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                            Task 1: Report  

3 December 2022
Investor
London, United Kingdom

Subject: Submission of business plan for investment.

Dear Mr/Ms. Investor,
I am sending you my business plan in the hopes that you will give me a start-up loan. Given what I now know about your past, I believe that my plan will advance the company. The business is about a student-friendly service that can be marketed in the real estate industry very easily.

Sincerely,
​Founders of Studentestate

Business Plan Enclosed


Executive Summary
A cutting-edge online platform called Studentestate will be developed just for students, enabling them to rent, own, or even share any property. We are all aware that the UK has hundreds of institutions and that millions of students travel there to pursue their academic interests. Local students must also go outside of their communities to attend a particular UK university. The application's service fees and the rent collected from the rented homes and apartments will bring in money for the company. To ensure that the students are aware of the service, it will be promoted to them in a variety of ways. We'll investigate the local real estate market. If we take a look at the current house prices, we may also be able to start a prosperous rental business. The business structure of Studentestate will be a partnership company. The pricing of the service is to be value-based so that the students can maintain it and the renting of the apartments also have to be cheap, as they are students who have a limited source of income. The service will be distributed online and based on a mobile application and the business website. Both Android and iPhone users will have access to the mobile application. For the appropriate user types, the application will be available for download from the Play Store and the Apple store. In the early stages of the business Studentestate, service regions are being chosen for London, Manchester, Bristol, Birmingham, Liverpool, Bristol, Bedfordshire, etc.
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[bookmark: _Toc121620522]Business Description
[bookmark: _Toc121620523]Overview of Business
Studentestate will be a cutting-edge internet platform created just for students, allowing them to rent, buy, or even share any property. We are all aware that there are hundreds of universities in the UK, and that millions of students from all over the world come to study there. In addition, local students must leave their homes to attend a specific UK institution. However, because there is far more demand than there are available residence halls and dormitories, they cannot accommodate everyone. As a result, we had the idea to create a website, more along the lines of Airbnb, where students could identify apartments that were perfect for them and then rent, buy, or otherwise interact with them. Sometimes a student can affordably purchase a nice two-flat house. They may even rent out a spare room to the other student via this website. The business will make a profit from the service charges of the application and the fees gathered from the rented houses and flats. The use of the service will be marketed to the students through various channels to ensure that they know about the service (Miller, 2012). We will do some local real estate market research. We also have the potential to create a successful rental business if we look at the present housing pricing. Additionally, we must investigate the opposition. The renting market is competitive (Miller, 2012). Therefore, we must be careful to consider the services that the other hosts provide as well as their fees. We'll additionally provide special services. For instance, we'll provide extra services like a tour guide. The students will regard the service to be handier than other options when we provide extra amenities like prepared meals. We shall thus manage the various activities in the company plan following our respective roles and perceived areas of competence.
[bookmark: _Toc121620524]Tagline
[bookmark: _Hlk121009563]The company's slogan echoes what its service does and also provides a hint as to some of its characteristics. So, the tagline for Studentestate will be “Make yourself at home”.
[bookmark: _Toc121620525]Mission of Business
The mission statement will outline the goals as well as the strategy the business use to get there (Last, 2021). So, the mission for Studentestate will be “Make the living of students friendly”.
[bookmark: _Toc121620526]Vision of Business
The company's goals and ideal future selves will be outlined in the vision statement (Last, 2021). So, the vision for Studentestate will be “Develop the overall renting and living conditions of the students”.
[bookmark: _Toc121620527]Business Structure
The business structure of Studentestate will be a partnership company. The partnership will be formed among the founders of the business (Bower, 2020). The business will be a separate entity and it will be a registered company. The business will be a registered company and will have all the paperwork done (Bower, 2020). The division of equity for the partners will be equal. The business will be equally divided among all the partners. The board of directors will also be formed by the partners of the business. The liability of the company will also rest upon the partners of the company. The liability will be based on the equity share of Studentestate.
