[image: Text

Description automatically generated]

Managing Enterprise in the 21st Century
Enterprise and Entrepreneurship (LCLM4006_LON)


Business Plan
[image: ]

Name of company: 
Yana Label



Lecturer: Dr Charles A.C. Oham
Student: Yana Drimko
Student ID: 2417452



Submission Date: 23.11.2025
Table of Contents

Executive Summary	3
Business Concept	3
Business Description	3
Product Description	3
Business Objectives (SMART Objectives)	4
Short-Term Objectives (less than a year)	4
Long-Term Objectives (less than a year)	4
Market Analysis and Marketing Plan	4
Market Analysis (Competitors, Customers, Target Groups)	4
PESTEL Analysis	5
SWOT Analysis	6
Marketing Mix (4Ps)	7
Management Team	8
Management Team and Their Background	8
Organisational Chart	8
Key Milestones	8
Financial Plan (One Year)	9
Sources of Finance	9
Cash Flow Forecast	9
Sales Forecast	10
Cost of Production Forecast	10
Break Even Analysis	11
Operations and Management Plan	12
Production of Good and Service	12
Technology Plan	12
Human Resource Plan	12
Expansion Plan	13
Reference List	14
Appendices:	16

[bookmark: _Toc120719591]


Executive Summary

This business plan presents the creation and sale of an online personal style course for Ukrainian-speaking women. The course combines wardrobe, colour, and body type knowledge with psychology to help women understand themselves, build confidence, and express their individuality.
In this work, we will plan the course development, marketing, and financial strategy, as well as outline short- and long-term business objectives to ensure a clear and structured approach.
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My business focuses on creating and selling online courses in personal style for women. The business is based on my professional experience as a stylist and image consultant. The main goal is to help women develop their personal style through clothing, confidence, and better self-understanding, while actively improving their personal growth and life satisfaction.
The business operates fully online and offers digital education products such as courses, workshops, single lessons, and future personalised consultations. The target audience is Ukrainian-speaking women. The company will be registered in the United Kingdom for legal and financial purposes. The course content is based on style theory, colour analysis, wardrobe strategy, and elements of psychology to support self-awareness, personal development, and life improvement through style. A key value of this course is to help women feel happier, more confident, and empowered in their everyday lives by expressing themselves through clothing.

[bookmark: _Toc120719594]Product Description 

The main product of the business is an online course focused on building personal style. The course includes video lessons, practical exercises, downloadable materials, and reflection tasks that help students understand themselves and their clothing choices better. The course teaches the foundations of style such as body shape, colour analysis, wardrobe structure, outfit building, accessorising, and understanding trends. It also integrates elements of psychology to improve self-awareness, confidence, and personal expression through clothing.
The product will be available in different formats and price levels, including a beginner mini-course and a full advanced program. All content is recorded professionally with high-quality video, lighting, clear structure, and visual examples. The goal is to create a simple, engaging, and useful learning experience that helps women apply the knowledge in real life.
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1. Create a website with all necessary course information, author profile, pricing, and integrated payment system, so customers can buy the course in a few clicks 
(within 3 months from the start of preparation)

2. Record, edit, and launch the first mini course online 
(within 4 months from the start of preparation)

3. Run 5 different advertising campaigns using various strategies and select the 2 most effective for future targeting
(within 5 months from the start of preparation)

4. Achieve the first 100 course sales and collect student feedback
(within 6 months from the start of preparation)

[bookmark: _Toc120719597]Long-Term Objectives (More than a year)

1. Launch the full, extended version of the online course (advanced, higher-priced) shortly after the mini-course, and achieve at least 200 sales of the full course 
(within 12–18 months from the start of preparation)

2. Create and launch the English-language version of the course to reach an international audience, and achieve at least 100 registrations for the English version (within 24 months from the start of preparation)
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(Competitors, Customers, Target Groups)

Main competitors in Ukraine are Modeisme and Pump Your Style. Modeisme - led by Margarita Muradova, is a well-known brand offering courses from basic personal style to professional stylist training. Pump Your Style - founded by Olha Kolesnyk, focuses on practical wardrobe building and personal style.
Competitor’s strengths: 
strong brands, experienced instructors, structured programs.

