by Bella’s farm spreads over 50000 square meters and will incorporate the main area for visiting which will comprise the shop, the cinema, a cafeteria & the petting area with the rest of the area hosting the animals warehouse, the photo voltaic field which powers Bella’s Farm alongside the fields where all the fruits and vegetables are being harvested. 

· A car park will be also built as part of the development which will allow 150 cars to be present at the same time at the farm, with 40 number car park spaces providing electric car charge for the newer generation vehicles. 

· The main production warehouse which will host all the animals will spread across 5000 square meters allowing the animals that are being hosted at Bella’s farm the perfect environment for developing, growing, and enjoying the environment that has been created to meet all their need. 

· An offices area will also be part of the warehouse which will host all employees that are working at Bella’s farm alongside changing rooms, changing facilities & the staff cafeteria. 

· Bella’s farm will have a maximum 20 number employees in order for all the tasks to be fulfilled in the targeted timeframe according to the business plan. 


Aim and Objectives 

Bella’s farm is targeting a very volatile market which is the fruit and vegetable one as currently in the UK most of these products are being imported either from Europe or around the world with the costs of these products exceeding the price of the products that are currently being produced and harvested in the UK.

Currently the UK government is promoting intensively all products being produced & harvested in the UK within the market in order for people that live in the UK to buy products that have been produced and harvested in their homeland. 

Further to our business developing team exploring the current market and the possible buyers of Bella’s Farm’s products we have developed several relationships with marker giants as Tesco, Waitrose & M&S with interest coming for our products. 

Bella’s farm is also exploring the development of a distribution centre soon to enable online shopping for all the products that are being harvested & produced at the farm. 

Our team is currently negotiating with the online supermarket number 1 which is Ocado. 
We are exploring a few avenues in order for our products to also be available online via the Ocado website and taking advantage of their current high end distribution facility which is close to our farm next to Bristol.

All the products that will be coming from Bella’s farm will be certified as organic food as only natural and traditional method’s will be used, avoiding the use of any chemicals throughout the fields or in the farm. We will be heavily promoting our way of farming and also offering the chance to spend a day at the farm to all of our visitors or members. 

As part of the marketing, promoting & developing process of the farm , the business developing team will engage with local communities and schools initiating a loyalty programme which will offer free access at the farm and several discounts to our products and entertainment days. 
Several loyalty programmes will be promoted within the community with monthly or yearly packages being available for purchase. 

By making a success of the loyalty programme, assurance and stability can be given to the business investors as the revenue will be constantly managed via these packages. 
We have always considered that the ‘’mouth to mouth advertising’’ especially in the community will be the most successful and efficient one without a any costs being incurred by the business. 

We will be hosting a yearly Bella’s farm festival. On the day we will have an ‘’open door’’ policy in place giving everyone the opportunity to visit and explore the farm without the need to pay the entrance ticket or to be part of our loyalty programme. 
During the day we will promote our current method of growing our fruits and vegetable with visitors having to option to attend a course on which after completion they could be offered a diploma proving that the course attendant has successfully accomplished ‘’Bella’s Farm Healthy and organic way of life’’ course.
As part of the activities that will be part during the festival day visitors will have the opportunity to be part of a day at Bella’s farm with our employees during the feeding and nursery of all animals in the farm and a tour of the fields. 

We are also aiming to build a healthy eco-system within the farm’s premises to ensure that our products and products will achieve the very best quality as organic products. 

As the business will grow being backed up by our credentials and our development plan we will aim to become a leading producer of organic fruits and vegetable taking precedence to any imported products on the UK market’s shelves. 




Mission and Vision 

The goal of our mission will be to promote our healthy way of farming which will encourage a better lifestyle.

As part of our loyalty programme, we will endeavour to assist parents that will be coming at the farm with their children to understand how Bella’s Farm lifestyle will prove to be the key to a friendly environment a healthy place and definitely a happy place where they can always spend quality time with their family. 

We will be heavily promoting with the parents visiting the farm the need of healthy food to be on their tables at every meal, discouraging within the community the need of any junk food. 