[bookmark: _Toc121620528]Service Description
[bookmark: _Toc121620529]Service
The whole world is now based on technology and convenience is something that everyone wants to enjoy at the present times. People come out with different solutions for issues and some of the issues are addressed while others and left behind. One of the major issues that can be observed in the United Kingdom regarding students is their way of living and the increasing rent of houses. So one of the solutions for decreasing the burden of house rent for the students and also providing them which suitable living space is to provide the students with shared apartments and flats where they can live with people like-minded and suitable to share the building or apartment. But it is not always the case as finding suitable flatmates and leaving together can be sometimes a hassle for people coming from different backgrounds and cultures. As the number of international students in the United Kingdom is very high this problem is very evident in most cases (Directorate of Information Learning Services, 2017). So the idea is to establish a platform called Studentestate which will help the students with their living. Studentestate is a type of online service that is designed for students who reside in the United Kingdom and mostly come from foreign countries to attend universities. The number of students residing in the United Kingdom who have come to attend the universities from both national and international regions is very high and as the living condition and dorms of the universities are not able to meet the demands and are not available to the students, they have to look for alternative opportunities to live (Directorate of Information Learning Services, 2017). Studentestate will be a very helpful service for the students in this case as the company will create a marketplace for the students where they can rent apartments and also find suitable flatmates according to their profile. The application will be the main selling point of the company as this will be how the students interact with the owners of the apartments and their fellow mates.
At the initial stage, the application will be prepared and ruled out for the students to use. After the registration in the application, the students will be available to look for apartments and flats in the area that they desire to live in. At the initial stage, they also have to feel up profile information which will make them answer some of the questions that would create an online profile for them to match similar ones and connect the students to live as flatmates or share the apartment or building. This will ensure that students can live with people with familiar interests and lifestyles.
The business will continue its service phase operations in the United Kingdom at the initial stage and later look for expansion if it is successful in the local market. The major areas where the application will be useful are the areas which are near the universities and the local areas where the rent can be more suitable for the students at a cheaper rate.
[bookmark: _Toc121620530]Location
The business will be set up in the urban and semi-urban areas of the United Kingdom, as it will give the business the leverage of being very near to the city for better transportation and also ensure that Studentestate can operate at a very cheap cost. The maintenance and operation costs will drastically decrease as the towns will be less in rent than the heart of the cities of the United Kingdom.
[bookmark: _Toc121620531]Operations of Business
[bookmark: _Toc121620532]Providing the Service
The operations of Studentestate will be initially started by developing the application for providing the service to the students. The application will be developed by hiring some developers from a third-party source and they will be responsible for providing the application with the features that will be asked for. The development and bug fixing of the application will take around two months and the testing will be done to ensure that the application is fully running and functioning for the target customers (Burton and Bragg, 2000). The application will be free in the Play Store and the Apple Store to download and will run on the latest versions of all devices.
The application will have the features of maps and the houses or apartments that are available to the students for rent. They can also find the people they are suitable to match for roommates through the application. This will be done through the profiling that will be initially done during the registration of the application by the target customers and algorithms will be used to match the compatible roommates. There will also be features for the students to filter and set different criteria for housing and flatmates to ensure better compatibility.
