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[bookmark: _Toc212119541]Task 1: Business plan development
[bookmark: _Toc212119542]1.1 Introduction
Business plans provide a roadmap for a new business to guide entrepreneurs in developing decision-making and operational strategies. Mariotti and Glackin (2016) stated that an entrepreneur analyses opportunities and manages a business by handling potential risks to gain profits. The purpose of this study is to acknowledge the business idea of Luna Suplexx and develop key marketing practices that result in managing market development and attractiveness operations. This study will highlight specific business ideas and products of Luna Suplexx along with a business environment that guides in understanding the level of competition. This study will explore marketing segmentations and target marketing operations that result in comprehending management planning to gain competitive advantages. 


[bookmark: _Toc212119543]1.2 Business idea, service/product, objectives and USP
1.2.1 Business idea and overview of main products
Effective business ideas provide a clear direction and build a foundation for a successful business that allow the new business to enhance customer attraction rates. In the UK, the furniture business has increased by 2.49% from the previous year which has generated a revenue of £17.76 billion (Statista, 2025). Upcycled Furniture is one of the innovative and sustainable business ideas which is associated with UN sustainable development goals of waste reduction. The management of Luna Suplexx is the new start-up which focuses on building a sustainable environment for customers with their innovative products such as upcycled furniture. The upcycled idea involves decorating, repairing, transforming the broken furniture and re-design the furniture with a creative look to attract customers. This innovative thinking can guide customers to acquire these products as upcycled furniture has its unique design and durability which can improve the high scaling point for these types of products. 
[image: ]
Figure 1: Logo of this business


The main goal of Luna Suplexx is to manage waste reduction procedures to develop sustainable practices and engage more customers with their innovative design and thought processes. The vision of this company is to focus on staying ahead of their competitors by offering sustainable and high quality furniture products that meet customers’ demands. This company provides diverse furniture products like wardrobe, designed and durable tables and chairs along with unique dining tables and bookcases. These innovative products are built from recycled materials and broken furniture which help to reduce wastage. This company mainly uses AI to cut and design their furniture products which helps to improve accuracy in their manufacturing processes. In this way, Luna Suplexx creates diverse opportunities for this business to explore other innovative thinking for this business to gain attraction rates for customers. 
1.2.2 Business objectives
	Objective 1: To improve quality assurance processes in furniture development operations by reducing 10% more waste within 6 months of time span (Short-Term)

	Specific
	Measurable
	Achievable
	Reliable
	Time bound

	To introduce AI in furniture manufacturing operations to re-design the broken furniture 
	Customers’ feedback helps to measure the quality assurance processes and SDG criteria help to measure the waste management processes. 
	Quality assurance plans for furniture development processes help to decrease the waste by 10%. 
	The management of Luna Suplexx tests the furniture and modifies the design from the previous design to increase attraction rates. 
	6 months





	Objective 2: To increase annual revenue rate by 25% within 2 years (Long-Term)

	Specific
	Measurable
	Achievable
	Reliable
	Time bound

	Innovative thinking of furniture development and modified design based on marketing trends increase attraction rates for customers that result in increasing revenue rates. 
	Sales performance and KPIs help Luna Suplexx to understand the revenue generation procedures. 
	The higher authority of Luna Suplexx takes responsibility in developing their revenue rate by 25% which is the long term goal for this new business. 
	This objective is reliable in increasing profit margins with the innovative thinking of Luna Suplexx
	2 years



1.2.3 Unique selling point
Unique selling point guides companies to provide unique features of products in order to stay ahead of competition. According to Barringer and Ireland (2019), USP gives the idea for a business to improve marketability and positioning of products based on selling purposes, unique features and proposing activities for customers. The management of Luna Suplexx can use this USP to understand the current position of this new venture with other competitors in the UK like Oak Furnitureland and DFS Furniture. This framework gives the opportunity to this company to modify their current business practices and develop new strategies to increase competitiveness in the furniture industry. 


