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Introduction
In this report I will be explaining about our business plan, specifically the chosen tasks which are: Executive Summary of the Business, Our Business Overview and Financial Information.

Each Task includes an introduction, contents, and conclusions, also an appendix and reference section.


Executive Summary
Our business has grown dramatically over the years, we have made huge progress when it comes to finances especially after the 3-year mark when we started collaborating with other big shoe brands and designing for them as well. We have made a lot more profit to allow us to recruit more staff and open up more shops and warehouses around the country. Our Marketing strategy started short with only posting on social media and some ads, to posting ads in famous websites and platforms such as Netflix, YouTube, etc. 
In the beginning we were relying on buying old trainers from charities or other suppliers to keep our business alive, however when we hit our 1st year mark, more customers were buying our services, knowing they could recycle their shoes and also earn money from them. Building strong trust and reliability with our customers helped us to the point where we did not need to buy our shoes and materials from suppliers anymore.

We have build a lot more experience as a team and developed stronger bonds, which helped us throughout the years to progress with our business to even higher heights. Recruiting more staff but also changing our whole business structure from Open Boundary to Matrix. 

Our goal was always to design exclusive shoes and refurbish them for any age and sex. We struggled in the first 12 months because we were not known yet. Finally we became known to the public eye thanks to marketing and our reputation of quality, diversity, trust between customers and desires and low prices.
From just refurbishing shoes we progressed to designing our own shoes, our own designs, other branded shoes such as NIKE, Adidas, etc, and then into exclusive time limited offers.
Our business started online and within the 3–5-year margin we have developed into online and shops around the country.

Our Break even lasted for the very first 6 months after our business opened, we also struggled financially because of COVID hence why we searched for an investor. After 2–3-year mark hit, our collaboration with the investor was not needed anymore since we were making a lot more profit to keep our business alive and progress further and further when it comes to production, staff wages, utilities and equipment.

(Screenshots of Presentation are Included in Appendix for Highlights of Business)
Business Description
Introduction
In this segment of the Business Plan, I am explaining more about my self and my personal details, including Experience, Qualifications, Employability Records, and CV which are included in as an Appendix. I will also be explaining about our Business more in depth, which contains details of when the Business has started, how it has progressed to date, the legal structure, what type of business and in which sector it is. Lastly, I will also provide information regarding our business Vision, what our objectives are, and achievements granted throughout every term (Short Term First 12 Months, Medium Term 1-3 Years, and Long Term 3-5 Years). (Alexander Venin, 2022)

Content
Personal Details
Qualifications: Arts and Design Level 3 BTEC 

Diploma – Business Management Diploma 
(BA Hons)

Experience: 2 Years of Supervising and Leading Teams in Workplace - 

Employability: 
Team Leader in Amazon Wearhouse 
Supervisor in Marketing Office 
Art Designer (Adobe Illustrator, After Effects, Photoshop). 

All these qualifications have helped me build our business plan with my team and also manage the business in a variety of ways.

The experience I posses has been very beneficial for our business, because managing the business was crucial and helping out with designing new shoes for our customers.

It also really helped me with managing teams and recruiting more staff for both online and shops.
(Alexander Venin, 2022)


Business Overview and Vision
We have started our Business on February 2019 and till this date we have progressed exponentially. We started off as an online store of a 5 persons team, then expanded into warehouses and units throughout the country. 

Our business type is a Shoe Refurbishing – Designing in the Clothing sector which covers any age and sex. The structure we chose in the beginning was Open Boundary, which means just us 5 started the business and took care of all sections such as Operations, Finance and Marketing by working closely together. After our 3 – 5 Year mark hit, we have expanded and started recruiting more staff which evolved our structure from Open Boundary to Matrix. Our Matrix Structure consists of every section (Operations, Human Resources, Finance and Marketing) which all contain General Assistants, Supervisors and Manager (Area Managers – General Managers). 