The application will be very easy to use as it is for the students and they do not have to go through much hassle for using the application. Initially, the students have to download the application from the respective application stores and then they have to log in using their Google account (Prasad, 2010). During the sign-up process, they have to answer a set of questions to know about the demography and personal features to ensure that they get the most compatible roommates to live together in the apartment. Then after the registration process, the students have to select the university and then automatically the application with filter out the areas near the university and show them the best apartments or places to reside. After selecting the apartment that they like they can search for roommates if they want through the filtering process of profiling as well, which will show them the other students who were also interested in the apartment and also show a good rate of compatibility with them. The questions that will be used to evaluate the mentality of the students and their compatibility will be developed by the algorithm produced by the developers of the website. The answer to the questions during the registration process will have numbers assigned to them and the ones with compatible personalities will be selected for choosing to be roommates.
The other aspect of the operation that Studentestate has to ensure is the establishment of understanding with the rental houses that they would rent to the students. Studentestate has to ensure that the apartments and houses that the students are likely to choose are the ones available in the application. A Memorandum of Understanding will be established between the owners of the houses and Studentestate so that the business can thrive for both parties. Studentestate will be beneficial for the owners of the houses as they will get the apartments rented very easily and also they do not have to pick up the hassle of finding different roommates for all people to fill up the seats of the house. They will also get the rent in time and other benefits like service charges and insurance to cover any kind of damages to the property of the apartments from Studentestate. All these benefits would be lucrative for the owners to comply with Studentestate and form a Memorandum of Understanding to conduct business together and be profitable at the same time. As the business is mainly to help the students and is student-oriented, the range of profit for the business will be of low margin.
[bookmark: _Toc121620533]Distribution and Service Area
The distribution of the service will be online and based on a mobile application and the website of company. The mobile application will be available on both android and iPhone (Prasad, 2010). The application will be downloadable from the Play Store and the Apple store for the respective type of users. The service areas that are being selected in the initial stage of the business Studentestate are London, Manchester, Bristol, Birmingham, Liverpool, Bristol, Bedfordshire etc. These areas will be the initial target market for the company as the number of universities in this area is quite large and the number of students is also high. So this will be the right area for the company to start services and provide the students with better living options. The company will create a Memorandum of Understanding with the owners of the apartments and these areas will be the first to cover by the business. Starting small will help the business to understand the market much better and take appropriate strategic decisions regarding Studentestate. The distribution of the service also ensures that Studentestate can be applicable to students only and will use verification to ensure that only students are opening up the application and profiles. The coverage area of the service will expand in time as the number of users of the application increase and marketing is done to reach more customers (Prasad, 2010). Students will be able to find suitable houses in those areas near the universities and it will ensure that the students in the coverage areas have better living conditions than those that are not yet covered and it will be the unique selling proposition of the company.
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[bookmark: _Toc121620534]Market Analysis and Marketing Plan
[bookmark: _Toc121620535]Market Analysis
Market analysis is very essential for starting any business and for Studentestate it is particularly essential to understand the target market and their needs along with the number of students that Studentestate will be able to help with the application. Every year a huge amount of students come to the United Kingdom from different countries and also students from different regions change their universities to come to a different region and pursue their higher studies. The number of dorms available at the universities is not enough to fulfil the market need and so the students have to reside in outside apartments with a huge amount of rent which is burdensome for most. According to the graph that has been mentioned here it can be observed that the number of students at universities in the United Kingdom is over 2.75 million and it has been growing ever since (Clark, 2022). As the students want to experience a hassle-free service for getting apartments and also the students who come from abroad are not familiar with the surroundings, they particularly find it difficult to find the right apartments with the right kind of rent and so, there is a huge market demand for this kind of service which Studentestate will be able to mitigate.

