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Executive Summary

To ensure that an organization develops and maintains sustainability it is important that it implements a thorough strategic plan. 
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(1)
Introduction

This strategic plan has been compiled to show the elements that need to be included in the comprising of a strategic management plan. As a recent graduate from the University of Wales Trinity St David in Birmingham, United Kingdom, there is an idea for a social enterprise business. The initial idea stems from a need to address some of the social issues which are adversely affecting inner-city communities. This report has been compiled to present the reader with a comprehensive understanding of the elements of a strategic management plan for social enterprises generally. And more specifically the strategic plan for this venture or initiative. The business plan for the venture has been incorporated into the report because it is a live document, and the business has secured several contracts based on this plan. 

The most notable of these contracts was that which required the service provided by the business to be delivered as part of the Commonwealth games that were held in Birmingham earlier this year. Because of this and several other factors, there is a belief that this initiative or social enterprise can become a viable and sustainable business.  There are some competitive advantages that the business has which will give it a sustainable competitive advantage in the market. Knowledge of the local community is one such advantage. And there are other competitive advantages that the company has at present which are not sustainable in the long term. As a new and emerging business, there are new and fresh ideas that the business can be the first to incorporate into its list of services. However, these ideas can be replicated by competitors over time so are not sustainable competitive advantages.

M.I.A.T has opted for a simple sole trader structure to operate its business and has a view to becoming a Community Interest Company (CIC) within the next five years. Prior to this, it may become necessary to change its status to a cooperative to incorporate further staff members. A copy of the M.I.A.T business plan has been attached to the appendices of this document. In addition to this is a copy of a recently secured contract that M.I.A.T has honoured. 





(2)
Overview

Social enterprise is defined as “businesses whose primary purpose is addressing a social or environmental challenge rather than creating profit for owners or shareholders.” (British Council, n.d.). ‘In Europe, the concept made it’s first appearance in the early 1990’s, at the very heart of the third sector, following an impetus that was first Italian, linked closely with the co-operative movement. More precisely, in 1991, the Italian parliament adopted a law creating a specific legal form for ‘social co-operatives’, the latter went on to experience an extraordinary growth. These co-operatives arose primarily to respond to needs that had been inadequately met, or not met at all, by public services (Borzaga and Santuari 2001). 

According to Galera “the lack of common understanding of social enterprise should not be regarded as a limitation as such debate encourages a rethinking of the theoretical definition of enterprise and its legal structure. The legal recognition of social enterprise contributes to conceptual clarification in the countries concerned.’ The following illustration gives an indication of where social enterprise fits in with more traditional or conventional businesses and provides an insight into the requirements of successfully managing a social enterprise business, as well as providing an insight as to how the sector is divided. Of the numerous factors that must be considered for a social enterprise business to be managed successfully are the products and/or services to be supplied, the customers it serves, its competitors, and any suppliers or supply chain that serves the business.
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(3) 
Strategic intent/direction

The social enterprise business in focus for this report is M.I.A.T (Making Independence Accessible Today) and is aimed at engaging the most marginalized members of society by providing support and guidance to empower individuals to achieve independence.  The aims/objectives/desired outcomes of the organization are achieved by providing educational workshops which are geared towards empowering participants to achieve independence and acquire some employable skills. This enterprise has been founded in response to the many social challenges faced by the most marginalized and under-represented members of society. The social enterprise aims to support individuals who are NEET (not in education, employment, or training) to reduce crime and increase educational and employment opportunities. 

The enterprise is also intent on entering the criminal justice sector and providing the same services to those who are affected by criminal activity. Those who are currently incarcerated or, at risk of incarceration. Social factors that contribute to the development of violent youth and gang-impacted environments form the basis of M.I.A.T as a social enterprise. Some of the social factors and challenges that the enterprise has incorporated into its portfolio of educational workshops are the following.
· Youth Marginalisation and its impact on communities
· Interpersonal Communication skills in complex youth environments
· Mental Health & Working with Youth violence
· Safe Working with young people at risk 
A strategy positioning tool known as The Bowman clock is incorporated into the strategic plan to obtain information about the company’s market position in relation to its competitors (if any). Whether the strategy positioning tool is effective or not, is an ongoing debate that should become clear to the reader by the time a conclusion has been reached.  

Structures for social enterprises can broadly be set out in three categories:

· Unincorporated associations – These are usually comprised of a group of people that form a company without a legal structure and can be known as an unincorporated association. This type of organization is usually run by members of the group who are selected to form a committee. And the organization will ordinarily, have a set of rules that form its constitution which in turn, determines the governance of the organization overall.

· Limited liability structures – These include the following.
· Companies limited by shares
· Companies limited by guarantee
· CIC (Community Interest Company)
· Co-Operatives
· Community Benefits Societies
· Limited Liability Partnership

· Charitable structures – Must be regulated by the charities commission with enhanced regulations but are the beneficiaries of a favourable tax system. 

The following information is a comprehensive overview of the key features of different structures under each of these categories. M.I.A.T has opted for a simple sole trader structure to operate its business and has a view to becoming a Community Interest Company (CIC) within the next five years. Prior to this, it may become necessary to change its status to a cooperative to incorporate further staff members.

	Structure
	Limited liability?
	Regulated by
	Equity Financing
	Can it trade?
	Can profits be distributed?
	Protections for the social mission?

	Unincorporated organisation
	No
	n/a
	No
	Yes
	Yes
	A constitution may provide limited protections

	Limited company (shares)
	Yes
	Companies House
	Yes
	Yes
	Yes
	Articles of association can be modified shareholders agreement

	Limited company (guarantee)
	Yes
	Companies House
	No
	Yes
	No
	Articles of association can be modified

	CIC
	Yes
	Companies House
	Yes (if limited by shares)
	Yes
	No - asset lock
	Asset lock purpose enshrined in articles of association

	Co-op or CBS
	Yes
	FCA
	Limited membership financing
	Yes
	To members (if a co-op) but not is a CBS - asset lock
	Membership governance

	LLP
	Yes
	Companies House
	
	
	Yes - to Partners
	LLP Agreement can include protections

	Charity
	Yes
	Charities Commission (may also be Companies House if a charitable company)
	No
	Only for primary charitable purpose
	No - asset lock
	Enshrined in constitution

	CIO
	Yes
	Charities Commission
	No
	Only for primary charitable purpose
	No - asset lock
	Enshrined in constitution



                                  (2)2022-2024 Sole Trader Structure

2026 – Community Enterprise Structure
2024-2026 cooperative Structure







 
	                       TRADITIONAL TYPES OF ORGANIZATIONAL STRUCTURE

	  
SIMPLE

A simple structure is defined as a design with low departmentalization, wide spans of control, centralized authority, and little formalization. This type of design is very common in small start-up businesses.
	
             FUNCTIONAL

This type of business structure organizes a company into different departments based on areas of expertise. For example, lawyers work in the legal department and marketers work in the marketing department.
	
MATRIX


In a matrix structure, individuals work across teams and projects as well as within their own department or function. For example, a project or task team established to develop a new product might include engineers and design specialists as well as those with marketing, financial, personnel and production skills.


    

	                         MODERN TYPES OF ORGANIZATIONAL STRUCTURE

	
   POST MODERN

Postmodern organizations are organizations that have broken with the traditional principles of organization as defined by modernist theory dominated by rationalism
	
   TEAM BASED

A team-based organization structure can itself enable rapid business disruption. For example, in each new city into which it expands, Uber relies on a three-pronged leadership model consisting of a city general manager, a community manager, and a driver operations manager
	
 BOUNDARY LESS
	
      MATRIX
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Environmental Analysis

An external environmental analysis considers the wider business environment that affects a business or organization. In the case of M.I.A.T, some of the external factors that must be taken into consideration are assessed by using the PESTEL business tool to analyze its position in the market and can be seen in the following section. The table below the PESTEL analysis shows the information obtained after completing a market analysis. 





4.1 PESTEL Analysis

Some of the factors that M.I.A.T must consider are captured in the following PESTEL analysis. Because this is a live document the information contained within the PESTEL is subject to change at any time.

                   
	         P
  (Political)
	          E
 (Economic)
	            S
       (Social)
	         T 
(Technological)
	          E 
(Environmental)
	        L
    (Legal)


	Change of UK government
	Fiscal report/ budget cuts to public spending resulting in cuts to, and/or less requirements for public services 
	Increased rate of truancy and/or school expulsions
	Acquisition of environmentally friendly audio/visual equipment
	Acquisition of environmentally friendly audio equipment to be sourced ethically to promote sustainability
	To be updated on current legislation that relates to the prison service

	New Monarch
	Start-up costs to be met
	The rapidly rising prison population
	Suitably trained staff to facilitate use of the equipment
	Production of globally transmittable broadcasts addressing environmental issues
	To acquire the necessary security clearance(s) i.e. enhanced DBS etc.

	Fiscal report/ budget cuts to public spending
	Rates/charges for service delivery to be fixed to make M.I.A.T competitive.
	The influx of foreign nationals/refugees seeking asylum and placing additional strain on diminishing resources
	Introduction of AI to audio and video production
	
	

	Conflict in Ukraine
	Running costs/overheads
	Possible increase of crime figures due to cost-of-living crisis
	
	
	

	
	Difficulties securing funding
	
	
	
	

	
	
	
	
	
	















An explanation of the meaning of external/macro environment 

To analyze the external macro environment is to analyze the international, environmental, macro-economic, social, governmental, legal, and social factors that affect a business by highlighting both threats and opportunities for the organization. The major factors that must be taken into consideration for environmental scanning are trends, issues, events, and the expectations of stakeholders. Porters Five Forces is considered as a macro tool in business analytics 
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2 Factors that positively impact M.I.A.T
 
· SOCIAL FACTOR - All of M.I.A.T staff (volunteers, sessional workers) are members of the BAME community and therefore are more likely to have had similar or the same social experiences as the clients that M.I.A.T engages with. This provides a niche market for the organization to explore and provides a ‘safe space’ for its clients. It is an established fact that people respond and engage more easily with those from the same or similar background. 

· ECONOMIC FACTOR - Up to £4.1 million will be made available through the Social Enterprise Boost Fund (SEBF) to kick start and accelerate social enterprise activity in disadvantaged areas of England. This will be delivered through providing a combination of capacity building support and onward grant funding to local social entrepreneurs delivered in up to 6 local authority areas.


2 Factors that negatively impact M.I.A.T 

· ECONOMIC FACTOR – DCMS will select up to 6 Local Delivery Partners (LDPs), which may be single organisations or consortia. For each application, bidders can choose up to three local authority areas to work with.
· 

Internal / Micro Environmental Analysis using Porter’s 5 Forces
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(Porter’s Five Forces Model of Industry Competition
Image © Rice University & OpenStax, CC BY 4.0 
  (4)NO MAJOR THREAT TO M.I.A.T FROM NEW ENTRANTS 



 




      


No reliance on individual suppliers
M.I.A.T.has funds to meet start-up costs

INDUSTRY RIVALRY

                                                                                                









Minimal threat from substitutes to M.I.A.T 


      
     
THREAT OF NEW ENTRANTS - M.I.A.T is not under threat from new entrants because it is a relatively new entrant to the market itself. This can be both a strength and weakness for the organization because it is an unknown entity the organization must compete for business in the first instance to develop a client/customer base. This will initially be a weakness of the organization but upon establishing a client base there is an increased likelihood of securing repeat business because the organization is new and offering new and innovative services. M.I.A.T is also able to offer tailored services where an organization can purchase a combination of services. This is a strength of the organization that other organizations can possibly replicate only by amending their own list of services to rival the ‘bundling’ packages that M.I.A.T can provide. 

      BUYER POWER - M.I.A.T. currently has sufficient equipment to facilitate its workshops in the various establishments that have been previously outlined. For now, M.I.A.T operate remotely and has sufficient equipment and finances to do so. Equipment will need updating periodically for M.I.A.T to remain competitive in the market and these funds will be generated from the business tendered to that point. There will also be funds available following the fundraising and community events that it will facilitate. There are also numerous funding streams that M.I.A.T can apply to for further funding where necessary. 

      THREAT OF NEW ENTRANTS - Because of its ability to ‘bundle’ services together to form a bespoke package of services M.I.A.T is not under any major threat from substitutes offering the exact same package of services. Other organizations can offer some of the same services as M.I.A.T on an individual basis but it would have to replicate the service(s) and workshops by offering the same pathways as those available via M.I.A.T

      SUPPLIER POWER - The fact that the equipment required for M.I.A.T to successfully carry out its operations can be readily purchased from numerous online and retail outlets means that the organization is not dependent on any individual supplier. 
     
       
























To achieve the desired outcome of entering the prison sector to deliver services, M.I.A.T must be aware of the following facts relating to the prison population.

1 - The Operational Capacity of a Prison is the total number of prisoners that an establishment can hold considering control, security, and the proper operation of the planned regime. It is determined by Prison Group Directors based on operational judgment and experience.
			