Our vision for this company is to find ourselves in a position where we refurbish our customer’s shoes and designing them to their desires for a cheaper price, which proves we strive for quality, honesty and building trust in between us and our customers, therefor we bring their personal desires into account and deliver. We also found our company to develop along the years till the point that we started collaborating with other big shoe brands such as Nike, Adidas, and Schue, which provided us with an opportunity for variety and higher quality products – services. We also collaborated with big influencers and models to wear our shoes and show our designs to the public eye. When our designs were brought into the spotlight and got more eyes, we finally designed our own branded shoes, which also include exclusive and time limited offers. We offer our customers a Train-Cycle Card which is a monthly subscription for access to exclusive products and services before the release date and pre orders. Our special card also provides our customers with warranties and points they can gather for future transactions.
(Alexander Venin, 2022)


Conclusion
In conclusion for our Business Overview, we have had a big and risky vision but progressed drastically within the years, made collaborations, our own designs, and branded shoes. We have evolved into a big company with a matrix structure, which sells both online and within shops throughout the UK.
(Alexander Venin, 2022)
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Products & services:
Here at trainer-cycle, we offer refurbished and personalised trainers at an affordable price. Customers will send in their old trainers, in return we will offer them vouchers for big retail stores, the value of the vouchers will depend on the condition of the trainer. Myself and my co-workers will then take apart these trainers and use the materials too make another pair of trainers and resell at a reasonable price. However, we will not always take apart the trainer, we will also purchase unbranded trainers and personalise them for customers or create our own designs too sell.
 
Benefits: 
Trainer-cycle has many benefits, for the company and our customers. For instance, we are recycling old trainers and using the materials for refurbishing, this is extremely good for the planet and recycling. Our customers earn money for their used trainers, instead of just throwing them away. Making our refurbished trainers personalised is beneficial to our customers, this allows us to create personal and sentimental trainers for anybody. Although in the future, we would like to work with/for top brands, we won’t be to begin with, this allows us to keep our prices extremely low. Therefore, having low prices will attract more customers and help build our business. 



Suppliers & workers:
Our main suppliers are our customers, as they will be sending in their old trainers for us to refurbish. however, we will also be buying old trainers from charity shop or boots sales at cheap prices, family and friends will be giving us their old trainers as well. 
For our business, we will all make and create the trainers as a team, but certain workers will specialise in specific roles. The first 5 years it will just be the 5 of us and our main aim will be to break even. After expanding, we will then employee more workers too be able to create more trainers in a day. Overall, we are a family run business, anyone that joins our team in the future will become part of the family.

Development of our products:
In the first 3 years we will only work online and not use any branded products. This will help keep our prices low and attract more customers. Our main aim will be to break even at this point and build up our customer base. Once we have enough recognition, we will then reach out too known brands too be sponsored. This will happen after 3 years and will increase our audience, ultimately gain us more customers. Once we have been running our business for 5+ years, we will be at a position where we have eloped our business to a high standard and will have a plan to open our own store. Having our own store will allow us to employee more staff, gain more design ideas and design for known brands. 
After 10 years, our company will be excelling, we would be recognised worldwide, being promoted by famous people and known brands. Also, we will have numerous stores with many employers working in a respectful environment. At this point, our aim will be to create our own brand name, for others too partner with and sell in their own stores. 

Sales and Marketing
Introduction:

The idea of marking and sale has been influenced hugely by new technology that is responsible for creating multiple media platform and other tailed approach to attract consumers. Mostly for new businesses. This essay will outline the key points of my newly created company strategies to promote and gain new customers. This is in consideration of existing marketing trends. The essay will first provide a brief and concentrated description of what the concept of relationship marketing refers to and how digital technology has enhanced its usability for modern organisations. Finally, the essay will provide suitable examples of the business will be run and promoted to customers.




















