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	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
The business concept referred to as "WePuzzle" highlights the significance of incorporating puzzles in hotels. This innovative idea allows parents to relish their meals without any disturbance from their children. As it can be a daunting task for families to carry all their toys to the hotel, this concept offers a practical solution to this challenge. The report encompasses various elements of the business plan that has been developed using the business canvas model. Additionally, it includes an in-depth analysis of the marketing strategies and a comprehensive financial description.


	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:

WePuzzle
	

	
	Address:

Tooting Broadway, London SW1 (Central London headquarters)
	

	
	Primary contact method
+ 44 123 433 0558

	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
The proposed business idea is to offer a selection of personalized puzzles for children in hotels.
WePuzzle is actively exploring partnerships with prominent hotel chains such as The Ritz, Marriott, Travelodge, Premier Inn, and IHG. The primary goal is to enhance the check-in and dining experience of families by providing them with a comfortable and relaxed environment. 
To further expand its reach and enhance its offerings, the company will consider collaboration with leading airlines like British Airways, Emirates, and Qatar Airways. Parents who are often pressed for time and require a means of keeping their children engaged during travel, particularly in situations such as flight delays, can readily access puzzles from airport shops and other travel hubs.
Additionally, the organization will seek to collaborate with top toy shops across the UK, including Entertainer, to establish itself as a leader in the market. These strategic partnerships play a critical role in shaping the financial fortunes of WePuzzle (Drewniak et al., 2020). Through the provision of premium quality products, the company can effectively retain customers and enhance its reputation as a market leader.


	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name: Popa Anca 
	

	
	Position/main responsibilities: Owner
	

	
	Experience and knowledge of our industry: 
· Hotel Placement – Rossington Hall (Doncaster)

· Restaurant Waiting Staff (hospitality environment)
	

	
	
	

	
	Previous employment: 
· Warehouse operative/Trainer (01.10.2019-29.10.2022)
Employer:  GXO LOGISTICS UK Ltd 

· Waiting Staff (23.02.2017 – 31.08.2017) 
Employer:  COSMO DONCASTER 

· Sales Representative (01.08.2013 – 01-12.2013) 
Employer:  GADA CERAMIC (Romania)

· Administrative assistant (01.05.2012 – 01.08.2013) 
Employer:  ALDAV Cereal SRL (Romania)
	

	
	Key skills brought to the business: empathy, good communication and time management skills. 
	

	
	Business experience and any training undertaken: 
· Hotel Placement – Rossington Hall (Doncaster)

· Safety Training (during employment with GXO LOGISTICS UK Ltd)

	

	
	Academic/professional qualifications: 
· High School ‘AUREL VLAICU’ – Breaza, Prahova, Romania 

	

	
	Salary expectations £ 30,000 
	

	
	Name: Cosor Georgiana Izabela 
	

	
	Position/main responsibilities: Manager 
	

	
	
	

	
	Experience and knowledge of our industry: 
· Hotel Placement – Rossington Hall (Doncaster)

· Barista and Assistant Manager (hospitality environment)
	

	
	Previous employment: 
· Warehouse operative – Sortation Associate (10.2020-current)
Employer:  Amazon, Doncaster 

· Assistant Manager (02.2019 – 10.2020) 
Employer:  Coco Di Mama - London
· Barista (09.2018 – 02.2019) 
Employer:  Coco Di Mama - London
· Team Leader (06.2017 – 08.2018) 
Employer:  Poncho 8 – London

· Commercial and Sales (02.2015 – 07.2016) 
Employer:  Poncho 8 – INTERSAT SRL – Constanta, Romania 
	

	
	Key skills brought to the business: problem solving, resourcefulness, analytical skills 
	

	
	Business experience and any training undertaken: 
· Hotel Placement – Rossington Hall (Doncaster)


	

	
	Academic/professional qualifications: 
· High School ‘LAZAR EDELEANU’ – Navodari, Romania 


	

	
	Salary expectations £ 22,000

	

	
	Name: Lapka Ionela Flavia 
Position/main responsibilities: Assistant Manager 

	
	Experience and knowledge of our industry: 
Hotel Placement – Ibis Hotel (Chesterfield)

Chef (Knowledge of Allergens within a kitchen setting)

	
	

	
	Previous employment: 
· Chef (2002-2026)
Employer:  Livada Restaurant (Romania) 