	
	
	

	
	Population and Capacity Briefing for Friday 11 November 2022

	
	
	

	
	
	
	This week

	
	Population
	
	82,379

	
	Population in male estate
	
	79,158

	
	Population in female estate
	
	3,221

	
	
	
	

	
	Useable Operational Capacity
	
	83,807

	
	
	

	
	Home Detention Curfew caseload
	
	1,993

	
	
	

	
	
	

	
	Population and Capacity on previous Fridays

	
	
	

	
	
	Last week
	
	12 months ago

	
	Population
	82,161
	
	79,401

	
	Population in male estate
	78,959
	
	76,175

	
	Population in female estate
	3,202
	
	3,226

	
	
	
	
	

	
	Useable Operational Capacity
	83,689
	
	80,886

	
	
	

	
	Home Detention Curfew caseload
	1,988
	
	2,242
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2 - Useable Operational Capacity of the estate is the sum of all establishments’ operational capacity less 2000 places. This is known as the operating margin and reflects the constraints imposed by the need to provide appropriate learning packages for different classes of prisoners i.e., by sex, age, security category, conviction status, single cell risk assessment, and due to geographical distribution.
                                                                



Table: Market Analysis/Market Segmentation


	Market Analysis
	
	
	
	
	
	
	

	
	
	2021
	2022
	2023
	2024
	2025
	

	Potential Customers
	Growth
	
	
	
	
	
	CAGR

	Excluded Pupils/Students
	0% 
	2,000 
	4,000 
	6,000 
	7,500 
	7,500 
	39.16% 

	Pupils/Students at risk of exclusion
	4% 
	1,800 
	0 
	0 
	500 
	1,500 
	-4.46% 

	Youth Offenders - Engaged with Offending services
	5% 
	300 
	500 
	600 
	800 
	840 
	29.36% 

	Adult Offenders - Engaged with Offending services
	3% 
	8,500 
	500 
	700 
	1,300 
	1,339 
	-37.00% 

	Youth Offenders - Incarcerated
	3% 
	8,200 
	8,446 
	0 
	200 
	700 
	-45.95% 

	Adult Offenders - Incarcerated
	5% 
	3,500 
	200 
	500 
	700 
	735 
	-32.31% 

	Total
	-15.12% 
	24,300 
	13,646 
	7,800 
	11,000 
	12,614 
	-15.12% 

	
	
	
	
	
	
	
	




M.I.A.T has identified several target markets that will be pursued. The largest segment is BAME young people who are NEET (not in education, employment, or training). Another target market is that of offender management. Adrian has close relationships with professional deejays and radio broadcasters in Birmingham and will utilize these contacts as resources. He also has a close association with the local community radio station where he has previously placed young people for them to gain work experience. This will be another avenue that is open to the people that are engaged with M.I.A.T.  





80,660 is the number of prisoners in the UK as of June 2022
1,511,900 Adult learners in the UK between 2021 - 2022
16-24 yr olds estimated NEET Jan – Mar 2022
ESTIMATED at 704,000


Description of Programs and Services (not an exhaustive list):

	Programs
	Services

	DJ Skills workshop
	Providing an ongoing series of workshops where participants will develop knowledge and gain experience of the various equipment and technologies used by DJ's. Participants will have opportunities to be at the forefront of music production, audio engineering, DJing and performance – receiving exceptional training and facilities for those who want to take their love of music further.

	Music Production workshop
	Our music production workshops are made up from combinations of 6 modules. Tailor-make your course by choosing any of these 6. If there’s a course combination not shown, contact M.I.A.T and we can arrange this for you. Suitable for beginners looking to progress to an advanced level.

	Social Events
	Zoom Parties / Physical Discos - People will build relationships and support each other phone / zoom / one-to-one / group meetings (current social distancing measures will be adhered to so no definitive timescale for one-to-one or group meetings at present)

	Community Radio Station 
	Social space for people to learn new skills in radio production and communicate about matters of particular interest to them. This is to be managed by M.I.A.T and operated by beneficiaries.

	Sporting Events
	Attendance at sporting events such as football matches, athletics meetings (Birmingham recently hosted the Commonwealth Games in 2022) and others, in a researcher/reporter/broadcaster capacity. Where practicable, participation in sports events/programs will also be encouraged and facilitated. M.I.A.T secured a contract for service delivery at community events held as part of the commonwealth games (copy attached in appendix) 

	Person-Centered Programs / Initiatives
	Stakeholders and beneficiaries are invited and encouraged to propose new ideas as to what services they would like M.I.A.T to incorporate in its' list of services. And how they believe these services should be delivered to achieve best practice. Additionally, service-users are encouraged to suggest features to be included in the radio station’s program schedule.

	
	







Facilitating these workshops will enable M.I.A.T to tailor the course material and workshops to the specific needs of the participant(s).  It also enables M.I.A.T to receive referrals from various agencies as well as receiving self-referrals. Within this market segment, there will be three subgroups: clients aged between 16-24 years old who are NEET, clients who are socially excluded, and adult offenders. M.I.A.T will also offer its services in other settings to all members of society, with a particular focus placed upon members of the BAME community because of a common lived experience.

     

                                                 
While persons from the BAME segment will remain the core focus of the company, much time will be dedicated to developing the cultural cross-section segment as M.I.A.T is keen to include members of the LGBTQ community. This is a mere matter of population dynamics. There are 8.9 million pupils attending 24,400 schools in England in 2020/21. This includes state-funded and independent schools. 20.8% are known to be eligible for free school meals, representing 1.74 million pupils. This has increased from 17.3% in January 2020. The number of permanent exclusions has decreased in 2019/20 from 7,900 to 5,100. This is driven by the effect of the national lockdown that started in the Spring term. The overall rate for permanent exclusions is 0.06 in 2019/20, down from 0.10. 

Children’s charity 4in10, Just for Kids Law, and the Children’s Rights Alliance for England produced a report earlier this year examining the links between exclusions, race, and poverty. It highlights how home circumstances including “deprivation and low income” as well as “poor housing” can impact a child’s behaviour and put them at greater risk of exclusions. Official figures indicate that pupils who are eligible for free school meals (FSM) are more than four times more likely to get a permanent exclusion than their peers. The permanent exclusion rate for FFSM-eligible pupils is 27 per 10,000 pupils, compared to six per 10,000 pupils who are not eligible for FSM. FSM-eligible pupils are also more than four times more likely to receive fixed-term exclusions.

Many teachers have said they need help from other professionals to reduce the number of times they remove pupils from class. More than half (54%) of teachers surveyed by the RSA in 2019 said that the ability to refer pupils to an in-school practitioner would help to reduce school exclusions. In 2017-18, 89% of boys in young offenders’ institutions had been excluded from school, according to The HM chief inspector of prisons for England and Wales. A 2012 Ministry of Justice study found that 63% of adult prisoners reported being temporarily excluded when at school.
The potential market among excluded pupils/students/young offenders/adult offenders is therefore quite huge.

M.I.A.T must consider its’ position in the market and the following SWOT analysis provides 
an indication of its current standing.








SWOT Analysis for M.I.A.TSTRENGTHS
New provider with new ideas
Innovative services
BAME Service
The Founders’ experiences




      

THREATS
Established organizations
Not securing sufficient business

WEAKNESSES
New to service sector
Unknown organization
Low levels of funding
No permanent business space

                                                                             

   


OPPORTUNITIES
To become established
To gain a share of the market
To become a CIC











· Threat of new entrants – As a newly formed organization, M.I.A.T does not have a strong standing in the field and is at risk of its operations being incorporated into the portfolio of existing and established organizations such as the Probation Service. Contrarily, M.I.A.T can pose a threat to established organizations by implementing new and innovative services which are tailored to meet the needs of the individual. 
· Power of Suppliers - M.I.A.T is not dependent upon suppliers because the equipment required to deliver its service(s) is predominantly IT and audio/visual equipment. These items are purchased on either a ‘one-time’ basis or repaired/replaced as necessary. Therefore, the organization is not at the mercy of suppliers or supply chains. The equipment required to successfully develop the business is readily available within the retail sector.
· Power of Buyers – Those that engage in business with M.I.A.T by commissioning its services hold the power to determine the success levels of the organization. A constant stream of repeat business from the various entities will positively impact the development and sustainability of M.I.A.T. Whereas the supply of equipment is not so problematic for M.I.A.T, the quality and standard of the equipment it uses can determine the quality of the service it delivers. Because of this, the power of those that buy the equipment is immense.
· Product Substitutes – Because it does not have a specific product to promote or sell there is no substitute product that can be considered. 
· Rivalry – Because it delivers bespoke services to a specified client group there are no direct rivalries that M.I.A.T is aware of at present. Due to the nature of its business and the fact of being in the prison service, there will be competitors that are able to offer the same or similar services to those that M.I.A.T currently offers. Such a situation could lead to a competitive business rivalry with other organizations. And this highlights the fact that M.I.A.T does not have a sustainable competitive advantage in the market for the long term. But it does have a competitive advantage in the short-term because the services are still currently seen as new and innovative


M.I.A.T Marketing Road Map


The following ‘road map’ details the steps that M.I.A.T has put in place to successfully launch its operations and acquire business. In the first three months of 2023 from January to March M.I.A.T will implement the steps outlined in section ‘Q1’. Between April and June, the steps outlined in section ‘Q2’ will be implemented. ‘Q3’ between the months of July and September, and the steps (launch, service delivery) in ‘Q4’ will be implemented between October and December.



                                                       M.I.A.T. ROAD MAP 2023


  JAN 2023 – MAR 2023     APR 2023 – JUN 2023        JUL 2023 – SEP 2023   OCT 2023 – DEC 2023
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	ADVERTISING                         RAISE AWARENESS OF M.I.A.T        FACILITATE WORKSHOP(S)        SERVICE DELIVERY


  

community centres                             social media platforms                    Demonstration/Taster sessions           Official launch
schools                                               Community radio station                 Community events                               Service Delivery 
health centres                                     Internet radio station                                                                                    Evaluation
Social services                                    Zoom / Teams meetings
Probation services                              Completion of website
Offenders’ institutions                         



Strategy and Implementation Summary

M.I.A.T will leverage its competitive edge to gain market share. These advantages offer learners significant value including individualized and group tutoring, specialized handout material, tutoring specific to courses and professions, the ability for the service to explain difficult concepts using easy-to-understand ideas and examples. The last advantage, the Systematic Analysis Framework provides learners with a problem-solving approach that is useful to the current question as well as being applicable to all the learners’ other courses. The marketing strategy will seek to work closely with the different professionals. This will help M.I.A.T get a steady stream of referrals from the professionals’ respective agencies. The marketing strategy will also rely on print advertising, taking the form of student newspaper advertisements as well as targeted flyers submitted to students and posted in student areas in schools, colleges, offenders’ institutions, and others. The sales strategy will be the process of converting learners into customers. One facet of this strategy is the offering of periodic free sessions. The free sessions are designed to be an introduction of M.I.A.T to new people who are unsure if they will benefit from tutoring. M.I.A.T expects to have a high conversion rate into customers from these free sessions.





Competitive Edge

There are no other companies providing these specialized and targeted services to the target market. This gives M.I.A.T an edge that will help it to survive for some time to come. The experience with and knowledge about each of the subjects and their workshops gives the company an ability to provide specialized services that no one else can compete with on anywhere near the same level. Moreover, the service is further differentiated by the following items:

⦁	Individualized service, based on personalized evaluation of each client and his or her specific needs and strengths. This considers the recognition that students learn in various ways, some students learn visually, others orally. M.I.A.T first evaluates each student and their best way of learning and tailors the tutoring to serve each student most effectively.
⦁	The option of one-on-one tutoring or review sessions offered to small groups (enough learners so they can learn from each other, but not so many that it becomes confusing and distracting in the session).
⦁	Specialized handouts prepared over several years.
⦁	Experience explaining difficult concepts and knowledge of what works best with certain types of learners. Sessions can be focused to better meet the needs of individual students.
⦁	Systematic Analysis Framework (SAF) will be applied to all tutoring. SAF is a system where each student is taught to properly approach any type of problem with a systematic method that provides them with the tools of handling problems with a formal problem-solving technique, empowering the student to be able to learn more on their own. This is in contrast with most other tutors who assist the student with specific problems or questions. This could be short sighted as it only addresses the difficulty at hand, it does not assist the student with problem solving techniques that provide students with tools to assist them in the future with unforeseen problems.



Marketing Strategy Summary

The real key to this business is staying ahead of the changing student roster, considering the ongoing Covid-19 pandemic. It is important to get out and get seen by all the incoming learners. Testimonials by prior clients will be very helpful for future reference. A barbecue or party at the beginning of the year would give people a chance to meet and mingle with tutors and get to know who to turn to for help when they feel they need that extra little edge.
The marketing strategy will also incorporate a networking focus where M.I.A.T is in close contact with the professional bodies that regulate the education sector. This allows the company to be quite familiar with the material the various agencies are teaching. It also provides the professional bodies with an opportunity to offer referrals to M.I.A.T for students that need additional assistance that the school cannot provide. While M.I.A.T primarily serves schools in the Birmingham area, it will also serve other local colleges. M.I.A.T will place advertisements in the different student newspapers. These advertisements will be effective due to their low cost and targeted readership. Students are the almost exclusive readers of the newspapers so M.I.A.T will receive considerable visibility.
Lastly, upon permission from the various schools, M.I.A.T will disperse flyers into students’ mailboxes, communicating to the students the various services M.I.A.T offers and why it stands out in terms of effectiveness relative to the competition. These flyers will also be posted on various bulletin boards within the student areas. 


The 5 M’s of Marketing is an interesting marketing model which can be used in a number of different ways. It picks up on five different internal elements of the marketing plan which need to be addressed if the plan is going to be successful.  The five elements need to be considered as assets which the organisation has committed to its current marketing strategy, and they include Manpower (Staffing), Materials (Production), Machinery (Equipment), Minutes (Time) and Money (Finances). (Barrington, 2019)




 VRIO 

“The VRIO framework gives an organization a thorough insight into its’ resources and capabilities. With this insight an organization can then make well informed and sensible strategic decisions that can keep it ahead of its’ competitors.” (Thom,J.C.). VRIO analysis is a strategic planning tool for efficient decision making. VRIO refers to 4 criteria firms consider: Value, Rarity, Imitability, Organization.
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VRIO Analysis for M.I.A.T

VALUE
•	 To ensure that it utilizes the skills and knowledge of innovative and productive individuals M.I.A.T has a pool of voluntary and sessional workers that will facilitate the various workshops as required. These individuals are exceedingly good in their profession and professionalism which adds value to the service(s) that M.I.A.T provides. Additionally, the value of the equipment required to facilitate the various music workshops is not excessive but would need to be replicated in each of the institutions where another organization was to provide the same or similar service(s).    


We will retain customers by:
•	Providing the levels of service that is required. 
•	Continuously improving the service.
•	Evaluating our delivery as we will be service user led. 
•	Service users will be integrated into all levels within the organization and therefore have an input into service delivery at all levels of operations.
•	We will get more from customers by involving them in the services development and review.

RARITY 

The selection and available combination of services that M.I.A.T provides is extremely rare. The individual services are available via other organizations but there are none that provides these services as a combined package. 

IMITABILITY

As mentioned in the previous section, the individual services are available via other organizations so there is indeed a possibility of M.I.A.T’s services being replicated.

ORGANIZATION  

M.I.A.T will be responsible for a wide range of activities that increases the active participation of its clients and the local community in an informed, committed, and meaningful manner. The focus of the workshops is empowering clients to make positive changes which increase wellbeing, engagement, and inclusion of all demographics and communities. And, to create opportunities to directly address societal challenges and opportunities.