Sales

Sales and marketing are the back bone of any organisation, it is the main way to promote products of an organisation and react a high volume of costumers and build a customer relationship. Sale and marketing have their origin from the time immemorial from the barter system
Sales is usually the exchange of goods for money and in the past, it was done through physical exchange. The advance in technology today has aloud sale to gain different forms, mostly online, creating awareness of the product your selling. For our company to reach our customers we will be promoting our product’s advantages and needs to the customer. The change in technology means that traditional meaning of closing a sale where the customer makes an order on an organisation website and the organisation will mail/post the product directly to the customer will not be as important as our virtual store. 
The focus will be to develop platforms, for example, a shopping app which will be associated with other already established organisation so that we can boost our sales and our customer data base. This is achievable by our organisation doing the following:
Making exclusive designs/ products that will compete on the market with similar products. However, making our product more exclusive will mean finding a market niche that our competitors have not yet explored fully.

Focusing on high quality and low price will mean that our product will have to be outsourced to an industry country such as China, Indonesia, India or Turkey where quality can be assured at a lower cost. Giving our customers a quality product at an affordable price.

Starting a virtual store online will put or company on a competing position and expose our products worldwide. However, maintaining current trend and creating new trend will be the main focus as in today’s world technology allows almost everyone access to media platforms at a touch of button. Therefore, building and establishing a unique culture of shopping that is tailored to our customers will be a major factor to building a trusted relationship with our customers.

Opening a physical store where customers are able to come in and interact in a traditional manner has its beauty. As the saying goes “you can’t teach an old dog new tricks”. One can argue that being able to feel, touch and try a product physically can never compare to shopping online as feeling is completely different. Therefore, giving our customers to opportunity to shop in the future will be one of the future plans for our organisation.

Marketing

Marketing is mostly about promoting a product of the organisation and its services to the customers who will be consuming them. In order to reach a specific customer type or group, the organisation needs to create a need and of its product which is based on the needs and wants of the customers. Marketing is mostly focussed on the customers and their values. 
The Chartered Institute of Marketing defines marketing as ‘the management process responsible for identifying, anticipating and satisfying customers’ requirements profitably. Philip Kotler, (What is Marketing, para.5) defines marketing as satisfying needs and wants through an exchange process. Marketing depends of the four P’s. these are the product, place, promotion and price.
In order for our organisation’s product to reach customers, as part of the marketing we will aim to do the following:

Marketing through social media, this means that we are to reach out to customers that techier and follow online trends. There are so many social media platforms that are able to also promote product form companies. For example, snapchat, Facebook, YouTube twitter and others. Our products can be put on customer’s news feeds that will allow them to see our product whenever they search up something similar or complimentary to our products. we can market through social medias by promoting events of the organisation where our products are show cased. Creating more awareness.

Even though creating a poster can be seen as a more old or traditional way of marketing, this can prove to be effective. With the help of technology today, most posters can be posted digitally as well as physical. Posters is reaching out more to older customer who are more likely read a magazine or newspaper. 

Giving out leaflets is also a good way raising awareness of our organisation and products. however, it can also be costly as most people do not really read leaflets that is given to the on the street. A substitute of this would be giving people a business card which can fit inside someone’s pocket easily. 

Advertising through various outlets can also boost the organisation’s awareness and popularity. This is a more traditional form of marketing as adverted on tv and reach out to families.

Conclusion
The strategies made for the promotion of the company gives an idea of the type of organisation we want to create. Staying connected to the ever-changing market and maintaining a healthy balance between the organisation and its customers. The strategies developed here can result to the profitability and the success of the organisation.

Financial Information
Alexandru Valentin Venin (2129205)

Sources of Finance
Our main sources of Finance are mainly from our investor in which we worked with for our very first 12 months, and our customers which provided us with their old shoes, so we could refurbish and or redesign completely for a cheaper price, which also meant that our customers were also a big part of our production because we could not rely on wasting too much from our budget for materials and non-branded shoes.
(Alexander Venin, 2022)


Cash Flow Forecasts
Our Cash Flow comes in and out from various types of ways, in which are shared between variable and fixed costs. First is Shoes and Materials we use from either suppliers or our customer base which is a variable cost because it depends on how many sales we make and how many materials are being used. 