· Cook and Nanny (2007 – 2009) 
Employer:  Hansteter Family (Stanford Hill, London) 

· Housekeeper (2009 – 2020)
Employer:  Hansteter Family (Stanford Hill, London) 



	
	Key skills brought to the business: technical skills, tenacity, adaptability 

	
	Business experience and any training undertaken: 
Hotel Placement – Ibis Hotel (Chesterfield)

	
	Academic/professional qualifications: 
· High School ‘Veterinary Profile (Romania)

	
	Salary expectations £ 22,000

	
	Name:      

	
	Position/main responsibilities:      

	
	Experience and knowledge of our industry:      

	
	Experience and knowledge of our industry:      

	
	Previous employment:      

	
	Key skills brought to the business:      

	
	Business experience and any training undertaken:      

	
	Academic/professional qualifications:      

	
	Salary expectations £      


Vision

	
	
	

	
	4 The business idea
	

	
	Sum up your business idea:
WePuzzle's vision is: “To conquer the world, piece by piece”. To achieve this goal, it is essential that business management is effective, substantial investments are made, and to consider enhancing the performance of the warehouse workers in China, in partnership with QP Printing Co Ltd. To ensure that our products reach a diverse range of organizations across the United Kingdom and even globally, the business must allocate significant resources. This will require a substantial investment, including the placement of our products in these organizations (Hansen et al., 2021).
The Business Canvas Model for WePuzzle (see Appendix 2.) addresses in depth business aspects such as key partners, activities, resources, channels, cost structure and other factors.

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	5 Business goals
	

	
	1. What do you want to achieve in your first year of business? (for example,  turnover of £100,000 or trading at breakeven)
	

	
	Over the course of the next five years, we anticipate significant growth and success for our business, driven by increased productivity. To attract customers to our innovative puzzle concept, it is imperative that both our employees and management are productive, effective, and efficient. Our unique idea is poised to capture the attention, trust, and loyalty of customers, thereby ensuring long-term success and growth. Moreover, it will contribute to the economic growth, financial stability, and profit maximization of our business, as well as the overall gross domestic product (GDP) of our country (Calma and Davies, 2021).

The primary goal for the business includes:

· To increase the turnover rate by around 25% by the end of the year.

· To turn the profit rate to about 40% in the first year. 

· To increase customer base by 35% in its first year of operation through strategic advertising and committed customer service (Massa, et al, 2017). 
	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?

Over the course of the next five years, we anticipate significant growth and success for our business, driven by increased productivity. To attract customers to our innovative puzzle concept, it is imperative that both our employees and management are productive, effective, and efficient. Our unique idea is poised to capture the attention, trust, and loyalty of customers, thereby ensuring long-term success and growth. Moreover, it will contribute to the economic growth, financial stability, and profit maximization of our business, as well as the overall gross domestic product (GDP) of our country (Calma and Davies, 2021).
(Use Klofstens business platform to explain)

	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features
Benefits
· LEGO Blocks puzzles 
· Colourful puzzle
· expand fine motor skills 
· Card puzzles 
· Abstract puzzle on a card 
· develops critical thinking skills
· Jigsaw puzzles
· 3 versions (9 pieces, 16 pieces, 32 pieces)
Improve hand and eye coordination 

	

	
	
	

	
	7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:

	

	
	We offer an exclusive line of puzzles that cater to children aged between five and ten. These puzzles are not only a great source of entertainment for hotel guests, but they also foster cognitive and physical development, problem-solving skills, and concentration levels. Parents who seek engaging activities for their children while traveling will appreciate the personalized engagement that our puzzles offer. 
Our strategic positioning within hotels, coupled with our availability in a variety of travel-related locations, such as airports, airlines, online platforms, and petrol stations, makes our product easily accessible to working parents (Haldane, 2017). We pride ourselves on providing convenience and accessibility to our customers, and this is what sets us apart from our competitors. 
	

	
	
	


	
	
	

	
	8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:

 Ensuring compliance with legal regulations is an essential aspect of our business operations. Our company places a great deal of importance on obtaining the necessary licenses for marketing and shipping our puzzles, adhering to the safety regulations for products intended for children (Toys Safety Regulation 2011), and securing liability insurance provided by the Health and Safety Executive (HSE). It is crucial that we adhere to all intellectual property regulations for customized goods. Additionally, we prioritize data protection compliance for any personalized information collected for puzzle customization, as outlined by Larson and Jordan in 2019. 
	