To achieve this M.I.A.T will build on current good practice and look at providing greater social innovation and entrepreneurship opportunities for undergraduates, whilst actively looking for ways to increase current and graduate student start-ups. 


                                                                                                                                                      ()Ansoff Growth Matrix


PROMOTE OTHER M.I.A.T SERVICES TO BIRCHFIELD BIG LOCAL WHO HAVE ALREADY ENGAGED WITH M.I.A.T
MARKET PENETRATION BY OFFERING TASTER/DEMO WORKSHOPS FOR FREE OR AT REDUCED RATES





MARKET
PENETRATION	                                                                                                                                      SERVICE DEVELOPMENT


                     

SELL NEW SERVICES TO CONSUMER OF EXISTING SERVICES (Birchfield Big Local, OPUS etc)
BEGIN COMMUNICATION WITH OTHER POTENTIAL CUSTOMERS





MARKET
DEVELOPMENT                                                                                                                                           DIVERSIFICATION

                                                                                                                                                                       

                                                                                                                            
Overcoming Challenges faced by M.I.A.T

Thus far M.I.A.T has not encountered many challenges because it is still at the inception stage. Naturally there will be challenges going forward and these will be met as they arise. As with any organization, one of the challenges will be to remain compliant with current legislation and ensuring that all legal requirements are met.

Conclusion

To ensure that an organization develops and maintains sustainability it is important that it implements a thorough strategic plan.
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This contract is issued on: 13 July 2022
This contract is issued by:

OUTDOOR PLACES UNUSUAL SPACES LTD Registered Address C/o Lifford Hall, Lifford Lane, Kings
Norton, B30 3JN Company Number: 11487764

the “Client,”

To: Adrian Joseph, 3/19 Rickman Drive, Edgbaston, Birmingham, B15 2AL

the “Artist.”

Dear Adrian

Outdoor Places Unusual Spaces (OPUS) Ltd as nominated subcontractor of Outdoor Digital
Productions Ltd (ODP) are pleased to be working with you on the Birmingham 2022 Festival
Neighbourhood Sites in July / August 2022. ODP and OPUS are licensed by Birmingham 2022
Commonwealth Games Organising Committee [the OC] to produce and deliver the Castle Vale
Festival Sites and are working with an appointed Neighbourhood Producer and Community
Connector to deliver the events.

Neighbourhood sites will pop up across locations throughout Birmingham bringing the Games and
Festival to the people of the city. Cosmopolitan community spaces that welcome their neighbours,
produced by, for and with local people to share the Games together.

On the 28th and 29th July Castle Vale will host the first ever neighbourhood festival site and all
residents are invited to be a part of history. This will be at an exciting time when the spotlight is on
Birmingham, and something incredible will also be happening right here in our neighbourhood.
Alongside the opening ceremony and sporting highlights from the games, Farnborough Fields will
come alive with a variety of sports, arts and cultural activities, digital art and performances to enjoy
for all ages, all for free. ‘The warm up..' is the starting point, a starting point of where you might
discover a new interest, skill or your new favourite local artist, and a starting point for events like this
in the future.

Sparkhill Park will be transformed into your own Front Room to the Games, with energy so lively and
colourful you won't want to leave. Sparkhill Park Festival Site will be a place where the community
can come together to celebrate our neighbourhood, our cultures and our city while enjoying sports,
food and the arts. Local and professional artists will deliver live performances that are completely
free, making sure all Brummies are welcome. By collaborating with residents and artists in and
around Sparkhill, we will deliver an event that is representative of the vibrant community we are.



https://find-and-update.company-information.service.gov.uk/company/13447465
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By signing and returning a copy of this letter, the Artist will enter into a binding legal agreement with
the Client, in which the Artist agrees to provide performances (Services), as detailed in Schedule 1.

1.

Agreement

1.1.  This agreement shall commence on the date of issue

1.2.  The Artist will present the Services, detailed in Schedule 1 in the agreed timeline
outlined.

Fees

2.1.  The Client shall pay the Artist a total fee of £750 plus VAT if applicable (Fee)

2.2. The fee is inclusive of all expenses, costs, royalties and associated costs of
production.

2.3.  This equates to the expectation of the following:

2.3.1. 100% payable on completion of the Services and any evaluation requirements
OR

2.3.2. If adeposit is required, 50% on return of a signed contract and 50% on
completion of the Services and any evaluation requirements.

2.4.  The balance of payment shall become payable to the Artist within 28 clear days of
the delivery of the Services.

2.5.  Please send all invoices to caroline@opusartsevents.co.uk, with PO number ODPSAT
included. Invoices without the correct PO may not be processed on time.

2.6.  The Artist is responsible for any National Insurance, employment taxes or other
contributions arising from this agreement. The Artist is responsible for any
requirements for residency or right to work in the United Kingdom of Great Britain
and Northern Ireland that relate to the Services in this agreement.

The Artist's conduct

3.1.  The Artist agrees that they will not do anything, while on any premises work is to take
place, that is illegal or otherwise likely to cause complaint or bring ODP/ OPUS or the
Birmingham 2022 Festival into disrepute.

3.2.  If the Artist does any of those things, this will entitle the Client to terminate this
agreement immediately and require a refund from the Artist within ten working days
of all fees paid to the Artist for future work.

Content of the work

4.1.  The Artist agrees that the work will not contain material that infringes the copyright
or any other rights of any third party (including any right of confidentiality or privacy)
nor any obscene, blasphemous or defamatory matter and that if work does so, the
Client shall be entitled to stop the work immediately.

Venue and equipment

5.1.  The Client confirms that their agreement with the venue owner or tenant contains all
provisions reasonably necessary to ensure the Artist's comfort and safety on the
premises whilst attending site visits or completing work onsite, and the Client agrees



mailto:caroline@opusartsevents.co.uk
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5.2.

5.3.

5.4.

5.5.

5.6.

that if the Artist has any concerns about safety or access issues, the Client shall
promptly notify these to the Community Producer / Event Manager.

The Client shall be responsible for any damage caused to the Artist’'s equipment
while it is at the venue that is not caused directly by the Artist, and the Client shall
maintain sufficient insurance to cover such liabilities.

5.2.1.  The Client shall not be liable for any damage caused by negligence from the

Artist.

The Artist shall perform in accordance with the Client’s health and safety policy /
event safety management plan which will be provided to the Artist in advance of any
on site working.
The Client will obtain all necessary permits, approvals and licences necessary for the
Artist’s performances to be given lawfully.
The Client will ensure that the items listed in Schedule 1 are present and in working
order, and the following personnel are available to the Artist, at the venue before the
time scheduled for the Artist’s performance.
The Artist agrees that the Client will have the right to determine the maximum
volume of the performance in line with the Neighbourhood Noise Management Plan.

6. Responsibility

6.1.

6.2.

The Artist shall:
6.1.1.  provide and produce the Services, as detailed in Schedule 1, within the agreed
budget;

6.1.2.  agree to the photographing and filming of the Services and hereby grants all
necessary licences as required by the Client, affiliates and partners for the
use of such photographs and film for archival, educational and promotional
purposes as determined by us;

6.1.3. liaise with the Client’s producing team regarding all matters detailed in
Schedule 1;

6.1.4.  provide risk assessments and evidence of any licences and insurances
including but not limited to public liability insurance, equipment insurance if
relevant and employers liability;

6.1.5.  Ensure any equipment being provided is PAT tested

6.1.6.  Complete requests for accreditation as required by the Client and adhere to
any accreditation rules for working on site.

6.1.7.  Provide the client with any information required for PRS purposes

6.1.8.  Provide the client with an information required for evaluation and monitoring
purposes

The Artist agrees to act as an advocate for the Client, and uphold the reputation of
the Client and the wider event, throughout the period of this agreement.
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7. Marketing, publicity and promotion

7.1.  The Artist shall provide the Client with sufficient publicity material, including a
biography, marketing copy, images (with credit and permission to use), website and
social media links.

7.2.  The Artist shall cooperate with requests from the OC to undertake a reasonable
amount of press, promotional activity and publicity services (such as giving media
interviews, contributing to digital forums and attending stakeholder events) relating
to the Services and B2022 Festival, subject to any prior professional commitments.

8. Rights of cancellation

8.1. If the Client cancels the Services under this provision, the Artist will be entitled to
keep all fees in relation to work that has already taken place before the date when the
Artist receives notice of cancellation.

8.2.  If the Artist cancels the Services at any point, or fails to deliver the Services other
than for a reason set out in force majeure, the Artist shall refund to the Client within
ten working days all fees already paid to the Artist, subject to any fees covering work
already completed.

9. Force majeure
9.1. Force Majeure Event means any circumstance not within a parties reasonable
control including, without limitation:

9.1.1.  acts of God, flood, drought, earthquake or other natural disaster; epidemic or
pandemic; terrorist attack, civil war, civil commotion or riots, war, threat of or
preparation for war, armed conflict, imposition of sanctions, embargo, or
breaking off of diplomatic relations; nuclear, chemical or biological
contamination or sonic boom; any law or any action taken by a government
or public authority, including without limitation imposing an export or import
restriction, quota or prohibition, or failing to grant a necessary licence or
consent; collapse of buildings, fire, explosion or accident; any labour or trade
dispute, strikes, industrial action or lockouts (other than in each case by the
party seeking to rely on this clause, or companies in the same group as that
party); non-performance by suppliers or subcontractors (other than by
companies in the same group as the party seeking to rely on this clause); and
interruption or failure of utility service.

9.2.  Provided it has complied with clause 11.4, if a party is prevented, hindered or delayed
in or from performing any of its obligations under this agreement by a Force Majeure
Event (Affected Party), the Affected Party shall not be in breach of this agreement or
otherwise liable for any such failure or delay in the delivery of such obligations. This
includes wet weather where full payment will be made if a performance can not go
ahead..

9.3.  The corresponding obligations of the other party will be suspended, and the time for
delivery of such obligations extended, to the same extent as those of the Affected
Party.

9.4. The Affected Party shall:
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10.

11.

12.

9.4.1.  assoon as reasonably practicable after the start of the Force Majeure Event
but no later than 14 days from its start, notify the other party in writing of the
Force Majeure Event, the date on which it started, its likely or potential
duration, and the effect of the Force Majeure Event on its ability to perform
any of its obligations under the agreement; and

9.4.2.  use all reasonable endeavours to mitigate the effect of the Force Majeure
Event on the delivery of its obligations.

Status and liability
10.1.  The Artist will be an independent contractor and nothing in this agreement shall
render the Artist an employee, worker, agent or partner of the Client and the Artist
shall not hold themselves out as such.
10.2.  The Artist shall be fully responsible for and indemnify the Client against any liability,
assessment or claim for:
10.2.1.  taxation whatsoever arising from or made in connection with the delivery of
the Services, where such recovery is not prohibited by law; and
10.2.2.  any employment-related claim or any claim based on worker status (including
reasonable costs and expenses) brought by the Artist or any substitute
against the Client arising out of or in connection with the provision of the
Services, except where such claim is as a result of any act or omission by us.
10.2.3.  The Client may satisfy any indemnity contained in this clause (in whole or in
part) by way of deduction from any payment due to the Artist, to the extent
permitted by law.

Assignment
11.1.  The Artist shall not assign or subcontract this agreement or any of the obligations
under it, nor shall any person or company be substituted to carry out the obligations
hereby undertaken by the Artist without the prior consent in writing of the client.
11.2.  Nothing herein contained shall be deemed to constitute a partnership between both
parties, a relationship of agency and principal, or a contract of employment.

Notices
12.1.  Any notice or other communication given to a party under or in connection with this
agreement shall be in writing and shall be:

12.1.1.  delivered by hand or by pre-paid first-class post or other next working day
delivery service at its registered office (if a company) or its principal place of
business (in any other case); or

12.1.2.  sent by email to the main point of contact.

12.2.  Any notice or communication shall be deemed to have been received:

12.2.1.  delivered by hand, at the time the notice is left at the proper address;

12.2.2.  if sent by pre-paid first-class post or other next working day delivery service,
at 9.00 am on the second Business Day after posting; or

12.2.3.  email, at the time of transmission, or, if this time falls outside business hours
in the place of receipt, when business hours resume. Business hours means
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13.

14.

15.

16.

17.

18.

19.

9.00am to 5.00pm Monday to Friday on a day that is not a public holiday in
the place of receipt.
12.3.  This clause does not apply to the service of any proceedings or other documents in
any legal action or, where applicable, any arbitration or other method of dispute
resolution.

Waiver
13.1.  No failure or delay by a party to exercise any right or remedy provided under this
agreement or by law shall constitute a waiver of that or any other right or remedy, nor
shall it prevent or restrict the further exercise of that or any other right or remedy. No
single or partial exercise of such right or remedy shall prevent or restrict the further
exercise of that or any other right or remedy.

Severance
14.1.  If any provision or part-provision of this agreement is or becomes invalid, illegal or
unenforceable, it shall be deemed deleted, but that shall not affect the validity and
enforceability of the rest of this agreement.
14.2.  If any provision or part-provision of this agreement is deemed deleted, the parties
shall negotiate in good faith to agree a replacement provision that, to the greatest
extent possible, achieves the intended commercial result of the original provision.

Further assurance
15.1.  Each party shall use all reasonable endeavours to procure that any necessary third
party shall promptly execute and deliver such documents and perform such acts as
may reasonably be required for the purpose of giving full effect to this agreement.

Dispute resolution
16.1.  If any dispute arises in connection with this agreement, the Artist and the Client
agrees to enter into discussions in good faith to settle it.

Rights and remedies
17.1.  Except as expressly provided in this agreement, the rights and remedies provided
under this agreement are in addition to, and not exclusive of, any rights or remedies
provided by law.

Governing law
18.1.  This agreement and any dispute or claim (including non-contractual disputes or
claims) arising out of or in connection with it or its subject matter or formation shall
be governed by and construed in accordance with the law of England and Wales.

Jurisdiction
19.1.  The Artist and the Client irrevocably agrees that the courts of England and Wales
shall have exclusive jurisdiction to settle any dispute or claim (including
non-contractual disputes or claims) arising out of or in connection with this
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20.

agreement or its subject matter or formation.

Counterparts

20.1.