Our vision will give the opportunity to all visitors to connect within a green space , creating amazing experiences offering visitors long lasting memories with Bella’s Farm being the place to be at all the times.

As part of our mission and as part of our community engagement programme we will develop a strong relationship with the surrounding community , organising several meetings and community gatherings to have a better understanding in regards to the community’s needs.

We will be targeting as part of our environmental plan and also during the construction phase, a net zero carbon emission plan competing with the current market and also signing up to the UK’s current environmental plan targets to reduce the carbon emissions.

The whole farm will be powered via ‘’green’’ methods, with an area of 200 square meters being covered with photo voltaic panels that will offer the farm the option to be self-sustainable.

All the waste that will be produced at Bella’s farm will be segregated and wherever possible reused and recycled with Bella’s Farm targeting to divert all waste from any landfill. 

By becoming a leader within the community and the area we will continue to keep the same vision as used during inception. 

As a business Bella’s Farm will be targeting different areas of the UK upon becoming a leader in the south west. 

We will be targeting to expand and develop a second Bella’s Farm in the near future which will be built within London Metropolitan Area, with the whole of Southeast of England being on our doorstep giving us several opportunities to develop our mission and vision further. 





Business Structure 

CEO 
Sale, hiring, marketing

Shareholder Owners

Board of Directors 



Farm Management 


General Manager 
Sale,plan,lead,control,etc


	Equipment
	Technology
	Finance
	Marketing Supervisor 
	Health

	Tractors
	Drones 
	Accounting
	Public relations
	Disease 

	Harvesting
	Livestock
	Target Market
	Promotion
	Prevention

	Water pump
	Office 
	Net revenue
	Selling 
	Breeding

	Seed drill
	
	Total expenses
	Contacts 
	Records




Bella’s Farm’s business structure will be focused around its employees, always focusing on the wellbeing of it’s people. 

Bella’s Farm will act as a corporation.

With current organisational structure we are positive that Bella’s farm can achieve it’s goals and target it’s current expansion and development plan, also maintaining it’s current steady pace in the south west pursuing it’s target to expand also in the south east and London. 

After the first 3 years of trading Bella’s farm will be targeting for it’s shares to be published within the stock market giving the business a higher cashflow and the opportunity the go the extra mile with it’s expansion plans. 