	
	To avoid any potential legal repercussions, it is essential to dedicate both financial and temporal resources to obtain the necessary licenses for selling personalized puzzles. This will ensure the business, as well as its staff, do not face any legal charges or fines. To avoid any financial or operational difficulties, it is imperative to prioritize this process before initiating the manufacturing or sale of the puzzles.


	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:

· Market Expansion more than 4.9 despite a reduction in CAGR

· Sale of Games to Outrun Puzzles (2033)

· Use of Eco-Friendly Materials (will allow businesses to manage environmental concerns) 

The global market for games and puzzles has achieved a noteworthy size of USD 15.1 billion in the year 2022 and is anticipated to reach a total of USD 18.0 billion by 2033. During the forecast period, the sales of games and puzzles are expected to grow at a rapid pace, with a projected Compound Annual Growth Rate (CAGR) of 17.3%. Key statistics reveal that the games and puzzles market is expected to attain a total size of USD 88.8 billion by 2033.

Games are increasingly popular for their immersive and interactive nature, and this trend is expected to continue during the forecast period. The latest analysis of the games and puzzles market predicts that the target segment will experience a CAGR of 17.2% between 2023 and 2033 (futuremarketinsights.com, 2023).
	

	
	How you know this: (Provide examples with references)
Mudpuppy, a puzzle business, is renowned for its unwavering dedication to market research and its ability to create a diverse range of games and puzzles that appeal to both parents and children. In the highly competitive children's toy industry, Mudpuppy has earned a reputation as a dependable brand by consistently staying abreast of consumer preferences and educational advancements. By keeping a watchful eye on social media sites, the company can identify consumer trends, preferences, and reactions, enabling them to better comprehend the evolving demands of their audience (McCormac et al, 2021). Through active participation in their online community, Mudpuppy can maintain a strong connection with parents and foster a deeper understanding of their audience.
	

	
	10 Profiling customers

The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Hotel guests: Parents staying at a hotel with no toys for their children)
2. Online customer: Parents looking for cognitive toys for children.
3. Airline Companies: Parents who are waiting in transit.
4. Toy Shops (The Entertainer): People looking for alternatives for a unique gift 
Based on the demographic segmentation data in Appendix 4, it has been observed that female customers make up the majority (61.2%) of puzzle buyers online. The age ranges with the highest purchase frequency are 18-22 and 35-44. 
	

	
	
	

	
	1.(What research did you undertake and what were the results?)
A demographic segmentation comparison of two established puzzle companies was conducted, as shown in Appendix 4, Figure 4. The identification of target customers for Wepuzzle was facilitated using pro.similarweb.com.


	

	
	
	

	
	How you know this:

·       (What evidence can you offer)
The demographic segmentation is a statement for the type of customer WePuzzle is going to offer its products and services. 
	

	
	Number of customers you expect to win in each group and what they might pay:

Group

Number of customers

Price they might pay per unit
Hotels
50
£2/unit (minimum contract 1000 units)
Online retail
400/year
£12
Airlines 
4
£ 3/unit minimum contract 4000 units)

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

· Jumbo
· Strong reputation, wide range of products
· Not available in Asia
· Mudpuppy

· Wooden and eco friendly puzzles

· Expensive and limited

· Ravensburger

· High quality and globally availability

· Expensive and no innovation

· puzzlefactory.com
· all categories of jigsaw puzzles 
· Do not offer personalized products for large businesses
· puzzlegamemaster.com
· large assortment of puzzles
· Canadian business catering to other cultural background / preferences 
How you can improve on their offer and/or price(s) unique offerings:

	

	
	Through vigilant price monitoring and the provision of premium deals, we strive to offer exceptional value to our valued members.
	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

The organization is actively considering the potential impact of shifting customer preferences on the demand for personalized children's puzzles. To address this concern, the organization has decided to conduct periodic market research to gain a comprehensive understanding of customer inclinations and to facilitate timely adaptation to emerging trends. Additionally, the organization recognizes that strong competition exists within the customized children's puzzle industry, which could pose a threat to the organization's revenue streams. To combat this, the organization is committed to pursuing a strategy of ongoing development, maintaining a high standard of product quality, implementing strategic pricing, and executing forceful marketing campaigns to maintain a competitive edge (Doole et al, 2019).