20.2.

20.3.

This agreement may be executed in any number of counterparts, each of which shall
constitute a duplicate original, but all the counterparts shall together constitute the
one agreement.

Transmission of the executed signature page of a counterpart of this agreement by
email (in PDF, JPEG or other agreed format) shall take effect as an executed "wet-ink"
counterpart of this agreement.

No counterpart shall be effective until each party has executed provide to the other
party at least one executed counterpart.

As a Sub-Contractor of the OC, OPUS are bound to include the following clauses in all further
contracts and agreements with artists, organisations and individuals engaged in work.

21.

22.

Marketing Rights

21.1.

21.2.

21.3.

Additional to clause 7, both Parties

21.1.1.  acknowledge that there is a joint interest in obtaining positive press and

media coverage of the Commonwealth Games. The Artist shall make no
press release and/or announcement without any such press release or
announcement having been approved by the OC. The Artist shall ensure that
they will not give any interviews or render any assistance to the media which
involves the making of any comments (whether expressly or by implication,
disparaging or otherwise) about the OC, the Games, any Commonwealth
Games Body, Games Partner, sponsor, or the business relationship between
the Parties, and;

21.1.2.  agree that the timing of any public announcements (including public

statements and press and other media releases) relating to the presentation
of the Services as part of the Cultural Festival shall be determined by the OC
in its sole discretion and the content will be mutually agreed by the OC and
the Client.
Details of the Services must remain confidential until such time, to support the
marketing and promotion of the Cultural Festival.
The Artist shall provide the Client with, and allow them to use and reproduce, the
Artist's name, approved likeness and approved biographical material in connection
with promoting the Artist’s Services. All material supplied to the Client by the Artist
shall be deemed to be approved for these purposes unless the Artist has informed
the Client to the contrary in writing in advance.

Confidentiality

22.1.

22.2.

For the purposes of this paragraph, Confidential Information means any information
or matter which is not in the public domain and which relates to the affairs of the
Client or any other company in its group or any of its business contacts.

Each Party shall:
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22.2.1.

22.2.2.

22.2.3.

at all times keep the Confidential Information secret and confidential, and not
at any time during the period of this agreement or at any time thereafter
disclose it to any third party;

use the Confidential Information solely for the purposes of performing the
Services and performing its obligations under this agreement;

use its best endeavours (and in any case not less than a reasonable standard
of care) to avoid accidental disclosure and/or unauthorised access to the
Confidential Information.

22.3.  The provisions of Clause 22.2 shall not apply to any information which:

22.3.1.1.  is or becomes public knowledge other than by breach of this
agreement;
22.3.1.2.  isinthe possession of a Party without restriction in relation to

disclosure before the date of receipt as a result of activities
conducted pursuant to this agreement:

22.3.1.3.  isreceived from a third party who lawfully acquired it and who is

under no obligation restricting its disclosure; or

22.3.1.4. isindependently developed without access to the Confidential

Information.

23. Unauthorised associations
23.1.  The Artist agrees that it shall not and must not authorise, permit, or allow or purport
to authorise or permit any other person or Personnel to:

23.1.1.

23.1.2.

23.1.3.

23.1.4.

23.1.5.

23.1.6.

23.1.7.

23.1.8.

do anything which creates an association of any kind between them, the
Commonwealth Games or any associated partner;

make any commercial or fundraising use of its relationship with the
Commonwealth Games or any associated partner;

use or reproduce the Commonwealth Games logo in any such way;
undertake any ambush marketing;

do anything which might damage or endanger the validity or distinctiveness
of, or the goodwill in, any Protected Games Property or the reputation of the
Client;

do anything which would have an adverse effect on or embarrass any Games
Body, Games Team, or any Games Partner;

hold itself out as an agent or representative of any Games Body, Games
Team or any Games Partner unless otherwise agreed in writing; or

contact any Games Body, Games Team or Games Partner in relation to any
marketing activities relating to the Games or any matters contemplated by
this Agreement.

23.2.  The Client acknowledges that it has no right to grant any rights to third parties to
associate themselves, their goods or services with the Cultural Festival. As a result
the Artist shall not:

23.2.1.

in any way reproduce or use any Protected Games Property without the
express prior written consent of the OC, and then only strictly in accordance
with the terms of such consent;
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23.2.2.

23.2.3.

23.2.4.

23.2.5.

23.2.6.

23.2.7.

23.2.8.

23.2.9.

24.
24.1.

represent, promote or advertise, directly or indirectly, that the Sub-contractor
or its products or services (or those Personnel) are in any way associated
with the Games, any Commonwealth Games Body or any Team, or that any
product or service provided has been endorsed or approved by any
Commonwealth Games Body or any Team,

including by publishing or issuing any statement (factual or otherwise) about
the Games or the provision of products or services in respect of the Games,
to a Commonwealth Games Body or to a Team, without the prior written
approval of the OC;

undertake any form of Ambush Marketing and shall cooperate with the OC in
its endeavours to minimise Ambush Marketing activities;

cause to be done, or permit anyone reasonably within the Artist’s control to
do, anything which might damage or endanger the validity or distinctiveness
of, or the goodwill in, any Protected Games Property;

do anything which would have an adverse effect on or embarrass any
Commonwealth Games Body, Team, or any Games Partner;

hold itself out as an agent or representative of any Commonwealth Games
Body, Team or any Games Partner unless otherwise agreed in writing; or
contact any Commonwealth Games Body, Team or Games Partner in relation
to any marketing activities relating to the Games or any matters
contemplated by this agreement.

promptly notify the Client if it becomes aware of any actual or suspected
Ambush Marketing activities of other persons including any Third Party.

Intellectual Property
The IP for all content created will remain with the content creator who will licence

ODP, and therefore the OC, a licence for the set period of the Festival Sites.

24.1.1.1.  The period of time for the Festival Sites is 27th July - 8th August
2022.
24.1.2.  The Festival, and any sub-contractors to the Festival, shall not infringe any

rights of the OC or any third party in connection with providing the Services
and in the performance of obligations.

We hereby acknowledge receipt and accept the contents of this agreement

Signed on behalf of the Client;

@iowwaa M alla

869638104841437...

Print: Diandra mccalla

Date 7/18/2022

Signed on behalf of the Artist;

DocuSigned by:
| 5%\;¥,>
E7D329C3AEBC44C...

Print: Adrian Joseph
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Schedule 1: Services provided by the Artist

Description / Duties: 2 x 1 hour DJ set, 2 x 30 min DJ set
Performance Name: M.I.A.T
Performance Location:

e Friday 29 July Stage, Castle Vale Neighbourhood Site, Farnborough Fields, Farnborough
Rd, Birmingham, B35 7LQ

e Saturday 30 July Bandstand, Sparkhill Neighbourhood Site, Sparkhill Park, Stratford
Road, Birmingham, B11 4LX

Rehearsal Times if applicable: N/A
Performance Times:

e Friday 29th July at Castle Vale Neighbourhood Site
e Saturday 30th July at Sparkhill Neighbourhood Site

Exact times to be confirmed with your Producers closer to the event who will provide you with a
performance window.

Minimum number of performers: 3

Travel: Artist to provide own travel

Hospitality: Light refreshments and water will be provided
Dressing Rooms: Castle Vale Stadium, Park Road Nursery
Equipment the artist will provide: Laptops, mixers, controllers

e Power supply

e Connectors

e Table

e Wheelchair access

Schedule 3: Contacts

Artist Contact Details: Adrian Joseph 0121miat@gmail.com, 07453 463707

OPUS Contact Details:



mailto:0121miat@gmail.com



DocuSign Envelope ID: 1E175EB3-402B-405F-BOEF-67A2438789C4

Diandra McCalla, Community Producer, Diandra@opusartsevents.co.uk, 07940227318

Lateesha Johnson, Neighbourhood Festival Site Producer, lateeshaj91@gmail.com
07534095558

Rachel Vargas, Neighbourhood Festival Site Producer, R.Vargas@springfieldproject.org.uk,
07519328573
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Executive Summary

M.I.A.T (Making Independence Accessible Today is a Birmingham-based company that offers support services for a wide variety of subjects. The company is currently a sole proprietorship, however, the business plans to change its organizational form to a Birmingham-based CIC within the next year or two.

M.I.A.T was founded by Adrian Joseph while Adrian was attending the University of Wales Trinity St David studying Business Management. Although the company has informally existed for the last two years, operations have been informal, picking up clients here and there. While it has filled some of Adrian's spare time, he is now ready to concentrate on developing this business into a more efficient source of revenue while retaining the joy of music production that attracted him to the business. The first step of this transformation is the writing of a business plan. This plan is being used as an internal document to assist in the development of the business. M.I.A.T operates with very low overhead, although it will be seeking capital to meet the cost incurred to begin operations.

This document sets out the parameters of M.I.A.T (Making Independence Accessible Today) which is a Sole Trader Company created to provide befriending and support services to people from the Black Asian and Minority Ethnic [BAME] community who are experiencing or, at risk of social exclusion. With a strong emphasis placed upon individuals that are not engaged in either employment, education, or training (NEET). The service aims to ease isolation and provide workshops and activities that will equip individuals with better social, communication, interpersonal and employable skills.  The opportunity for socializing will build a community of beneficiaries who will bond together and exchange experiences that are culturally common.  The target group of members of the BAME community will The Community Radio will create a creative space of expression and allow for engagement during unsociable hours and when the center is not running activities. Beneficiaries can learn new skills in radio production and increase their confidence and sense of well-being. Culturally Specific Services eliminate structural barriers and provide a sense of safety and belonging that will lead to better outcomes for people experiencing racism and discrimination.



My business objective is to provide culturally relevant services to those in need and build a sustainable organization that will become a local strategic service. I will operate from Edgbaston in Birmingham but will be prepared to travel nationwide to deliver workshops in a range of settings. These include venues such as local schools, offenders’ institutions, community centers and others. Workshops and some activities will be delivered in either a groupwork environment or on a one-to-one basis. A culturally specific service will create a safe space for vulnerable people to engage in a meaningful way by acknowledging and incorporating culturally specific values, attitudes, beliefs, and family relationships.



Music/DJ workshops are aimed at introducing participants to working with sounds, learning to ‘think like a DJ’, and to develop a general pedagogic understanding of sound and mood curation. Selecting music, mashing up music and genres, remixing, beat matching, BPM, EQing, looping, effects and more, are the main topics covered during these workshops.  The objective is for any aspiring DJ’S to gain a knowledge of the requirements for becoming a DJ. 















Objectives



M.I.A.T exists to help individuals. We take a unique and innovative approach to support & guidance that helps individuals connect with the subject matter they need to master. Through personalized and focused processes, individuals will develop the tools they need for ongoing success in their personal and professional lives. Our success depends on our attention to the needs of our clients and truly helping them achieve - we don't succeed unless our clients succeed. The Vision for the long term is to provide equal opportunities in accessing services and provisions for disadvantaged and marginalized BAME people, particularly those who are not in education, employment, or training (NEET). Additionally, those who have a lived experience of, or are at risk of, exclusion. In the first year of operation, the aim is to have a range of programs and workshops plus services and activities ready for delivery. Hiring qualified and experienced practitioners where necessary to deliver the programs. MIAT will also seek to secure community premises, but in the meantime will operate remotely. It will provide a DJ Skills workshop service which is aimed at engaging those that meet the criteria, in meaningful activities whereby either groups or individuals can acquire new skills and knowledge. The workshops are designed to be delivered in a variety of settings including schools, youth clubs, probation services, prisons and more. Other services are incorporated into the list of services M.I.A.T provides. 



The objectives of the business are.



⦁	Generate five informal contracts/referrals with local primary & secondary schools 

⦁	Increase revenue steadily from Year 1 through Year 3.

⦁	Achieve full hourly capacity by 1st quarter, Year 2.

~           Provide 15 hours of education to pupils who are NEET.



Keys To Success



⦁	Developing methods of approaching subjects in workshops that helps individuals get their minds around challenging concepts.

⦁	Creating excellent word of mouth promotion of services - clients sell services to other clients.

⦁	Truly listening to clients' needs and diagnosing where their understanding of concepts is.



Company Summary



M.I.A.T provides tutoring services in music production and DJ skills courses in the Birmingham, West Midlands area. Focused primarily on students in the category of being NEET (not in education, employment, or training). tutoring is available in courses including Introduction to DJing using Vinyl, CD & WAV, Basic mixer functions, Tempo & BPM, cueing tracks, DJ tricks & techniques, Pitch shifting & creative techniques. Tutoring services are also available to individuals from other programs including other classes and community college courses. Tutoring sessions focus on helping students grasp the concepts they will need to know to perform well in their class, as well as developing study strategies to effectively prepare for exams in their class. A long-term focus of empowering individuals is favoured over a short-term problem-solving strategy.



Company Ownership

M.I.A.T is a sole proprietorship. The company is owned and operated by Adrian Joseph. As the company continues to grow, it is foreseen that it will be transitioned into a Limited Liability Company (LLC). An LLC structure will soon be favoured to offer liability protection.

Company History

The business came into being because the work started by Adrian at Birmingham Youth Offending Team was continued on a private basis. Adrian started utilizing his DJ skills to impart knowledge and to stimulate his disabled son who has Cerebral Palsy.  This was initially done as a form of occupational therapy due to Adrian’s son having limited mobility and being wheelchair dependent. Due to the progress that his son has made, Adrian has seen the potential for others to achieve independence through engagement with music workshops of various descriptions. At the time of writing this plan, Adrian’s son has amassed a sizeable following on social media with over 5000 followers on some platforms. In addition to this he has numerous bookings for events ranging from club nights to private parties. Combining his experience of facilitating groupwork or one-to-one sessions and workshops with his knowledge and experience of broadcasting, Adrian can connect with individuals and help them understand concepts in ways that are easy to comprehend. 

The Services

M.I.A.T offers a wide range of workshops in different subjects, primarily music production and DJ skills. Sessions can be set up as private or clients may form groups for tutoring. Private sessions offer intense individual assistance, but groups sessions can also be beneficial with decreased economic costs and the use of team-based approach that the business program encourages. All students (school, college, adult learners) that engage with M.I.A.T.’s service will benefit from the fact that M.I.A.T uses the Systematic Analysis Framework (SAF). This unique problem-solving approach taught to students provides a system to approach all topics that they encounter in their learning environment. This system seeks to provide the student with a way in which they can better solve their own queries. This system differs from many others which are primarily concerned with answering the students’ immediate questions and not concerned with providing the students with basic problem-solving skills for future applications.

