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[bookmark: _Toc173096618]Executive summery

My aim is to create a children’s monthly event within Swansea and surrounding areas. This event will be welcome to all, but my main focus will be the African community. I want to create a safe and welcoming space to children and parents from all ethnic backgrounds. I have a two year old daughter who is mixed race, and whilst I visit a lot of children’s play centres and events, the lack of diversity is apparent. Hence where the idea of Kids Zone ltd was born. My goal over the next 3 years will be to open my own play centre, where children will have the chance to learn about each other’s cultures and heritage through play and parents can feel supported and understood through the friendships that will be built within kids zone ltd. I will start by hosting monthly events in Gendros Community Centre, as my audience hopefully grows these events will grow to weekly sessions, and eventually my own owned play centre. These monthly events will take place on the last Sunday of every month, from 11-4 and a drop in and out style. Eg you can come in when you like and leave when you like, we will have food, workshops, a swap shop and of course lots of organised fun for the little ones. Although Kids Zone will be aimed for 2-12 year olds, all are welcome. My aim is to create a community to build friendships and welcome diversity, and first and foremost for my daughter to feel relatable. There will be chances to earn extra whilst at the events with things like face painting and food at an This company isn’t about making big profit it is about building community and friendships. 











[bookmark: _Toc173096619]Introduction 

I plan to hire Gendros community hall on the last Sunday of every month to host Kids Zone sessions. The hire of the hall is £10ph and the event will be a total 5hours. I will utilise digital marketing such as Facebook and Instagram to keep costs at a minimum. I will use vista print to create leaflet flyers to advertise in local churches, schools ECT. I’m lucky enough that my family members will volunteer their time at the event that are bilingual so we will be able to hold story telling sessions in native tongues. I will source multicultural toys and books from amazon and hope island my budget for this will be £300.  That will be deducted from my self-funded start up fund of £500. I have found a supplier of disco sticks that will be retailed for £2 per unit but bought for 50p per unit including shipping from temu. Food will be bought from Costco and prepped in the kitchen supplied at the venue as the hall has all food and safety certification and necessary insurance. I do not need any background checks or insurances as I will not be in care of any child as parents or guardians will always be present. Bouncy castle hire will be from a locally black owned business at £80 and the hire of a mascot will be £30. I have already agreed with the a local face painter that she will be working each event but will require no wage as we will be splitting the profit 50/50. Each session will be charged at £8 per child and £2 per adult. I will be selling hot food dishes and juice boxes at each session that will all be put back into the fund. I have set up a meeting with the national lottery fund to discuss hopeful funding in the near future. I have strong links to the Nigerian community so word of mouth has already spread and I am expecting full capacity of 100 people as the support has already been incredible. I hope that within the next 5 years my own play centre will be up and running. 
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[bookmark: _Toc173096621]Income stream 

Tickets will be sold at £8 per child and £2 per adult. 
Face painting will be at £2.50 per face.
There will be disco sticks for sale at £2 per unit.
Juice boxes at 50p
There will be 2 hot dishes for sale: Jollof Rice £5 puff puff £3 and childrens snack boxes at £3

[bookmark: _Toc173096622]Locations, premises, equipment

Monthly events will be held at Gendros community centre, Swansea it is £10 per hour to hire, it has all health and safety checks, public liability insurance for outside vendors, a food standard certificate and kitchen. Bouncy castle hire will be from the bouncy castle company ltd at £80 for a full day. There will be a £300 initial fee for arts and crafts and toys this will be bought from temu (temu 2024) and amazon (amazon 2024) for cost price and will need to be replenished every 6 months. A local face painter will be at the venue and take a 50% cut no initial out lay needed. A mascot hire will be £30. Each vendor has required checks and insurance as they are all established children’s business. 


[bookmark: _Toc173096623]Systems and processes

In-Person Enrolment:
Enrolment will be in person at the play group.
Confirmation and Welcome Packet:
Once registered, parents receive a confirmation email Containing all necessary information, including schedules, guidelines, and an introduction to Kids zone LTD.
Check-In:
Each session begins with a check-in process where children are signed in by their parents or guardians.
Session Schedule:
Activities are planned and structured, with a balance of free play, guided activities, snack times, and rest periods.
Financial Reporting:
Regular financial reports to monitor the financial health of the play group.
By implementing these structured systems and processes, theis will ensures efficient operations, high-quality service delivery, and continuous improvement, thereby creating a safe, inclusive, and enriching environment for all children.

[bookmark: _Toc173096624]People, Staff and suppliers.