	

	
	How will you manage these risks so that they become less of a threat:
	

	
	Furthermore, the organization is mindful of the risk that economic crises pose, which could result in a decrease in consumer spending on non-essential goods, such as the company's products. As such, the organization aims to diversify its product range and provide more economical options to mitigate this risk.

	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	By observing our competitors’ prices will establish the best prices on the market for our customers and offer an initial discounted price which will increase slightly after the first year. 
	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Creative puzzles
£5 -15

£10-30
Crossword puzzles
£10-15
£15-25
Jigsaw puzzle
£15-20
£10-30
Small puzzle (9 pcs)
£2
£     
Large puzzle (16 pcs)
£3
£     
Extra Large puzzle (32 pcs)
£3.5
£     
     
£     
£     

	

	
	Reasons for the difference between your price(s) and your competitors’ price(s):
Our business has partnered with QP Printing Co Ltd., an established puzzle manufacturer based in China. We are confident that their experience will provide us with the best market price possible, and we look forward to a long-term cooperative relationship.
	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	
	

	
	To ensure a business's success, it's paramount to utilize various channels that constitute digital marketing, such as mobile, search engine optimization, content marketing, social media marketing, and media marketing, in an effective manner to reach out to consumers (Durai, and King, 2019).
To effectively reach our target audience in the United Kingdom and promote our personalized children's puzzles, we intend to implement a comprehensive marketing plan. Our strategy will involve leveraging digital platforms such as social media sites like Tiktok and Facebook, where parents often search for interesting and educational content for their children. To expand our reach on these platforms, we plan to collaborate with parent bloggers and parenting influencers. Additionally, we aim to increase our product visibility on online marketplaces like Etsy and Amazon through enhanced product listings with relevant keywords.

For offline promotion, we intend to partner with bookstores and toy stores, securing prominent placements for our puzzles. We also plan to participate in family and educational events such as community meetings or school fairs, where we can showcase our products firsthand. Alongside targeted online advertising and a website optimized for search engines, these efforts will enable us to achieve our marketing objectives (Belch and Belch, 2018).
The marketing strategies of the business are detailed in the Appendix (Appendix 6. Marketing Strategies). 
	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

· Manager
£85
· 10 years
· Leadership skills with master’s degrees and courses (Bharwani. and Talib, 2017)
· Assistant Manager
£28
· 3 years
· Management skills with training certifications.
· Admin Assistant 
£15
· More than 2 years
· Previous experience in different logistics company with proper training and skills.
· Accountant (self-employed)
£100
· 5 years 
· Highly skilled in effective management of accounting software (Bharwani. and Talib, 2017)

	

	
	16 Premises

Cost £

Premises required at start-up: 1 bed flat for rent – Central London 
£1,495 pcm (6-month deposit required)
Premises required in the future (if different): Yorkshire-based office 
£500 pcm

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

· Technology and IT supplier
· Order tracking and software solution

· 4
· Logistics company (GXO)
· Transportation services
· 5
· Packaging suppliers
· Customized boxes for puzzles
· 10
· QP Printing Co Ltd (China manufacturer)
· Purchasing the puzzles for the kids
· 22
· Marketers
· Services for branding our business
· 15

	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource 
When

How funded

Cost £ per unit
· Laptop (Hp)
· Initial stage
· Sponsor or loan
£179
· Internet Subscription
· Initial stage
· Sponsor or loan
£318
· Business license fee
· Initial stage
· Sponsor or loan
£29
· Insurance of content
· Initial stage
· Sponsor or loan 
£70
· Equipment
· Initial stage
· Sponsor or loan
£1000-10,000
· Laptop
· Initial stage
· Sponsor or loan
£179
· Internet Subscription
· Initial stage
· Sponsor or loan
£318
· Business license fee
· Initial stage
· Sponsor or loan
£29
· Insurance of content
· Initial stage
· Sponsor or loan 
£70

	

	
	
	

	
	
	

	
	19 Managing operational risks

Risk

Solution

Changes in quality 

· If suppliers provide poor-quality goods to the business, then there are more chances that the customers will be dissatisfied, and it impacts the retention of the customers, which decreases productivity (Cheng et al, 2018)
· Strict quality assurance processes should be used by the business during the whole manufacturing process. Quality consistency can be ensured through constant monitoring of production regulations, inspection agreements, and regular vendor audits.
Suppliers

· The business is mainly dependent on its suppliers which are China-based. Disruptions in the supply chain can lead to delays, (Sawik, 2020) and customer dissatisfaction and could be caused by political events, disasters
· To retain partnerships with various vendors for essential goods, the company needs to diversify its base of suppliers. The effects of supply chain interruptions can be lessened by maintaining open lines of contact with suppliers and backup plans for sources.