These workshops won’t just teach individuals to DJ. They will teach them the skills to become a successful DJ, in a competitive industry. Taken from a beginner level, this workshop will give a solid grounding in DJing, and access to practice 7 days a week during participation. From the start date of a workshop, individuals benefit from a full 12 months of access to all our DJ practice suites.

In this fast-moving sector, equipment and curriculums are constantly reviewed so that participants are kept at the cutting edge of both technical developments and artistic trends in the industry. And many of our workshops require no prior musical qualifications or knowledge, have no upper age limits, and you don’t need any equipment at home. We offer more studio access than any other UK equivalent – so if you want to make M.I.A.T Music your second home, you can do.  

M.I.A.T is striving to be at the forefront of music production, audio engineering, DJing and performance – providing exceptional training and facilities for those who want to take their love of music further.



Description of Programs and Services

Review courses and specific topic tutoring for courses in (not an exhaustive list):



		Programs

		Services



		DJ Skills workshop

		Providing an ongoing 2/3-hour workshop where participants will develop knowledge and gain experience of the various equipment and technologies used by DJ's. Participants will have opportunities to be at the forefront of music production, audio engineering, DJing and performance – receiving exceptional training and facilities for those who want to take their love of music further.



		Music Production workshop

		Our music production workshops are made up from combinations of 6 modules. Tailor-make your course by choosing any of these 6. If there’s a course combination not shown, contact M.I.A.T and we can arrange this for you. Suitable for beginners looking to progress to an advanced level.



		Social Events

		Zoom Parties / Physical Discos - People will build relationships and support each other phone / zoom / one-to-one / group meetings (current social distancing measures will be adhered to so no definitive timescale for one-to-one or group meetings at present)



		Community Radio Station 

		Social space for people to learn new skills in radio production and communicate about matters of particular interest to them. This is to be managed by M.I.A.T and operated by beneficiaries.



		Sporting Events

		Attendance at sporting events such as football matches, athletics meetings (Birmingham is due to host the Commonwealth Games in 2022) and others, in a researcher/reporter/broadcaster capacity. Where practicable, participation in sports events/programs will also be encouraged and facilitated. Programs 



		Person-Centered Programs / Initiatives

		Stakeholders and beneficiaries are invited and encouraged to propose new ideas as to what services they would like M.I.A.T to incorporate in its' list of services. And how they believe these services should be delivered to achieve best practice. Additionally, service-users are encouraged to suggest features to be included in the radio station’s program schedule.



		

		







Music workshops tutoring includes (not an exhaustive list):



⦁ DJ SKILLS PROGRAM

This course is aimed at aspiring young DJs aged 12+ who want to get experience on all formats, including vinyl, CDJ and digital. Over the course of 4 days students will learn to master some of the most important skills needed to be a DJ, from track selection and beat matching, to cuing and cutting. By the end of the week, attendees will record and edit a mix to be shared online.  Prior experience of DJ-ing is not required. Course content includes:





 SUBJECTS COVERED



Introduction



What makes a good DJ? What makes a great DJ? Is it their selection? Their mixing ability? We will explore these questions over the 4 months that people are training with us, to help frame some goals for them to work towards.



Setup



Believe it or not, one of the most crucial minutes of your life as a DJ is setting up. The swap-over scenario – the DJ before you are now playing their last track and it’s your turn to plug in your controller and gear or get your vinyl decks going after someone has been on CDJs: you’ve got about 3 minutes to get it right and get your tune lined up, in the dark.



Having a fundamental understanding of how different DJ gear connects, and how the signal is flowing will ensure that you stay calm in challenging situations.



Knowing how to also augment the best sound both for yourself and the dancefloor will ensure best DJ practice. We have a VR club setup during workshops which has a PA system, so we can recreate a club environment for real to show learners this.



Sourcing Music & Mix Evolution



So – you can setup your DJ gear – now let’s face the music! Track selection is undoubtedly a key aspect of DJing. Tracks will set you apart – and playing tracks other people don’t have access to is what will create demand for you as a DJ. We’ll be disclosing the secrets on how to find the hardest to find tunes, how to think outside the box when it comes to sourcing music, and how to get many of your tunes for free (not illegally!)



It’s not just the music, but also the journey you take people on throughout the course of your set. We’ll look at ways to begin building playlists, which can evolve into the track lists of your recorded mixes. 



Club and Radio Edit Mixing



Tutors will demonstrate the science and formulas behind DJing and show you how you don’t even have to know the tracks you’re playing to seamlessly piece them together on the decks. It’s the bedrock of confident DJing, and after the penny-drop moments you’ll feel you’ve levelled up on your DJ ability.

       Mixing Techniques



Looping, hot cue juggling, off-beat mixing, acapella overlay and use of effects… They can clear a dancefloor when they’re done wrong or set a dancefloor off if they’re done right.



These techniques will be looked at in detail using a range of different musical styles, to give you versatility as a DJ, and some secret weapons to add to your sets.



Rekordbox



Pioneer’s Rekordbox sets a new standard for set preparation. This piece of software (free to download) will enable you to prepare your tracks for performance on CDJ2000 Nxs2’s from memory sticks, with features such as setting cue points, loop points and hot cues, super-fast track searching, high-definition waveforms, and quantized beat-grids. Understanding how to utilize Rekordbox properly will be the foundation for a smooth, creative set.



Digital DJing: 



EFX, Traktor and Serato



Digital DJing gives DJs the power to hook up a controller to their laptop, having their entire musical collection at their fingertips to be used as artillery in their sets. Depending on the controller and software that’s used, the scope of manipulation of these tracks far supersedes ‘just beatmatching’



Like the CDJ-2000 Nxs2, digital DJing often offers the contested use of the sync button – the pros and cons of which will be explored; what you can gain is time, and the ability to bring in samples on a 3rd and 4th deck to layer complexity into your mix. 



Native Instruments’ Traktor, Pioneer’s Rekordbox and Rane’s Serato DJ are the industry standard digital DJing solutions. The School of Electronic Music is a Native Instruments Education Partner and Rane Training Centre, so we have these covered – we’ll be showing you the full extent of digital DJing using the latest controllers and software.



Vinyl Djing 



DJing using vinyl records has always been considered by some as the holy grail of techniques, and vinyl itself has had a resurgence over the last few years.



We’ll teach you key techniques to help you master this difficult skill using industry standard Technics 1210s. You’ll learn this from the best – DJ Ricky Irie.



We have an extensive collection of vinyl records with more than three thousand vinyl records in Ricky Irie’s vinyl collection. Many musical genres are within this collection. Many of which are unobtainable in the present day.



Learners will also learn about digital vinyl systems (DVS). This enables you to take control of your entire digital record collection using turntables – the feel of vinyl but the flexibility of looping, cueing and FX, without ever having had to purchase any real vinyl.







Promotion



DJ promotion is an important aspect of building your DJ career. By educating you in a mixture of    web-based platforms and sound-oriented distribution sites, we’ll help you understand how to build a DJ profile for yourself – so you can showcase your skills, get bookings, and ultimately engage with your fanbase.



Underpinning your social output, we will explore fundamental good habits that you can build. These will enable you to become not only a better DJ, but help you build your audience consistently. As part of this we will look at setting goals and explore game-changing approaches that other successful DJs have employed.

During the workshops we also want to help you build your electronic press kit. Your last lesson will be a photoshoot with a professional photographer, who’ll take a selection of hi-res images of you DJing, for you to use in your future DJ careers.



Many DJs also go on to study a Music Business Course, which further explores how you can promote yourself in a world where the musical landscape is constantly changing, and how you can have the edge in developing yourself as a successful brand.



1-2-1 MOTs



Everyone learns at a different pace. For this reason, we have weaved 2 1-2-1 lessons at the midway and endpoints of your engagement. This will allow learners to have dedicated 1-2-1 time with a tutor to go through any areas they’re struggling with, so the tutor can help to improve and tailor their feedback for individual needs. 



These lessons allow for a full 1 hour 1-2-1 with a tutor. The remaining 3-hours of the workshop you can go back-to-back with other students to hone your skills.





       Introduction to DJing using Vinyl, CD & WAV



· Basic mixer functions

· Tempo & BPM

· Cueing tracks

· DJ tricks & techniques

· Pitch shifting & creative techniques



       



      EQUIPMENT & SETUP

· CDJs, turntables & mixers

· Monitoring & headphones

· Audio connections & wiring

· Setup and calibration



BEAT MATCHING

· Beat-matching BPMs

· Keeping tracks in sync

· Pitch correction & triggering

· Timing, cues & visual references



EFFECTS & SAMPLING

· Effects, and when to use them

· High and low pass filtering

3)   Advanced hot-cue techniques

4)   Creative and corrective looping



SCRATCH DJING

· Basic scratch DJ techniques

· Scratching with vinyl

· Scratching with CDJs

· Sourcing scratch samples



DIGITAL DJING

· Traktor Pro

· HID control

· Digital controller integration

· Rekordbox DJ



GETTING GIGS

How to brand yourself, maximizing social media, Setting up events, DJ agencies.













































The picture above is the location that M.I.A.T intends to use as a place of business. It is situated at St. Vincent St West, Birmingham, B16 8RP. This location has been selected due to its' position in the heart of a multi-cultural community and because of the extensive array of facilities on site. Access for wheelchair users is adequate and there is ample parking for patrons, whether disabled or not. 









The picture above is the alternative location that M.I.A.T intends to use as a place of business. It is situated at Great Charles St, Birmingham, B15 2AL. This location has been selected due to its' position in the heart of a multi-cultural community and because of the extensive array of facilities on site. Access for wheelchair users is adequate and there is ample parking for patrons, whether disabled or not. 







COURSE FEES

4-day DJ Skills workshop: £TBA 

LOCATIONS 

· Ladywood Community Centre, St Vincent St West, Birmingham, B16 8RP.

·  

· SONGWRITING PROGRAM



Composing an original song over the course of the program.  Participants will also develop the knowledge and skills to continue writing, experimenting, and collaborating with others in their own time, as well as an introduction into the place of songwriting within the music industry.   



Course content Discover the musical and lyrical aspects of song writing which includes:



A brief history of the development of song writing.



An introduction to song writing within the industry, from PRS to writing camps, writing sessions and the role of professional songwriters.



Song structures in pop music

(Standard chord progressions for writing pop songs and an exploration of chord options within one key)



Approaches to writing melodies

(Approaches to writing lyrics, including storytelling, themes, metaphors and communicating a message)



Identifying the favourite parts of our favourite songs and using these to inspire your own writing



AGE, EXPERIENCE & EQUIPMENT



Access to your preferred song writing tools and/or computer equipped with music production software.



Producers should be confident using their preferred software (Logic Pro X / Garageband / Ableton Live).



Guide age range of 11 - 18 years but all are welcome.



Some experience of writing songs and a desire to develop your skills further.



A device running Zoom video conferencing app.















COURSE FEES



4-day Online Song writing Camp: £TBC





UPCOMING COURSE DATES

One-to-One/Online Song writing:  TBA



BOOK A COURSE

Jennifer Samuels.jpg

Tutor – Jennifer Samuels

Jennifer Samuels is an acclaimed singer-songwriter signed to SDotW Records and based in Birmingham. Her original material has over 10 million combined streams online and her music is a regular on the playlists of BBC radio.



⦁	Individual tutoring, £40/hour

⦁	Two people at £20 each/hour

⦁	Three people at £12 each/hour

⦁	Four people at £11 each/hour

⦁	Five people at £10 each/hour

⦁	Six people at £9 each/hour



Please review the following section which provides additional detail regarding the different target segments. Many pupils/students who are NEET are sponsored by organizations that assist the pupils/students in the economic and social costs/issues of receiving 15 hours per week of education. Many of these agencies have funds set aside for tutoring and M.I.A.T will work closely to develop a business relationship with the various organizations. There are several colleges, public, private, and community-based businesses that will provide M.I.A.T with a steady flow of students. The workshops can take place either on campus or at the M.I.A.T place of business. The learner is offered the choice of locations. Bookings can be made using the form below.















































BOOKING FORM

Which course would you like to attend? *

 Song writing Camp (4-days online course)

 DJ Skills (4-days in-person)



Preferred course dates *

Subject to availability. Rock & Roll Boot Camp will be running w/c 12th April 2021.



Student Name *

 First Name

 Last Name

Date Of Birth *

DD/MM/YYYY



What instrument(s) do you play? *

Band camp participants must play an instrument or sing. You do not need to play an instrument to attend music production course.



What previous experience do you have? *

Favourite Genres / Bands / Singers *

e.g., Rock / Pop / Grime / Arctic Monkeys / Ellie Goulding...



ONLINE COURSES ONLY - What equipment do you have at home for use during the course?

e.g., A piano / a guitar / a Macbook running Logic Pro X or Garageband



Parent/Guardian Name *

 First Name

 Last Name

Email Address *

Telephone - Mobile *

(No spaces)



Telephone - Home

(No spaces)



Address *

School *

Medical Conditions and/or Special Educational Needs

Does the student have any medical conditions or special educational needs that we should be aware of?



Other

Any other information or questions with regards to this enquiry.



How did you hear about The Rhythm Studio?

opt in to ensure that you don't miss details of important school events

We'd love to keep you updated via email with news about The Rhythm Studio and our charity The Rhythm Studio Foundation. You can change your mind at any time by clicking the unsubscribe link in the footer of our e-newsletters.

 I would like to receive occasional email newsletters about important school events.

Terms & Conditions *

Rock & Roll Boot Camp Terms & Conditions are detailed below.

 I have read and agree to the M.I.A.T workshops Terms & Conditions.











































































TERMS & CONDITIONS - WORKSHOPS

· Course fees are due in advance of the course and must be settled no later than seven days before the first day of the workshop or program. Please note that a place is not confirmed until the fees have been received.

· Fees are non-refundable. However, in exceptional circumstances, fees can be carried over to a future workshop/course/program.

· Students under the age of 12 must be accompanied by an adult when arriving and departing the M.I.A.T premises.