[image: ]
Figure: Number of university students in the UK over the years (Clark, 2022)
[bookmark: _Toc121620536]Trends of Market
It can be observed that the trends of the market at present are mostly technology based and there are technological services for almost all types of business. The service provided by Studentestate is quite similar to Airbnb but the target market and the process of giving the service are quite different as Airbnb is mostly for temporary residents while the service of Studentestate will be for permanent residents where the services will be at a cheap rate (He, 2020).
Another trend that can be observed in the market is the building of community and solving problems based on the community. For Studentestate it is essential to establish a student forum and community by the profiling factor of the application so that they can be trendy and listen to the needs of the students.
[bookmark: _Toc121620537]Marketing Plan (4P)
Product/Service: The programme offers students shared apartments and flats where they may live with people who are eligible to share the building or apartment and helps to lessen the financial strain of housing rent for students while also providing them with a suitable living place. However, this is not always the case because people from various origins and cultures may find it difficult to locate acceptable flatmates and arrange to move together (McDonald and Wilson, 2016). Since there are so many international students in the UK, this issue is extremely obvious. The solution is to create a platform called Studentestate that would assist students in making ends meet.
Price: The pricing of the service is to be value-based so that the students can maintain it and the renting of the apartments also have to be cheap, as they are students who have a limited source of income (McDonald and Wilson, 2016). The application will mostly run on the freemium type of revenue model where the normal services will be available for free for the students and the premium services will be available for a very small amount of service feed that the students have to pay every month. The pricing will be set according to the level of apartments and categories of living places. There will be categories of A, B, C and D; and each of the categories will have a different price point for the students depending on their income and the amount of money they want to spend for their living.
Place: The service will be distributed online and based on a mobile application and the business website (McDonald and Wilson, 2016). Both Android and iPhone users will have access to the mobile application. In the early stages of the business of Studentestate, service regions being chosen for are London, Manchester, Bristol, Birmingham, Liverpool, Bristol, Bedfordshire etc. As there are many institutions and a sizable number of students in these places, these will be the company's initial target markets.
Promotion: The promotional activities of the application will be very essential to reach the target customers and some of the major online activities will be limited for the promotion of the application including social media marketing and word of the mouth marketing along the students which would be very helpful to reach our high amount of customers and increase the rate of sales (McDonald and Wilson, 2016). At present times online marketing is the best way to reach the target demographic and it will also be the same for Studentestate.
[bookmark: _Toc121620538]Target Market
The target market for Studentestate would mainly be the students who are at universities and want to look for a place to live at a cheap rate due to the increasing number of rent and limited student-friendly houses which has overall increased the apartment cost. The increasing housing cost in the United Kingdom has baffled university students as it is very tough for them to maintain the increasing price of apartments and so sharing the apartment and also finding a suitable match for flatmates or roommates would be the best approach for them. So the target market would initially be the overall students at the universities and the focus of the target market would be the foreign students coming from various countries to the United Kingdom as they are the ones who are unfamiliar with the culture and do not know about the renting of apartments and leaving them (McDonald and Wilson, 2016).
[bookmark: _Toc121620539]Customer Profile
The customer profiling will be done to understand the customer who would be willing to use the services of Studentestate and the customer profile for the company is mentioned below:
· Allen Karim is a student at one of the reputed universities in the United Kingdom
· She is from turkey
· She is a part-time worker and has to bear her own expenses
· She did not get a dorm room at the university
· She is looking for an apartment which is near to the university but also cheap in rent
· She is also unable to find the right roommate or flatmate to live with due to her different culture
[bookmark: _Toc121620540]PESTLE Analysis
Political: In the UK, the political environment is favourable for business. There are no special restrictions on online real estate because it is not environmentally hazardous (Berry, 2017). Studentestate is primarily concerned with rental activities, and the ideal market for the company is a nation with relatively stable political and commercial ties to other nations and a huge number of foreign students.
