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1. [bookmark: _Toc235543781]Executive Summary
Made by Monia is a Swansea-based creative business specialising in the design and production of personalised handmade accessories and decorations for baptisms, First Holy Communion celebrations, weddings, birthdays and other family occasions. The business provides bespoke products tailored to individual customer requirements, combining craftsmanship, personalisation and traditional values associated with religious and family celebrations.
The primary target market consists of Polish families living in the United Kingdom who wish to celebrate important religious and family milestones maintaining Polish traditions and cultural heritage.  According to the Office for National Statistics (2025), approximately 682,000 Polish nationals were living in the UK, making Poles one of the largest migrant communities in the country. Additional research estimates that over 743,000 Polish-born residents currently live in the UK, creating a substantial customer base for products reflecting Polish customs and traditions (Office for National Statistics, 2025; Polish Genealogist, 2025). Furthermore, the Polish Catholic Mission in England and Wales operates 71 parishes and198 locations where Mass is celebrated in Polish, demonstrating the continuing importance of Polish Catholic communities throughout the United Kingdom (Polska Misja Katolicka w Anglii i Walii, n.d.). This creates sustained demand for personalised products for baptisms, First Holy Communion ceremonies and weddings.
As a small business in the early stages of development, Made by Monia primarily sells its products through Facebook. This cost-effective platform enables the business to reach potential customers, promote personalised products and communicate directly with families without the expense of physical retail premises or extensive advertising.
The owner's creativity, practical experience and cultural understanding provide a strong foundation for  operating within this niche market. Through Facebook and other online channels, Made by Monia has established a positive reputation for delivering high-quality personalised products.
The business aims to expand its customer base across the United Kingdom,  increase online sales and strengthen brand awareness while achieving sustainable revenue growth through repeat purchases, customer referrals and seasonal demand.

2. [bookmark: _Toc235543782] Introduction and Business Plan 
Made by Monia is a Swansea-based creative enterprise specialising in the design and production of personalised handmade accessories and decorative products for baptisms, First Holy Communion celebrations, weddings, birthdays and other family occasions. The business offers bespoke products tailored to individual customer requirements, combining high-quality craftsmanship with personalisation and cultural traditions.
The primary target market consists of Polish families living in the United Kingdom who wish to celebrate important religious and family milestones while maintaining their cultural heritage and customs. Products are marketed and sold primarily through online channels, including the company website, Facebook and Instagram, enabling nationwide delivery across the UK.
The business is owned and managed by Monika Wójcik, who is responsible for product design, production, marketing, customer communication and order fulfilment. The owner’s creative skills, practical experience and understanding of Polish traditions provide a strong foundation for operating successfully within this niche market.
Made by Monia operates as a sole trader business. This legal structure is particularly suitable because the business is owner-managed, relatively small in scale and does not require complex organisational arrangements. Furthermore, a sole trader structure offers flexibility, simple leadership and full control over business decisions. According to GOV.UK (2025), a sole trader is the simplest business structure to establish and manage, allowing the owner to retain all profits after taxation while maintaining direct responsibility for business operations. This makes the structure appropriate for the current stage of business development and future growth.

3. [bookmark: _Toc235543783]Personal Suitability and SMART Objectives
The success and future development of Made by Monia are supported by the owner's skills, experience and understanding of the target market. Since 2019, Monika Wójcik has independently managed Made by Monia, a business specialising in personalised handmade products for religious and family celebrations. This experience has developed practical knowledge of customer service, product design, pricing, inventory management, social media marketing and order fulfilment.
Operating within the Polish community in the United Kingdom has provided valuable insight into customers cultural traditions and expectations, enabling the business to offer products that reflect their needs while preserving important family and religious customs.
Previous employment has further strengthened Monika's suitability to manage the business. Experience as a hairdresser developed creativity, attention to detail and interpersonal skills, while her current role as a Team Leader at Toyoda Gosei has enhanced leadership, organisation, staff training, workload management and decision-making abilities.
Running Made by Monia has also provided practical experience in budgeting, marketing, customer communication and business administration. However, future growth may require additional expertise in digital marketing, search engine optimisation and financial planning, together with professional accounting support.
Overall, Monika's entrepreneurial experience, market knowledge and transferable professional skills provide a strong foundation for the continued growth of Made by Monia. Further details are provided in Appendix A-Curriculum Vitae.