· In the interests of the individual’s wellbeing whilst in the care of M.I.A.T, the company must be informed of any medical condition, special educational need or other relevant condition affecting the individual.

· It is compulsory for students at some M.I.A.T workshops to wear hearing protection during sessions/rehearsals. A range of hearing protection is available from company whilst engaged with the workshop.

· Participants in online events should place their video conference device in an appropriate location for the event and where possible against a neutral background. Parents / carers should be present in the room or in an adjacent room. Behaviour, language, and attire should be appropriate for learning just as it would be with a face-to-face lesson.

· Every effort is being made to ensure a “covid-secure” environment for face-to-face music workshops with M.I.A.T, however, removal of all elements of risk is not feasible. Attendees choose to participate at their own risk and must be prepared to accept all risks associated with and potentially resulting from participation.

· M.I.A.T may feature photographs and film images of its students taking part in events on its website at www.makingindependenceaccessibletoday.co.uk and on other appropriate social media channels, including the M.I.A.T Facebook, Instagram, and Twitter profiles.  If you do not wish to appear in these images, please let M.I.A.T know in writing.

· (If Covid-19 related circumstances prevent participation, a full refund or a credit for future tuition will be offered).













































Market Analysis



M.I.A.T has identified several target markets segments that will be pursued. The largest segment is BAME young people who are NEET (not in education, employment, or training). Adrian has close relationships with many of the professional deejays and radio broadcasters in Birmingham. He also has a close association with the local community radio station where he has previously placed young people for them to gain work experience. This will be an avenue open to the people that are engaged with M.I.A.T.  Facilitating these workshops will enable Adrian to utilize his skills and experience to tailor the course material and workshops to the specific needs of the participant(s).  It also enables M.I.A.T to receive referrals from various agencies as well as receiving self-referrals. Within this market segment there will be three subgroups: clients aged between 11-18 years old who are NEET, clients who are socially excluded, and adult learners. M.I.A.T will also offer its’ services in other settings to all members of society, with a particular focus placed upon members of the BAME community because of a common lived experience.

While persons from the BAME segment will remain the core focus of the company, much time will be dedicated to developing the cultural cross-section segment as we are keen to include members of the LGBTQ community. This is a mere matter of population dynamics. There are 8.9 million pupils attending 24,400 schools in England in 2020/21. This includes state-funded and independent schools. 20.8% are known to be eligible for free school meals, representing 1.74 million pupils. This has increased from 17.3% in January 2020. The number of permanent exclusions has decreased in 2019/20 from 7,900 to 5,100. This is driven by the effect of the national lockdown that started in the Spring term. The overall rate for permanent exclusions is 0.06 in 2019/20, down from 0.10. 

Children’s charity 4in10, Just for Kids Law and the Children’s Rights Alliance for England produced a report earlier this year examining the links between exclusions, race, and poverty. It highlights how home circumstances including “deprivation and low income” as well as “poor housing” can impact on a child’s behavior and put them at greater risk of exclusions. Official figures indicate that pupils who are eligible for free school meals (FSM) are more than four times more likely to get a permanent exclusion than their peers. The permanent exclusion rate for FSM eligible pupils is 27 per 10,000 pupils, compared to six per 10,000 pupils who are not eligible for FSM. FSM eligible pupils are also more than four times more likely to receive fixed-term exclusions.

Young people have the right to education (The Human Rights Act, Article 2, Protocol 1). They also have a right to express themselves on issues that concern them, be listened to and taken seriously (UN Convention on the Rights of the Child, Article 12). Many teachers have said they need help from other professionals to reduce the number of times they remove pupils from class. More than half (54%) of teachers surveyed by the RSA in 2019 said that the ability to refer pupils to an in-school practitioner would help to reduce school exclusions. Exclusions have been said to feed into a ‘self-fulfilling prophecy,’ in which students labelled “bad” through the exclusions process begin to see themselves as such and act accordingly. In 2017-18, 89% of boys in young offenders’ institutions had been excluded from school, according to HM chief inspector of prisons for England and Wales. A 2012 Ministry of Justice study found that 63% of adult prisoners reported being temporarily excluded when at school.

The potential market among excluded pupils/students is therefore quite huge.





Market Segmentation

Table: Market Analysis
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		2021

		2022

		2023

		2024

		2025

		



		Potential Customers

		Growth

		

		

		

		

		

		CAGR



		Excluded Pupils/Students

		0% 

		2,000 

		4,000 

		6,000 

		7,500 

		7,500 

		39.16% 



		Pupils/Students at risk of exclusion

		4% 

		1,800 

		0 

		0 

		500 

		1,500 

		-4.46% 



		Youth Offenders - Engaged with Offending services

		5% 

		300 

		500 

		600 

		800 

		840 

		29.36% 



		Adult Offenders - Engaged with Offending services

		3% 

		8,500 

		500 

		700 

		1,300 

		1,339 

		-37.00% 



		Youth Offenders - Incarcerated

		3% 

		8,200 

		8,446 

		0 

		200 

		700 

		-45.95% 



		Adult Offenders - Incarcerated

		5% 

		3,500 

		200 

		500 

		700 

		735 

		-32.31% 



		Total

		-15.12% 

		24,300 

		13,646 

		7,800 

		11,000 

		12,614 

		-15.12% 



		

		

		

		

		

		

		

		









Service Business Analysis



Tutoring and workshops have been around for as long as students. And if pupils/students get in over their head, they will need tutors to help them. Some materials just need to be explained in different ways for them to make sense. However, while the need for tutoring exists, the bulk of tutoring taking place in the market is very limited and unorganized. What sets M.I.A.T apart is its experience and the attention paid to individual needs of pupils/students.



Competition and Buying Patterns



Tutors tend to be individuals with a little extra time and specific expertise in a specific topic. However, few have the resources to provide a comprehensive tutoring program covering every possible aspect of a course from understanding the material, to getting the best grade possible from a given course. Most competition comes from one-on-one tutoring conducted by friends of the pupil/student. There is no organized tutoring service available to students that really covers the specific content offered by M.I.A.T. As the company looks to expand beyond the schools of Birmingham to cover community colleges and potentially franchise out to other establishments in other towns and cities across the UK.  There appear to be few organized competitors. Companies like Sylvan Learning Center are mostly geared for handling the needs of younger students, K-12.

Now, while one-on-one tutoring from a friend may be a cheaper way for an individual to go, there really is an advantage to paying for tutoring. The sessions include examples that have been tried and tested previously with prior students. Over time, M.I.A.T has developed a range of approaches to help individuals with nearly all the challenges that prevent them from getting the most out of the experience.



As an example, in radio or music production workshops the tutor will use examples that are complicated for some people to grasp. Often the principle is shown using a huge corporation with millions of dollars in revenue, multiple divisions, and decades of history. The principle being taught may be quite simple but having to wade through the complicated organizational structure and many other broadcastings and recording principles can be very confusing to some individuals.

M.I.A.T has a different approach. Learners are better able to see these principles when isolated temporarily in a very simplified manner before placing them back into context. So, learners are introduced to a very simplistic business model - Billy Bob's Lemonade stand. It is shown that each of the accounting or finance principles being taught can apply to a lemonade stand. The advantages of this approach are:



⦁	Many of the participants may have had their own proverbial lemonade stand (part-time job, paper-round) at some point in their childhood and so they can relate to the business.



⦁	Even the more ‘difficult to engage’ individuals can pick up the concept quickly and see how it would work.



⦁	Using the same business throughout the tutoring relationship provides a safe place for people to learn where they are already familiar with what the business is and how it works.



⦁	 Too often students are confused not because the principle being taught is confusing, but because they are daunted by the large numbers being used. Once they become familiar with the principle, the numbers are easy to figure out.



⦁	By using the same business to introduce each principle, students don't need to spend time learning everything about a new business each time they learn a new principle. This means that more time can be spent discussing the principle and less discussing the business.



⦁	Having already seen other principles applied to the same business (before simplifying it back down to its core), learners are better able to see the principle inside a complicated business structure.



This is just one technique that will be developed over several years and that will set M.I.A.T tutoring sessions apart from other alternatives.



After each workshop, learners are encouraged to bring in their work to be reviewed. 

Students who are enrolled in tutoring sessions have access to several years’ worth of materials. The cost to the company to provide these is very low because they have been amassed over the years that Adrian Joseph has been involved in the music industry as a DJ, Producer, and radio broadcaster. Although some investment of time was required to collect them, it is an overhead cost and can be spread out over several years for as long as the business remains operational.

One challenge that the company faces is the cyclical nature of demand. Learners tend to require tutoring more during term time. Despite this, M.I.A.T will still offer services during school holidays and outside of conventional school hours, where necessary. Because of its experience in the school and its understanding of when exams will be coming up, topics of discussion for tutoring classes can be planned and students can be encouraged to keep their studies on a more even track. The focus is on prevention of problems so that last-minute cramming is kept to a minimum.

Finally, the services offered by the company are differentiated from competitors by the quality of Adrian’s workshops. He is fun, energetic, and has a certain stage presence that makes it interesting to attend his sessions. Moreover, his personalized attention focuses on the specific needs of individual students. Adrian understands that different people learn in different ways, so workshops are delivered on various levels. Board displays and other visual aids are employed whenever possible to reach those who learn visually. Explanations are thorough for the audio learners. A training model is employed that gives learners a good deal of hands-on time during the session so they can learn by doing. And an analysis of each learner helps determine which of these approaches will be the most useful for everyone.

Other Service Providers

Some other organizations that provide similar services to ours are listed below. The list is not exhaustive but is intended to be used as a reference point.  There is potential for partnership working with some of these organizations also. One of the main differences between M.I.A.T and other service providers is that M.I.A.T will incorporate a community radio service that will be run by its beneficiaries. As such, M.I.A.T will be able to offer a very useful service to all the organizations listed below. Radio advertisements are a very useful marketing tool which M.I.AT can offer to other organizations to raise awareness of their own products/services. Some of these organizations are as follows.



Access UK

Access UK www.accessuk.org.   Registered Charity No. 1158103. Employment and careers support service for minority youths aged 16-30 particularly African Caribbean community.

Amos Bursary

Amos Bursary www.amosbursary.org.uk . Charity number: 1120529. The Amos Bursary was set up to address the under representation in established higher education institutions and the professions, of young British men of African and Caribbean Descent. We provide the support to ensure each student moves from potential to performance.

Generating Genius

Generating Genius http://www.generatinggenius.org.uk  Charitable registration number 1154828 supports talented young people to realize their potential in STEM.

Key 4 Life

Key 4 Life work with ex-offenders and gangs – http://www.key4life.org.uk/

Charity No. 1152426

Gangsline

A project set up to be the Childline for gangs. – http://www.gangsline.com/

Reach Society

The Reach Society –  www.reachsociety.com  Social Enterprise that encourages, motivates, and inspires black boys and young black men to realize their potential and make viable transitions into adult life. 

National Association of Black Supplementary Schools (NABSS)

National Association of Black Supplementary Schools (NABSS)  – www.nabss.org.uk  Resource center for supplementary schooling for Black children. Advice and services for parents and schools.

Black Families Education Support Group

Black Families Education Support Group –  www.blackfamilies.org.uk

Super You Academy

Super You Academy – www.superyouacademy.com  Delivering training to unlock the potential in young people of all ages. Life skills and workshops on low self-esteem and confidence building.

African Sons and Daughters

African Sons and Daughters – www.africansonsanddaughters.com

The Black Child Agenda

The Black Child Agenda – Tackling the school to prison pipeline. www.cherylphoenix.com 

Ultra-Education

Ultra-Education –  https://ultra.education  Ensuring that all children and young people regardless of background or social standing have access to essential entrepreneurial education.



Fathers2Father

Fathers2Father www.father2father.co.uk  Supporting and providing adolescent boys, fathers and their families with mentorship, information, advice, and guidance that will enhance their personal, social, and economic development.





SWOT ANALYSIS

 

		· Your Strengths



· New provider with fresh ideas.

· Innovative service.

· BAME Service which provides culturally relevant service to the users.

· Service users are involved in every aspect of the organization.

· The service is user led.

· The founder has a wealth of experience personally and professionally. 



(New service 

BAME people like to use services targeted at them as it creates a safe space. 

M.I.A.T. Community Radio is a good opportunity to engage your client group and give them agency within the organization)



		

Other Service Provider Strengths 



· Established organizations. 

· Well-resourced and well known. 

· Has established users.

· Large stakeholder groups.

· They too could start to provide culturally relevant services in the M.I.A.T field









		

Your Weaknesses



· New to the service sector.

· Unknown organization.

· Low levels of funding.

· Do not have a permanent space.

· Need to set up operational systems whilst also delivering a service.

·  Funding opportunities are competitive for new providers.

· Established service providers could introduce BAME related services, thus extending their portfolio of services. 



		·  Other Service Provider Weaknesses



· Lack of culturally specific provision for BAME users. 

· Lack of Partnership working 

· The recession may reduce funding opportunities. 

· Cuts to current funding















Strategy and Implementation Summary



M.I.A.T will leverage its competitive edge to gain market share. These advantages offer learners significant value including individualized and group tutoring, specialized handout material, tutoring specific to courses and professions, the ability for the service to explain difficult concepts using easy-to-understand ideas and examples. The last advantage, the Systematic Analysis Framework provides learners with a problem-solving approach that is useful to the current question as well as being applicable to all the learners’ other courses. The marketing strategy will seek to work closely with the different professionals. This will help M.I.A.T get a steady stream of referrals from the professionals’ respective agencies. The marketing strategy will also rely on print advertising, taking the form of student newspaper advertisements as well as targeted flyers submitted to students and posted in student areas in schools, colleges, offenders’ institutions, and others. The sales strategy will be the process of converting learners into customers. One facet of this strategy is the offering of periodic free sessions. The free sessions are designed to be an introduction of M.I.A.T to new people who are unsure if they will benefit from tutoring. M.I.A.T expects to have a high conversion rate into customers from these free sessions.



Competitive Edge



There are no other companies providing these specialized and targeted services to the target market. This gives M.I.A.T an edge that will help it to survive for some time to come. The experience with and knowledge about each of the subjects and their workshops gives the company an ability to provide specialized services that no one else can compete with on anywhere near the same level. Moreover, the service is further differentiated by the following items:



⦁	Individualized service, based on personalized evaluation of each client and his or her specific needs and strengths. This considers the recognition that students learn in various ways, some students learn visually, others orally. M.I.A.T first evaluates each student and their best way of learning and tailors the tutoring to serve each student most effectively.