Economic: Business organisations are greatly impacted by economic issues. Corporate investment, employment, and price decisions are influenced by a variety of variables, including the general state of the economy, interest rates, economic cycle stage, and balance of payments (Berry, 2017). The UK's economy is now expanding quickly, and there are a lot of young people with jobs or students looking for places to live at a good rate. The firm will gain from each of these factors.
Social: The social aspect of the United Kingdom is quite familiar for the students as the increasing amount of residence fees and rent is not very suitable for the students and especially the ones who are coming from abroad for higher education. As the students are of different cultures, they have to be socially acceptable and finding the right community to leave would help them in this case.
Technological: The technological aspect is one of the major concerns of the business as the whole business is based on an application which would match the profile of the students to find suitable flatmates for them to share their apartments and the use of technology for Studentestate will also be observed in the marketing activities of the company. The latest technology of algorithms and analytics by Google will be utilised by the company (Berry, 2017).
Legal: The proposal does not include any criminal conduct; Studentestate will be a legitimate business with a registered name. The business is not breaking any consumer rights legislation. Studentestate will also provide residents with employment chances. 
Environmental: The environmental effect of Studentestate is limited as it is an online company and the carbon footprint for online activities is very low compared to other steps. Studentestate is also in compliance with the ESG activities and the Environmental Regulation Act of the legislature to ensure that the company does not face illegal charges in the United Kingdom.
[bookmark: _Toc121620541]SWOT Analysis
Strengths: The strength of Studentestate is that it is quite innovative and although similar companies are existing in the market that provides the services, the market that Studentestate is currently targeting is not being addressed by the other companies and it is a very crucial one. The rolling out of the application and website at the same time along with the proper marketing is also another strength of the company that can be utilised to get a huge market in a short amount of time (Decision Aid Publishing, 2019).
Weakness: Company might be inexperienced in conducting business at the national level and also maintaining all the communication channels and other aspects of the business at the same time. Studentestate will require experienced people in different positions to ensure that all the operations of the business are conducted properly.
Opportunities: There are many possibilities of opportunity for Studentestate as the company is just only starting and there is an opportunity for the company to expand its regional and reach further universities across the United Kingdom and others surrounding nations. There is also scope for the business to expand in the international and global business and compete in other countries to give the students their desired living place (Decision Aid Publishing, 2019).
Threats: The threats to Studentestate would mainly include the inclusion of other types of competitors and not being able to fully understand the market yet. The company can conduct on a trial basis business on a particular area near the university to understand how the people would respond and what are the lackings of the business idea and also conduct further development to the plan (Decision Aid Publishing, 2019).
[bookmark: _Toc121620542]Porter’s 5 Forces Analysis
Porter’s 5 Forces Analysis will help Studentestate to analyse the competitors present in the market and also devise suitable tactics. 
The rivalry between competitors: The rivalry between computers is currently not very high as the company is just starting and no competitor is a direct company (Perera, 2020). So, in this case, the rivalry between the competitors can be termed as low though there are chances of arrival in the future if the companies already operating in this type of business includes student service as well.
Supplier bargaining power: The supplier bargaining power in this case rest upon the owners of the apartments and the buildings and in this case they have a medium bargaining power as both the company and the owners of the apartments are getting benefited from the business idea.
Customer bargaining power: The customer bargaining power, in this case, is low as the rents are already very cheap in the application and as the amount of rent is always increasing the bargaining power is quite low.
The threat of new entrants: The threat of new entrants is also at a medium stage as the placement of the product is very niche and entering such a market requires a lot of time and planning along with a lot of investment (Perera, 2020). The return on investment, in this case, is also long-term and so the threat of new entrants is medium.
The threat of substitute products: The threat of substitute products or services is also low as the substitute services require a lot more amount of money than the rent that is provided by Studentestate. So the threat of substitute service, in this case, can also be termed as low.