A diverse team of volunteers from the local cumminty has already agreed to host storytelling sessions, this will reflect the values of the play group, ensuring the volunteers represent a variety of cultural, linguistic, and backgrounds. This diversity fosters an inclusive environment for both story tellers and children. We will use black owned business for the hire of bouncy castles called the bouncy castle company. We will source play equipment from suppliers who specialize in inclusive and accessible designs. All suppliers are vetted for their commitment to safety and quality. We ensure that all materials meet or exceed relevant safety standards and are durable enough to withstand regular use. We will regularly review our suppliers’ performance and gather feedback from users to ensure continuous improvement. Any issues with supplier products or services will be promptly addressed to maintain high standards. By focusing on inclusive hiring, we will ensure that the play group not only provides a safe and enjoyable environment for all children but also actively promotes diversity and sustainability. Regular feedback mechanisms and continuous improvement strategies allow us to maintain the desired high standards and adapt to the evolving needs of our community.

[bookmark: _Toc173096625]Health & safety, legal compliance

At the initial stage I will be making use of Gendros community centre which is fully registered will all required health and safety certification and insurance. They are also in compliance with food hygiene standards. All outside vendors that are hired will already have what is needed as I will only be hiring established business. 
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Marketing my business effectively involves several key strategies.
1. Utilise digital marketing: leverage online channels like social media email marketing and Seo to reach a wider audience. Engaging content, regular updated and interactions with followers can help me build a strong online presence. 
2. Develop a Strong Brand: Create a compelling brand identity that reflects my business values and aims. This includes a memorable logo and a clear message.
3. Networking and Partnership: Build relationships with other businesses. Partnership and collaborations will help me expand my reach, credibility and trust. This will be leafleting.
4. Identifying and Speaking to my Target Audience: Understanding my target audience , their needs, preferences and behaviours will allow me to tailor my marketing efforts to reach them more effectively in due course. 

[bookmark: _Toc173096627]Unique selling point

Empowering global citizenship through play:  Kids Zone Ltd will offer an inclusive environment where children from all backgrounds can learn, play and grow together. Featuring Culturally diverse toys, multilingual storytelling sessions, and interactive activities that celebrate global traditions, we foster empathy, understanding. And friendships that transcend cultural boundaries. Every child’s heritage will be celebrated in turn, example; July session will be Nigerian themed, August will be Congo themed and so on. We hope this is a step to a more inclusive world where children are not only seen but understood and celebrated in each other’s differences.
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[bookmark: _Toc173096629]PESTLE Analysis