[bookmark: _Toc235543784]SMART Objectives Made by Monia

	Objective
	Specific
	Measurable
	Achievable
	Relevant
	Time-bound

	Increase online sales

	Increase sales through online platforms and social media
	Achieve 30 orders per month
	Existing demand and an online presence support growth
	improves cash flow and the success of businesses.
	12 months

	Expand social media presence

	Improve reputation on Facebook and Instagram with regular content and seasonal promotions.

	Maintain 5% interaction every post while building 40% more followers

	Existing platforms provide a foundation for growth
	Social media is the main marketing channel
	6 months

	Customer retention
	Promote regular business with high-quality customer support and tailored correspondence.

	 25% of monthly orders from returning customers
	Customer relationships and  support repeat business

	Improves long-term 
Revenue stability

	 12 months


	Improve operational efficiency

	Implement an order tracking and production schedule
	Reduce order completion time by 20%
	Digital planning 
tools are low-cost and practical

	Improved customer satisfaction and business capacity

	 6 months
 



4. [bookmark: _Toc235543785]  Market Analysis
A market analysis was conducted to evaluate the commercial viability of Made by Monia and to identify opportunities for future growth. The analysis focuses on the target market, market size, customer characteristics and evidence of demand for personalised handmade products associated with religious and family celebrations. The findings indicate that there is a clearly identifiable customer segment within the Polish community in the United Kingdom, supported by strong cultural traditions and ongoing demand for products linked to baptisms, First Holy Communion ceremonies and weddings.

4.1. [bookmark: _Toc235543786] Target Market and Size Market

	Factor
	Description

	Target Market
	Polish families living in the United Kingdom

	Age Group
	Primarily adults age 29-55

	Gender
	Predominantly female purchasers, including mothers, brides and family members

	Income Level
	Low to middle-income households

	Location
	United Kingdom, with nationwide online sales and delivery

	Customer Needs
	Personalised products reflecting Polish traditions and religious celebrations

	Buying Behaviour
	Online purchasing through social media platforms, recommendations and repeat purchases

	Accessibility
	High accessibility through Facebook, Instagram and online ordering



The analysis indicates that Made by Monia operates within a clearly defined niche market, offering personalised products that preserve Polish cultural traditions and enhance family and religious celebrations. According to the Office for National Statistics (2025), the UK population reached approximately 69.5 million in mid-2025, with Polish nationals remaining one of the largest migrant communities. This provides favourable market conditions for culturally specific products and supports demand for personalised handmade items for baptisms, First Holy Communion ceremonies and weddings (Office for National Statistics, 2025). Overall, the business is well positioned for sustainable growth within its target market.

4.2. [bookmark: _Toc235543787] PESTLE Analysis
A PESTLE analysis was conducted to evaluate the external factors influencing the operation and future development of Made by Monia. The findings identify key opportunities and challenges affecting the business.

	Factor
	Impact on Made by Monia

	Political
	Government support for small businesses and self-employment creates growth opportunities


	Economic
	Inflation and rising living costs may reduce discretionary spending; however, demand for products linked to religious and family celebrations remains stable

	Social
	The large Polish community in the UK sustains demand for personalised handmade products, many of which are sourced from Poland or supplied by Polish artisans

	Technological
	Social media, e-commerce and digital payment systems support cost-effective marketing and nationwide sales

	Legal
	Compliance with UK GDPR, consumer protection and tax regulations is required

	Environmental
	Growing demand for sustainable packaging encourages environmentally responsible practices



The analysis suggests that social and technological factors have the greatest influence on Made by Monia. The sizeable Polish community in the United Kingdom and the continued importance of religious and family traditions create consistent demand for personalised products. The business further differentiates itself by sourcing many products from Poland and working with Polish handmade craft suppliers, enabling customers to purchase authentic products that reflect their cultural traditions.
Social media platforms, particularly Facebook and Instagram, enable nationwide marketing and sales without the costs of operating physical premises, supporting business growth and brand awareness.
Economic conditions remain a potential challenge, as inflation may influence consumer spending. However, products purchased for important family and religious occasions are generally regarded as essential celebrations, helping to maintain demand. Overall, the external environment remains favourable for the continued growth and sustainability of Made by Monia.

4.3. [bookmark: _Toc235543788]SWOT Analysis
SWOT analysis was conducted to evaluate the internal and external factors influencing the future development of Made by Monia. The analysis highlights the business's main strengths, weaknesses, opportunities and threats.

