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Task 1: Business Plan (1000 words)

Introduction: Business Name and Product/Service Proposition

My business is called Bumble Baby Boutique. It is an online baby clothing brand designed to offer cute, comfortable, and affordable outfits for babies. The business will specialise in providing gift sets, seasonal bundles, and gender-neutral matching outfits for both special occasions and everyday use. The main aim is to bring thoughtful and unique styles to busy parents who want high-quality baby clothing that isn’t always found on the high street (Daroch et al., 2021). The idea for Bumble Baby Boutique came from seeing how difficult it can be for parents to find well-priced, stylish, and practical baby clothes in one place (Whittington et al., 2023; Whittington et al., 2021). I noticed that many baby brands were either very expensive, offered limited designs, or didn’t really cater to people looking for gift options or gender-neutral styles. This inspired me to create a brand that makes shopping easier for parents, while also offering products that feel special and personal. I want Bumble Baby Boutique to feel warm, thoughtful, and fun (Islam et al., 2021). 


Business Ownership

Bumble Baby Boutique will operate as a sole trader business, meaning I will own and manage the business myself. The rationale behind it is, firstly as an advantage it is a very low cost, and simple way to start a business. According to Teece (2009), I would have full control over decisions, and all profits would go directly to me. However, the issue is that I will have to take on all the risk and responsibility. If the business does not perform well, I am personally responsible for this and could suffer. However, even though there are the risks, this structure is ideal for a small start-up like mine where I want to have flexibility and the freedom to shape the brand (Barrow et al., 2021; Barringer ,2022).


Mission Statement, Aim, Objectives of Business plus my USP

Mission Statement: Bumble Baby Boutique aims to make shopping for baby clothes easy, fun, and meaningful. We provide cute, comfy, and affordable outfits while offering thoughtful options for gifts and special occasions.

The Business Aim is to: become a trusted brand that parents love for quality, comfort, and style.

SMART Objectives:

· Launch an easy-to-use online store within 3 months.
· Build a social media following of 1,000 users in the first year.
· Release seasonal collections 4 times a year.
· Reach £10,000 in revenue within the first 12 months.
· Cover all start-up costs within the first year.


Unique Selling Point (USP): Bumble Baby Boutique stands out by offering baby clothes that are not always found in large stores, including gender-neutral designs and occasion outfits. The business listens to parents through marketing events and uses their feedback to shape products and offers (Clauss et al., 2020).


Physical Location and Rationale: Bumble Baby Boutique will be an online-only store to begin with. The rationale behind this is that it reduces overhead costs like rent and bills, making it more affordable to launch. And the online presence means we can reach customers across the UK (Armstrong et al., 2023). Money can also be saved on rent and can be invested in marketing and stock instead, and this is really crucial as this is where I aim to spend a lot of the initial investment into my business. If successful, I may look at selling at local baby markets or pop-up events (Rachinger et al., 2019; Barringer, 2022).


Human Resources: Initially, I will be the only person running the business. My role will include:

· Managing the website and orders
· Handling finances
· Marketing on social media
· Packaging and posting products

If the business grows, I may hire a part-time assistant to help with packing and social media.


Marketing and Promotional Activities: To promote the business, I will start with low-cost, high-impact methods and scale up as revenue grows.

Initial Marketing Strategies:


Social Media Marketing: I will mainly use Instagram and Facebook to create a brand presence and connect with parents. This includes regular posting, engaging stories, and community building. Social media is free to use and highly effective for visual products like baby clothing. I will also run low-budget targeted ads to promote seasonal bundles and gift sets (Bleier et al., 2022).

Email Campaigns: A monthly newsletter will offer exclusive discounts, early access to new collections, and parenting tips.

In-person Promotion: I aim to attend 3–4 local parenting shows to gain feedback and brand awareness.

Marketing Materials: Branded flyers and business cards will be included in each package to encourage repeat sales and word-of-mouth promotion.

