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1.0 Introduction

Phone-Easy will be a small business with two employees at first and as soon as started with all electronic devices another 2 to 4 members of staff. 
I have chosen this type of business as I have the necessary experience and I considered it is the right time to take advantage of the acquired knowledge to start on my own.
 It will start as a mobile phones repair shop and sales of accessories then gradually we will introduce all the gadgets available on the market, laptop and PC repairs and accessories once the business will produce enough to cover the costs of equipment and stock of spare parts and accessories, perhaps a decision is to be made after the first financial year.
 We will keep in contact with all kinds of suppliers to provide customers with spare parts according to their budget so we could provide replacement parts or genuine where possible.
 We will also try to keep in touch with some of our competitors as we could offer them services also as there are few experienced hardware technicians in South Wales and we could also contact businesses from other Cities for collaboration.
 Working for one of the competitors for several years I understood what customers are after, updating the customer on time regarding their item’s repair progress will keep them happy, make them return, and recommend our services to others.
  Possibly even within the first year, I would like to contact some insurance companies as they provide a large sum of repairs usually. 
 Recently I discovered that there are companies who produce ecological cases, and it would be something interesting to bring their products to Swansea as no one else does them at present.
 We plan to recycle as much as possible, as a starting point, we will begin with used batteries.
  As we intend to provide quick service of 30 minutes for a small repair as it would be: a screen replacement or certain charging ports or microphone we intend to purchase a kettle to offer free tea for those customers who are waiting for their repair. I know based on my experience that a cup of tea is not expensive, but most reputable companies do offer it and the customers always appreciate it.
2.0 Products and Services 
Business Overview
 Summary of the Business
Mobile phone repairs and other gadgets also repair of computers and peripheral equipment and sales of accessories.

Unique Selling Point
Repairs while you wait, for small repairs so the customer can take the item perhaps within 30 minutes rather than making another journey, paying for parking a second time, or the inconvenience of returning to town. A potential coffee machine free to use for customers waiting for repairs in progress is an idea for the future.
 Company Ownership
 Limited Company


 To start it will be repairing only mobile phones, tablets, and small gadgets, from the simple screen or microphone replacement to advanced repairs such as liquid damage, memory failure, and most integrated circuits repairs. I have all the necessary experience gained in over 15 years. 
 Once there will be profit in the company it will start with the larger items like laptops/pc or smarts TVs.


How will you produce the product or deliver the service?
 Walk-in customers and any possible contracts are welcome. I have already purchased myself Over £1000 worth of tools, but it will be necessary for a further investment of another £1000. There is no shelf life we will be selling only accessories such as chargers, cases, and screen protectors are good for the business to have key/ main suppliers, but I consider it is necessary to keep good relationships with all suppliers. To start I would only order small stock weekly then according to on sales and repairs but my business to grow and a larger amount of stock would be necessary at that point.
 Quality will be ensured with good quality parts also high-quality services. I will be monitoring the returns as well as the reason for the return and this way I can always improve the quality.
 For the provided services I intend to offer a 3 to 12 months warranty.

 How much does the product/service cost you?
1 For an example a good quality screen costs £20
2 A charging port may cost £5

How much are you planning on selling to your customer?
1 The cost of the repair is 45
2 In this case the repair will cost £30 as it is the more time-consuming but higher profit margin.



3.0 Mission Statement

Our mission is to keep you connected!

This business is being made to ensure my family’s financial stability and to create new jobs for those who are passionate about electronics as well as to share our knowledge with the end customer through the service we provide. We are in retail and provide Services.  I had an idea of implementing in the business at the stage when it brings enough profit, a website accessible by the customer at any time to see the status of the repair and or to receive an automated text message once the item is ready for collection.

4.0 Aim and Objectives of business

Smartphones and all the gadgets are continuously in use and there is a high demand for repairs and all sorts of accessories. Having a vast experience within the sector, I have learned to keep the quality of my services at high standards and continuously up to date. I aim to provide very good quality for my services to keep my customers happy, make them return, give good feedback and recommend us to other customers. I want to make the difference by giving a rate of 100% repair providing the customer has agreed to the cost.

The first-year plans to survive, then if the business did well, a thorough analysis will be conducted for the possibility of relocation and expansion.