	

	
	
	


Finance 
Please double click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.



	
	
	

	
	20 Start-up costs
	

	
	Calculate how much money you need before you start trading

122
[image: image1.emf]0

0

0

0

0

0
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0

0
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0

0

0

0

0

0

0
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0

0

0

Equipment

Stock

TOTAL  £



Consumables

Licences

Market research costs



Association fees

Wages/recruitment

Security/health and safety equipment

Professional fees

Training



Tools

Vehicles

Insurance

Other (please specify)

Rent/rent deposit

Stationery

Marketing


                  * Total from here should be used in 22 Sourcing finance below
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast


[image: image2.emf]Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 0 0 0

Less variable costs 0 0 0

Gross profit (sales less variable 

costs) = 

0 0 0

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

0 0 0

Salaries/wages (survival income + 

any staff

0 0 0

Premises (including rent, rates, 

utilities)

0 0 0

Telephone and broadband 0 0 0

Printing, post and stationery 0 0 0

Advertising and promotion 0 0 0

Bank charges 0 0 0

Professional fees 0 0 0

Insurances 0 0 0

Bank/HP/Interest (payable to your 

bank)

0 0 0

Stock 0 0 0

Consumables 0 0 0

Equipment and vehicle leasing 0 0 0

Depreciation 0 0 0

Other (please specify) 0 0 0

Other 0 0 0

Other 0 0 0

Total fixed costs 0 0 0

Net profit (gross profit less fixed cost)

0 0 0

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 0 0

Calculate your break even Year 1 (£) Year 2 (£) Year 3 (£)

Total variable costs + total fixed costs 

(B)

0 0 0


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image3.emf]£

0

Personal start-up contributions           - 0

Other start-up contributions            - 0

Total required = 0

= 0



Start-up costs

The assets you have available as security



	


	
	23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
The risks that you have identified for your financial forecast are:
	

	
	1. The impact of changes in the price of raw materials used in the production of puzzles cannot be understated, as it poses a significant financial risk that may adversely affect profit margins due to fluctuations in commodity prices or unexpected manufacturing cost increases (Saunders and Erhemjamts, 2021).
2. Furthermore, our business is heavily reliant on Chinese manufacturers, making us vulnerable to any supply chain disruptions. In addition to this, the unpredictability of market demand is another potential financial risk, as it may render it difficult to maintain sales due to changes in consumer preferences or economic downturns that limit disposable income (Goodell, 2020).
	

	
	How you will minimise their impact:
1. To ensure price stability, the business should consider negotiating pricing stability clauses into long-term contracts with suppliers. In addition, it is advisable to closely monitor market developments and establish strategic alliances with suppliers to gain a better understanding of potential price adjustments (Sharma et al, 2020).
2. To gain insight into customer trends and preferences, conducting comprehensive market research is essential. Moreover, implementing adaptable production techniques that enable quick adjustments to changing market demands is crucial (Hussain et al, 2018).


	

	
	
	


	
	
	
	
	
	

	
	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 
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25 Conclusion. 

The puzzle company presents a highly promising opportunity for investment, boasting a comprehensive understanding of market, financial, and operational factors. The meticulously analyzed expenses, astute management of suppliers, and reliable financial projections all indicate a well-conceived business plan. The company's proactive strategy for mitigating operational risks, such as staff resignations and supplier issues, demonstrates a keen focus on ensuring seamless business operations. With its strong gross profit margin, expanding net profit rate, and positive cash flows right from the first year of operation, the company appears to be in an excellent position for long-term financial sustainability. Furthermore, the company's dedication to risk reduction and implementation of customer-driven tactics is a positive indication of its prospects in the puzzle business.
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27 Appendix 

(An appendix comes at the end (after the reference list) of a report, research project, or dissertation and contains any additional information such as raw data, tables, and supporting information such as screenshots, and additional evidence. The information in the appendices is relevant but is too long or too detailed to include in the main body of your work.)
Appendix 1.
Wepuzzle Mindmap
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Fig No 1: Mindmap for WePuzzle business)

(Source: https://www.mindmaps.app/) 
Appendix 2.
Business Canvas Model for Wepuzzle 
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- Major groups as Marriott accor etc. ailines
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is customer retention with a product that is
not yet ofered by the competition. This is
important to maintain leadership in a huge
industry. For toy shops motivation is a variety
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1o an increase in revenue.