	
	Luna Suplexx
	Oak Furnitureland
	DFS Furniture

	Products 
	Upcycled furniture
	Solid wood furniture
	Handmade furniture with skilled craftsmanship 

	Customer segments
	Low-to mid-income families and value with unique design conscious customers
	Upper income families and style-conscious customers
	Mid to high income families and value focused customers

	Value proposition
	Upcycled furniture helps to control waste reduction procedures that improves sustainable practices
	Dense, resistant and durable furniture which are created from oak woods. 
	Affordable with exclusive design based products

	Marketing 
	Unique design with durability and value-based pricing approach
	Multi-channel approach 
	Pillars and Platform Strategy

	Organisational strengths
	Furniture is built from recycled materials and reform unique design based on marketing trends 
	Oak wood furniture gives durability and fungal attack free furniture
	Handmade furniture has its traditional culture that influences customers’ thought


Table 3: Unique Selling Point


[bookmark: _Toc212119544]1.3 Business environment and competitor analysis
1.3.1 Application of Porter’s Five Forces to understand the level of competition
Porter’s five forces help to determine the structure and profitability of a company by understanding the average rate of return. Pangarkar and Prabhudesai (2024, p.32) stated that application of this framework guides companies to analyse industrial opportunities in driving performance and strategy based on competitive factors. The management of Luna Suplexx applies this framework to analyse bargaining power of suppliers and buyers and modify them upcycled furniture based products to gain competitive advantages. However, this company can face difficulties in entering into a new market like the United Kingdom due to intense competition from Oak Furnitureland and DFS Furniture which are the two most established furniture based companies in the UK. The management of Luna Suplexx can take appropriate decisions in developing their products to mitigate these issues and develop its business practices effectively. 
[image: ]
Figure 2: Porter’s five forces
(Source: Taken from week 3 lecture material)


Threat of Substitutes
The threat of substitutes has a high impact on Luna Suplexx as in the UK, substitutes for furniture related products are available with low cost. Customers prefer to buy those substitute products due to the affordability that suppresses the overall profitability (Blocker et al., 2023, p.621). The higher authority of Luna Suplexx takes responsibility in providing adequate information about the uniqueness of their upcycled furniture products towards their customers. This company also needs to modify the price based on customers’ demands that result in guiding customers to afford their innovative furniture based products. This procedure gives the opportunity in understanding other companies’ existing strategies to implement a generative marketing plan. In this way, Luna Suplexx can easily avoid the risk of threat of substitutes that result in gaining trust and satisfaction among customers in the UK. 
Threat of new entrants
The threat of new entrants has a moderate impact on the performance of Luna Suplexx due to its sustainable and innovative idea of upcycled furniture in the UK. UK Timber Regulation is one of the major barriers for furniture companies as sometimes companies are not able to source timber products legally (Dobre, 2024, p.30). The management of Luna Suplexx needs to follow UK Timber Regulation to source timber products legally to resolve this barrier and improve furniture manufacturing processes. Sustainable integrated upcycled furniture products of Luna Suplexx can assist in reducing the negative impact of threat of new entrants. It can assist this company to develop their product manufacturing operations that result in organising strategic adaptation and modifying substantial investment procedures. 


Rivalry among existing firms
Rivalry among existing firms has a high impact on Luna Suplexx due to high competition from Oak Furnitureland and DFS Furniture in the UK. According to Sánchez-Alegría et al. (2022, p.1348), high competition from competitors give opportunities for a new firm to understand the cause of breakdown and economic disruptions. This opportunity can guide the management of Luna Suplexx to incorporate innovative marketing strategies like unique features and value based pricing of upcycled furniture. On the other hand, upcycled furniture also helps to control waste reduction that guides Luna Suplexx to improve their sustainable practices effectively. In the words of Niu and Zhao (2023, p.95), these strategies assist this company to provide unique furniture design based on marketing trends that results in improving market attractiveness in the UK. These unique features of their production processes can assist in engaging customers and develop their revenue streams adequately. In this way, the higher authority of Luna Suplexx can easily avoid the negative impact of rivalry among existing competitors. 
Bargaining power of suppliers
Bargaining power of suppliers has a low impact on Luna Suplexx that creates opportunities to increase higher profits and develop strategic flexibility while entering into a new market. In the words of Chang et al. (2022), bargaining power of suppliers assists companies to implement strategic choices to enhance financial performance by generating high levels of sales with low margins and extending the trade credit. This competitive factor can guide the suppliers of Luna Suplexx to adopt short term and long term transactional approaches in delivering their upcycled furniture based products. This innovative approach assists this company to set the price value of their products based on the customers’ demands to stay more competitive. 