Being sponsored by other big brands such as Nike, Adidas, etc, helps us with sales but also compensation and publicity or marketing and is another variable cost.

Delivery prices are another variable cost which depend on sales and customer’s desires. We possess connection with many delivery suppliers which gives us the opportunity to deliver fast and all over the world.

Equipment prices are depended on how many sales we are making weekly therefor trying to estimate if more equipment is needed and or, upgrading an existing piece of equipment when it comes to either machinery or PPE for staff.

Taxes and Utilities are also very variable considering staff may change and depends on how many utilities are being used in shops or warehouses, when seasonal changes occur, more utilities such as electricity are needed.

Marketing is our final variable cost which only depends on our decision as a company of how much of a budget we can use to make ourselves and our services more known to the public eye and other competitors or brands that we wish to collaborate with.

Staff Wages and Insurance is one of the most important Fixed Cost that we have, considering there is a massive team in every of our shops and or warehouses, which they all get paid monthly. All employees are paid the same amount and even more depending on the hours they put into work.

10% Investor’s Equity which we used to pay monthly for our first year. Before starting our business, we looked for an investor so we could begin and exchange that possibility for 10% of our company. In which after the first-year mark, we did not need an investor anymore.
(Alexander Venin, 2022)




Sales Forecast
In our 1st and 2nd year mark we have been making around £10,000 in which was separated in Loss from operations and Profit from Sales (£7,870 In Operations) (£2,130 In Sales)

In our 3rd year we have progressed massively and had been making an estimate of £180,000 monthly thanks to many more sales, productivity and collaborating with other shoe brands. In operations we have been using £154,536 monthly and profited £25,464 from sales and compensation, also had our profit shared between the founders (£8,700 estimated – monthly).
(Alexander Venin, 2022)



Cost of Production Forecast
Cost of productions for the 1-2 Year Mark was around £1,000 for our equipment, utilities such as electricity and water and marketing (Ads, Posters). It also costed us around £15 for each pair of shoes and materials and £5 per order for next day deliveries.

2-3 Year Mark Production was a lot more costly because that is when we started recruiting staff for production and managing our warehouses and shops. An estimated of £110,000 was used, plus £15 - £20 for each pair of shoes and £5 - £10 for delivery which was a lot higher considering our huge jump in sales.
(Alexander Venin, 2022)

Break Even Analysis
Our Break-Even Analysis took places in our first 6 months after starting our business in 2019. We were not known, and it was harder for us to collect shoes from customers, therefor had to get our supplies and materials from other suppliers such as Alibaba or Amazon just to keep in production. We did not make many sales and because of that we could barely operate, we also needed equipment such as sewing machines which we got thanks to our investor which provided us with said budget just for us to be able to start. Thankfully because we started with a team of 5 in a small room, utilities were very cheap and therefor did not have to spend a lot on them.

First 6 months we only made about 14 sales of £20 - £25 a month which made us around £1,300 and we had to pay £1,287 overall for everything just to keep our business alive and running till we finally managed to make some profit and skyrocket. 
(Alexander Venin, 2022)

