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Executive Summary

My name is Nadira Ahmed, and I am the owner of Hollies Private Nursery. My business plan is about a private nursery called Hollies private nursery. It is a service for children between the ages of 0-3 years old. During the times where parents are busy and need to head off for work or meetings, they can hand over the care of their children to the staff who will be hired depending on their experiences. My target market is aimed at parents with children from the ages of 0-3 years old who need a helping hand while they expect to be busy for the next few hours of the day. I advertise my business on social media such as Facebook and by sending out leaflets to people’s homes. 
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Business Overview
	
What does my business do and what is the background of the business?

My business, hollies private nursery is care centre for infants whose parents are working or have a busy day and need some help in looking after their little ones while they are away for a few hours. The business was set up last year in April and since then it has been expanding greatly. This is by promoting my business on leaflets and sending out little cards with the name of the business and telephone number to parents so they can pass it around to others who may be interested. Running this business could be quite costly however it was all raised through savings which I planned many years ago to use to open a business like this. Products such as toys and food are also considered, hiring staff, and paying electricity bill, water bills and staff pay is what increases financial costs. 

The way to increase income would be to add a rule stating that parent who want their children to stay overtime would have to pay a higher charge. This can help me when getting in more stock as I would have to pay my supplier. My supplier contacts me and shows me all their baby products such as toys, tables, chairs, food, children’s feeding bottles etc and I choose which I think is best suitable for the nursery. I usually like to stick to the same or similar products which I think is worth the price. When ordering I must be very careful as I always need to be sure that the products, I order are safe for the children and prevent as many hazards as possible. Bringing in good products shows parents that their children are safe and are taken care of correctly. This would bring in the interest of more parents. When ordering in stock I usually calculate how many of what item I need otherwise it would go to waste and the business’s money would be spent unnecessarily. 

Why is my business unique and what makes it unique?

I see my business is unique as when it is holidays for the children, I use money from my own
pocket to gift them all with something such as toys. The reason as to why I do this is because it
makes me feel happy with my business by seeing the children happy. This shows parents that the business is trustworthy, and it eventually may bring in more new people. This will help the business grow.

What opportunities can I make out of this?

I will be having open days where I open the nursery for parents who are considering giving their children to nursery in the future. This gives them the chance to see whether they like the environment. I will be doing this during the summer holiday around July just before nurseries start to open and the open day would be at hollies private nursery in Cardiff as parents would be able to see the actual place where their children would be if they choose to apply at hollies private nursery. I will be explaining all the procedures and the routine that the staff go with. I will also be explaining the type of food that is available, toys, and I will go deeply into discussing fire drills and any possible hazards which could occur. I would have to ensure that I am respectful, formal, and friendly with parents to catch their attention, I may have other competitors such as other private nurseries in Cardiff therefore, I must try my best. I will have refreshments stall available at the nursery so everyone can help themselves to whatever they like. 

So far, what achievements have I made?

My business is expanding due to all the leaflets and cards that ae being passed around. Due to these advertisements my business is getting more popular as more parents want to investigate hollies private nursey and find more information on it. This has been the main purpose why my business profit is expanding. Before advertising my business, my monthly profit was around £350, whereas now my monthly profit has increased up to £550 which is a big accomplishment for me.

What have I planned?

My plans are to increase the nursery times and days. At the nursery, the open hours are from 9am to 3pm, however in the future I would like to change this to 7am to 5pm. I want to do this because it gives parents a chance to finish up any work without any rush. I also want to open the nursery on the weekends as many parents choose to work weekends instead of weekdays, this is so we are considering all parents needs. In the future I would like to extend the size of the nursery, that way children can have the freedom and play in more space.  

Any risks or threats?

When the business was new there were many threats and risks such as not ordering enough stock or ordering too much stock. At times I would miscount the number of children at the nursery. This was a risk to my business as my money would be wasted or it would be unspent on items that were supposed to be bought. However, this is not a risk anymore as I now calculate all my incomings and outgoing accurately. One threat would be competitors, in Cardiff there are many nurseries therefore there would be competition going on. This could demolish the attractiveness of my business. 

Legal status of business 

My business is a limited company as I have entered with my own name and is not in any partnerships with others. a benefit is that you get to have some control over your business and your personal assets are protected. 



Operations


Where is your business located?