Competitor’s weaknesses: 
high prices, less personalized attention, limited integration of psychology.


Course opportunity:
My course combines style with psychology and self-awareness, starts with an affordable mini-course, and offers interactive, personalized online learning.

The target audience for my course is Ukrainian-speaking women and girls aged 13 to 90, living in Ukraine or anywhere in the world. They are interested in personal style, self-expression, confidence, and personal development. Most are willing to invest in online education that helps them improve their wardrobe, understand their colours, body type, and style preferences, and gain practical skills for self-presentation.
My customers prefer online learning, using social media platforms like Instagram and YouTube, as well as online course platforms to study lessons in more depth. They seek inspiration, guidance, and support in developing their style. They value interactive lessons, clear guidance, that can be applied immediately.

[bookmark: _Toc120719600]PESTEL Analysis 

Political & Legal Factors
Ukraine remains in an unstable geopolitical environment due to the ongoing war, which continues to influence digital behaviour and increases the demand for remote education and online income. According to the UK Government official guidance for small businesses, as a registered Self-Employed individual, I will be required to pay Income Tax and Class 2 and Class 4 National Insurance Contributions (NICs) after reaching the UK earning thresholds (HMRC, Government UK, 2025). Income Tax is 0% on the first £12,570, then 20% on £12,571–£50,270. Class 2 NICs apply after earning £6,725 per year, and Class 4 NICs apply after £12,570 (HMRC, 2025). (Full source: gov.uk / HMRC Tax Rates and Allowances 2025)


Economic Factors
Due to inflation and economic instability caused by the war, many Ukrainians are shifting their spending toward education that supports career development and financial independence. According to Statista, the Ukrainian e-learning market continues to grow annually, and demand for personal development and creative skills remains high (Statista E-learning Market Outlook, 2025). This economic trend supports the feasibility of launching an online style course positioned as self-development and identity-building education.

Social Factors
There are 31.5 million internet users in Ukraine, representing 82.4% penetration (DataReportal, Digital 2025 Ukraine). Social media consumption remains extremely high, and Instagram plays a significant cultural role in identity, lifestyle, education, and self-expression. According to NapoleonCat (2025), there are 12,606,700 Instagram users in Ukraine, and 63.4% are women, which aligns directly with my target audience. Research by DisinfoDigest (2025) confirms that young Ukrainian women actively use Instagram for inspiration, self-expression, and personal development — which validates the market demand for a style development course. The target audience for an online course is large and active. Despite the difficult situation in Ukraine, which is in a state of war, since 2022, demographic shifts have created a new global audience — millions of Ukrainian women now living abroad, many of whom have stable income. Research confirms that around 69% are already employed, often earning salaries based on European standards, which increases their ability and willingness to pay for self-development and education.
Combined with the continued growth of the e-learning industry, these factors demonstrate a strong market opportunity and high likelihood of successful enrolment and scaling. Furthermore, employment rates among Ukrainians abroad are estimated around 64-70% in 2024 (VoxUkraine), and women comprised roughly 70% of adult arrivals in the UK (Migration Observatory). These indicators support both reach and purchasing power of the audience.

Technological Factors
High access to digital devices and online tools supports scalable learning models. Ukraine has one of the highest adoption rates of mobile internet in Eastern Europe, and most users consume educational content through Instagram, YouTube, TikTok, and online learning platforms (DataReportal, 2025). This technological environment supports my course format (short-form content → long-form structured education).

Environmental Factors
This business model does not require physical materials, transport logistics, or product storage. The online-only format reduces environmental impact and aligns with the global shift toward sustainable digital education. No environmental restrictions affect the launch.

Ethical & Cultural Factors
Due to war-related displacement, millions of Ukrainian women are rebuilding identity, confidence, and routines. Courses focused on self-expression, identity, personal growth, and emotional confidence have become highly relevant. The rising psychological importance of image, self-presentation, and belonging supports demand for styling education as a form of emotional empowerment rather than fashion-only entertainment (DataReportal + Social Insights, 2025).

[bookmark: _Toc120719601]SWOT Analysis

Strengths
· Expertise in personal styling and image psychology, providing depth beyond basic fashion content.
· Ukrainian-language niche availability, targeting a growing global Ukrainian-speaking segment.
· Authentic personal brand approach that builds trust and emotional connection with the audience.