Appendix
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In this slide our vision within the years is represented.
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For these two slides it shows what we offer to our customers and how we built trust and resilience.
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In this slide we can see how we barely made it through our first year till recognition was achieved.
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Our development within the years regarding collaborations, designing and sponsors which helped us get into the public eye more and receive more customers.
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These two slides explain what our Target Customers are and more about the future of the business.
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In this slide we can see our motives, of how to market our business in general.
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This slide explains how we expanded in the mid and long term of the business.
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The last 4 slides show us all our financial growth along our 1-3 year marks and progress, including our break even analysis.
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               Benefits.   • Recycling old trainers. • Providing affordable trainers. • Do not use designer brands so prices will be low. • Make trainers personal to the customers. • Customers can earn money from their old trainers .     Maxine 2133637
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               Suppliers &  Workers.   • Our main suppliers are our customers. • Starting up we will buy trainers from charity shops/boot sales. • Buy parts of trainers from wholesalers (soles, laces etc). • Our workers will design and make the trainers. • We will be a family run business.     Maxine 2133637
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       Development of our products.   The first 3 years we will not use any brands.  After 3 years, we will reach out too known brands too be sponsored.  After 5 years, we will start designing for known brands.  After 10 years, we will create our own known brand.  1 - 5 years - online  5+ years - in store Maxine 2133637
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          Target Customer Base   • Athletes, models, sneakerheads, male and female no age limit. • People located in London UK, after 5 th year we are targeting more people internationally. • People who love designing shoes for their own.
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                                        The Future • Hire more staff. • More units. • International. • Partnership with influencers and big faces. • Partnership with NIKE, ADIDAS, etc. • Have our own brand and make it known for our designs. • Big company has the same idea as us. • If new external factors take place.
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                       How are we planning to reach our intended customers or targeted audience • Social media • Posters and Leaflets • Ads
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                      On the medium term we will cover 50% any jobs need to be done to help growing the business in operation and deliveries opting for opening the first shop and having one warehouse. For the long term we will be recruiting talented work forces to cover any sectors with the vision to open more warehouses and shops across the country. In the medium and long term, the success of business will allow to expand, hoping the budget to give the opportunity not to have to resort to a loan for allergies range of products and achieve sales at a profitable level.  
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                Profit and Loss Forecasts • Refurbished Shoes: £10 • 1 - 2 years - £4,500 per month – 450 Sales • 3 years – £5,000 per month – 500 Sales • Refurbished - Customised Shoes: £20 • 1 - 2 years - £3,000 per month – 150 Sales • 3 years - £10,000 per month – 500 Sales • Refurbished – Customised Shoes and Customised Box: £25 • 1 - 2 years - £ 2,500 per month – 100 Sales • 3 years - £5,000 per month – 200 Sales • Customised Brand Sponsored Shoes £80 • 3 years - £25,000 per month – 312 Sales Alexandru Venin 2129205
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                1 - 2 Year Mark   Equipment Costs - £300 (Monthly)  Other Utilities - £120 (Monthly)  Shoes and Materials - £15 each pair  Marketing Costs - £500 (Monthly)  Delivery Costs – £5 per order  10% Investor’s equity profit (Monthly) Alexandru Venin 2129205
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                • Equipment Costs - £1500 (Monthly) • Other Utilities - £420 (Monthly) • Insurance – £ 340 (Monthly) • Shoes and Materials - £15 each pair • Marketing Costs - £2,000 (Monthly) • Delivery Costs – £5 per order • 10% Investor’s equity profit (Monthly) - £18,000 (Monthly) • Staff Wages (Monthly) – General Assistant (£20,000) Supervisor (£25,000) Manager (£40,000) 3 Year Mark Alexandru Venin 2129205
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                Break Even Analysis 1. Breakeven Point: 2019 February (First 6 months) 2. Not known yet 3. Refurbished shoes were mainly ordered 4. Barely any customised shoes ordered 5. Equipment prices to begin operations 6. Not too many utilities 7. 14 Sales of £20 - £25 were made 8. Overall payments to survive: £1,287 9. And we made: £1,300 Alexandru Venin 2129205
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         Vision  Receive customer’s old shoes, recycle them, and refurbish them for a cheap price  Custom design shoes to our customers desires and collaborate with big brands  First 12 months is just our team of 5 till 3 – 5 year mark hits  Starting Online – When 3 – 5 year mark hits, units will take place around the country  First 3 years we will be ordering non branded shoes from suppliers such as AliBaba, eBay, Amazon, etc. Alexandru Venin 2129205
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        Products &  Services.  • Sell refurbished trainers. • Customers send in their old trainers in return for vouchers. • The value of the voucher depends on the condition of the shoes. • We take apart the old trainers and use the materials too make refurbished trainers. • We also offer personalized trainers.  Maxine 2133637