Bargaining power of buyers
Bargaining power of buyers has a high impact on Luna Suplexx as continuous changes of customers’ demands create issues to modify the design and product quality continuously. According to Turnbull and van der Vlist (2022), bargaining power of buyers influences the bargaining price and quality of products that also guide businesses to maintain perceived values of customers based on the demands. This competitive factor can assist Luna Suplexx to modify their price settings depending on customers’ purchasing power. It can assist them to fulfil the demands of customers and enhance their economies of scale with their innovative products in the UK market. 
[bookmark: _Toc212119545]1.4 4Ps of marketing mix, segmentation and marketing strategies
1.4.1 Market segmentation and target customers
Market segmentation
Market segmentation is a strategic process to divide the market into different subsets of customers who have similar characteristics. According to Sudirjo (2023, p.63), market segmentation guides companies to identify right market segments in performing direct marketing resources effectively. The higher management of Luna Suplexx segments their market based on low to mid income range based customers who have a premium based lifestyle. The management needs to set the price level of their products by following a premium and value based pricing strategy to attract those customers. The authority of Luna Suplexx can also select specific regions in the UK like Newcastle and Bristol cities to start their new start-up where they can connect with different regional customers. In this recent situation, most of the customers prefer to use online shopping platforms to purchase their products. For this reason, the higher management can use a multi-channel approach where this company can easily deliver their products through online and offline stores to develop their revenue streams. 
[image: ]
Figure 3: Market segmentation
(Source: Taken from week 5 lecture material)
Target customers
The higher authority of Luna Suplexx needs to target a set of customers who belong to low to mid-range income holders with a premium lifestyle. The management of this business can also use differentiate marketing strategy to offer different kinds of furniture products based on each market segment to achieve higher market share. Luthfiandana et al. (2024, p.16) differentiated or segmented target marketing strategy gives the opportunity for businesses to create more relevant and focused marketing tactics with comprehensive approaches. Newcastle and Bristol cities in the UK are the main targeted locations where this business can easily connect with customers who mainly prefer to use both online and offline platforms for shopping. These approaches can assist Luna Suplexx to improve their customer base and gain profitable outcomes with their upcycled furniture based products. 
1.4.2 4Ps of marketing mix
Product 
Product in 4Ps marketing refers to the actual goods or services that are offered by a company to its consumers to fulfil their needs and demands. In this context, Luna Suplexx needs to enter the market with upcycled furniture by promoting sustainability. The aim of the brand is to launch its recycled furniture to meet the growing consumers' demands for eco-friendly products. According to Ofori-Agyei et al. (2023), upcycling refers to a process of converting waste into useful products. In the context of furniture production, Luna Suplexx will use solid wastes, including wood, metal, and plastic that could be recycled into a variety of furniture products best fit for office, domestic and public use. 
Price 
Price refers to the amount that consumers will be willing to pay for a particular product or service. In this context, Luna Suplexx may adopt penetration pricing, which is an effective pricing strategy to attract more consumers by setting a low initial price to quickly gain market share. According to Erbil (2022), a penetration pricing strategy is utilised by organisations to attract purchasers to a new product or service. It comprises offering a low price for a new product or service during its initial offerings. Luna Suplexx will offer a lower price, which makes it easier for price-sensitive consumers to justify trying the upcycled furniture as a new product and understand its values and quality. It will be an effective pricing strategy for Luna Suplexx, leading to encouraging the brand to connect with a wide range of price-sensitive consumers in the competitive market. 
Place 
Place refers to the distribution channels, such as physical and digital, that have been used by organisations to make their products available to the targeted audiences. According to Chabalala et al. (2024), the utilisation of both physical and digital channels increases opportunities for organisations to increase consumer reach and reduces risks through diversification. In this context, Luna Surplexx will use physical channels including retail stores, e-commerce platforms, and direct sales across the UK. Additionally, the company will also develop its website and mobile applications, along with collaborating with e-commerce websites in the UK to provide its product to consumers. 
Promotion 
Promotion refers to the communication activities that are used by organisations to inform and retain the targeted audiences regarding their products and services. Luna Surplexx mainly targets online advertising for sharing product details with its targeted consumers. For instance, ad spending in social media in the UK is projected to reach £11.04 billion in 2025 (Statista, 2025). The increased use of social media advertising indicates a shift in user behaviour where users increasingly use social media to discover brands. Hence, social media such as Facebook, Instagram, and YouTube could be used by Luna Suplexx to promote its newly added product, Uncycled Furniture. 
1.4.3 Evaluate online marketing strategies that retain and attract customers 
Social media marketing and influencer marketing are two effective online marketing strategies that will help Luna Suplexx build brand loyalty and engage more audiences. According to Leung et al. (2022), online influencers' marketing has become an integral component of organisations' marketing strategies, aiming to incentivise online influencers to engage their followers on social media. The influencers have an established relationship with the followers, which may help Luna Suplexx to make a personal connection with the followers as potential consumers. Additionally, Rachmad (2022) stated that social media marketing strategy uses social media such as Facebook, YouTube, Instagram, Twitter, and TikTok to promote products and services. It will increase the brand awareness of Luna Suplexx and influence its consumers' purchasing decisions in e-commerce. For instance, 38.3 million are the current active users in Facebook in the UK, which is the most used Social media platform by reach (Statista, 2024). Thus, Luna Suplexx will use Facebook as a social media platform to share product-related details, leading to attracting more customers in the UK. 
[bookmark: _Toc212128242]1.5 Financial, legal and management planning
1.5.1 Define sole trader, limited company, partnership, social enterprises and online enterprises in the context of UK
Sole trader 
A sole trader refers to a legal structure where individuals are the owners and operators of a new business, with no legal distinction between the business and the individual. 
Limited company 
A limited company, also known as a business structure, is an organisation that is a separate legal entity from its owner, who has limited liability. 
Partnership 
A legal partnership refers to an arrangement where two or more entities or individuals operate a business together with the goal of making a profit. 
Social enterprise 
A social enterprise unable to follow a proper legal structure that has a primary social or environmental mission through developing new products or service models in its business line. 
Online enterprise
An online enterprise is a business that generates its maximum business revenue through the internet. 
1.5.2 Legal structure of the business
Luna Suplexx will offer uncycled furniture to their targeted consumers in the UK market, which will be a social enterprise as it balances the business model with a social and environmental mission. According to Ofori-Agyei et al. (2023), upcycled furniture is a product line, which helps in reducing waste and promoting a circular economy. It also operates with a goal beyond profit and provides consumers with unique and sustainable products in the UK market. In this context, Luna Suplexx will easily divert waste from landfills and decrease the requirement for new materials and energy. It will help the firm to address environmental challenges and reduce the carbon footprint associated with furniture production and consumption. Moreover, Luna Suplexx will also focus on creating jobs, particularly for individuals who will gain new skills through its upcycling process. Hence, these two missions, such as environmental and social missions of Luna Suplexx to establish its business as a social enterprise in the UK market. 
1.5.3 Identify organisational structure that outlines key roles
[image: ]
Figure: Organisational Chart 
	Position 
	Roles 