	Strengths
	Weaknesses

	Established business operating since 2019
	Limited financial resources 

	Strong understanding of Polish cultural and religious traditions
	Dependence on a single owner for daily operations

	High level of product personalisation and customer service
	Limited capacity during peak demand

	Loyal customer base and established social media presence
	Limited expertise in advanced digital marketing and SEO



	Opportunities
	Threats

	Growth of online shopping and social commerce
	Increasing competition from online handmade product sellers

	Expansion into wider UK and European Polish communities
	Rising material and shipping costs

	Growing demand for personalised handmade products
	Consumer spending is shaped by economic volatility.

	Development of new product ranges
	Social media algorithm changes reducing business visibility




The SWOT analysis indicates that Made by Monia benefits from strong knowledge of Polish traditions, a loyal customer base and the ability to provide highly personalised products that differentiate the business from mass-market competitors.
As a sole trader, business growth is limited by the owner's capacity and available resources. Investment in digital marketing, business management and production efficiency may therefore support future expansion.
Growth in e-commerce and demand for personalised products creates significant opportunities. According to the British Chambers of Commerce (2024), small businesses increasingly use digital platforms to expand their customer base and improve sales performance. Despite challenges including competition, rising costs and economic uncertainty, the business's niche focus and strong customer relationships support its long-term growth and sustainability.

4.4. [bookmark: _Toc235543789] Competitor Analysis
A competitor analysis was conducted to evaluate the competitive environment in which Made by Monia operates. The business competes with online retailers and independent handmade businesses offering personalised products for baptisms and other religious celebrations.

	Factor
	Sale Platform
	Baptism robe price
	Strength
	Weakness/ gap

	Craft 4 Angels
	eBay
	£12.00
	Established online seller with competitive pricing
	Limited product personalisation and mainly sells through one platform

	Sonny And KIt Gifts
	Etsy
	£20.39
	High-quality handmade products and strong Etsy reputation
	Higher prices and limited focus on Polish tradition

	Made by Monia
	Facebook, Instagram, Website, eBay
	£11.00
	Handmade products, competitive pricing, high level of personalisation, products sourced from Poland and Polish artisans, multiple online sales channels, direct customer communication
	Small business with limited production capacity and reliance on a single owner



The analysis shows that Made by Monia competes through differentiation rather than price, offering bespoke handmade products inspired by Polish cultural and religious traditions. According to Kotler and Keller (2016), businesses operating in niche markets achieve competitive advantage by providing unique value rather than competing solely on price.
Although competitors benefit from established online marketplaces, Made by Monia offers lower prices than comparable handmade products while maintaining a high level of personalisation and direct customer communication. The business also differentiates itself by sourcing many products from Poland and working with Polish artisans, providing authentic products that are not widely available in the UK market.
The continued growth of e-commerce has increased competition but has also created opportunities for small businesses to reach wider audiences. Online retail remains an important and expanding sector of consumer spending in the United Kingdom (Statista, 2024).
Overall, Made by Monia maintains a strong competitive position through competitive pricing, personalised customer service, cultural specialisation and multiple online sales channels, supporting its long-term growth and sustainability.

4.5. [bookmark: _Toc235543790] Unique Selling Point (USP)
The Unique Selling Point of Made by Monia is its ability to provide highly personalised handmade products designed specifically for Polish families living in the United Kingdom who wish to celebrate religious and family occasions while preserving their cultural traditions.
Unlike mass-market retailers, Made by Monia combines bespoke craftsmanship, direct customer communication and a strong understanding of Polish customs associated with baptisms, First Holy Communion celebrations, weddings and other family events. Many products are sourced from Poland or supplied by Polish artisans, enhancing their cultural authenticity. Each product is individually designed to meet customer requirements, ensuring a high level of personalisation and quality.
This specialised approach differentiates the business from competitors and strengthens its appeal within a clearly defined niche market. Consumers often perceive handmade products as more authentic and meaningful than mass-produced alternatives, increasing their willingness to purchase personalised items (Droege, 2022).
Overall, Made by Monia's combination of cultural specialisation, handmade quality, competitive pricing and personalised customer service creates a sustainable competitive advantage, encouraging customer loyalty and supporting the long-term growth of the business. Research suggests that consumers increasingly value personalised and handmade products because they provide emotional value and uniqueness that cannot easily be replicated by mass-produced alternatives (Droege, 2022).