Key Activities

- Location: London - location: central
London. rent a small fat and expand later
stage. staf 1 admin, 1 self employed
accountant (on contracted work), 1 assistant
manager, 1 manager and sign a contract with
marketing companies

Key Resources

- The production of the puzzles is
outsourced to a China-based warehouse so
the physical resources are the warehouse
staf. For the assets to produce the puzzle will
need to get money from sponsors and bank
loans to develop the business. Roughly fgure
is 100 000 pounds.

Value Propositions

- The business idea s to sell personalized
kids' puzzles in all hotels in the UK and
worldwide distribution for hotels. There will
be 3 versions age-appropriate. There are a
large number of benefits of having a puzzle
for the children staying within the hotel such
as developing problem-solving skils,
cogitive skills through visual-spatial
awareness, fine motor skills, hand/eye
coordination by placing puzzle pieces in the
correct order, social skils, building
concentration levels, spatial awareness, and
shape recognition. It is an entertainment
solution for parents who haven't packed toys
for their tip. It s a unique idea as no hotels
have a personalized puzzle for their guests
a5 an amenity. Intrinsic value to hotels bigger
or smaller.

Customer Relationships

-~ The contracts will be spread all over the
country so the number of hotels and the
number of customers needing a puzzle for
their 5-10 years old toddler during their stay
s substantial. The puzzies will be purchased
in bulk via a monthly contract and the
‘admins will email the companies and track
the signing of contracts. Also, the aim is to
enlarge the customer base by direct
business meetings.

Channels

-~ aims of the company is to enlarge the
business customer base through direct
business meetings, beginning with large
hotel groups but not imited to. One supply
channel is contracting a distribution
company stich as GXO Logistics Ltd to
physically reach the hotels. offer discounted
or new design puzzles for existing customers.
after the first 6 months of the contract.
Message to guests on checkn card for
availability in shop.

Customer Segments

-~ The customers that actually use the
product will be families with children. They
would most benefit the product. But the item
would also be available on request for busy
parents who stay at the hotel and travel
onwards and do not have time to purchase a
giftfor an upcoming birthday. The puzzle
with other designs will be available in airport
lounges and the hotel shop for purchasing
extra pieces. A large number of travelers are
faced with waiting time and the solution is
having a puzzle to keep one entertained.
Airline contracts (long haul ights - amenities
in business class) also for airport lounges for
gold and platinum members. Thus the
customers are hotels but also airlines, and
UK toy shops like Entertainer also sold on
the Amazon platform.

Cost Structure

-~ Fixed Cost: the production is outsourced to a warehouse/manufacturing company in China, and the price per unit
(puzzle) would be 2 £. Flexible Cost: logistic company contracts may vary due to the increase or decrease in
demand Operating Cost: these are the cost to run an operation in central London: rent amount (2,050 £/pcm),
employee salaries (per year:28,0005/ year - assistant manager, Glassdoor.com.uk, 41,000 £ - manager position,

Revenue Streams

others).

accountant: £ 60 to 250 £ + vat) other consumables ( £100/month) and equipment needed in the office such as a
laptop (HP Laptop £179), intemet subscription (Virgin Media £318.00/year), business license fee (from £29/year) and
insurance of content in the fat (average £70/year).

any size and image and gifted for

- different airlines - airport shops - online shop (different models of puzzle available), - restaurants, bars, coffee
shops, - boutique hotels - gas stations in the UK The online shop version can be personalized by the shoppers to
fferent events (birthdays, mothers day, valentines day, anniversaries, and many





Fig No 2: Business Model Canvas for WePuzzle 
(Source: www.altexsoft.com))
Appendix 3.
PESTLE Analysis of Wepuzzle Business 

	P
	Political
	Government projects and political dependability are crucial for the hospitality industry's evolution. There is a new project implemented by the UK government, called ‘Tourism Sector Dear’. This plan validates the governments strive to build more than 130,000 hotel rooms by the year 2025 (Master Inholders, 2023).