⦁	The option of one-on-one tutoring or review sessions offered to small groups (enough learners so they can learn from each other, but not so many that it becomes confusing and distracting in the session).

⦁	Specialized handouts prepared over several years.

⦁	Experience explaining difficult concepts and knowledge of what works best with certain types of learners. Sessions can be focused to better meet the needs of individual students.

⦁	Systematic Analysis Framework (SAF) will be applied to all tutoring. SAF is a system where each student is taught to properly approach any type of problem with a systematic method that provides them with the tools of handling problems with a formal problem-solving technique, empowering the student to be able to learn more on their own. This is in contrast with most other tutors who assist the student with specific problems or questions. This could be short sighted as it only addresses the difficulty at hand, it does not assist the student with problem solving techniques that provide students with tools to assist them in the future with unforeseen problems.



















Marketing Strategy Summary



The real key to this business is staying ahead of the changing student roster, considering the ongoing Covid-19 pandemic. It is important to get out and get seen by all the incoming learners. Testimonials by prior clients will be very helpful for future reference. A barbecue or party at the beginning of the year would give people a chance to meet and mingle with tutors and get to know who to turn to for help when they feel they need that extra little edge.

The marketing strategy will also incorporate a networking focus where M.I.A.T is in close contact with the professional bodies that regulate the education sector. This allows the company to be quite familiar with the material the various agencies are teaching. It also provides the professional bodies with an opportunity to offer referrals to M.I.A.T for students that need additional assistance that the school cannot provide. While M.I.A.T primarily serves schools in the Birmingham area, it will also serve other local colleges. M.I.A.T will place advertisements in the different student newspapers. These advertisements will be effective due to their low cost and targeted readership. Students are the almost exclusive readers of the newspapers so M.I.A.T will receive considerable visibility.

Lastly, upon permission from the various schools, M.I.A.T will disperse flyers into students’ mailboxes, communicating to the students the various services M.I.A.T offers and why it stands out in terms of effectiveness relative to the competition. These flyers will also be posted on various bulletin boards within the student areas. 



We will use: 

· Advertising and distribution of flyers in 

· community centers 

· schools

· health centers

· community radio

· internet radio (Adrian Joseph currently broadcasts every week on www.crystalloveradio.com)

· local community centers 

· 

· Social media platforms. 

· Facebook 

· Zoom meetings to canvas opinion and raise awareness. 

· WhatsApp Groups

· Instagram 



We will retain customers by:

· Providing the levels of service that is required. 

· Continuously improving the service.

· Evaluating our delivery as we will be service user led. 

· Service users will be integrated into all levels within the organization and therefore have an input into service delivery at all levels of operations.

· We will get more from customers by involving them in the services development and review. 















Sales Strategy



The bulk of sales come from word of mouth. When new people come into the workshops, the tutor will tell them about the resources available. So past clients provide most of the advertising for the company. Getting seen and getting the word out to new people is always important. One important message to convey is that the services are not just for individuals who are NEET, but for anyone who wants an edge and to get the most out of their learning experience.

M.I.A.T will develop and maintain testimonials of past clients for a sales pitch indicating just how helpful M.I.A.T has been to the participants. M.I.A.T will periodically offer a free session, typically in the beginning of the initial assessment of an individual’s needs/requirements. The goal of this session is to provide an opportunity to experience M.I.A.T and view for themselves how effective the service can be. This sales event will be able to convert many possible customers into paying customers, people that possibly would not have even considered such a service, not previously recognizing their own need for such a service. After the free session many "doubters" will be converted into customers.

The sales strategy will also emphasize the ability for participants to create private groups for tutoring. By forming a group, the students pay less per person M.I.A.T makes more per hour, and it promotes group work, a fundamental educational and real-world tool.



Sales Forecast



The sales forecast has been developed to predict future sales in a conservative manner. It is expected that sales will gradually increase as more students are served and the company receives more testimonials. At some point, since M.I.A.T is a part time company, capacity will be reached in terms of the number of hours worked per week. From this point forward there will be an emphasis of serving groups which provide more revenue per hour. Please review the following table and chart which details monthly and yearly sales broken down by the various target customers.



Table: Sales Forecast



Sales Forecast			

	                                                                                               2022             2023	        2024

Sales	

NEET (11-18 years old)

NEET (18+ years old)

Excluded pupils/students

Pupils/students at risk

Of exclusion	               

Youth offenders 	

Adult offenders 	

			

Direct Cost of Sales

	                                                                                                           2022             2023	         2024

NEET (11-18 years old)	

NEET (18+ years old)      

Excluded pupils/students	 

Pupils/students at risk

Of exclusion	     

Youth offenders    

Adult offenders      



Subtotal Direct Cost of Sales

Milestones

Several milestones will be set for M.I.A.T as a way of monitoring progress of the organization in the pursuit of achieving realistic, lofty goals with the aim of building this business model into a part time, profitable source of revenue. The following table details the specific milestones and offers a timeline for completion.

Table: Milestones



		Milestones

		

		

		

		

		



		

		

		

		

		

		



		Milestone

		Start Date

		End Date

		Budget

		Manager

		Department



		Business plan completion

		01/01/2022

		02/1/2022

		£0 

		Adrian

		    Marketing



		Develop agreements with local authority, PRU, schools, colleges

		02/02/2022

		 02/07/2022

		£0 

		Adrian

		        Marketing                                     



		First large group of students

		02/02/2022

		4/07/2022

		£0 

		Adrian

		      Marketing



		Nearing hourly capacity

		04/07/2022

		04/07/2022

		£0 

		Adrian

		      Marketing



		Totals

		

		

		£0 

		

		








Management Summary

Personal History [BIO]



M.I.A.T will be led by Adrian Joseph. Adrian brings a wealth of knowledge and experience in music production as well as a proven record of radio broadcasting. Adrian first began broadcasting at a local radio station in 1995. It was this experience that provided Adrian with the insight that he enjoyed and excelled at broadcasting. He informally began tutoring students in 2005 whilst employed at Birmingham Social Services’ Youth Offending Team. During Adrian's second year in the role, the Youth offending Team recruited him to be a Link-Mentor for those young people who were not in employment, education, or training. This provided Adrian with incredible insight into the specific requirements for facilitating successful workshops as he worked hand in hand with the Social Workers, Teachers, Probation Officers in preparing the clients for the workshop. Oftentimes as part of an ABC (Acceptable Behaviour Contract) that the young person was subject of.

With over 20 years’ experience in the health and social care industry, I can thrive within busy work environments, undertake new opportunities, and collaborate within multiagency networks and within a cohesive team. I am enthusiastic about professional development, and I am currently undertaking an undergraduate course at the University of Wales Trinity St David to enhance my knowledge and skills. And to be better equipped to manage an operation such as MIAT. Having held several diverse roles within the field of Health & Social care, I am able to effectively manage the rigorous time and physical demands of management roles.  Many of the skills I have gained in previous roles are transferable to other similar roles. In addition to the twenty years of professional experience I have in the Health & Social care sector, is over twenty-seven years of personal experience as a parent to disabled persons.  I am currently the full-time Caregiver for a family member, and this has been the situation since their health condition worsened amidst the Coronavirus pandemic.



EMPLOYMENT HISTORY



Case Manager                           Pulse Community Healthcare               2015 - 2018

Lombard House, 145 Great Charles Street,

Birmingham, B3 3LP

Tel (0121) 678 1100



· Managed a staff team of 10 Home Care Workers who were Live-in-Caregivers to clients that had suffered either spinal damage or brain injury. I was responsible for facilitating a total care package for new clients which included the appropriate allocation of staff, their travel arrangements, living arrangements, supervisions and appraisals and other tasks commensurate with the post.

· Travelled extensively throughout the UK daily to manage existing care packages and to acquire new business for the organization by completing assessment interviews of potential clients. 

· Facilitated personal development and career progression opportunities to my staff team by providing information about training events/programs and by providing a good level of advice & guidance where applicable. 

· Co-ordinated the ordering of various medical supplies and equipment such as oxygen tanks, manual or automatic hoists, repeated prescriptions. This has enabled me to acquire considerable organizational and time management skills. And has also taught me the importance of accurately recording information.     





Community Support Officer	       Trident Reach		              2014 – 2015

239 Holliday St,

 Birmingham B1 1SJ



· Supported clients experiencing homelessness or at risk of rooflessness to achieve and maintain independent living skills. With the long-term goal of securing independent accommodation appropriate to the person’s needs.  Some service users required supported accommodation with local authorities or social landlords. Other clients required general needs accommodation.  

· Implemented provisions and measures to ensure clients health, safety, and wellbeing

· Compiled person-centered care plans/packages to promote the independence of the client

· Complied with organizational policies and procedures to ensure that I worked coherently and in accordance with my job role and to comply with industry legislation. 

· Attended regular supervision/appraisal meetings and actively participated in staff meetings to provide regular feedback and updates to colleagues and external agencies. 

· Took ownership of personal development needs and attended all mandatory and relevant training courses including 'Safeguarding Adults at Risk’, ‘Equality & Diversity' training, 'Psychological Wellbeing’, ‘Suicide & self-harm Awareness’, 'Family Common Assessment Framework - Module 3', Occupational Health & Safety' and Emergency 1st Aid and more.

       



Senior Support Worker		        SLC Paragon	                          2010 – 2014

144 High Street Town, West Bromwich





· Delivered first line management and lead a team of support staff

· Ensured weekly Rota’s were in place to meet the contracted hours of provision

· Participated in local on-call and sleepover arrangements where service needs dictated to provide 24-hour service to vulnerable clients and service users. 

· Facilitated person centered planning to empower individuals to express themselves and have direct input as to how they desire their support to be delivered.

·  Provide direct supervision to support staff, often acting as a conduit between support staff at senior management. 





Residential Support Worker        Trident Housing Association	                                          2007-2010



· Supported individuals in attaining, developing, and maintaining their independent living skills for a better quality of life. 

· Advocated on client’s behalf where required. In person or via telephone, e-mail etc. Ensuring the best outcomes when working with external agencies

· Facilitated clients’ access to training, education, and employment opportunities 

· Liaised with internal and external agencies and completed any tasks commensurate to the post





Link Mentor		           Central Youth Offending Team		                           2005-2006

St Lukes Road,

Highgate,

BIRMINGHAM



· Facilitated 15 hours weekly education provision to young people that were not in Education, employment, or training (NEET) to reintegrate young people into mainstream education

· Devised, compiled, and delivered educational workshops in group sessions and on a one-to-one basis taking into consideration diverse learning styles of the students

· Assessed the individual needs of young people and delivered programs related to areas including health, fitness, smoking, substance misuse, gang culture, relationships, family breakdown, and social inclusion

· Attended and contributed to multi-agency meetings that brought together practitioners from different sectors as part of a seamless support culture. 









Residential Support Worker	United Evangelical Project		      2002-2005

16-20 Grove Lane, Handsworth

BIRMINGHAM



· Working with a client group of 16-25 years old who were experiencing or at risk of experiencing social exclusion due to homelessness, family breakdown, substance misuse and other issues.

· Acted as the Key Worker to numerous individuals who were exposed to an increased level of violence due to inner-city crime being at exponential levels during this period. 

· Completed 'sleep-ins' as part of my role.



· 1999-2002



Not in employment during this period due to full-time care commitments for my disabled son. At that time, I was a single parent raising my son.



Supported Housing Assistant    English Churches Housing Group	1998-1999



· Provided overnight support to individuals experiencing rooflessness who were considered as rough sleepers.

· Nighttime shift supervisor of a 77 bed, direct access hostel. 

· Supervising 2 x Maintenance Staff during nightshift.

· Completed initial assessments/interviews prior to allocating a room so that an individual had a bed for that night. The following day shift would then continue the application process if the individual required a longer stay. 

· Completed night logs and incident/accident reports to comply with health and safety procedures and ensure staff and resident safety

· Secured the building through both internal and external checks





Administration Assistant	      Wardtab Construction Group		1994-1998

9 Lower Ashley Rd

St Agnes

Bristol

· Completed day to day office administration tasks including filing, photocopying, external communication to support the efficient operation of the team

· Responded to inbound telephone enquiries and signposted to colleagues for specialist or escalated queries. 

· Generated income for the organization by processing customer orders after cold-calling various companies both in person and via telephone. 

· Scheduled and monitored meetings for management and/or visitors



    









EDUCATION



· GNVQ Health & Social Care – Level 3 (Advanced)

· NVQ Certificate in Advice & Guidance Level 3

· NCF Drug Awareness – Level 2

· 6 GCSEs including English and Mathematics

· NVQ Computer Literacy & Information Technology – Level 2

· Currently studying Leadership & Management with The University of Wales Trinity St David.























Personnel Plan

M.I.A.T is currently a one man show. Adrian can have flexible hours with his employment, therefore he is able to serve learners in the morning, evening, on weekends, as well as during the day as needed. This business plan is being written to maintain the status quo.

Adrian enjoys the time he spends tutoring. While he has a limited amount of time to tutor, it is ample for now. There is the possibility of training tutors in the future to allow the business to serve more clients, however, this would take Adrian away from his passion of mentoring, so this option seems unlikely.



Table: Personnel



		Personnel Plan

		

		

		



		

		2022

		2023

		2024



		Adrian

		£17,500 

		£19,000 

		£21,000 



		Other

		£0 

		£0 

		£0 



		Total People

		1

		1 

		1 



		

		

		

		



		Total Payroll

		£17,500 

		£19,000 

		£21,000 







Financial Plan

The following sections will outline important financial information.



Break-even Analysis

The real opportunity of this business is that there are barely any costs associated with operations. Costs include acquiring the necessary audio equipment and the cost for hire of premises to meet with learners if away from school or other official business premises.  Adrian has made connection with the management of two local community centers and has arrangements in place to utilize the center's facilities to complete workshops as and when necessary.  Additionally, M.I.A.T incurs Internet service provider fees which are associated to its internet radio station. Every three years a new computer is required. The hourly fee charged to clients more than covers any variable costs associated with the service. Fixed costs are similarly limited.