5. [bookmark: _Toc235543791]   Pricing Strategy and Marketing
Made by Monia attracts customers through Facebook, Instagram, its website and eBay, targeting Polish families in the UK. Prices are based on materials, production time, personalisation and customer value. This value-based approach reflects the uniqueness of handmade products (Kotler et al., 2022).

5.1. [bookmark: _Toc235543792]Marketing Objectives
 The marketing objectives of Made by Monia focus on increasing brand awareness, attracting new customers and supporting sustainable business growth. The objectives are aligned with the financial and operational plans by increasing sales, improving customer retention and strengthening online presence.

	Objective
	Target
	Time frame

	Increase online reach
	300 followers on Facebook and Instagram through regular content, owner-led videos and stories to build customer trust
	3 months

	Generate customer interest
	20 customer enquiries through online platforms and direct communication
	3 months

	Improve customer loyalty
	15 returning customers through personalised products and high-quality service
	6 months

	Increase sales performance
	30 monthly orders through online sales channels
	12 months



These objectives support the development of Made by Monia by creating measurable targets for customer acquisition, sales growth and operational capacity. Increasing the owner’s visibility through videos and stories will help customers understand who creates their products, strengthening authenticity, trust and long-term relationships. The focus on digital marketing and personal communication reflects the business strategy of reaching Polish families in the UK through cost-effective online channels.

5.2. [bookmark: _Toc235543793] Marketing Strategy and 7Ps
The 7Ps marketing mix explains how Made by Monia creates customer value through personalised products, competitive pricing and online sales.

	7Ps Element
	Application to Made by Monia

	Product
	Handmade personalised products for baptisms, First Holy Communion, weddings and family occasions, including christening robes £11, communion flower crowns £35, wedding keepsake frames £15 and personalised wooden boxes £26

	Price
	Prices reflect material costs, production time, design complexity and personalisation level, while remaining competitive within the handmade market

	Place
	Sales through Facebook, Instagram, website and eBay enable UK-wide delivery without physical retail costs

	Promotion
	Social media marketing, customer reviews, seasonal campaigns, owner videos and stories build awareness and trust

	People
	Direct owner-customer communication provides personalised service and strengthens loyalty

	Process
	Consultation, personalised design, production, quality control, packaging and delivery ensure customer satisfaction

	Physical Evidence
	Product images, reviews, branded packaging and online presentation demonstrate quality and reliability



The 7Ps strategy supports the competitive advantage of Made by Monia by combining cultural authenticity, handmade quality and personalised customer service. The use of digital platforms enables the business to reach Polish families throughout the UK, while direct communication and bespoke products encourage trust, repeat purchases and long-term customer relationships.
Social media platforms are particularly appropriate for Made by Monia because Facebook groups and Instagram provide cost-effective channels for reaching clearly defined target audiences while facilitating customer engagement through personalised content and direct communication. Kanhaiya (2024) argues that the effective use of digital marketing and social media strengthens brand visibility, enhances customer engagement and supports the sustainable growth of small businesses.
[image: ]
Figure 1: Digital Marketing, 2024
5.3. [bookmark: _Toc235543794]Pricing Strategy and Revenue 
Made by Monia applies a value-based pricing strategy, ensuring prices remain competitive while reflecting the quality, craftsmanship and personalisation of handmade products. Prices are set by considering material costs, production time, operating expenses and competitor pricing, supporting sustainable profitability.

	Income Stream
	Example Products
	Price Range

	Religious accessories
	Baptism robe and candle, flower crown, elastic headband
	£11-35

	Personalised gifts
	Wooden gift boxes, cards, wedding keepsake frame, wedding garter
	£6-40

	Seasonal and bespoke products
	Decorations and customised orders
	Prices vary



The business generates income from three main product categories, with religious accessories expected to provide the highest proportion of revenue due to consistent demand. Personalised gifts and seasonal products provide additional income throughout the year. Competitive pricing, combined with product quality and personalisation, supports customer satisfaction, repeat purchases and the long-term sustainability of the business.

6. [bookmark: _Toc235543795] Operations
Made by Monia operates as a home-based sole trader business in Swansea, South Wales. All products are designed, produced, packaged and dispatched from a dedicated workshop located in a small garden shed at the owner's home. Operating from home reduces overhead costs while providing a flexible hours and efficient working environment. This approach is consistent with guidance for home-based businesses provided by Business Wales, which recommends using a separate workspace and maintaining appropriate health and safety procedures.