Weaknesses → Strategies
· New brand in the market → compensated by strong content strategy, targeted marketing, and early audience engagement.
· Limited initial resources → managed through scalable online tools, automation, and phased product rollout.
· Narrow market perception → expanded through complementary modules (confidence, colour analysis, self-expression).


Opportunities
· Growing demand for online education and digital skill-based self-development programs worldwide.
· Increasing interest in personal style, identity expression, capsule wardrobes, and sustainable fashion.
· Expansion options: certifications, live workshops, upsells, membership community, and collaborations.

Threats
· High competition in the online fashion education sector.
· Economic fluctuations that may affect consumer spending on non-essential education.
· Rapidly changing trends and platforms requiring continuous adaptation.

[bookmark: _Toc120719602]Marketing Mix (4Ps)

Product
 • Online personal style course for Ukrainian-speaking women.
 • Includes lessons on wardrobe, colour analysis, personal psychology, body types, and self-expression.
 • Offers mini course first, then expanded course, workshops, and consultations.

Price
 • Mini course: affordable entry price to attract audience.
 • Expanded course: higher price after mini course for interested students.

Place
 • Online delivery via course platform, social media (Instagram, YouTube).
 • Accessible worldwide for Ukrainian-speaking audience.

Promotion
 • Instagram content (posts, reels, stories) and targeted ads.
 • Collaborations with influencers and micro-influencers.
 • Occasional cheap mini lessons to attract interest.
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• Founder & Lead Stylist (You) – expert in personal styling and image consulting; responsible for course content, teaching, and consultations.
 • Video Editor / Content Assistant – freelance or contract role for editing video lessons, adding subtitles, and formatting content.
 • Marketing & Ads Specialist – part-time or freelance, responsible for targeted ads, social media campaigns, and audience growth.
 • Administrator / Customer Support – handles technical issues, student communication, and platform management.
 • Accountant / Financial Consultant – manages tax reporting, finances, and advises on Self-Employed requirements.
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1. Website Launch - create a website with full course information, pricing, and integrated payment platform.
(within 2 months from start of preparation)

 2. Mini-Course Launch - record and edit videos, upload mini course online, and start sales.
 (within 3–4 months from start of preparation)

 3. Advertising Campaigns - launch 5 different marketing campaigns on Instagram, YouTube, and course platforms; select 2 most effective strategies for ongoing promotion.
 (within 4–5 month)


 4. Sales Target (Mini-Course) - achieve 100 sales of the mini-course and collect feedback.
 (within 6 months)

 5. Expanded Course Launch - release full, expanded version of the course for those who completed mini-course. Sales Target: 200 full-course sales.
(12–18 months from start of preparation)
 6. English Version Launch - launch English-language version of the course for international audience.
(18–24 months)

[bookmark: _Toc120719607]Financial Plan (One Year)
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• Founder’s Personal Savings – initial investment to cover website creation, video recording, and editing.
 • Freelance / Part-Time Support – small budget allocated. Additional support roles and marketing can be scaled as revenue grows.
 • Platform Fees / Pre-Sales – optional pre-sale of mini-course to help finance full course production. 

[bookmark: _Toc120719609]Cash Flow Forecast  

The cash flow forecast shows how money will move in and out of the business during the first 12 months. It includes expected income from the sale of the low-ticket course (£10-15) and the premium course (£150-200), as well as all planned monthly expenses such as advertising, platform fees, accounting services, and owner’s drawings.
The forecast helps to understand if the business has enough cash to operate each month and to identify the point at which the business becomes financially stable. Because most production work is done by me, the expenses remain low and predictable. The cash flow shows that with consistent sales growth, the project can maintain a positive balance and support further development of the course.
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The sales forecast is based on a conservative entry strategy. The first 3 months are dedicated to product development and audience warming. The 'Mini-Course' (£15) launches in Month 4 with an initial target of 20 sales, scaling to 100 sales by Month 6 through active Instagram marketing. The full 'Advanced Course' (£200) is scheduled for release in Month 12, leveraging the customer base built by the Mini-Course.
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[bookmark: _Toc120719611]Cost of Production Forecast