Jolanta Zenelaj (2029743)
[bookmark: _Toc91623716]Product & Service Description 
The primary focus of the company is to sell organic products that range from dairy necessities, fruits, and vegetables. Bella's Farm expects to provide good quality products in the market. The basic dairy items that the company aims to sell consist of Milk, Ice-cream and clotted cream which is very demanding in the United Kingdom. The uniqueness of the business model is that it provides the opportunity for children to engage more with organic growth activities. The company provides the space for children to teach them how to eat organic items and how it can help them to create their own patches and grow vegetables from them. It will be offered through  membership where children get to subscribe and engage with the activities with their own hands. The company also aims to sell fresh fruits and vegetables accessible to all the consumers and children especially. The company also believes that pumpkin patch, which is very common in the United Kingdom during the autumn season will be produced in the most efficient and sustainable way. Seasonal fruits and vegetables will be produced according to demands and tradition. The brand believes it can provide all the vegetables available within the specific season as well as fresh fruits. 
[bookmark: _Toc91623717]The uniqueness of Bella’s Farm
Engaging children with different activities of agriculture is a unique selling point of Bella's Farm. This feature is almost available in major parts of the United Kingdom (Amartya, 2016). Kids will be considered the major figure for the uniqueness that the brand provides. The standout point of the farm is that it will try to increase the monthly membership volume of children’s subscriptions so that it can make it popular and very engaging which can help the brand to expand very easily. 
[bookmark: _Toc91623718]
Delivery Service
The company will provide delivery service throughout a big radius of the location. Bella's farm believes it can have more reach in the market it can provide a good quality product in the fastest delivery time. The delivery channels will be internal in the beginning as dedicated riders will carry out the delivery process early morning every day. As soon as the sales volume increase and the business expands, third-party delivery channels will be used and affiliated with in order to make sure all the regions are attached properly. Providing the fastest delivery every morning can create a positive my setting the consumer base (Barry, 2013). It wedding is considered a major selling point as the business gets introduced. 
[bookmark: _Toc91623719]Marketing Analysis and Trends 
[bookmark: _Toc91623720]Pricing of products 
Being a new company in the region, Bella's farm believes to provide very affordable pricing initially. The customer base needs to have a clear idea of what the company is offering and launching promotions will be the key events through which the company can reach out to more customers. It will create the opportunity for consumers to have a better understanding of what the companies actually providing along with other services. The cost that will be accumulated for the initial promotional launching and other offers can be considered as an investment for goodwill (Blake, 2012). I can open many doors later as I will start to rely on the brand heavily as they can provide good quality products from the beginning. 
[bookmark: _Toc91623721]Product specification 
[bookmark: _Toc91623722]Milk 
Full-cream milk, Half-cream milk, Skimmed milk, Whole milk, Low-percentage milk, 1% Fat Milk, Flavoured milk 
[bookmark: _Toc91623723]Vegetables 
All seasonal vegetables include- Asparagus, Beetroot,t Broccoli, Cauliflower, Chilli, Cucumber, Lettuce, New Potatoes, Peas, Raspberry, Runner beans, Spring Greens,  Sweetcorn, Sweetheart Cabbage, Swiss Chard, Tomatoes, Watercress, White Cabbage, Pumpkin. 
[bookmark: _Toc91623724]Fruits 
Apples, pears, Raspberries, Strawberries, Gooseberries, Blackberries, Juniper berries, Plum, Greengages (technically a plum), Tomatoes, Cherries, Rhubarb, Quince, Loganberries, Currants, Tayberries, Elderberries. 
[bookmark: _Toc91623725]Advertising 
Leaflets will be handed out initially in the neighborhood which will provide the appropriate reach required initially. What's the locality will be aware of Bella's Farm, a small event will be gathered through which the brand will showcase how it aims to provide organic fruits and vegetables to the consumers and how they can engage their children in such activities professionally. Social media platforms can be used in order to create online content and short videos through which customers can get aware of what services the brand is providing. Small clips of agricultural activities, seasonal content providing necessary information for homegrown vegetables and fruits can be a good way of spreading the positive idea relating to Bella's Farm. 
[bookmark: _Toc91623726]SWOT Analysis of Bella's Farm 
SWOT analysis will help to provide a detailed idea about the brands’ internal strengths and weaknesses as well as the external opportunities and threats. 
[bookmark: _Toc91623727]Strengths 