My business is in Cardiff near the city centre. The reason as to why I benefit from being in the city centre is that it would catch more people’s eyes and it is the centre of Cardiff. The city centre is the most popular place in Cardiff which is known to everyone. The nursery is very easy to find as the front has been decorated in an infancy theme. It looks fun, bright and eye catching. An advantage for parents would be they could go off shopping for a few hours while their children are at the nursery. On the other hand, a disadvantage would be it is a noisy environment where there are a lot of cars, bicyclists, and people. 

Expenses and profits 

Throughout the year, my business has many had many expenses and profits. Yearly the rent for my business would be £28500, which is £233.33 monthly. This would be put into the start up cost. Wages for staff hourly is £8.34. equipment for the nursery includes 2 computers which add up to £699.98, 8 tables which are at the total of £152.35. 35 chairs add to a total of £315.36, 36 plates which come in packs of 6 are £1.25 each which is added up to £7.50. 36 bowls are £7.50, 36 cups would be £7.50, cutlery is an 18-piece set at the price of £1.125 which would come up to £2.50 for 18. 35 aprons are £140, and toys are budgeted to £150 monthly as we would not need new toys in every month.

Staff and income 

There are 10 members of staff, therefore I must pay staff. Staff payments are £8.34 hourly. I run the business with the help of others, so I must pay everyone equally. At times if there are problems with electricity or internet, I may need to bring someone in to solve that and for that I would have to pay them how ever much they charge. Delivery drivers who deliver the nurseries equipment’s/food would also need to be paid by me. 

Supplier

In a business it is very important to have a supplier that is reliable and trustworthy. The supplier which I had selected is very reliable and I am always assured my products are to the best of quality. When ordering stock, I always ensure I order the correct amount, so I do not overspend or be too short on products.

Marketing 

How will I run my business? 

I will market my business through small business cards and leaflets. The business cards would be given to parents who can then give them out to other friends and families. Leaflets are posted to people homes. I also have a Facebook page where I advertise the nursery and many of the time a lot of people reach out to me by messaging me or calling me on Facebook. I asked parents if they ca give consent for staff to take pictures of their children so we ca use them to show a clear image of the business is. 

Why have I chosen to run my business this way?

I have chosen to run my business like this because it would be impossible to run a nursery without a building. Although it could be expensive, I still make profit from the amount of children that attend. I have chosen to work with other staff as it helps my business, without other staff the business would not be able to run effectively. There were start-up costs which I had to consider but it was to get the business going. These start up costs came from savings from the past. 


Risks

A risk of opening this business is that there are other competitors. Other local nurseries would be seen as competitors as they would want to be in lead and bring in more children to their nurseries to benefit their business. Also, another risk could be if I do not budget and control outgoings, the business could go short of money which can then cause, me to struggle to pay for rent, bill, etc. therefore to avoid this I will have to look out and calculate the expenses every month. 

How will I run my business?

I will have a list of my wanted products and I will set an order with my supplier. I will tell them how many f each product I would like. I would have to be aware of hoe many of each product I order as I do not want to order too much or too little. Ordering too much would be a loss as it would wate business money. When delivery comes, I will have to pay them. 

Who is my target audience? 

My target audience are parents as thy will be selecting their children’s nursey place. My business cards, leaflets and Facebook page should also attract more people to have an interest in the nursery. 

Competition

There are many nurseries that are local and have the same purpose of my business. Nurseries have the same target audience which are parents and children. One problem could be that some of the local nurseries could be more popular than my business as my business has only been open for a short while. The way to be in lead would be to have the quality of products in the nursery, have good health and safety procedures and show a fun environment. Also, on my Facebook account if I post often more people would see my business and it would become more popular day by day. I would leave my Facebook page on public instead of private so everyone can see it and visit the page. Posting interesting things such as pictures of the nursery, toys, food, equipment etc would catch parent’s eyes as they would see what it is like. Lastly, every summer I would be having an open day where parents can come in to see the nursery with their little ones and spend a few hourly learning what the environment is like at Hollies private nurseries.



Marketing 4 P’s

Products

What are my products?

 
My business is a private nursery for children in Cardiff. It is based in the city centre. My business will be open Monday to Friday for children to come and learn and play while their parents go off to work or spends a few hours away.  The children would be aged from 0–3-year-olds. Children would be able to play, learn, eat healthy and socialise with other children.

What do customers expect from my products?

Customers would expect their children to be safe from all the products such as toys, food, health, and safety procedures etc. they would expect toys, food, any equipment visible to be safe and pass health and safety. On my Facebook page I have explained all the important policies therefore parents should expect their children to be safe and cared for in the best way. Images of toys and food would also be uploaded, parents would expect their children to enjoy meals and be safe around the toys. 