	Founder & CEO
	Oversee the vision, strategy, and culture and manage day-to-day operations. 

	Operational Head 
	Responsible for managing the entire production and logistics system 

	Production Head 
	Sourcing materials, handling the redesign and transformation process 

	Chief Accountant 
	Responsible for handling all accounting functions 

	Sales and marketing officers 
	Building brand awareness, connecting with users who value sustainability and unique products 

	Operational managers 
	Handling the entire process, from sourcing materials and ensuring quality 

	Quality Control Manager 
	Responsible for measuring and tracking the entire manufacturing process and ensuring the quality 

	Production Supervisor 
	Responsible for overseeing the overall production systems 

	Accountants 
	Responsible for handling cost management, pricing strategy, inventory valuation, and financial reporting



1.5.4 Estimate the funding requirements and recommend potential funding sources
Start-up funding requirements 
	Equipment 
	£5,000

	Materials and supplies 
	£7,000

	Workspace 
	£5,000

	Permits and licenses 
	£3,500

	Marketing and advertising 
	£2,000

	Technology adoption 
	£4,000

	Others 
	£500

	Total 
	£27,000



Suggested potential funding sources 
The potential funding sources include small business loans, self-capital, and investors that will encourage Luna Suplexx to manage its financial strains. Banks and other financial institutions provide small loans to the start-up organisations and small organisations for starting their business. It will help Luna Suplexx to manage its financial practices and run its overall business operations successfully. Additionally, utilising personal savings is another way that will be used by Luna Suplexx to start the business. Lastly, collaborating with investors who offer funding for new businesses, leading to encouraging Luna Suplexx to exchange its equity and run the business successfully. 
[bookmark: _Toc212128243]1.6 Conclusion
On a concluding note, it will be stated that the assessment has discussed the key role and strategic planning, helping Luna Suplexx in successfully selling its products and connecting with targeted audiences. Upcycled Furniture is a new product choice of Luna Suplexx to recycle the wood, metal, and plastic into a variety of furniture products best fit for office, domestic and public use. Social media and influencer marketing are the two effective strategies that will help Luna Suplexx promote its product among targeted audiences. The collaboration with investors and taking small loans from banks are the two effective ways that encourage Luna Suplexx in reducing financial strains and successfully running its business in the UK market. 
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