Most brands do not provide good quality milk. Sometimes the product diversification is very low and the differences between skimmed and non-skimmed milk and not that much which takes away the consumer’s right to get access to good quality organic milk. Bella's farm will provide appropriate milk with the appropriate tagline that will help consumers find the difference easily once they purchase both types. All the dairy items along with fruits and vegetables will be produced organically. It will consist of no harmful fertilizer. The brand also has a core strength of engaging children with touch agricultural activities that can be considered as a unique selling point working as the biggest strength. 
[bookmark: _Toc91623728]Weaknesses 
Lack of experience can be a very big business for Bella's farm. Little knowledge about the drawbacks can lead to the company suffering from different types of problems in the beginning. Unwanted scenarios might come up easily as the industry is very sensitive and deals with expiration dates very seriously. Delivery services can also be a very e sensitive issue as the timing and schedule must be maintained properly it can be very difficult in the beginning due to rider shortage. 
[bookmark: _Toc91623729]Opportunities 
Local shops will be a very good opportunity for Bella's Farm as the connections built with the local shops can help the brand to engage with more sales. The dairy products will be introduced to the local shops and sold as a sales channel. Customers can collect the product fresh from the local shops easily. Sales can easily is the restaurants are affiliated with monthly orders. As the restaurant business is in constant need of fresh quality fruits, vegetables, and milk, Bella's farm can build solve relationships with the owners by providing the required amount of items every day. Community engagement will also be at the opportunity for the brand as it can build a community based on the consumers. 
[bookmark: _Toc91623730]Threats 
The major threat to the business will be a new competitor in the market. The business model of Bella's farm can be easily replicated, and it only requires a big amount of investment. The competitor can easily reach out to the sales channels and introduce their products at a lower price which can take away the sales from the business. Constant adaptation will be necessary in order to become a dominant force in the market with appropriate uniqueness. 
[bookmark: _Toc91623731]PESTLE Analysis for Bella's Farm 
[bookmark: _Toc91623732]Political factors
The United Kingdom is considered to be a very politically driven and committed country that works as a top motivator for the agricultural industry. The availability of fertile lands and green projects boosts the countries to reduce carbon footprint. The government is constantly discouraging modified foods and promoting organic food production. 
[bookmark: _Toc91623733]Economic factors 
Being a very robust country that has a constant flow of foreigners, the United Kingdom can develop sustainable pillars that can help every business thrive within the community. The economic spaces work as a drawback but they can be effectively overlapped with other countries’ respond to creating a dynamic environment for the agricultural industry (Ferguson, 2012). The strategy of the company is to create a clear supply chain. 
[bookmark: _Toc91623734]Social factors 
Society is full of diversification and cultural tastes and it is very important to have product diversification for Bella's farm. The best part of the consumer base is focused on healthy foods and vegetables. Milk is one of the most important dairy products that is consumed in the United Kingdom. Society is driven to rely on a company that provides good quality milk throughout the year. 
[bookmark: _Toc91623735]Technological factors 
People of the United Kingdom are very aware of the social media platforms and in most cases, they are more engaging. Social media will come to great use in this case. Moreover, Bella's farm will need to initiate proper technology for channel and product diversification to have a proper reach in the market (Harrison, 2014). 
[bookmark: _Toc91623736]Legal factors 
The government has already imported Street rules and regulations for companies to produce organic foods and vegetables. The United Kingdom government aims to at of Sustainable practices throughout the agricultural industry through which the consumer will have access to good quality products. 
[bookmark: _Toc91623737]Environmental factors 
Organisational sustainability will be a key force. All the brands and now focus on providing eco-friendly packaging. The climate conditions are also relevant with the dairy items and their expiration dates. 
[bookmark: _Toc91623738]Operations for Bella's Farm 
[bookmark: _Toc91623739]Sales 
Expected Sales for first 3 months, 
Average order size - £10, Daily number of customers - 50. 
Expected Sales for 3-6 months, 
Average order size - £12.50, Daily number of customers - 100 
Expected Sales for 6-12 months, 
Average order size - £15, Daily number of customers - 150. 
Expected Sales for first 12-18 months, 
Average order size - £17.50, Daily number of customers - 200.  
[bookmark: _Toc91623740]Marketing 
The monthly expected expense for the first 3 months, 
Leaflets, brochures, and ads - £50 
Social Media - £50. 
The monthly expected expense for 3-6 months, 
Leaflets, brochures, and ads - £75. 
Social Media - £75. 
The monthly expected expense for 6-12 months, 
Leaflets, brochures, and ads - £100. 
Social Media - £100. 
The monthly expected expense for 12-18 months, 
Leaflets, brochures, and ads - £150. 
Social Media - £150. 
[bookmark: _Toc91623741]Financing 