A major milestone would be to have more than 10 repairs a day as estimated for the first year and I would call it successful if daily repairs would exceed the estimation of 25 bookings a day in the following years. 



5.0 The Market and Competition Research

For this matter I have used the 4 Ps of the marketing mix as follows:
Product
The market opportunity is high as I work at present for one of my future competitors being the main technician. Also being in this position I have had the chance to see a good opportunity starting my own business as there is continuous demand. The market is permanently growing as all the time new gadgets appear and customers will always need services for them or accessories. The shop will be situated in the city center of Swansea, United Kingdom.

 Describe your target market
It is very important to attract walk-in customers, for the cash flow. I aim to make them return by resolving their issues within the estimated time and at a high standard. The reason to expand to cover all gadgets Is to make sure the business is running smoothly and not having to depend on phone repairs strictly. Also, potential contracts with companies will be considered, or even maintaining a good relationship with the competitors who are not able to repair certain items I could provide the service for them too.
Promotion
Flyer prints (see fig4.0 in appendices) spread around town handed to pedestrians or in local shops, Facebook page for a start then later I would like to have it advertised on the local radio. A questionnaire has been created with relevant questions for the specific business, the purpose of this is to find out if customers are after budget repairs or quality but more pricey repairs also, what sort of repairs are more common?

Place
I found a place to rent, in the city center of Swansea, a location map is included in the appendices, see fig1.0, 1.1.

Price
I have concluded that to begin with, is wiser to offer budget prices to attract customers and later to implement a higher quality service with better quality spare parts and perhaps an extended warranty.


4.3 Target Market 
Because I will have tough competition 20-30% would be a satisfactory slice.
Speaking about customers, there is no specific target, anyone is welcomed who uses a mobile device. 


6.1 Competitor analysis

 	Competitor Company Name, Location, and Business Size	Product / Service offered	Price of comparable product/service	Strengths of competitor	Weaknesses of competitor
1	 Irepair, Swansea City center	Large	Similar	 Similar	 Already established, higher financial potential	 Having no experienced technician and poor customer service.
2	 Mobile Buddy, Swansea, City center, small	 Similar W/o	Hardware repairs or other gadgets repairs.	 Similar	 Already established.	 Week service, no hardware technician
3	 Trendz Phone, Swansea City center	 Similar W/o hardware repairs/ no other gadgets covered	 Similar	 Already established	 Week service, no hardware repairs.








 Sales Strategy
Local sales for walk-in customers. Recently discovered a company that makes recyclable cases, and I Would like to contact them to bring in Swansea something unique and environmentally friendly.



6.0 Physical Resources

Business Location would be In Swansea City Center as its the busiest for pedestrians.
 I have already contacted the letting agent for the premises I have in mind, but we did not go as far as to negotiate yet.
I chose the place for the reason of being in the center of Swansea with a good footfall. The street itself, is one of the main streets to lead towards the central bus station and few other important locations in town. Right opposite the council is planning to move their offices within the next 5 years and there will be even more footfall in the area.
Swansea council has a major development plan to create new opportunities for businesses within to city center to rejuvenate the Kingsway and boost the footfall, therefore, I believe this is the right time to invest in this business.



7.0 Financial Resources


The Business will start with a capital of £50.000 from personal savings but, the initial investment will remain below £30.000 so the business will have spare cash for the further stock purchases and to have well covered the initial 3 months in case of a struggle.

 


Financial Information

 Important Assumptions 

8 repairs/ day at £40 would bring in 26 days for £8320. Also, a minimum estimated of £150 sales along the repairs would generate £12220 including sales to at least break even. This assumption is the target for the first 3 months, but it would need to increase to a minimum of 12 bookings a day and sales of accessories to be profitable by the end of the year.