Table: Break-even Analysis



		Break-even Analysis

		



		

		



		Monthly Revenue Break-even

		£1,729 



		

		



		Assumptions:

		



		Average Percent Variable Cost

		3% 



		Estimated Monthly Fixed Cost

		£1,783 









Projected Profit and Loss

The following table and charts will indicate Projected Profit and Loss.

Table: Profit and Loss



		Pro Forma Profit and Loss

		

		

		



		

		2022

		2023

		2024



		Sales

		£19,922 

		£21,700 

		£25,550 



		Direct Cost of Sales

		£598 

		£651 

		£767 



		Other Costs of Sales

		£0 

		£0 

		£0 



		Total Cost of Sales

		£598 

		£651 

		£767 



		

		

		

		



		Gross Margin

		£19,324 

		£21,049 

		£24,784 



		Gross Margin %

		97.00% 

		97.00% 

		97.00% 



		

		

		

		



		

		

		

		



		Expenses

		

		

		



		Payroll

		£12,000 

		£13,000 

		£14,000 



		Sales and Marketing and Other Expenses

		£600 

		£600 

		£600 



		Depreciation

		£400 

		£400 

		£400 



		Rent

		£1,800 

		£1,800 

		£1,800 



		Utilities

		£600 

		£600 

		£600 



		Insurance

		£600 

		£600 

		£600 



		Payroll Taxes

		£1,800 

		£1,950 

		£2,100 



		Other

		£0 

		£0 

		£0 



		

		

		

		



		Total Operating Expenses

		£17,800 

		£18,950 

		£20,100 



		

		

		

		



		Profit Before Interest and Taxes

		£1,524 

		£2,099 

		£4,684 



		EBITDA

		£1,924 

		£2,499 

		£5,084 



		  Interest Expense

		£0 

		£0 

		£0 



		  Taxes Incurred

		£457 

		£630 

		£1,405 



		

		

		

		



		Net Profit

		£1,067 

		£1,469 

		£3,278 



		Net Profit/Sales

		5.36% 

		6.77% 

		12.83% 









1. Financial Summary



		PERSONAL SURVIVAL BUDGET



		

		

		



		

NAME Adrian Joseph

		

		

		



		

		Week

		Month

		Quarter



		Rent/Mortgage

		

		

		



		Council Tax

		

		

		



		Water Rates

		

		35

		



		Gas/Electricity

		

		

		300



		Telephone

		

		40

		



		Insurance

		

		100

		



		Housekeeping

		60

		

		



		Clothing

		

		

		



		Travel

		30

		

		



		Holidays

		

		

		



		Membership Subscriptions

		35

		

		



		Magazine Subscriptions

		

		

		



		TV/Other License Fees

		

		

		



		TV/Rental Fees

		

		

		



		Newspapers

		

		

		



		Car Expenses inc Tax/MOT/Petrol

		

		

		



		HP Repayments

		

		

		



		Credit Card Repayments

		

		

		



		National Insurance Contributions Class 2

		3

		

		



		Other

		

		

		



		Total

		£     236

		£     175

		£     300



		

		

		

		



		Year Total

		£ 18,231

		

































		



































		BUSINESS NAME

		

		MAKING INDEPENDENCE ACCESSIBLE TODAY 

(M.I.A.T)

		

		

		

		

		

		



		CASHFLOW FORECAST FOR THE PERIOD: 2021-2022

		

		

		

		

		

		

		

		



		

		

		PRE-START

		1

		2

		3

		4

		5

		6



		INCOME

		

		

		

		

		

		

		

		



		Income from Fundraising

		

		         5,000 

		          -   

		          -   

		          -   

		          -   

		           -   

		           -   



		

		

		

		

		

		

		

		

		



		

		

		

		

		

		

		

		

		



		Funds from own resources

		

		         1,000 

		

		

		

		

		

		



		Loans/grants

		

		TBC

		

		

		

		

		

		



		Interest & other income

		

		

		

		

		

		

		

		



		TOTAL INCOME (A)

		

		         1,000 

		            - 

		            - 

		            - 

		            - 

		             - 

		             - 



		EXPENDITURE

		

		

		

		

		

		

		

		



		

		

		

		

		

		

		

		

		



		Audio/Recording Equipment 

		

		            500 

		

		

		

		

		

		



		Wages (Direct Cost)

		

		         1,519 

		

		

		

		

		

		



		Drawings

		

		         1,519 

		

		

		

		

		

		



		Salaries

		

		 N/A 

		

		

		

		

		

		



		Employer's Nat. Ins.

		

		 N/A 

		

		

		

		

		

		



		Rent & Rates

		

		         4,800 

		

		

		

		

		

		



		Heating & Lighting

		

		 N/A 

		

		

		

		

		

		



		Telephone

		

		            480 

		

		

		

		

		

		



		Radio Audio Equipment

		

		         5,000 

		

		

		

		

		

		



		Postage / stationery

		

		            200 

		

		

		

		

		

		



		Insurance

		

		 TBC 

		

		

		

		

		

		



		Repairs & Maintenance

		

		 N/A 

		

		

		

		

		

		



		Transport/Travel costs

		

		 TBC 

		

		

		

		

		

		



		Accountancy/Legal

		

		 TBC 

		

		

		

		

		

		



		Advertising/Marketing

		

		            250 

		

		

		

		

		

		



		Rentals

		

		 TBC 

		

		

		

		

		

		



		Bank/HP. Charges & Interest

		

		 N/A 

		

		

		

		

		

		



		Other Revenue Expenditure

		

		

		

		

		

		

		

		



		

		

		

		

		

		

		

		

		



		SUB-TOTAL

		

		       14,268 

		          -   

		          -   

		          -   

		          -   

		           -   

		           -   



		Capital Expenditure

		

		

		

		

		

		

		

		



		Bank & HP Repayments

		

		

		

		

		

		

		

		



		Net VAT

		

		

		

		

		

		

		

		



		TOTAL EXPENDITURE (B)

		

		       14,268 

		          -   

		          -   

		          -   

		          -   

		           -   

		           -   



		

		

		

		

		

		

		

		

		



		

		

		

		

		

		

		

		

		



		Net Inflow/Outflow (A - B)

		

		      (13,268)

		          -   

		          -   

		          -   

		          -   

		           -   

		           -   



		Opening Balance

		

		              -   

		   (13,268)

		   (13,268)

		   (13,268)

		   (13,268)

		   (13,268)

		   (13,268)



		Closing Balance

		

		      (13,268)

		   (13,268)

		   (13,268)

		   (13,268)

		   (13,268)

		   (13,268)

		   (13,268)





























































































More about what M.I.A.T does.



M.I.A.T delivers music workshops, training, and consultation to help people access education, training, and employment. M.I.A.T works from an early intervention approach within educational and community settings to open access to therapy and create mentally healthy environments that have a sustainable impact. Good mental health is the foundation to people achieving their aspirations. We support children's mental health by working within schools. This allows staff and students to access workshops, and by working with the leadership team we create a whole school approach to mental health.



Workshop sessions focus on helping individuals grasp the concepts they will need to know to perform well in their chosen discipline, as well as developing strategies to effectively prepare for live performance or live broadcasting. A long-term focus of empowering individuals is favoured over a short-term problem-solving strategy.

The business is still in the development stage now. The aim is to work in accordance with 'The Sustainable Development Goals'. The Sustainable Development Goals are the blueprint to achieve a better and more sustainable future for all. They address the global challenges we face, including those related to poverty, inequality, climate change, environmental degradation, peace, and justice. The 17 Goals are all interconnected and aims to leave no one behind. We have highlighted the top eleven sustainable development goals below, for perusal.  M.I.A.T is focused upon the goals listed at numbers 3, 4, 8, 10 and 11.





































The Sustainable Development Goals

1)	NO POVERTY - Economic growth must be inclusive to provide sustainable jobs and promote equality. Donate what you don’t use.  Currently, more than 700 million people live in extreme poverty. Roughly 260,000 people are homeless in the UK alone. The nation with the world's fifth-largest economy has more than a quarter of a million people living on the streets. 

2)	 ZERO HUNGER - The food and agriculture sector offer key solutions for development and is central for hunger and poverty eradication. Waste less food and support local farmers. A third of the world's food is wasted although there are 820 million undernourished people. 

3)	GOOD HEALTH AND WELL-BEING - Ensuring healthy lives and promoting the well-being of all ages is essential to sustainable development. Vaccinate your family. Vaccinations resulted in an 80% drop in measles deaths between 200 and 2017

4)	QUALITY EDUCATION - Obtaining a quality education is a foundation for improving people's lives and sustainable development. Help Educate the children in your community. 617 million children and adolescents lack minimum proficiency in reading and mathematics.

5)	GENDER EQUALITY - Gender equality is not only a fundamental human right but a necessary foundation for a peaceful, prosperous, and sustainable world. Empower women and girls and ensure their equal rights. 1 in 3 women has experienced physical and/or sexual violence.

6)	CLEAN WATER AND SANITATION - Clean, accessible water for all is an essential part of the world we want to live in. Avoid Wasting Water. Water scarcity affects 40% of the world’s population.

7)	AFFORDABLE AND CLEAN ENERGY - Energy is central to nearly every major challenge and opportunity. Use only energy-efficient appliances and light bulbs.  Three billion people still lack clean cooking fuels and technologies.

8)	DECENT WORK AND ECONOMIC GROWTH - Sustainable economic growth will require societies to create conditions that allow people to have quality jobs. Create job opportunities for youth. One-fifth of young people are not in education, employment, or training (NEET).

9)	INDUSTRY, INNOVATION, AND INFRASTRUCTURE - Investments in infrastructure are crucial to achieving sustainable development.  Fund projects that provide basic infrastructure. Roads, water, sanitation, and electricity remain scarce in many developing countries.

10)	REDUCED INEQUALITIES - To reduce inequalities, policies should be universal in principle, paying attention to the needs of disadvantaged and marginalized populations. Support the marginalized and disadvantaged. The poorest 40% of the population earn less than 25% of global income.

11)	SUSTAINABLE CITIES AND COMMUNITIES - There needs to be a future in which cities provide opportunities for all, with access to basic services, energy, housing, transportation and more. Bike, walk or use public transportation. 9 out of 10 urban residents breathe polluted air.

































By delivering our service(s) in accordance with the sustainable development goals M.I.A.T will also aim to achieve the following outcomes.



 1) Advertising Support for BAME creators and business owners



If you want to help people at an individual level, the best way to start is by supporting BAME people’s creative and business endeavors. Employ and promote BAME people; buy their books, music, or films; donate to their Patreon pages; amplify their voices by sharing or retweeting; and patronize their shops, restaurants, cafés, or bars.



2) Solidarity on social media



M.I.A.T intends to make sure to prioritize BAME people’s voices and not speak over anyone with actual, lived experience of the issues at hand. Also, try not to use the #BlackLivesMatter hashtag for simple expressions of support, as it’s used by activists to share vital information.

From the original #BlackLivesMatter hashtag to the social media blackout of June 2, 2020. Online campaigns have been one of the most effective ways for people to show support and raise their friends’ and followers’ awareness of the anti-racist movement. Individuals and organizations can post links to resources or fundraisers, state their support and solidarity, and share anything that they’ve found helpful.



3) Raise Awareness about the anti-racist struggle



If you’re not a BAME person, one of the most important things you can do right now is to learn something about the various situations that impact the BAME community.  Read up on why people are protesting. Check out the many links being posted on social media about police brutality, racial inequality and historical injustice in the USA, the UK, and other countries. As well as speaking out, take some time to listen and absorb the stories and messages coming from the BAME community.



4) Keep listening and learning



There will always be new ways that you can help. Keeping your eyes and ears open and letting BAME people guide our actions. M.I.A.T will always continue to listen to the BAME community. 





















































CAPITAL EXPENDITURE



Much of the capital expenditure will be due to the acquisition of the following list of equipment which is required by M.I.A.T to carry out music workshops which utilizes contemporary technologies so that the best quality is available to learners.







                Opti CS150 Control Station

Opti Trilite DJ Stand                                                                                                                      £799.00 inc. VAT









   Technics SL-1210 MK7 Turntable Pro Direct DriveTurntable                                                                                                                                        

                                                                                          £799.00 inc. VAT each Buy a pair £1,598.00 inc. VAT









      Swan Flight Turntable Case Fits All Standard Size Turntables



                                                                                              £98.00 inc. VAT Each Buy a pair £189.00 inc. VAT









  Pioneer CDJ-350 Black MP3 CD USB Midi Player 

                                                                               

                                                                               £539.00 inc. VAT each Buy a pair £1,078.00 inc. VAT









   CDJ-3000 Flight Case Performance Protection 



                                                                                                                                                £139.00 inc. VAT each







 Pioneer XDJ-XZ Pro all-in-one DJ System for Rekordbox and Serato DJ Pro    

                                               

                                                                                                                                                     £2,049.00 inc. VAT







  Pioneer XDJ-XZ Flight Case Performance Protection 

  

                                                                                                                                                        £195.00 inc. VAT







                  Shure PG4 2USB USB Condenser Microphone 

                                                                                                                                                       £239.00 inc. VAT







   Anti-vibration Microphone holder G129C

                                                                                                                                                         £10.95 inc. VAT







   Chord NU4 Quad UHF Wireless System Handheld UHF Wireless System With 4    Handhelds



                                                                                                                                                       £259.00 inc. VAT 



Anti-Pop Screen for Microphone Eliminates popping sounds when recording



                                                                                                                                                           £8.99 inc. VAT



                Microphone Stand with Boom Chrome

                                                                                                                                                         £19.99 inc. VAT

 



    Studio master Walkabout S Portable PA System

                                                                                                                                                        £319.00 inc. VAT      





     Bose S1 Pro Multi-Positional PA System with Battery Pack





                                                                                                                        £499.00 inc. VAT Each with Slipcover          

                                                                                                                        £530.00 inc. VAT with Backpack  

                                                                                                                        £599.00 inc. VAT with Line 6 XD-V35                                                                                                                



        Pioneer HDJ-X10 Headphones Silver

                                                                                                                                                        £299.00 inc. VAT







    Apple MacBook Pro Touch 2019 16in i9 16GB  

                                                                                                                                                                                       £2470.00

                                                                                                                                                                      TOTAL =    £10,172 
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