[bookmark: _Toc121620543]Technology Plan
The use of technology for Studentestate is particularly very important as it is an online-based company and without having good technological advancement the company cannot thrive in the market. The technological plan for Studentestate will be in two steps. The first step is the establishment of the website and the application and rolling them out on different platforms compatible with the students (Rose, 2020). It will mainly include the Android platform and the Apple ecosystem. The technological aspect will also include preparing a gateway for the payments to occur through the application so that the fees and other charges can be gathered from the customers and also paying the payments to the owners of the apartments. The payment gateway will use SSL so that the process is secured and all the different kinds of payment options would be available so that the ones which are most easily available to the students can be utilised by them to make the payments. It will make the process hassle-free for them and also ensure that the owners of the apartments are getting paid at the right time. The next phase of the development of the technology in Studentestate would be the use of analytics to find the right matches using the profiling of the customers and it will use the analytics provided by different third-party companies like Google and other IBM software to initiate the search process coming up with a matching profile (Rose, 2020). There will also be a database for the students' information that will be stored to keep the list of the clients and the list of owners of the apartments and also their information to ensure the safety of both parties in the application. The database will be secured to ensure that there is no breach of information about the different parties (Rose, 2020).
[bookmark: _Toc121620544]Management and Organisation of Business
[bookmark: _Toc121620545]Organisation Structure
The management of Studentestate is very important to ensure that it is successful in the market, in this case, the management structure will be flat management and the organisational structure will have less bureaucracy so that the organisation runs very smoothly and the decision-making processes are also very fast. The management will consist of the partners and they will be responsible for taking the decisions and then there will be the managers who would manage the company from the back end (Cunneen, 2008). As it is an online-based company the number of people required for the organisation is quite low and it will also ensure that the expense of wages and salaries are low for the company. The scaling up is the best process for getting the right amount of revenue to solve all the demands and operational costs of the company in the case of Studentestate.
[bookmark: _Toc121620546]Human Resources
The human resource management of the company Studentestate will also be very essential as motivated employees will help Studentestate to grow and scale up in the business both internationally and internationally arena. Human resource management will be an important part of the organisation and one of the functional divisions (Cunneen, 2008). If the employees are motivated enough they will work for the development of the company and it will help the business to scale up in value and reach more customers like the students of different universities. Various incentives will be offered to the employees so that they have some motivation to work on and make the company successful. The incentives will include both monetary and non-monetary aspects and they will be influential in increasing the effectiveness and efficiency of the employees in the organisation and also decrease the turnover rate (Cunneen, 2008). So, the human research management of the company will be managed properly.
[bookmark: _Toc121620547]Social Responsibility and Sustainability
Social responsibility and sustainability are a very essential aspects of conducting any business in the present times as social responsibility consists of the different factors that the company has to maintain to ensure that it does not harm society in any way while conducting its business (Leal Filho, 2019). The business of Studentestate is very essential for the students and it would be helpful for the community of the students and the foreign people that come to live for study purposes in the United Kingdom. They sometimes lack the help that they require to be part of the community and also according to Maslow’s hierarchy of needs the belongingness aspect of the hierarchy would be missing in them but after being acquainted with the application of Studentestate they can have a community where the people of different countries and different cultures coming to the United Kingdom for studies can communicate with each other and through a community can build up a strong bond between themselves. This could help them to identify their fellow countrymen and also be free from the feeling of loneliness.
The aspect of sustainability is also observed as the UK is very strict about environmental laws and the company would be ESG focused which means that it will comply with the activities of the environment to keep the green and healthy (Leal Filho, 2019). The carbon footprint of Studentestate will also be very low as it is an online company and the office space of Studentestate will also be environment friendly and minimize the use of carbon and emission of greenhouse gas. These activities will ensure that the carbon emission of the company are at the minimum and it is known as a green company to the target customers (Leal Filho, 2019). It will create a positive brand image for the company as well.
[bookmark: _Toc121620548]Business Development
[bookmark: _Toc121620549]Business Expansion
Every business has to ensure growth and be active to survive in the competitive market of the present business industry (Kennedy, 2015). Business development is the only way to do so and in the case of business development for Studentestate, it will be done by creating a memorandum of understanding with the different owners of the apartments and increasing the number of houses available in the application for the students to rent and leave. Another way of business development would be to decrease the operational cost of the business as time passed to ensure that the expenses decrease and the margin of profit for Studentestate is increased day by day with the increasing number of students as the customer base.
Business expansion is another essential respect for Studentestate and the business expansion will be done to the increasing amount of regions available in the application as it will help the business to expand in the areas where the university cannot provide the students with living facilities and there are not adequate dorms to fulfil the needs of the students. The expansion plan would also include the application of working in other countries to perform the activities through franchising so that the brand value of the company can be utilised (Kennedy, 2015).
[bookmark: _Toc121620550]Business Milestones
Business milestones are very essential as it helps the company to identify the different activities that the business will perform and fulfil them within the time limit fixed for them (Kennedy, 2015). The business milestones that will be maintained for Studentestate to be successful in the market are mentioned below:
· Prepare the application and the website by third-party developers
· Perform suitable marketing activities to let people know about the project
· Launch the program on a trial basis 
· Understand how the students respond
· Change the features that need to be changed
· Launch the application with a mass marketing campaign 
· Start the operations of the business
· Monitor the progress of the business
[bookmark: _Toc121620551]Exit Plan
The exit plan of the business Studentestate would be to sell the company to a bigger venture or investor so that the company can scale up and be maintained by the larger business proportion (Kennedy, 2015). The selling of the company might include selling the partnerships of each of the founder members so that the company is under a single control or entity or larger supervision with a greater business in mind for the company. Companies like Airbnb can make Studentestate a part of it through acquisition and then operate through its activities as well which can be one of the major and most visible exit strategies for the business to make it sustainable in the long run.
[bookmark: _Toc121620552]Financial Plan
Financing is a very important aspect of any business and in the case of Studentestate, the finance in sources are very essential as there will be two kinds of financing in the case of Studentestate and the initial stage would be the personal financing of the partners of the founders of the business and the debt will be taken from the bank as a loan with an interest rate. This amount of money will be the sunk cost of the business as this will be expended very easily due to the starting of the business and the various expenses of operations (Russell and Dumbrell, 2001).
[bookmark: _Toc121620553]Financial Sources
	Studentestate