	COST ITEMS
	MONTHS
	COST/ MONTH
	ONE-TIME COST
	TOTAL COST

	Advertising/Marketing
	1
	 £1,000.00 
	 £500.00 
	 £1,500.00 

	Salaries
	1
	 £1,500.00 
	 £2,000.00 
	 £3,500.00 

	Inventory
	1
	 £2,000.00 
	 £1,000.00 
	 £3,000.00 

	Shop setup
	1
	 £1,200.00 
	 £1,500.00 
	 £2,700.00 

	Rent/Lease Payments/Utilities
	1
	 £850.00 
	 £500.00 
	 £1,350.00 

	Delivery Channel
	1
	 £450.00 
	 £350.00 
	 £800.00 

	ESTIMATED START-UP BUDGET
	
	
	
	 £12,850.00 



[bookmark: _Toc91623742]Planning 
The initial investment will be used to acquire all the necessary tangible and intangible assets that will be required to launch the business. Eco-friendly packaging and the delivery channel will be set up to make sure that the product can be put out in the hands of the customer very quickly from the very beginning. The production procedure will be dependent on the season that will be ongoing for fruits and vegetables. Different types of milk will be considered the only items that will be sold throughout every season. The primary focus will be emphasized on the customer base and the reviews they are providing in order to bring appropriate changes necessary for the growth of the business. Once the sustainable model stands, it will be helpful for the brand to create product diversification through expansion. Affiliation with the restaurants and local shops will help to increase the sales and put out more products in the market after the 18 months of the business. The social media platforms and offline advertisement will be very helpful for the company to engage with more customers continuously. 















Nikolaos Liakopoulos (2029796)

Technology Plan
· Do your search
It's critical to select technology that matches the demands of your company, whether it's farm management software or a walk-over weighing system. Check to see if the company you chose offers customer assistance in addition to its technologies. What kind of education do they provide? Will they provide on-farm training or virtual workshops? One thing to think about is the after-sales service they provide. You don't want to invest in new technology without realizing its benefits six months down the road due to unanticipated complications. 

· Develop a roll-out plan
When are you going to put the technology in place? If it yields immediate dividends, the answer may be yes. If it necessitates significant infrastructure, you can schedule the roll-out during a convenient time in the calendar. Is it necessary to go "all-in," or may improvements be phased in over time? Whatever you chose, make a calendar of important dates to strive toward. Consider who will need to be trained on the new technology. Will it be entrusted to a single person? To guarantee that no information is lost, it is recommended that numerous stakeholders be well-versed in the technology.

· Bring staff on board
Workers might feel threatened by change. You must demonstrate how the technologies you are implementing will help them (rather than make them obsolete). It might imply that they learn new abilities that will help them succeed in their careers. It can encourage them by allowing them to spend less time on tiresome tasks and more time on work that they like. The more you support the change and involve your employees in it, the more likely the technology will be broadly adopted.
 
· Get the necessary training
Expect people to struggle if you simply toss new technology at them and walk away. Training may include external operators visiting to your farm, training webinars, or a staff person with product knowledge guiding their colleagues, depending on the technology. Ensure that everybody who needs to utilize the technology gets the opportunity to become acquainted with it and to voice any concerns or questions. Their knowledge will aid in the implementation's success.

· Implement and evaluate
It's now up to you to get your new technology up and operating. Even if workers aren't required to use the new technology, it's beneficial to have them participate. If they're going to utilize it later, they'll be more involved and have a foundation of understanding. Once the new technology has been incorporated into your processes, keep an eye on how your employees are utilizing it to ensure you're getting the most out of it. Some technology vendors may be able to supply you with information on acceptance rates or other statistics that will help you with your implementation.