	E
	Economic
	Currency strength impacts greatly the hotel industry. Moreover, economic difficulties affect people’s selection of hotels. During these times, people will focus more on purchasing a one-night stay in budget hotels and will probably avoid luxury ones. The change will influence the demand for puzzles as current business customers will no longer need to acquire puzzles if the hotel is in financial distress.   

	S
	Social
	The current generation of travelers forms a significant segment of the hospitality industry worldwide. The preferences of young people differ from those of previous age groups. Some priorities of millennials are having unique experiences, sustainability, and technological advancements during the selection process of a hotel. As a result, hotels need to incorporate a diverse range of experiences into their service offerings to enhance the overall guest experience. The new social background shift is beneficial for the business as there will be an increased demand for personalized puzzles. 

	T
	Technological
	Nowadays technology can be used in many ways. For example, to reduce marketing-related costs and customer communication in actual time or to increase sales and manage customer feedback. Using social media, the business can reach out to current and potential customers. It can be noted that managing the technological aspect of the business is essential for brand awareness.

	L
	Legal
	UK businesses must comply with certain laws and regulations. A very important one is the General Data Protection Regulation (UK GDPR). This should always be considered during the collection of personal data from clients. Furthermore, all businesses must comply with other regulations such as the “Health and Safety at Work Act (1974)”. Should the puzzle business fail to comply, this will result in big fines or even prison sentences. 

	E
	Environmental
	Environmental and sustainability distress are dominant factors that affect all industries including the hotel industry. As such the hotels are trying to minimise their environmental impact through different measures. This may result in a decrease in demand for personalized puzzles within the Hospitality Industry. The business will strive to recycle and repurpose the existing customer-returned stock for the prevention of waste and managing the production costs. Studies show that good weather influences favourably the increase in people traveling, thus the increase in hotel bookings. This will provide more demand for personalized puzzles. 


Appendix 4.
Demographic Segmentation  
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Fig No 3: Demographic for puzzle businesses

(Source: pro.similarweb.com)
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Fig No 4: Audience Interests for Puzzle Businesses
(Source: pro.similarweb.com)
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Fig No 5: Age Distribution Comparison for puzzlefactory.com and puzzlegamemaster.com
(Source: pro.similarweb.com)
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Fig No 6: Gender Distribution Comparison for puzzlefactory.com and puzzlegamemaster.com
(Source: pro.similarweb.com)
Appendix 5.
Appendix 5.1 Premises 
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Fig No 7: Flat for rent Central London - £1,495 pcm
(Source: www.zoopla.co.uk)

Appendix 5.2 Equipment 
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Fig No 8: HP 11 Media Tek Chromebook White Laptop
(Source: www.argos.co.uk)
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Fig No 9: Thick Graded Steel Shelving Unit - £ 54.94
(Source: www.rackingsolutions.co.uk) 
Appendix 6.

Marketing Strategies:

1. Public Relations: done by the Manager during numerous meetings with the CEOs of different big chain hotels and smaller boutique hotels. Also, the Manager will investigate expansion and other industries for signing more contracts and selling more units. 
2. Internet/ Direct Marketing: a few ideas can be relevant for promoting the puzzles and attracting customers. 
3. Personal Selling: done by Admin and Assistant Manager outside of the office premises by distributing fliers to pedestrians and other businesses nearby. A QR code will be found on the flier that will be scanned by a phone camera and will lead the person to our online shop to purchase a puzzle at a promotional price, an offer valid during the initial stage of building a business reputation.  Also, many other fliers are going to be placed on boards located in strategic points in central London.

Internet/ Direct Marketing
· Puzzle Subscription Box Service. Customers will receive a new puzzle every month, ranging from easy to difficult and featuring custom artwork or exclusive images. Customers can indicate their preferred type of puzzle when they sign up to receive tailored puzzles. This service offers a unique and exciting experience for puzzle enthusiasts who want to challenge themselves and receive new and exclusive puzzles every month.