	Funding

	 
	PARTICULARS
	AMOUNT(£)
	PERCENTAGE
	SOURCE
	 
	 

	 
	EQUITY FINANCING
	50000
	50%
	PERSONAL FUNDING
	 
	 

	 
	DEBT FINANCING
	50000
	50%
	BANK LOAN
	 
	 

	 
	 
	100000
	 
	 
	 
	 

	 
	 
	 
	 
	 
	INTEREST RATE
	7%



Table: Sourcing funds for Studentestate


[bookmark: _Toc110965376][bookmark: _Toc121620554]Total Initial Cost 
	Studentestate

	 
	
	
	 

	 No
	ITEM
	 AMOUNT(£) 
	 

	 1
	Initial Rent
	30000
	 

	 2
	Application development
	20000
	 

	 3
	Marketing
	15000
	 

	 4
	Business Licensing And Permits
	3000
	 

	 5
	Renovating office
	4000
	 

	 6
	Insurance And Safety Deposit
	5000
	 

	 7
	Signage And Advertising
	10000
	 

	 8
	Miscellaneous
	3000
	 

	9
	Operations and maintenance
	10000
	

	 
	Total
	£ 100000
	 


Table: Total initial cost calculation
[bookmark: _Toc121620555]Financial Projections
The estimated financial table mentioned for the company shows that it will have some kind of initial issues regarding the business as reaching the right amount of customers would be quite hard at the initial stage but in the long run, it is profitable. It is expected that the business will be profitable after the struggle of the first year and then there will be considerable growth in the business.
Balance Sheet
	Assets
	
	
	

	Non-Current Assets
	
	
	

	Property, Plant and Equipment
	
	
	

	Application
	       20,000 
	
	

	Less: Accumulated Depreciation
	             500 
	      19,500 
	

	Machines
	         5,000 
	
	

	Less: Accumulated Depreciation
	             500 
	         4,500 
	

	Computers/Software
	         2,000 
	
	

	Less: Accumulated Depreciation
	             500 
	         1,500 
	

	Materials
	       25,000 
	
	

	Less: Accumulated Depreciation
	             500 
	      24,500 
	

	Telephone/telecommunications
	         1,000 
	
	

	Less: Accumulated Depreciation
	                -   
	         1,000 
	

	Total Non-current assets
	
	
	         51,000 

	Current Asset
	
	
	

	Deposits
	
	      20,000 
	

	Inventories
	
	      19,000 
	

	Cash and cash equivalent
	
	      10,000 
	

	Total Current Assets
	
	
	         49,000 

	TOTAL ASSETS
	
	
	      100,000 

	Liabilities
	
	
	

	Total Liabilities
	
	
	                  -   

	Net Asset
	
	
	      100,000 

	Equity
	
	
	

	Owner's Equity
	
	
	      100,000 



Table: Balance sheet of Studentestate
Income Statement
	Studentestate
	1st Quarter
	2nd Quarter
	3rd Quarter
	4th Quarter
	Total

	For Year: 2022
	
	
	
	
	

	Revenue
	
	
	
	
	

	Commission
	              2,990 
	                3,400 
	               4,080 
	              4,488 
	         14,958 

	Margin Loan
	
	                       -   
	                      -   
	                     -   
	                   -   

	Total Revenue
	              2,990 
	                3,400 
	               4,080 
	              4,488 
	         10,000 