Management and Organization

· Land, livestock, and labor:
A good farm manager is familiar with the legal description of the farm property for which he is responsible, its location in relation to other properties, roads, markets, and sources of supply, the details of the field arrangement and farmstead layout, the farm's capital position or debt-to-asset ratio, and the farm's resources, such as the soils' capabilities. Such information allows the manager to examine, appraise, and plan the utilization of his resources. The farm manager assesses the projected output from each acre or hectare of land and each head of cattle to determine profit potential. After that, he assigns money values to the quantities.
The total number of acres or hectares in the farm, acres or hectares planted to cash crops, productive man–work units (the number of workdays of labor required to care for crops and livestock under average efficiency), livestock units kept, capital invested, and total cash receipts are all used to determine the size of a farm business. While total acreage is frequently used to characterize farm size, it is insufficient since it does not account for the amount of land that is hilly, rocky, marshy, or otherwise unproductive. Better indicators include total cropped land, total earnings, invested capital, or productive labor units.
While the quantity of land on a farm is more or less constant, many farmers purchase or rent extra acreage in order to improve their output volume and lower unit expenses. Land may frequently be economically used if such acreage is accessible within a reasonable distance. Bringing unimproved grassland and woodland into the cropping plan, as well as transitioning to more intense farming methods or more expensive crops, are other strategies to increase volume. Before making significant modifications, the farm manager ensures that the new crops will thrive and find a market in his area. Almost all governments throughout the globe now have departments or ministries dedicated to agriculture.
These agencies frequently do extensive testing with new crop types, cultivation techniques, and livestock breeds, therefore decreasing the risk to the individual farm manager contemplating such changes. Private agricultural supply companies also do extensive testing and research in the hopes of improving their competitive position in the marketplace by inventing a profitable new product.
Directly productive agricultural work, indirect productive farm work, and nonproductive farm employment are all available. Plowing, planting, cultivating, harvesting, feeding, and milking are all direct productive activities. Fences, structures, and machines require maintenance, although it is not immediately productive. Trimming shrubs and mowing lawns are not considered productive unless they add to the farm's market worth. Similar to livestock, capital can be very productive; indirectly productive (e.g., tractors, buildings, and supplies); or unproductive (e.g., a huge, flashy barn or home). Land might be extremely productive, somewhat productive, or wasteful.


Social responsibility and sustainability

Sustainable agricultural development:
Mrs. Gro Harlem Brundtland, the Norwegian Prime Minister, produced a widely recognized definition of sustainable development towards the end of the 1980s. It considers progress that meets present requirements while also ensuring future generations' capacity to fulfil their basic needs (Brundtland, 1987, 27). One of the declared aims of UN Resolution 70/1, Transforming our World: the 2030 Agenda for Sustainable Development, was to eliminate famine, establish a food security system that would improve diets, and encourage productive agriculture (United Nations, 2015b, Goal 2). The goals in the aforementioned UN Resolution on sustainable agriculture demonstrate its multifunctionality as one of the most significant tools in the management of sustainable development. It has social, economic, and environmental implications.
According to Bitsch, most writers take a balanced approach to the models' notions of sustainability and social responsibility (Bitsch, 2011, 1). Furthermore, some scholars argue that the necessity for CSR may be explained in terms of sustainability (Porter, Kramer, 2006). The moral acceptability of a behavior or a choice is determined by how the outcome is observed. To put it another way, is Monsanto (an agricultural company facing controversy in the United States over genetically modified wheat and herbicide products – added by the authors) acting ethically or practicing "sustainable agriculture" by producing genetically modified seeds, or is poverty eradication in developing countries their corporate social responsibility (Hereinafter: CSR) strategy? (Smith, 2011, 71)
1111 http://ea.bg.ac.rs Year 68, No. 4, 2021, (pp. 1109-1119), Belgrade, Economics of Agriculture It is common to assert that social sustainability has an influence on society via sociological, social, labour, and general human rights issues (Bitsch, 2011). Building social capital, according to Hohnen and Hediger, is just as crucial for CSR as economic and natural resources (or raw materials). They assert that social capital relates to a company's interaction with society, as well as how it is seen and valued (Hohnen, 2007, 77; Hediger, 2008, 10).
According to the Brundtland definition, the idea of sustainability is enshrined in the constitutions of the countries. Those constitutions have diverse wording, but they all reflect the fundamental notion of sustainability. For example, the Federal Republic of Germany's Constitution states that the state is responsible for protecting the fundamentals of life and creatures for future generations (Basic Law for the Federal Republic of Germany). The Republic of Serbia must provide a consistent and sustainable regional development in conformity with the law, according to the Serbian Constitution. It is responsible for regulating and providing mechanisms for the conservation and enhancement of the environment, ora and fauna, while municipalities are responsible for agricultural land management and usage (Constitution of the Republic of the Philippines).