Parents would be expected to be given a choice of when they would like to give their children into nursery such as what time and days. They will not be charged o the days they do not want to admit their children and will be charged on days they do attend. Payments are taken monthly.  

What features do products need to meet needs?

While being in contact with suppliers, I made sure before placing any orders all products were safe and in excellent quality. When meeting the suppliers, I ensured they were friendly, reliable, and trustworthy. Having reliable suppliers, you are more likely to have reliable products. Suppliers had clearly stated that if I am not happy with the products, I can get a refund or exchange them for others. I am very sure the products that I get in from suppliers are always in good conditions and parents would feel assured that their children are taken care of well with reliable products. 

How, where and who will it be used?

The nursery is for children, and it will be open Monday to Friday. Children will be using these products and it will all be used within the nursery. On open days, parents could come in and use these products to see how it would be like if they wanted to select hollies nursery for their children. Certain products like toys can vary depending on age, for example children at the age of 0-1 years old would play with toys suitable for their age and children aged 2-3 would play with toys suitable for their age. 

What makes my products different from competitor’s products? 

The difference between my products and my competitors’ products are that my products are cheap, so I save a lot of money, the products are all brand new as I have only been open for a short time whereas competitors have been open longer. I have a Facebook account which my competitors do not have, this helps me bring in more people and become popular. My business hours are longer than competitors as some competitor’s business hours are only for a few hours a day, whereas my business allows parents to have more time to finish their work before collecting he children from the nursery. 




Price 

What is the value of my product/business?

My business is valuable, and parents say it is worth the money as the value of the service is great. Parents are sure their children are well looked after and paying, monthly is perfect for them as it is split into 12 payments, and it is easy to keep track of each payment. Parents pay £250 a month for one child, and it is discounted down to £375 for two children. Parents do no need to pay if they are going on holiday however, they will have to let staff know in advance. 



Place 

Where is my service looked for? 

My business is in Cardiff city centre and is hard to miss as it is bright and colourful and looks like a children’s centre. People can walk in with an appointment booked before hand to see the nursery if they are interested. All the children are from Cardiff and only local people are accepted as the nurseries policy is that attendance over 80% is important. This is an advantage as accepting children from far areas would result in children being late to nursery compared to children from local areas around Cardiff. 

Promotion 

How can I reach my target audience?

The way to reach my target audience would be through leaflets, posters, business cards and through the businesses Facebook page. These would all include the businesses telephone number, my name, and the businesses address. Target audience can reach out to me through Facebook as it is the easiest way of contact, messages could be sent, phone calls could be made ad there would be easy access to all pictures and videos of the nursery. All information on the business would be there such as address. Open days would be a great way to meet people in person and answer any questions they have. Open days take place on one day every summer. Also, with the permission of are not I would use pictures of children who currently attend the nursery on Facebook, business cards, leaflets, posters and around the nursery. 

When is the best time to do promotion?

I usually promote during the whole year however I promote my business even more during summertime where parents are looking for placements for their children. Summertime is a time where school and nurseries are starting to close and open days are starting to take place for the near academic year, this is the best time to promote in the year. 



How do competitors promote their business? 

Most of my competitors promote their business through leaflets and poster boards outside the nursery and I think this is a very effective way of promoting a business as it catches people’s eyes even while they are walking past. It is a good last-minute way of promoting a business. Due to this I am considering of using a poster board outside the nursery as it would bring in a lot more attention to the nursery, especially as it is based by the city centre. 

Unique selling point:

What do customers want? 
· Good prices
· Best quality products
· Positive experience 

What do you do well?
· Communicate with parents 
· Involve parents in the care of their child in the nursery
· Show parents and children respect

What do competitors do well?
· Grow their business fast
· Become popular
· Promote/advertise their business


SWOT Analysis:

	Strengths
· My business is very diverse and accepts all children from ages 0-3
· Open days available 
· I use Facebook to promote my business which is unique
· Safe and reliable products
	Weaknesses
· Lots of expenses: rent, bills, equipment’s etc.
· Not very popular yet as the business has only been open for a short while

