Module Name: Managing Enterprise 
Module Code:  (BMSW4011)
Assignment Name: Business Plan and Reflection  
Student Name: Ionela- Catalina Simion
Student Number: 2227035
Lecturer: Scott James
Deadline: 4th July 2025




Task1 – part 1
Business Overview

Company Name: Happy Toes Indoor Playground

Product/Service Proposition:
Happy Toes offers a safe, vibrant indoor play environment for children aged 1–10, featuring soft play zones, interactive sensory areas, climbing structures, toddler-friendly spaces, birthday-party packages, and cafe facilities for parents. Complementary services include drop-in play, structured classes (e.g., music, yoga, sensory development), and private party bookings.

2. The Story Behind the Idea
[bookmark: _Hlk201692155]As a parent, I often struggled finding clean, safe, and engaging play venues especially during rainy Welsh winters. Inspired by children's imaginative joy and parents’ need for community connection, I envisioned Happy Toes: a nurturing space fostering physical activity, creativity, and social interaction (Smith, 2021; Johnson, 2019).

3. Business Ownership
Model: Limited Company (Private Limited, UK)

Rationale:
· Pros:
1. Limited liability protects personal assets (Brown, 2020)
2. Easier capital raising via investors or loans (Mason & Harrison, 2018)
3. Enhanced credibility with banks and landlords (Davies, 2017)
· Cons:
1. More complex accounting and regulatory duties (HMRC, 2022)
2. Filing annual reports publicly (Companies House, 2023)
3. Higher set-up and admin costs (Jones, 2020)
Overall, the limited structure provides growth potential while safeguarding personal finances.

4. Mission, Aims, SMART Objectives & USP
Mission Statement:
“To nurture joy, growth, and community in a safe, imaginative indoor play space for young children and their families.”
Aim:
To become the leading indoor play hub in Merthyr Tydfil, promoting health, creativity, inclusion, and social well-being.
SMART Objectives (First Year):
1. Sign 1,000 annual members by December 2025.
2. Maintain 80% play-session capacity weekly.
3. Achieve a 20% annual increase in party bookings.
4. Track a 90%+ satisfaction rate via quarterly surveys.
Unique Selling Proposition (USP):
Happy Toes offers climate-resilient indoor fun, with inclusive design (sensory zones, allergy-friendly café) and structured classes that are unmatched in the region.

5. Physical Location
Location: 24 Holly Way, Merthyr Tydfil
Rationale:
· Accessibility: High footfall, close to schools and community center.
· Parking: Ample free parking—critical for families (Transport for Wales, 2019).
· Community: Positioned to complement weekend foot traffic.

6. Human Resources
Staffing Plan (Year 1):
· Manager (1): Full-time (40 hrs/week)
· Play Supervisors (3): Full-time (8 hrs/day, rotating)
· Café Staff (2): Part-time
· Reception/Customer Service (2): Part-time
· Cleaner (1): Part-time
Source of Staff:
Local job boards (Indeed, Gumtree), youth employment programs, and voluntary placements from Cardiff Met University.


7. Marketing & PR Initiatives
Branding: Cheerful pastel palette; logo featuring smiling toes—printed on business cards, flyers, and signage.
Online:
· Facebook and Instagram launch campaign—ads targeting local parents (1‑mile radius)
· Google My Business listing
· Community blog posts and SEO-optimized website content
Offline Marketing:
· Flyers in GP surgeries, schools, nursery settings
· Local-school open-day partnerships
· Launch event with free toddlers’ sessions for first-time customers
· Collaboration with Merthyr Tydfil Family Hub for monthly “messy play mornings”
PR Activities:
· Press release to South Wales Echo at launch
· Feature in local parenting blog “Mummy in the Valleys”
· Influencer invite events for local parent bloggers

8. Market Research
Primary Research:
· 100 parent surveys (online and drop-in)
· 5 focus groups of local families
· Pilot sessions with 150 children
Key Findings:
· 87% prefer indoor options for all weather (Graph 1)
· 72% rate safety as top priority
· 65% willing to pay £5 per session
· 93% often seek birthday-party venues
Secondary Research:
· UK indoor-play market growth: 5% CAGR 2018–2023 (Mintel, 2022)
· Safe play rated top feature by 78% of parents (MarketLine, 2021)
Application:
Pricing set at £6/drop-in, £50/hr for parties. Play zones designed for safety and cleanliness; café menus offer healthy, allergen-aware options.