	Operational Area
	Application to Made by Monia

	Location
	Home-based workshop in Swansea

	Premises
	Dedicated garden workshop used solely for production and storage

	Equipment
	Heat press, sewing machine, glue gun, Cricut cutting machine, printer, hand tools

	Suppliers
	Materials purchased from UK suppliers and Polish wholesalers many products are sourced from Polish artisans

	Stock
	Fabrics, ribbons, lace, wooden products, vinyl, paper, packaging materials and decorative accessories

	Production
	Customer order received -> Materials prepared -> Customer approval -> Production -> Quality Inspection -> Packing -> Dispatch

	Staffing
	Sole trader all activities managed by the owner

	Customer
	Facebook/ Instagram -> Customer enquiry -> design -> customer approval -> product production -> quality inspection -> packaging -> Royal Mail/ InPost dispatch -> Customer Review



Business operations are influenced by seasonal demand, with higher order volumes between February and June and from October to December. Production schedules and stock levels are adjusted accordingly to ensure timely order fulfilment and maintain customer satisfaction.

[bookmark: _Toc235543796]Health and Safety, Legal Compliance and Risk Management
Made by Monia is committed to maintaining a safe working environment within its home-based workshop. Production involves specialist equipment, including a hot glue gun, craft knife, heat press and sewing machine, which present potential health and safety risks. Potential hazards include burns from the glue gun, heat press, cuts from craft knives and hand injuries when using the sewing machine. These risks are reduced through safe working practices, regular equipment maintenance, careful handling of tools, appropriate protective equipment and the availability of a first-aid kit. Electrical equipment is inspected regularly to minimise the risk of electric shock or fire.
The business complies with UK consumer protection legislation, UK GDPR requirements and tax obligations applicable to sole traders. The business intends to maintain appropriate business insurance, protects business assets and customers. In accordance with Business Wales guidance, the workshop is separate from the main living area, and health and safety procedures are reviewed regularly (Business Wales, 2025; Health and Safety Executive, 2025).
Operational risks are managed by maintaining UK and Polish suppliers, servicing equipment regularly and introducing seasonal marketing campaigns during quieter periods. During peak trading months, production schedules are carefully managed and customer lead times are clearly communicated to maintain product quality and customer satisfaction.

	Risk
	Mitigation

	Seasonal demand
	Introduce seasonal promotions and maintain financial reserves

	Supplier delays
	Work with both UK and Polish suppliers

	Equipment failure
	Carry out regular maintenance and weekly equipment checks

	Rising material costs
	Review prices regularly and negotiate with suppliers

	Customer dissatisfaction
	Maintain quality checks and review customer feedback monthly



Overall, these procedures enable Made by Monia to operate efficiently while maintaining legal compliance, effective risk management and a high standard of customer service.

7. [bookmark: _Toc235543797]Financial Planning
Financial forecasts indicate that Made by Monia is a financially viable and sustainable small business. The business will be established using an initial investment of £2,000, which will fund the purchase of an Epson Eco Tank printer £169.99, an HTVRONT heat press £299.99, initial stock and working capital. Operating from a dedicated home workshop significantly reduces fixed costs and supports profitability.
[image: ]
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The 12-month cash flow forecast shows that Made by Monia is expected to generate sufficient cash to cover operating costs throughout the year. Despite seasonal fluctuations in income, the business is expected to maintain positive cash flow and remain financially viable.
Sales projections are based on current business performance and market demand. During the peak trading periods February-June and October-December, the business is expected to receive approximately 70 orders per month, while around 20 orders per month are anticipated during quieter periods. Although individual products range from £11 to £35, customers frequently purchase multiple items, resulting in an estimated average order value of £50. This generates an estimated monthly turnover of £3,500 during peak periods and £1,000 outside the main season.
Monthly operating costs include materials, Shopify subscription, Facebook advertising, mobile phone expenses, accounting services and planned business insurance. Variable costs increase during busy periods because of higher production volumes. Based on these projections, the business is expected to achieve a monthly profit of approximately £1,800-£2,000 during peak periods and £700-£900 during quieter months.
The break-even analysis indicates that approximately 6-8 customer orders per month are required to cover fixed operating costs. With a maximum production capacity of around 70 orders per month, the business has sufficient capacity to meet forecast demand. Financial estimates have been developed using supplier prices, competitor pricing, previous sales performance and expected customer demand, demonstrating that Made by Monia has realistic potential for sustainable growth.