· Social media (Facebook, TikTok, TV, Radio) can help grow the puzzle business. By engaging with potential customers, creating brand awareness, showcasing unique features, building a loyal community, and running promotions to increase sales. Moreover, the use of visuals, compelling content, and effective tactics is a way to reach the business goals. 
· Digital advertising. By promoting the puzzle business will be able to reach a large audience. Platforms like Google Ads, Facebook Ads, or Instagram Ads will assist in targeting prospective customers about their interests, demographics, also online behavior. With the right ad copy, visuals, and targeting, digital advertising can drive traffic to the personalized puzzle website and increase sales.
· A referral program. To implement a program to motivate current customers to guide new customers to the puzzle website. It will provide discounts, free puzzles, etc. to the users who are going to successfully guide new customers. This will help in generating new leads and increase sales without spending much on advertising.
· A website for the business. It is essential to reach a wider audience, increase sales, and manage inventory, shipping, and customer feedback. A website can also help keep customers informed about the latest news and updates.
· The use of SEO. This is used to improve the puzzle business' Google search rankings. The keys are to optimize the website for puzzle-related keywords, create high-quality content, and build backlinks to the site.
· Puzzle workshop. The staff (admin assistant and assistant manager) can host a puzzle workshop inside a big London mall for brand awareness, increase sales, and entice customers to become members of Wepuzzle. 
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START UP COSTS

						£

		IT and computers				0

		Telephones and broadband				0

		Equipment				0

		Stock				0

		Tools				0

		Vehicles				0

		Professional fees				0

		Insurance				0

		Rent/rent deposit				0

		Stationery				0

		Marketing				0

		Consumables				0

		Licences				0

		Training				0

		Association fees				0

		Wages/recruitment				0

		Security/health and safety equipment				0

		Market research costs				0

		Other (please specify)				0

						0

						0

						0

						0

						0

		TOTAL  £				0






_1363689866.xls
Sheet1

		

						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		0		0		0

				Less variable costs		0		0		0

				Gross profit (sales less variable costs) =		0		0		0

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		0		0		0

				Salaries/wages (survival income + any staff		0		0		0

				Premises (including rent, rates, utilities)		0		0		0

				Telephone and broadband		0		0		0

				Printing, post and stationery		0		0		0

				Advertising and promotion		0		0		0

				Bank charges		0		0		0

				Professional fees		0		0		0

				Insurances		0		0		0

				Bank/HP/Interest (payable to your bank)		0		0		0

				Stock		0		0		0

				Consumables		0		0		0

				Equipment and vehicle leasing		0		0		0

				Depreciation		0		0		0

				Other (please specify)		0		0		0

				Other		0		0		0

				Other		0		0		0

				Total fixed costs		0		0		0

				Net profit (gross profit less fixed cost)		0		0		0

				Calculate your net profit margin (net profit divided by total sales x 100)		0		0		0

				Calculate your break even		Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total variable costs + total fixed costs (B)		0		0		0

				Break even (B) divided by (A)		0		0		0





Sheet2

		





Sheet3

		






_1413714481.xls
First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Premises (rent, rates & utilities)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Telephone & Broadband		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Printing, post & stationery		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Advertising & promotion		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank charges		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Professional fees		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Insurances		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Income less expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Opening bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Closing bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Premises (rent, rates & utilities)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Telephone & Broadband		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Printing, post & stationery		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Advertising & promotion		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank charges		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Professional fees		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Insurances		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Income less expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Opening bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Closing bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		0		0		0		0		0		0		0		0		0		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		0		0		0		0		0		0		0		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		0		0		0		0		0		0		0		0

		Premises (rent, rates & utilities)		0		0		0		0		0		0		0		0		0		0

		Telephone & Broadband		0		0		0		0		0		0		0		0		0		0

		Printing, post & stationery		0		0		0		0		0		0		0		0		0		0

		Advertising & promotion		0		0		0		0		0		0		0		0		0		0

		Bank charges		0		0		0		0		0		0		0		0		0		0

		Professional fees		0		0		0		0		0		0		0		0		0		0

		Insurances		0		0		0		0		0		0		0		0		0		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		0		0		0		0		0		0		0		0		0		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0

		Stock		0		0		0		0		0		0		0		0		0		0

		Consumables		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		0		0		0		0		0		0		0		0






_1361092637.xls
Sheet1

		

								£

				Start-up costs				0

				Personal start-up contributions		-		0

				Other start-up contributions		-		0

				Total required		=		0

				The assets you have available as security

						=		0





Sheet2

		





Sheet3

		