Development, Milestone, and Exit plan

· A solid and compelling Business Development Plan addresses the following:
· To date, significant progress has been done, and these achievements may be broken down into how they have reduced the risk of launching the concept.
· The milestones that must be met have been identified and outlined.
· Members of the team have been assigned tasks, and relevant resources have been identified.
· Major jobs are broken into smaller segments and deliverable deadlines are determined.
· Required resources have been found, and the startup team has been informed.
· The desired results/outcomes have been determined and are tangible.
· The risks to success have been identified, and contingency plans are in the works.
· The money spent thus far has been recorded, and the projected/anticipated cash required to complete tasks have been determined.

Ideas are plenty, but individuals who put them into action are precious, according to an old adage. The preparation of a formal business development strategy is critical at this stage of the commercialization process to give advice on the launch and trajectory of your innovative concept. Because your objectives and goals are likely to outstrip your resources (time and money), the action plan will need to allow for prioritizing.

Making the transition from planning to action can be difficult at times. The notion becomes real once you start doing actual work and achieving progress, which is frequently a difficult step.
"I'm just not ready," many entrepreneurs believe. I can keep fiddling with it to improve it. Before I hit go, I want to make sure it's flawless." This may appear to be correct, yet it is not. "Perfection is the enemy of progress," Winston Churchill stated best. There's no better time than now to transform your concept into a reality. I can assure you that you will learn a lot and that you will have to adjust your strategy as you go along, but this is the mark of a successful entrepreneur. Entrepreneurs take action and follow a dream that no one has ever pursued before, adapting to unanticipated circumstances, refusing to accept "no" as an answer, and persevering in the face of apparently insurmountable difficulties.
You will not be regretful if you take the crucial step of taking action.

	

Financial data

· Balance Sheet:
The balance sheet provides a comprehensive view of a company's financial position. Current and long-term assets, current and long-term liabilities, and the amount of owners' equity are all included. When you compare current assets to current liabilities, you can assess how effectively your company can pay off its short-term debt. High cash liquidity, or the ability to cover short-term debt with cash and other liquid assets, is a significant financial concern. Comparing entire assets to total debt may also help you figure out how much debt leverage you have.

· Income Statement:
The income statement is a current snapshot of a company's earnings that shows gross, operational, and net profit levels. Revenue minus costs of items sold equals’ gross profit. Gross profit minus fixed expenditures like building rent and utilities equals operating profit. Then you deduct unusual expenses, such as legal fees, and add unusual revenue to arrive at net income. When you compare different profit levels to revenue, you can determine how effectively your company converts income from goods and services into profit. This is useful for determining whether or not pricing modifications or cost negotiations are required.


The cash flow statement depicts the net change in cash inflow and outflow across three categories: operating, financing, and investment. The change in operational cash flow reveals how much money you made or lost as a result of normal business operations. Financing and investing changes refer to financial decisions as well as profits and losses on investments. While increasing cash flow is typically beneficial, paying dividends or investing surplus cash in new projects may result in a low cash change or even a negative cash flow.
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Profit and Loss Account










															



	
	1st year
	2nd year
	3rd year

	Total net revenue
	770,000
	847,000
	931,700

	Cost of goods sold
	423,500
	465,850
	512,435

	Gross profit
	346,500
	381,150
	419,265

	
	
	
	

	Total expenses
	214,200
	234,780
	257,384

	Earning before interest & taxes
	132,300
	146,370
	161,880

	Interest expenses
	   12,600
	   12,789
	   12,978

	Earning before taxes
	119,700
	133,590
	148,902

	
	
	
	

	NET EARNING
	119,700
	133,590
	148,902








As by my colleague explained the financial data, I will further explain the financial aspect such as profits and loss for this business plan.
Explain 

Total net Revenue.                                     1st year                  2nd year                    3rd year
Sales revenue.                                            750,000                   825,000                     907,500
Revenue stream 2                                        30,000                     33,000.                      36,300
Returns, Refunds & discounts.                  10,000                      11,000                      12,000
Total Net     Revenue                                 770,000                    847,000                    931,700

This slide will explain the profit and loss that is expected from this business. For the 1st year, most expenses will go towards advertising and promoting to bring the business to the light. This will help to bring customers. Other expenses will be for salaries which will be around £70,000.

