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	BUSINESS DESCRIPTION / MARKET OPPORTUNITY

· Business name: Blossoms shop
· Business moto: Colour your life.
· Business idea: After the global pandemic, the reopening of restaurants, hotels, business corporations, and the celebration of the different holidays, weddings, and birthdays, the need for renting flowers increased. The flowers are always needed for different occasions as the flowers industry is at present worth £2.2b. in the UK (CompanyBUG, 2020). The idea is open a flower shop and sells flowers to different companies. The flowers will be arranged by customer needs and delivered to a chosen address. The Blossoms shop also provides an option for renting flowers and purchase of dried flowers. 
· Mission/vision: The mission of Blossoms shop is to provide different arrange flowers for every occasion as well as dried flowers. Blossoms shop strives to achieve customers’ trust by not compromising on the quality and offering the best selection of flowers.
· Objectives: The main objective of the business is to execute customers’ needs and provide one of the best services by offering them free delivery and membership prizes. By providing these services, the aim of the business is to gain profit and increase sales. 
· Product services: The shop provides its customers the option to choose delivery dates as well as a time frame that is suitable for them. Besides, Blossoms shop provides a variety of flower arrangements and flower designs. 
· Ownership: The business is owned by a family of two with a partnership status. It is be controlled by them as the profit and losses would be divided among them.



	INDUSTRY ANALYSIS

The threat of new entry 

The new entrants in the industry are the level of risk, new rivalries create for the existing players in the market competitive moves as well as limit their profit. This situation can impact the level of outputs of current companies. The threat increased when the enterprise started to sell the same product and service. The threat of new entry requires a strategic response from the existing companies (Nambanga and Li, 2021).  Blossom shop counts on the community to turn into the flower shop at important events and product differentiation as customers seek differentiated products. 
Threat of substitutes

This threat of substitutes includes the goods or services, that company can use in place of the existing product. In relation to the Flower business, there are several elements to contemplate when defining a product substitute such as cost, pricing, quality, and performance (Kingsnorth, 2021) The substitute for the flowers shop are gift cards and gift products and gift baskets. 
Bargaining power of customers

The process of bargaining implies the deal at which customers can drive the prices of the different services and products. The customers seek to buy at the lowest price as this could put a burden on the profit in the long run. The enterprise is dedicated to developing and setting up a solid customer relationship (Xiang and Yang, 2018)  The customer’s bargaining power is high in the case of Blossoms shop as the company is able for immediate purchases and offers innovative and new designs and arrangements of flowers. The shop is recommended to build a large basis of clients as this will reduce the barging power of customers. 
Bargaining power of suppliers

The suppliers can provide their raw materials and other chemicals to the different retailers at different prices. Blossom Shop has built an effective supply chain for flowers with numerous flower farms and wholesalers. For the design of the bouquets and vases, the company uses different materials from multiple suppliers. In that case, if the prices go up, the flower shop can shift to one another distributor. The shop is recommended to develop its committed suppliers that businesses depend on Blossoms shop. In that case, the Flowers shop could sign a contract with its suppliers and therefore the prices of the goods will remain the same. 
Competitive Rivalry: Competitive Rivalry is an external power that could affect a business. It is the estimation of the intensity of rivalry among firms in the same field (Indeed, 2021)
Name of competitor

Differentiation
Eflorist
The differentiation policy adopted by Blossoms is that the customer can choose a delivery time, Eflorist does not have that option.

Lucy Lister Flowers
The operational management of the Lucy Lister Flowers is not conducted due to only 2 people getting orders and preparing the bouquets.  Blossoms shop is able to operate its routine smoothly and effectively due to the bigger number of employees. 
Orchiday
There is a lack of marketing strategies that are adopted by the Orchiday. Blossoms can conduct its marketing strategies properly which helps in gaining a large market share. The market strategy of offering dried flowers is not adopted by many flowers shop. 


	


	OPERATIONS AND MANAGEMENT TEAM OPERATIONS

· Business process: It is the series of steps and related tasks that are undertaken by a group of people to achieve a specific target. A business process has a goal and successive outcomes and helps companies to improve and innovate their services and products (Brocke, Zelt, and Schmiedel, 2016) The process involved in the manufacturing of flowers is described as given below: 
1. Defining the goals: The first step is to define the goals of the enterprise. In the context of Blossoms, it involves attracting customers and creating brand recognition. Applying SMART business goals is crucial as this helps a business to stay focused as well as create more determined and certain targets. The SMART goals Blossoms shop are as follows:

· Specific: Some of the customers are not happy about the app’s absence as Blossoms have a website but not its own application. The experience of customers has been not great and the company is determined to create its own app in the next year. 
· Measurable: In one year’s time, the flower shop should have signed contracts with its suppliers and local growers and flower farms. The action will guarantee that there will be no change in the prices of raw materials which lii lead to gaining more profit. 
· Achievable: The owners of the Blossoms shop should be on the same page and agree on the time frame for achieving companies goals. 

· Realistic: The goals that the company has set up are realistic and achievable. There would be an extra cost in creating an app, but this should be considered a return on investment. 
· Time Frame: The time frame for both projects is a year from now. April, 2023.