Political: 
1. Government Support: Potential government grants and support for businesses promoting diversity and inclusion. 
2. Education Policies: Influence of education policies on the integration of diversity and cultural awareness in children’s activities. 
Economic: 
1. Economic Conditions: Economic stability and growth can increase disposable income for families, leading to higher spending on children’s activities. 
2. Cost of Living: In areas with a high cost of living, pricing strategies need to be carefully planned to remain affordable for families. 
3. Funding Opportunities: Availability of grants and funding from both public and private sectors for diversity and inclusion initiatives. 
Social: 
1. Cultural Awareness: Growing social awareness and emphasis on the importance of diversity and inclusion. 
2. Demographic Changes: Increasing multicultural populations in urban areas create a demand for culturally inclusive play areas. 
3. Family Dynamics: Changes in family structures, such as more dual-income households, may increase the demand for safe, educational, and engaging environments for children. 
4. Community Engagement: Strong community support for initiatives promoting cultural understanding and social cohesion. 
Technological: 
1. Digital Integration: Use of digital platforms for marketing, customer engagement, and providing virtual educational activities. 
Legal: 
1. Health and Safety Regulations: Adherence to stringent health and safety standards for children’s play areas. 
2. Data Protection: Ensuring customer data privacy and security, particularly for online platforms and digital engagements. 
Environmental: 
1. Sustainability Practices: Adoption of eco-friendly practices, such as using sustainable materials and promoting recycling within the play area. 
2. Environmental Awareness: Educating children about environmental conservation and sustainability through activities and programs. 
3. Resource Management: Efficient use of resources to minimize waste and reduce the environmental footprint of the business. 
4. Climate Impact: Considering the impact of climate change on operations, such as the need for climate-controlled indoor play areas. 
This PESTLE analysis provides a comprehensive understanding of the external factors that can influence the success and sustainability of kids zone LTD. By addressing these factors proactively, the business can better navigate challenges and capitalize on opportunities.
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Strengths: 
1. Unique Value Proposition: Emphasis on cultural diversity and inclusivity sets the business apart from conventional play areas. 
2. Educational Benefits: Offers children educational experiences through culturally diverse activities and multilingual sessions. 
3. Community Engagement: Attracts families interested in promoting diversity and inclusiveness, fostering a keen sense of community. 
4. Positive Social Impact: Contributes to social cohesion and understanding among diverse cultural groups. 
5. Targeted Niche: Addresses a growing market demand for inclusive and educational play environments. 
Weaknesses: 
1. High Operating Costs: Maintaining a diverse range of materials, activities, and multilingual staff can be expensive. 
2. Limited Market Size: The niche focus on diversity may limit the immediate market size compared to general play areas. 
Opportunities: 
1. Growing Diversity Awareness: Increasing awareness and value placed on diversity and inclusion in society. 
2. Educational Partnerships: Potential for partnerships with schools, cultural organizations, and educational institutions. 
3. Grant and Funding Opportunities: Availability of grants and funding from organizations that support diversity and inclusion initiatives. 
4. Expanding Programs: Opportunity to expand offerings, such as cultural festivals, after-school programs, and workshops for parents. 
Threats: 
1. Competition: Increased competition from other play areas and educational facilities that may introduce similar diversity-focused programs. 
2. Cultural Sensitivity Issues: Risk of cultural misrepresentation or insensitivity, which can lead to backlash or negative publicity. 
3. Changing Demographics: Shifts in the local demographic may affect the demand for diversity-focused play areas. 
By addressing these factors strategically, Kids Zone LTD can leverage its strengths and opportunities while mitigating weaknesses and threats.
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The specific market segment for a diversity-focused kids zone includes: 
1. Demographic Segment: 
· Age Group: Primarily targeting children aged 2-12 years old. 
· Parents: Parents and guardians typically aged 25-45, who value education, diversity, and inclusive environments for their children. 
· Income Level: working class to middle class families who have disposable income for recreational and educational activities for their children. 
2. Geographic Segment: 
· Urban and Suburban Areas: Located in or near diverse urban and suburban communities with a mix of cultural backgrounds. 
· Proximity to Schools and Cultural Centres: Near educational institutions, community centres, and multicultural neighbourhoods. 
3. Psychographic Segment: 
· Values and Lifestyle: Families who prioritize multicultural education, inclusivity, and social development. 
· Educational Focus: Parents who seek educational enrichment opportunities outside of traditional schooling. 
· Socially Conscious: Families who are socially aware and want to instil values of empathy, understanding, and global citizenship in their children. 
4. Behavioural Segment: 
· Activity Preferences: Families who take part in educational and recreational activities regularly. 
· Usage Rate: Frequent visitors to children’s play areas, educational centres, and family-oriented community events. 
· Loyalty: Likely to become repeat customers due to the unique and inclusive nature of kids zone. 
By focusing on these specific market segments, a diversity kids zone can effectively tailor its marketing strategies, programs, and services to meet the needs and preferences of its target audience. 
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1. Increase Brand Awareness 
· Goal: Achieve a 50% increase in local brand recognition within the first year. 
· Strategy: Utilize social media campaigns, community events, partnerships with local schools, and targeted online advertising to promote the Kids zone. 
2. Attract New Customers 
· Goal: Grow the customer base by 30% within the first six months of operation. 
· Strategy: Engage with local parenting groups and forums to spread the word. 
3. Enhance Customer Engagement 
· Goal: Achieve a 40% increase in engagement on social media platforms within the first year. 
· Strategy: Consistently post engaging content, including educational tips, cultural stories, event announcements, and interactive activities. Encourage user-generated content by hosting photo contests and sharing testimonials. 
4. Increase Event Participation 
· Goal: Host at least one cultural or educational event per month with a participation rate of 70% capacity. 
· Strategy: Plan a diverse range of events, such as multicultural festivals, language workshops, and themed play sessions. Use targeted marketing to reach out to specific communities and interest groups. 
5. Foster Community Partnerships 
· Goal: Set up partnerships with at least five local schools, cultural organizations, and businesses within the first six months. 
· Strategy: Reach out to potential partners with proposals for collaborative events, sponsorships, and cross-promotions. Highlight the mutual benefits of promoting diversity and inclusivity. 
6. Improve Customer Retention 
· Goal: Achieve a customer retention rate of 70% within the first year. 
· Strategy: Implement a loyalty program, gather and act on customer feedback, and continually update and improve the kids zone’s offerings based on customer needs and preferences. 
By setting and working towards these objectives, kids zone LTD can establish a strong presence in the community, attract and retain customers, and promote its mission of inclusivity and cultural education. 
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Nikita Owen
06 May 1994
Email: nikita.owen@hotmail.com
Phone: 0739347408
LinkedIn: linkedin.com/in/nikitaowen
Address: 43 Stepney road cockett.