Total expenses will be around £214,000 and the revenue after expenses and taxes, is around £ 120,000

Expenses                                                          1st year                     2nd year                      3rd year
Advertising & promotion.                             77,000                      84,700                       93,170
Deprecation & Amortization                        14,000                      14,560                       15,142
Office Supplies                                                   7,700                        8,470                         9,317
Salaries, Benefits & Wages                            69,300                     76,230                       83,853
Telecommunication                                        15,400                     16,940                       18,634
Other Expenses                                                30,800                     33,880                       37,269
Total Expenses                                               214,200                   234,780                    257,384



This trend is expected across the next three years and indicates that the business is a success as there is more earnings than expenses.

Cash Flow Statement


















Cash Flow Statement


	
	1st year
	2nd year
	3rd year

	Cash Flow From operating activities
	
	
	

	Net Earnings
	119,700.00
	133,500.00
	148,902.60

	Depreciation & amortization
	   14,000.00
	   14,500.00
	15,142.40

	Net cash flow from operating activities
	 90,000.00
	170,090.00
	187,037.00

	Net cash flow from investing activities
	630,000.00
	14,000,00
	14,660.00

	Cash flow from financing activities
Owner’s investment
	522,800.00
	         _
	     _

	Long term debit
	120,000.00
	         _
	     _

	Net cash flow from financing activities
	470,000.00
	         _
	     _

	Net change in cash flow
	30,000.00
	156,000.00
	172,000.00



































Cash Flow Statement 

This slide is about the flow of cash through the business.

For the first year, there will be cash flow from investing activities whilst there some cash outflow to apps, website and property and equipment maintenance.

From the second year, there will some expenses going towards pre-paid expenses, short terms investments and other aspects during the second year of business 



Balance sheet

	Cash
	1st year
	2nd year
	3rd year

	Accounts receivable
	150,000
	159,000
	168,000

	Prepaid Expenses
	  20,000
	  21,800
	  23,762

	Short term investments
	  15,000
	  16,200
	  17,496

	Total current assets
	  10,000
	  10,800
	  11,664

	Fixed long term assets
	195,000
	207,800
	221,462

	Long term investments (Property, plant, and equipments)
	
	
	

	(less accumulated depreciation)
	350,000
	364,000
	378,000

	Intangible assets
	   14,000
	   14,560
	   15,142

	Websites and apps
	
	
	

	Amortization
	180,000
	187,000
	194,000

	            Total fixed assets
	     7,200
	     7,488
	    7,788

	  Total assets
	508,800
	529,152
	550,318

	
	703,800
	736,957
	771,780













This is balance sheet.
From the slide, it can be seen that for the first year, the current assets will be around £195,000 which increases as each year passes.
Fixed (long term) assets
Long term investments                        1st year                     2nd year                        3rd year
  Property, plant and equipment       350,000                   364,000                         378,000
 (Less accumulated depreciation.         14,000                     14,560                          15,142
Alongside this, there will some increases expenses for other things such as a property and equipment   but the total assets will increase concluding that the business will be a success.





Conclusion

This article covers the introduction of a corporate organisation known as Bella’s Farm, whose goal is to ensure that customers receive healthy organic things, feed the animals and growing own farm and whose aim is to focus on customer wellness. The company’s market is favourable, and SWOT analysis has shown its strengths and weaknesses. Finally, the company’s financial position was displayed, revealing the company’s current state.   
THE BELLA’ s   farm goal is 
· Understanding farming, the country side and food production 
· Production of organic, safe food quality
· Bild a healthy eco-system 
· Customers education and marketing
Our main mission is
· Helps parents to spend more time with their children
· Encourage children to eat healthy foods and knowledge of farming and animal behaviour 
To connect with green environment

Our business is with large equipments and advanced technology 



Technology plan
· Doing research
· Develop a roll -out plan
· Bring staff on board
· Give necessary trainings


Given this plan, it will be likely that this business plan will be successful. 
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