As a digital product business, Yana Label operates with minimal variable costs per unit. There are no physical manufacturing, storage, or shipping costs. The primary 'Cost of Sales' consists of payment processing fees (Stripe/PayPal) and platform transaction fees, estimated at approximately 5% of the retail price. The bulk of production costs (video recording, editing) are treated as initial setup investments or fixed monthly operational expenses.
Payment Processing Fees: 3.5%
Platform Transaction Fees: 1.5%
Total Variable Cost: 5% (approx. £0.75 per Mini-Course sale)
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The Break-Even Analysis indicates that the business has low fixed monthly overheads (~£650), primarily driven by marketing and freelance support. With the Mini-Course priced at £15 and a contribution margin of £14.25, the business needs to sell approximately 46 units per month to cover all operating costs. This target is projected to be met and exceeded by Month 5-6.
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1. Scenario A: Mini-Course Only (£15 retail price) Based on a contribution margin of £14.25 (after deducting variable transaction fees) and monthly fixed costs of £650:
BEP = Fixed Costs (£650) / Contribution Margin (£14.25) = 45.6
Result: 46 sales per month. Analysis: The business needs to acquire 46 customers for the low-cost product monthly to cover all operating expenses. This is highly realistic, considering the projected sales target is 100 units per month by Month 6.
2. Scenario B: Advanced Course Only (£200 retail price) Based on a contribution margin of £190.00 (after deducting variable transaction fees):
BEP = Fixed Costs (£650) / Contribution Margin (£190.00) = 3.42
Result: 4 sales per month. Analysis: Once the advanced course is launched, only 4 sales per month are required to cover the entire business's fixed monthly costs. This demonstrates a high margin of safety and significant profit potential in the long term.
[bookmark: _Toc120719613]Operations and Management Plan
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• Course Content – All materials created by the founder, covering personal style, wardrobe, colour theory, body types, and self-awareness psychology.
 • Video Production – Professional recording, lighting, sound, editing, and subtitles for polished lessons.
 • Course Delivery – Fully online via website and learning platforms, structured for sequential learning.
 • Quality Control – Lessons reviewed before publishing; feedback from students used for improvements.
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• Recording Equipment – Professional camera (Sony A7R IV), lenses Sony (24mm f/1.4 GM, 50mm f/1.8, 85mm f/1.8), tripod, softbox lighting, wireless microphone (Godox Virso S M2) for high-quality video, hard driver SanDisk 2 Tb, Mac Book Pro 13A (M12020), Gimbal Zhiyun Weebill 3.
 • Editing Software – DaVinci Resolve for video editing, adding subtitles, and post-production.
 • Course Delivery Platforms – Website with integrated payment system, plus optional platforms for hosting online courses (Teachable, Thinkific).
 • Communication & Marketing Tools – Instagram, YouTube, email newsletters, and other social media for promotion and student engagement.
 • Backup & Storage – Cloud storage (Google Drive) for video files, course materials, and student resources and hard driver SanDisk 2 Tb

Summary: All equipment and software are selected to produce a professional, smooth, and accessible learning experience.
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• Founder / Instructor – responsible for course content, recording, teaching, and overall project management.
 • Video Editor (freelance/part-time) – edits videos, adds subtitles, and ensures professional quality of lessons.
 • Marketing Specialist (freelance/part-time) – manages online campaigns, social media promotion, and email marketing.
 • Administrator (optional) – handles course enrolment, student communication, and basic technical support.
 • Accountant / Bookkeeper (freelance/part-time) – manages tax submissions and financial records as Self-Employed.

Summary: Most tasks are performed by the founder, with key support roles hired as needed to ensure smooth operation and high-quality delivery.

[bookmark: _Toc120719617]Expansion Plan

• Phase 1 (0–6 months): Launch the mini course, collect feedback from the first 100 students, optimize course content and marketing strategy.
 • Phase 2 (6–12 months): Introduce more lessons and additional modules for the full extended course; aim to reach 200 sales of the full course within 12–18 months.
 • Phase 3 (12–24 months): Translate the course into English and launch it to an international audience, targeting at least 100 registrations within the first 6 months of the English version launch.
 • Continuous growth: Explore collaborations with other professionals from related fields, such as hair stylists or makeup artists, expand social media campaigns, and consider subscription models or personalized consultations for ongoing revenue.