Example Initiatives:

· Launch post on Facebook introducing the brand
· “First Order Discount” promotion on Instagram
· User-generated content giveaways (for example “Tag us in your baby's outfit to win!”)

Once the business starts generating income, I will reinvest profits into partnering with parenting influencers. This will help build trust and expand reach to wider audiences (Goldman Sachs, 2023).


Market Research: 

For this assessment, I carried out secondary market research, which involved gathering existing data to understand current market trends and customer preferences. I reviewed popular and affordable UK baby clothing retailers such as Next and Matalan to analyse their product offerings, pricing strategies, and promotional techniques. This gave me insight into how successful brands appeal to parents through bundle deals, seasonal collections, and gender-neutral options. Academic sources, including Belitski and Mariani (2023), Daroch et al. (2021), Bouncken et al. (2018) further supported my understanding of what influences online shopping behaviour and how digital businesses can position themselves effectively. Although I did not carry out any primary research for this assessment, this competitor and trend analysis helped shape my decisions on product types, pricing, and branding. 

Financial Resources: 

My initial costs total approximately £15,000, mainly covering stock, marketing, and website development. I will use personal savings, seek a small business loan, and explore local grant schemes. Keeping it online-only makes the business more affordable and low-risk.

	Item
	Associated Costs

	Stock:
	£2,000


	Website creation:
	£1,000


	Logo and branding:
	£500


	Packaging and postage:
	£800


	Marketing:
	£10,000


	Miscellaneous:

	£700

	Total
	£15,000




SWOT and Action Plan:


	Strengths:
	Unique, thoughtful product range
Low start-up costs
Strong brand identity

	Weaknesses:
	Lack of business experience

	Opportunities:
	Expanding into local markets
Partnering with parenting influencers
Creating a baby gift subscription box

	Threats:
	Competition from large online retailers
Cost of shipping and returns





My biggest weakness is a lack of business experience. To overcome this, I will:

· Take a free online business course
· Join local start-up groups for advice
· Attend small business networking events
· Use trial-and-error to learn and adapt gradually






















Task 1 Part 2: Individual Reflection

Creating my business plan for Bumble Baby Boutique has taught me so much about how to start and grow a business. I have gained new knowledge in things like finance, marketing, and planning. This is something I did not really look into a lot before. One of the biggest things I learned was how to research a specific market properly. I also learned how to create SMART objectives to keep my goals clear and realistic. Another important skill I developed was financial planning. I had to think carefully about start-up costs, monthly spending, and how to make sure the business could be successful in the first year. Marketing was another key area where I gained new skills. I now understand how important social media is for reaching customers, especially for a business like mine that would be fully online. I learned about influencer marketing, email campaigns, and how to make simple but really good ads. I also learned how to write a mission statement and explain clearly what makes my business different from others.

One entrepreneurial trait I realised I need to improve is confidence. Sometimes I doubt my ideas or feel unsure about making chocies. To improve this, I plan to take part in workshops, speak to other small business owners, and slowly build more experience by starting small. Confidence will grow as I learn from real situations and feedback. I also plan to join networking events and business groups to meet others on the same journey.

If I was an angel investor, I would invest in my business definitely. I believe the idea is really good because it’s simple, has a clear audience, and meets real world needs. Many parents struggle to find gift-friendly, gender-neutral, and affordable baby clothes. Bumble Baby Boutique provides a solution. I would invest because the costs are low and the online model means we can reach many customers. I have done research, planned carefully, and kept the risk low.However, I would also want to see how the business performs in the first few months. I would look for strong marketing results and clear feedback from customers. If I saw steady growth, positive reviews, and clear effort to learn and improve, I would feel more confident investing more. I’d also want to know that I as the founder would be open to feedback and committed to growing the business step by step, because as a business owner youmust be able to take criticism. 

Overall, this process has helped me grow in many ways. It gave me a better understanding of what it takes to start a business, and where I need to improve. I’m proud of the idea and the plan, and I now feel more prepared for what comes next.
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