Professional Summary
Dynamic and dependable professional with extensive experience in beauty therapy and salon management. Proven history of providing exceptional customer service and delivering high-quality beauty treatments. Strong leadership skills with the ability to manage a team effectively and ensure smooth daily operations. Committed to staying updated with the latest trends and techniques in the beauty industry.

Professional Experience
Salon Manager & Senior Beautician
Glow Beauty Salon, Swansea
January 2018 – Present

Managed daily operations of the salon, including staff scheduling, inventory management, and customer service.
Led a team of 10 beauticians, providing training and mentorship to ensure high standards of service.
Conducted various beauty treatments, including facials, waxing, manicures, pedicures, and makeup applications.
Implemented marketing strategies that increased client retention by 20% and attracted new clients.
Maintained a clean and welcoming environment, adhering to health and safety regulations.

Beauty Therapist
Luxe Spa & Wellness Centre, Swansea
June 2015 – December 2017

Delivered a range of beauty treatments, specializing in skincare and massage therapies.
Provided personalized consultations to clients, recommending treatments and products.
Participated in continuous professional development to stay current with industry advancements.
Built strong client relationships through excellent service and follow-up care.
Education

Diploma in Beauty Therapy
Swansea School of Beauty & Makeup
September 2013 – June 2015

Certifications
Level 3 NVQ Diploma in Beauty Therapy
Advanced Skincare Techniques Certification
Certified Lash and Brow Technician
First Aid at Work Certification
Skills
Proficient in a wide range of beauty treatments
Strong leadership and team management
Excellent customer service and client relations
Effective marketing and promotional strategies
Inventory management and procurement.
Meticulous with a focus on quality.
Effective communication and people skills
Ability to keep a clean and safe working environment.
Professional Development
Attended various workshops and seminars on the latest beauty trends and techniques.
Regularly take part in industry conferences and expos to network and gain new insights.
References:
Available upon request.
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TOTAL

1. CASH IN THE BANK

(Beginning of month)

500                     (50)             1,160        2,380        3,530        4,870        6,160        7,400        8,740        10,160      11,500      12,940      14,380     

2. INCOME

(a) Adult ticket sales

-                      100            100            100            100            100            100            100            100            100            100            100            100            1,200       

(b) Child ticket sales

-                      400            400            400            400            400            400            400            400            400            400            400            400            4,800       

(c) Disco stick sales 

-                      40              50              80              80              80              80              80              80              100            100            100            100            970           

(d) Food sales

-                      880            880            880            990            990            990            990            1,100        1,100        1,100        1,100        1,100        12,100     

(e) Face painting sales

-                      125            125            125            125            125            125            125            125            125            125            125            125            1,500       

3. TOTAL  INCOME

-                      1,545        1,555        1,585        1,695        1,695        1,695        1,695        1,805        1,825        1,825        1,825        1,825        20,570     

4. TOTAL AVAILABLE

500                     1,495        2,715        3,965        5,225        6,565        7,855        9,095        10,545      11,985      13,325      14,765      16,205     

5. OUTGOINGS

(a) Purchases (Toys and Crafts)

300                     100            100            100            100            400           

Cooking Ingredients

100                     100            100            100            120            120            120            120            150            150            150            150            150            1,530       

Venue Hire

50              50             

Bouncy Castle Hire

80              80              80              80              80              80              80              80              80              80              80              80              960           

Face Painter

75              75              75              75              75              75              75              75              75              75              75              75              900           

Marketing (Leaflets)

100                     50              50              50              50              50              50              50              50              50              50              50              550           

Disco Sticks

50                       -            -            -            -            50              -            -            -            -            -            -            -            50             

Mascot

30              30              30              30              30              30              30              30              30              30              30              30              360           

-           

(r) Subtotal

550                     335            335            435            355            405            455            355            385            485            385            385            485            4,800       

6. TOTAL  PAID OUT

550                     335            335            435            355            405            455            355            385            485            385            385            485            4,800       

7. FINAL BALANCE

(50)                      1,160        2,380        3,530        4,870        6,160        7,400        8,740        10,160      11,500      12,940      14,380      15,720     

Kids Zone Ltd  Monthly cashflow projection