Summary: The expansion plan is designed to grow the course step by step, starting with a mini course to build a loyal audience, then offering more advanced content and international reach.

Conclusion

This business plan shows that launching an online style course for Ukrainian-speaking women is realistic, financially manageable, and supported by clear market demand. The target audience remains active online and continues to invest in personal development, including women living abroad with higher purchasing power.
The financial forecasts demonstrate that the business can operate with low fixed costs, grow steadily, and reach profitability through a combination of a low-ticket introductory course and a premium programme. Because most production work is done by me, the business stays flexible and cost-effective.
Overall, the project has strong potential to succeed and deliver real value by helping women develop their personal style and confidence through accessible online education.
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1. Professional Experience – I have extensive experience as a stylist and image consultant, including teaching the course offline successfully.
 2. Existing Audience – I have a significant Instagram following, which provides a ready audience for initial course sales.
 3. Media Exposure – I have worked on television in Ukraine, which enhances credibility and brand recognition.
 4. Technical Equipment – Most of the necessary video and audio equipment is already owned, reducing initial costs and making the project more realistic.
 5. Positive Feedback – Previous offline students provided positive feedback, confirming interest and demand for this course.
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Cash Flow Statement

(Pre) Start-
Fiscal year begins: w JULAUG SEP OCT NOV DEC, JAN FEB MAR APR MAY JUN Total
01/07/2025 EST o1 o1 o1 o1 o1 o1 o1 o1 o1 o1 o1 o1 Item EST
Cash on Hand (beginning of month) 100 100] 1,299 3,463 5,901 8,990 12,499 16,463 20,927 25,891 31,355 37,319 43,783 43,783
Cash Receipts 125
Cash Sales 0] 2500] 3,000 3,500 4,000 4,500 5,000 5,500 6,000 6,500 7,000 7,500 8,000 63,000
Collections from CR accounts 75 45 120
Loan/other cash injections 50 50 50 150
Total 0 2,500 3,050 3,550 4,125 4,545 5,000 5,500 6,000 6,500 7,000 7,500 8,000 63,270
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Fiscal year begins: Psel UL AUG|  SEP| OCT  NOV |  DEC|  JAN FEB. MAR  APR| MAY  JUN| | e
01/07/2025 EST 01 01 01 01 01 01 01 01 01 01 01 01 Item EST

Cash Paid Out (Non P&L)
Loan principal payment [ [ [ [ [ [ [ [ [ [ [ [ [ [
Capital purchase (specify) [ [ [ [ [ [ [ [ [ [ [ [ [ [
Other start-up costs 0 0 0 0 0 0 0 0 0 0 0 0 0 0
Reserve and/or escrow 0 0 0 0 0 0 0 0 0 0 0 0 0 0
Owners’ withdrawal ] 500 500 500 600 600 600 600 600 600 600 600 600 6,900
Total 0 500 500 500 600 600 600 600 600 600 600 600 600 6,900
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Month Mini-Course (£15) Advanced Course (£200) Total Sales Value (£)
Month 1 0 0 £0
Month 2 0 0 £0
Month 3 0 0 £0
Month 4 20 0 £300
Month 5 50 0 £750
Month 6 100 0 £1,500
Month 7 100 0 £1,500
Month 8 120 0 £1,800
Month 9 120 0 £1,800
Month 10 150 0 £2,250
Month 11 150 0 £2,250
Month 12 150 10 £4,250
TOTAL 1,160 10 £17,600
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FIXED COSTS (Description)

Monthly Cost (£)

Marketing & Ads (Instagram/Target) £300
Freelance Support (Video/Content) £200
Course Platform (Teachable/Other) £80
Software Subscriptions (Zoom, Canva) £30
Accountant & Legal (Allocation) £20
Website Maintenance £20
TOTAL FIXED COSTS £650
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BREAK EVEN ANALYSIS

VALUE

Sales Price per Unit (Mini-Course) £15.00
Variable Costs per Unit (Fees 5%) (£0.75)
Contribution Margin (Profit per unit) £14.25
Monthly Fixed Costs £650.00
BREAK-EVEN SALES (UNITS) 46
BREAK-EVEN SALES REVENUE £690
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