	Expenses
	
	
	
	
	                   -   

	Salaries and wages
	              4,200 
	                5,040 
	               5,544 
	              6,098 
	         20,882 

	Employee benefits
	                  500 
	                    504 
	                   554 
	                  610 
	            2,168 

	Payroll taxes
	                  200 
	                    252 
	                   277 
	                  305 
	            1,034 

	Licenses/permits
	                  300 
	
	
	
	               300 

	Trade or professional memberships
	                  300 
	
	
	
	               300 

	Attorneys
	                  600 
	                    100 
	                   100 
	                  100 
	               900 

	Accountants
	                  600 
	                    600 
	                   600 
	                  600 
	            2,400 

	Marketing and advertising
	              2,500 
	                    550 
	                   750 
	                  813 
	            4,613 

	Technical consultants
	                  200 
	                    200 
	
	
	               400 

	Equipment rental
	                  200 
	                    200 
	                   200 
	                  200 
	               800 

	Maintenance
	                  300 
	                    200 
	                   150 
	                  200 
	               850 

	Depreciation
	                  100 
	                    100 
	                   100 
	                  100 
	               400 

	Insurance
	                  250 
	                    250 
	                   250 
	                  250 
	            1,000 

	Office Supplies
	                  200 
	                    200 
	                   200 
	                  200 
	               800 

	Stationery—business cards
	                  100 
	                    100 
	                   100 
	                  100 
	

	Total expenses
	            10,550 
	                8,296 
	               8,826 
	              9,576 
	         36,847 

	Net income before taxes
	              1,000 
	                3,000 
	             10,000 
	            12,000 
	         26,000 

	Provision for taxes on income
	                  250 
	                    750 
	               2,500 
	              3,000 
	            6,500 

	Net profit
	          750 
	        2,250 
	       7,500 
	      9,000 
	  19,500 


Table: Income statement of Studentestate
Cash Flow Statement
	
	1st Quarter
	2nd Quarter
	3rd Quarter
	4th Quarter
	Total

	Cash flow from operations
	
	
	
	
	

	Net profit
	                750 
	              1,500 
	             2,500 
	             2,800 
	           7,550 

	Less: Depreciation
	                370 
	                 370 
	                370 
	                370 
	           1,480 

	Increase in inventories
	
	                 600 
	                600 
	                600 
	           1,800 

	Increase in deposits
	            1,000 
	
	
	
	           1,000 

	Net cash flow from operations
	            2,120 
	              2,470 
	             3,470 
	             3,770 
	         11,830 

	
	
	
	
	
	

	Cash flow from investments
	
	
	
	
	

	Purchase of 
	
	
	
	
	

	Furniture
	            1,000 
	-            1,200 
	-           1,440 
	
	-         1,640 

	Network Server
	            5,000 
	-            1,240 
	
	
	           3,760 

	Computers/Software
	            2,000 
	-                900 
	-               300 
	
	               800 

	Online Payment Gateway
	
	-            1,200 
	
	
	-         1,200 

	Telephone/telecommunications
	                150 
	                 150 
	                150 
	                150 
	               600 

	Net Cash flow from investments
	            8,150 
	-            4,390 
	-           1,590 
	                150 
	           2,320 

	
	
	
	
	
	

	Cash flow from financing
	
	
	
	
	

	Equity Receive
	          50,000 
	
	
	
	         50,000 

	Cash flow from financing
	          50,000 
	
	
	
	         50,000 

	
	
	
	
	
	

	Net Cash flow
	          60,270 
	-            1,920 
	             1,880 
	             3,920 
	         64,150 

	Opening Cash balance
	                   -   
	           60,270 
	          58,350 
	          60,230 
	                  -   

	Ending Cash balance
	          60,270 
	           58,350 
	          60,230 
	          64,150 
	         64,150 


Table: Cash flow statement of Studentestate
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Tagline for Studentestate will be “Make yourself at home”.

* Mission for Studentestate will be “Make the living of
students friendly”.
* Vision for Studentestate will be “Develop the overall
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