 


Capital Costs

6.1 Asset / Equipment purchases

Item, Asset, or Expense	Already Purchased?	New or Second Hand Required	Supplier	Price
STOCK                                   	                NO	NEW	SHOPPING AROUND AND MAKING NEW CONTACTS AT PRESENT.	£15000
FURNITURE	NO	SECONDHAND AND NEW		£2500
TOOLS	NO	NEW	ALIEXPRESS OR PHONEFIX CHINA	£1000
SHOP EQUIPMENT	PRINTERS, PC CONSUMABLES	NO	NEW	STILL SHOPPING AROUND 	£1000
SHOP SIGN, BANNERS, AND INITIAL MARKETING	NO	NEW	UNDER RESEARCH	£1000
TOOLS	YES	SECOND HAND		£1000
	 	TOTAL COSTS		














Initial Purchase …	£	Funded by …	
STOCK	15.000	Initial funding	
RENT+RATES	1500	Initial funding	
FURNITURE 	2500	Initial funding	
TOOLS	1000	Initial funding	
SHOP EQUIPMENT 	PC’S, PRINTER, TILL, AND CONSUMABLES	1000	Initial funding	
SHOP SIGN, BANNERS, ANDINITIALL MARKETING 	1000		
TOOLS	1000	Initial funding	
			




Cashflow forecast
According to CashAnalytics, a cashflow forecast is recommended in a business as it helps to predict future cash positions and most important, avoid shortages or it helps panning liquidity. Gillespie, (2022).
I created a cash flow forecast for the first year, find the picture in the appendices as fig 3.0,3.1, 3.2, and 3.3. Based on realistic expenses or achievable income, it returned a 35% net profit margin which, is greater than the break-even expectation.
Some figures within the cashflow forecast such as: capital purchases, insurance, rent is prepaid also, 70% of the initial stock. More stock will be purchased as the business will generate income and as needed also, salaries or insurance contributions are postpaid so there is a balanced expenditure and less pressure.













8.0 Human Resources

Phone-Easy will be a family business having me as Director Technician and a salesperson.
I will diagnose and carry on the repairs and the salesperson will be responsible for the sales and bookings.
I have a degree in computer repairs and software development and over 15 years of experience in mobile phones and computer repairs, with over 8 years gained in the United Kingdom.
 The sales representative will be required to have previous experience in a similar role of a minimum of one year, be reliable, keen to learn, flexible, and adaptable.
A job description for a similar role can be found in fig 2.0 and 2.1







 




9.0 SWOT 
The implementation of a Swot analysis is important as it helps to describe strengths, weaknesses, opportunities, and threats but also it helps the business to plan mitigate weaknesses or to use the strengths to create opportunities. (Doug, 2009).


Internal Factors [specific to your business]	
Strengths	Weaknesses	Plans to Mitigate the weaknesses
	SKILLED AND WITH VAST EXPERIENCE	NEW BUSINESS, LOW FINANCIAL POWER	QUALITY SERVICES, GOOD CUSTOMER SERVICE.
External Factors [outside influencers i.e., market conditions, etc.]	
Opportunities	Threats	Plans to mitigate the treats
GOOD LOCATION WITH A LOT OF PEDESTRIANS WALKING BY.		COMPETITORS NEARBY		KEEPING CUSTOMERS HAPPY TO MAKE THEM RETURN, PROVIDING BETTER AND FASTER SERVICE THAN COMPETITORS.


Fig 3.3
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Fig 2.0
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Fig 4.0
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RE: Plymouth Street

Adam Harris <2dam@rj-cs.couk> B R Tuelan.20
To: Polgar Constantin Ovidiu

Good aftemoon Constantin,
Yes unfortunately 524 has been let,
52B (attached) is due to become vacant at the end of the month, if this is of any interest to you, please let me know,

Thank you,

Adam Harris

RJ Chartered Surveyors.
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Customer Sales Representative

Powerforce GB - Guildford, England, United Kingdom (On-site) 6 days ago
% Part-time - Entry level

1,001-5,000 employaes - Advertising Services

2g% See recent hiring trends for Powerforce GB. Retry Premium Free

@ Actively recruiting
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Location: Currys PC World in Guildford GU1 1AJ
What does being a Customer Sales Representative involve?

* Representing and demonstrating Haier's innovative white goods range, within
Currys PC World

* s a Haier Brand Ambassador you will effortlessly guide the customer experience

« Delivering great product knowledge direct to customer

* Sharing daily feedback with your team manager

* Conversion of customer interest to daily sales

Are you..?

© Passionate about great customer service
« Team player but driven to work alone if needed
* Results orientated

« Motivated to achieve excellence in your role
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