8. [bookmark: _Toc235543798] Conclusion
The report demonstrates that Made by Monia is a realistic and sustainable business with strong potential for future growth. Market research confirms consistent demand for personalised handmade products among the Polish community in the United Kingdom. The owner possesses relevant entrepreneurial, creative and management skills, while the operational structure supports efficient production and customer service. Financial forecasts indicate that the business is capable of generating sustainable income with relatively low operating costs. Although seasonal demand, rising costs and increasing competition remain key risks, the business is well positioned to achieve long-term success through its niche market focus and personalised approach.
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[bookmark: _Toc235543800]Appendix A:
[bookmark: _Toc235543801] Curriculum Vitae
Monika Zofia Wójcik
6 Cwm Cadle, Portmead
Swansea SA5 5HW
Email: 9monika0@gmail.com
Mobile: 07923 686844
[bookmark: _Toc235543802]Personal Profile
Creative and highly organised professional with extensive experience in customer-facing roles, team leadership and small business management. Since 2019, I have independently owned and operated Made by Monia, a business specialising in the creation and sale of personalised handmade products for religious celebrations, including baptisms, First Holy Communion ceremonies and weddings. I possess strong communication skills, practical business knowledge and a detailed understanding of the Polish community within the United Kingdom. I am committed to delivering high-quality products and excellent customer service while continuously developing new skills to support business growth.
[bookmark: _Toc235543803]Key Skills
· Creative design and product personalisation
· Customer relationship management
· Small business operations and administration
· Social media marketing and online sales
· Team leadership and staff training
· Effective communication and interpersonal skills
· Time management and organisational skills
· Ability to work independently and collaboratively
· Decision-making and problem-solving abilities
· Working effectively within budgets and deadlines
[bookmark: _Toc235543804]Education
2015 – 2016
College Level 1, Gower College Swansea, United Kingdom
2009 – 2011
Comprehensive College, Police, Poland
2006 – 2009
Vocational College, Szczecin, Poland
[bookmark: _Toc235543805]Professional Experience
Owner and Founder – Made by Monia
May 2019 – Present
· Design and manufacture personalised handmade products for religious and family celebrations.
· Manage all aspects of the business, including marketing, sales and customer service.
· Process customer orders and coordinate nationwide delivery across the United Kingdom.
· Maintain social media platforms to promote products and engage with customers.
· Develop bespoke products tailored to individual client requirements.
Team Leader (BMW Department) – Toyoda Gosei, Gorseinon
May 2016 –  August 2018
· Lead and support production teams to achieve operational targets.
· Train and mentor new employees.
· Prepare reports and maintain accurate documentation.
· Prioritise workloads and support supervisory staff.
· Participate in international business trips and training programmes, including assignments in the Czech Republic.
Operator (BMW Department) – Toyoda Gosei, Gorseinon
August 2015 – May 2016
· Worked effectively both independently and within a team.
· Assisted in preparing reports and training new employees.
· Maintained production standards and quality requirements.
Hairdresser – Estetica Studio, Police, Poland
March 2010 – August 2011
· Delivered professional customer service.
· Managed client appointments and relationships.
· Prepared reports and administrative documentation.
Hairdresser – Salon Anna, Police, Poland
June 2009 – March 2010
· Provided hairdressing services and customer support.
· Managed invoices and administrative tasks.
· Worked independently and collaboratively within the salon environment.
Student Barber – Salon Ewa, Police, Poland
September 2006 – June 2009
· Developed practical vocational skills.
· Assisted with customer care and salon administration.
· Worked as part of a professional team.


















[bookmark: _Toc235543806]Appendix B:
[bookmark: _Toc235543807]Product Price List and Product Photos
	Products
	Price

	Cards
	£6

	Elastic headband
	£13

	Flower crown
	£35

	Wedding garter
	£18

	Baptism robe
	£11

	Wedding keepsake
	£15

	Wooden box
	£26
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[bookmark: _Toc235543808]Appendix C:
[bookmark: _Toc235543809]Competitor price Comparison Screenshots
	Products (Baptism robe)
	Price 

	Made by Monia 
	£11

	Craft4Angels
	£12

	SonnyAndKitGifts
	£20,39
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[bookmark: _Toc235543810]Appendix D:

Figure 1  Kanhaiya, K. a book (2024). Digital marketing . https://www.theseus.fi/bitstream/handle/10024/869591/Kanhaiya_Kris. https://www.theseus.fi/bitstream/handle/10024/869591/Kanhaiya_Krishna?sequence=2 (Accessed 20th July, 2026)
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