2.  Planning and mapping the process:
 The steps involved in opening a flower shop involve:

· Blossoms is a small business with 3 employees and 2 owners. Delegating a small team requires developing a variety of skills. As florists, the two owners should develop sales, marketing, accounts and operating skills in order to manage their business. 
· Source of suppliers: The suppliers of the shop are flower farms, growers and wholesalers.
· Equipment required for the business process: Floral knife, cages, strippers, tape, wires.
· Designing a floral display in the shop and making bouquets for sale.
· Advertise the product.

· Give 10% off for the first order to attract customers. 

3.  Set actions: The first step in setting actions is defining SMART objectives, creating a marketing strategy, collecting data, designating resources, and monitoring the process
4. Delivering of flowers: The flowers would be delivered by the driver of the company as there is an option to be sent by Royal Mail if the ordered flowers are dried flowers. 
5.  Monitor the results: Blossoms is a small business that is monitored by the two owners who measure, inspect and examine the process of the way the shop operates
Generating revenue, preventing loss of revenue.
There are various ways of generating revenue for the business. The different ways to generate the revenue can be described as given below:
· Expanding market reach: When an organization aims to improve the turnover, it can increase the areas of its market. Through British Florist Association and social media, Blossoms shop reaches its marketing targets. 

· Reviewing pricing strategy: One of the most important factors is the pricing strategy. When an enterprise can set the pricing strategy it results in improved revenue for the enterprise. There are different types of pricing such as customer value-based, demand-based, competition-based, skimmed and penetration pricing. The enterprise must reframe its pricing strategies which help in gaining a good market share (Feng, Hu, Yang and Liu, 2019). 

· Develop relations: The organization is required to develop good relations with its customers. The shop must use various communication tactics which help in improving the personal contact with the customers. 

· Discount and offers: The strategy can attract more customers and increase the volume of sales. 
MANAGEMENT TEAM

Name 

Skills

What do they bring to the firm
George G.
Operational expertise. 

It carries traits such as operating the business practices which helps in maximizing the efficiency of the firm. 
Diana H.
Financial expertise 

It helps in conducting the tasks of the finance. It easily acquires the funds at a low rate and helps in maintaining the level of liquidity in the enterprise. 
Fikrie L.
Marketing specialist 

It looks at all the tasks and activities related to marketing. 
Fikrie L. 
Manager of the shop and Managing people
Helps in hiring the new candidates, organizing tasks, and distribution of work.
Blossoms` shop is a small family business and it is yet to be developed at full capacity and hire more employees. 


	MARKETING: The P’s of marketing mix
Marketing refers to an action of an organization to focus on its resources to increase the volume of its customers and satisfy them (Kareh, 2018). 
Product: 

Product refers to the goods or services that the sellers offer to the customers. Blossoms shop offers a wide range of flowers, personalized and arrange flower bouquets, freshly cut flowers for offices and restaurants, and dried flowers.  
Price: 

Price is the quantitative figure which is charged by the buyers to its sellers. Blossoms has considered the total cost of running the shop as well as fixed and variable costs. The owners also review the competitive price list of their rivalries and marketing demand. Examining all of this, the company charges for a single flower £2, when selling a bunch or a flower bouget the shop uses the charm marketing strategy and charges £49 or depending of the size of the bouquets as the prices are always £29 or £19. When renting flowers to different organizations, the shop charge depending on the size of the offices, restaurants, or hotel displays as the prices vary from £359 to 569£ a month as the offer include changing the flowers once two times a month. 
Promotion: 
Every organization adopts various tools such as announcements, deal, social media platforms, and e-marketing and procurement, which help in promoting the product to its buyers. In the context of Blossoms shop, the company uses social media and a website to boost brand awareness and promote its products and services. The shop is also planning to create its own app to gain more customers. Besides, the shop is a member of the British Florist Association as it is uploaded to their Find a Florist website page. 
Place:
Blossom shop will be distributed from wholesalers and flower farms. As a member of the British Florist Association, the shop gets discounts when buying from wholesalers.  On the other hand, the shop will be delivering the flowers by employing a full-time driver, who will be delivering flowers to customers. The option of getting your order through Royal Mail is an option if the customer’s order dried flowers. 


	

	

	


	FINANCIALS 

Sources of funds: 

Blossoms Shop opens its doors by getting a personal loan also called “A Start-Up Loan” (British Business Bank, 2022). The application offers 12 months of free monitoring and business offers to help you succeed. However, there are various sources of funds such as short-run, medium, and long-run. 

Short-term funds: There are various short-term funds such as trade credit, commercial bank loans, and commercial paper. 

Medium-term loans: These loans are repaid between two and five years. 

Long-term loans: It is extended for a period of more than three years. 

In the context of Blossoms shop, the owners borrow £ 30 000 with a 6% interest rate and choose 3 years repayment term. 
· Debt financing: This form of financing helps in improving the overall value of the firm. It is an obligation to repay your debts plus the interest in a set period. 
· Equity: It signifies the value that the company returns to the shareholders. It can be computed by deducting the liabilities from the assets. 

The form of financing used by the enterprise is debt and long-term loans. The reason for using this form of financing is that it will help in reducing the blockage of the funds and maintaining the exact amount of liquidity  (Santana, 2018). 

1st  Month

2nd  Month 

3th  Month 

4th  Month 

5th  Month 

6th  Month 
Revenue 
19 000
21 330
24 300
27 000
31 000
35 000
Fixed Costs

4 325
4 325
4 325
4 325
4 325
4 325
Variable Costs

7 440
8 000
8 310
8 900
9 300
9 855 
Profit 
7 235
9 005
11 665
13 775
17 375
20 820
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