9. Financial Resources & Cashflow
Startup Costs:
· Fit-out & play equipment: £80,000
· Lease (first 3 months deposit): £12,000
· Licensing, insurance & legal: £8,000
· Marketing & branding: £10,000
· Technology & office: £5,000
· Working capital buffer: £15,000
Total: £130,000
Finance Sources:
· Owner’s capital: £30k
· Small business loan: £70k
· Merthyr Tydfil Council grant: £25k
· Community crowdfunding: £5k


12-Month Cashflow Summary 
Month   	Inflow (£)	Outflow (£)	Net Cashflow (£)
January	 10,000	22,000	–12,000
February	 12,000	20,000	–8,000
March 	18,000	19,000	–1,000
April	           20,000	 18,000	+2,000
May	           22,000	 18,000      	+4,000
June	           25,000	 18,000    	+7,000
July	          25,000   	18,000	+7,000
August	25,000	18,000	+7,000
September	25,000	18,000	+7,000
October	25,000	18,000	+7,000
November	25,000	18,000	+7,000
December	25,000	18,000	+7,000
Total (Year)	287,000	223,000	+£64,000

Narrative Analysis
The business begins with three months of planned losses due to initial overheads, lower early-stage revenue, and upfront operational costs (e.g., marketing, staffing, utilities). These losses are fully anticipated and mitigated through a £15,000 working capital buffer and external funding support.
· January: Opening month includes significant setup and promotional expenses, with limited customer inflow.
· February–March: Gradual growth through increased awareness and early customer acquisition, though the business remains in deficit.
· April–May: Revenue begins to overtake costs as birthday party bookings, memberships, and café income increase. The business starts generating a positive net cashflow.
· June–August: Seasonal demand and school holidays drive strong inflow. The business reaches break-even in July (Month 7).
· October–December: Stable monthly inflow of £25,000 ensures continued profitability. This period includes holiday-themed events and party bookings that boost revenue.
By December 2025, the cumulative net cashflow stands at +£64,000, indicating solid financial health and providing a foundation for reinvestment or expansion planning.


10. SWOT Analysis
Strengths:
· Inclusive indoor space year-round
· Structured classes and booking flexibility
· Location with optimal footfall and parking
Weaknesses:
· High fixed costs and dependency on staffing
· Initial brand awareness low
· Seasonal attendance variation
Opportunities:
· Expand into school holiday programs
· Partnerships with local community groups
· Additional revenue from café and retail
Threats:
· Competition from other entertainment venues
· Economic downturn affecting discretionary spending
· Health and safety incidents

Overcoming Primary Weakness (High Fixed Costs):
1. Introduce membership tiers and loyalty discounts
2. Optimise staffing with part-time roster adjustments
3. Seek sponsorship for equipment or local events
4. Monitor utility usage and negotiate supplier deals

Conclusion
Happy Toes is designed to meet a clear gap in the Merthyr Tydfil family recreation market. With strong market insights, a feasible financial roadmap, and a team-focused approach, the venture is positioned for sustainable growth. The combination of membership revenue, party packages, café sales, and community programmes ensure multiple income streams. By addressing the main weakness via targeted strategies, Happy Toes aims to become the go-to destination for indoor family fun—rain or shine.
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Task 1- part 2
Individual Reflection 

Developing the business plan for Happy Toes Indoor Playground has been a transformative learning experience, giving me insight into multiple dimensions of starting and managing a new venture. It challenged me to think critically, creatively, and strategically—moving beyond the idea stage into tangible planning and forecasting.
One of the key skills I’ve developed is the ability to carry out market research and analysis. Engaging with local parents through surveys and focus groups helped me gain first-hand understanding of customer needs, pricing expectations, and behavioural patterns. I learned how to design research instruments, interpret findings, and apply them directly to shape business decisions—such as pricing drop-in play at £6 and prioritising safety features across all zones. Understanding how to differentiate between qualitative and quantitative data has helped me become more confident in using evidence to support strategy.
Another valuable area of growth has been financial planning and cashflow management. Creating a 12-month cashflow forecast and calculating the break-even point forced me to think realistically about revenue patterns, staffing costs, and seasonal demand. I also became more familiar with startup capital sourcing, including loans, grants, and crowdfunding. Prior to this, I lacked confidence in financial modelling, but now I understand the importance of cash buffers, working capital, and contingency planning—especially in the unpredictable early stages of a business.
In addition, I developed skills in marketing and brand positioning. I learned how to tailor digital marketing campaigns to a hyper-local audience, use social media targeting, and engage in offline partnerships with schools and community hubs. I also came to appreciate how essential storytelling and emotional branding are when appealing to parents and caregivers.
Despite these gains, one entrepreneurial trait I recognise that I need to further develop is risk tolerance. I tend to favour extensive planning and research before acting, which sometimes delays decision-making. While this cautious nature can prevent costly mistakes, it can also hinder agility and responsiveness—both of which are crucial in fast-moving sectors like family entertainment.
To improve my risk tolerance, I plan to adopt a more experimental mindset—trialling ideas on a small scale before full implementation. For example, I might pilot a single sensory development class before launching a full term. Additionally, I aim to connect with other entrepreneurs through local networking events and mentoring groups to better understand how others navigate uncertainty. 
If I were to assess Happy Toes as a potential angel investor, I would choose to invest in the business. The idea addresses a clear gap in the market: a need for clean, safe, engaging indoor play in a region that experiences long winters and limited child-friendly indoor venues. The plan is well-researched and offers diversified income streams—from memberships and birthday parties to café sales and structured classes. The emphasis on inclusivity, local partnerships, and strong community roots enhances long-term sustainability.
While the business carries typical startup risks—such as high initial costs and reliance on steady footfall—these are mitigated through a well-thought-out financial strategy and break-even forecast. Overall, the vision, planning, and commitment to quality make Happy Toes a compelling and investable opportunity.