	Opportunities
· My Facebook page is public, so everyone accesses it
· I will ask permission from parent if I can use pictures of their children for promotion
· Open days could be an opportunity to meet parents and answer questions
	Threats
· Competitors are threats as they might out go my business
· If I do not keep track of expenses, it can lead to the business falling apart
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Revenue and pricing strategy
What is my pricing strategy and why have I chosen this?
My pricing strategy which I use is the penetration pricing strategy. The reason as to why I have chosen this strategy is because my prices would be lower than my competitor’s prices. Although my competitors are more popular than my business, parents may want to change nurseries as they have found one that is cheaper. This is the reason why I have chosen penetration pricing strategy as I could bring in more attention to my business compared to others. in the future I am hoping to move to a different pricing strategy where I can make more profit by increasing my prices, however I will do this later as my business becomes more popular. This can help me to catch up with my competitors.  
Financial and structure 
	Cash flow= cash flow is the amount of money going in and out of a business.
Turnover= total amount of sales made in a business 
Profit= the amount of earning that go beyond expenditures
Breakeven= where there is no loss or profit, incomes and outgoings are the equivalent




To break even how many customers/children would I need?
My start up cost adds up to a total of £970.92. this all includes 2 computers, 2 desks, 2 chairs, 1 printer, a pack of pens (50 pens) and A4 paper (500 sheets). 2 computers are £699.98, 2 desks are £99.98, 2 chairs are £99.98, a pack of 50 pens are £7.99 and 500 sheets of A4 paper are £18. 
My running cost adds up to a total of £2592.28 monthly. This includes 1000 business cards £22.95, internet £23 monthly, rent £2375 monthly and paper ink £11.33. although this is expensive, it is all needed to run the business and is all covered by savings and business incomes. I pay the delivery driver £160 every delivery. 
My start up cost for my business is £970.92 and my running cost is £2592.28. to break even is £3563.20. as there are 36 students in total a whole month the business makes £9000 which is enough to keep the business being stable. 
Cash flow
The total income from payment of children is £9000 a monthly, reducing all expenses it comes down to £5436.80. this is how much money is saved each month which is a profit, however most of the time it can be lower than this amount as the amount of children can be reduced during the year due to their personal reasons or if bills increase a little bit. The yearly turnover should add up to £108,000. The reason as to why this is high is because it is a private nursery and the amount if children that attend it high. 
Open day event
Every year I have one open day during the summer. For the open day there will be some expenses, parents and children will come and visit. For that day I will need tables and chairs, snacks, leaflets. A venue will not be needed as it will take place in the nursery and in the nurseries garden which is an open space. Toys will not be needed as all the toys will be present at the nursery. I will need at least 6 tables for all the snacks, drinks, leaflets, decorations. 6 tables will come to a total of £149.94, £24.99 each. Due t the size of the nursery only a limited amount of 50 people can attend the open day. 60 chairs would be needed (includes spare chairs) which would add up to £720. Snacks include biscuits, cakes, pizza, chocolates, drinks etc which I put a budget to of £500. 60 leaflets would be made, no extra ink or paper will be needed as I already have purchased 500 A4 paper which is £18 and ink which is £11.33. decorations such as balloons come to 29p, this is for 50 balloons. The total expense for an open day would be £1370.23. 
My main income would come from the actual business and not from the open day if I breakeven my business would be safe and stable.
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and Social care, Religious studies
Haris Acadamy South Norwoed - Londen
September 2012 tojune 2017
University of Wales Trinity Saint David’s
Level 4 Certificate In Leadership and Management - Ongoing
Skills
English, Bengali, Arabic reading (10+ years), Problem solving, General computer knowledge (10+
years)
Additional Information
My strengths are my ability to work and deal with people. As | can speak Bengali, as well as English, it
i be benefical for customers who need assistance intheir Engih. | am a composed person whois
very easy going and f begin  tak, | always complte It to th very best of my abilty. 1 beleve that
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English, Bengali, Arabic reading (10+ years), Problem solving, General computer knowledge (10+
years)

Additional Information

My strengths are my ability to work and deal with people. As | can speak Bengali, as well as English, it
will be beneficial for customers who need assistance in their English. | am a composed person who is
very easy going and if | begin a task, | always complete it to the very best of my ability. | believe that
1'am an independent, responsive and hardworking person who is exceedingly good team player. | am
capable of working as part of a team but also independently. | can meet deadlines and mange time
well. In addition, | always fulfil my responsibilities, which | have been given. | can motivate others and
myself around me. | believe if we work as a team we can accomplish as task rapidly and to a higher
standard. | will try my best to achieve any goals and targets while working for a company.
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