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Introduction
In this report I will reflect on various parts of my business plan, I will firstly focus on my own personal skillsets used as well as explaining several employability skills used to help me develop my business. I will then use a reflective model to look over my business venture to expand on not just what I have done but also what I am looking to do going forward providing my business is a success. I will finish this report with my personal development plan to show what I would like to improve on or achieve going forward which will include realistic time scales and how I plan on achieving these goals.
Personal Skillset
Based on my new business venture I would say that one of my personal skill sets used relevant to the project was organisation skills. Due to me still working in my main job it was especially important that I managed the correct work/life balance especially with having two small children. I was able to stick to working Mon – Friday ensuring I was free on the weekends to spend that time with my family. I also ensured that with my iron business I only did one 24 hr turn around service and a maximum of two 3 day turn around services a day, so I was not inundated and under pressure. The usual turn around then was around 5 days which I found easy to adhere to. I found it very easy to be organised due to the fact that the business was based from home this meant I could iron until whatever time I wanted so for example I could stop at tea time to cook for my family, my partner would also help at bath time’s etc if I did need him to, but I did have that flexibility of being able to carry on working once the children were in bed, so no time restrictions needed adhering to. I was also able to decreased my orders during half terms and summer holidays so these months I may have not made as much money but would then offer promotions etc to help build back up sales such as back to school ironing deals for uniforms or even a summer holiday deal offering pre ironing services for people going on holiday. I found this to be immensely popular, so I did not really suffer any adverse loss to my business.
I also had to use research skills before even beginning my venture to get an idea on what sort of pricing structure to use to ensure I was not over or undercharging my services. I did also pick up on the fact that customer loyalty was not popular, and I wanted to build up a regular clientele to ensure I had guaranteed income from these customers. I also researched the sort of customers to reach out to and found single business men/women and large families to be my main focus so did special deals on shirts or suits and then for the large family the large bag provided free of charge to be filled and only charging one fixed price.

Employment Skills
Please find below several employment skills which I had to use for my new business venture to ensure it would be as successful as possible.

Time Management
Managing time was extremely important within my business venture especially due to me already working an existing part time job as well as juggling life with two small children. I ensured that my business was maintained over a 5-day period Monday to Friday, so I had my time on the weekend with my family. Due to my business being based at home this meant I had a lot more flexibility, I could stop and start throughout the day with no time commitments. I would ensure that I didn’t over capacitate myself and in regards to the 24hr service this would only be available to one client a day and the 3 day service was available for up to 2 clients per day with then my normal turnaround of 5 days.
Marketing
I researched other competitors to determine how to price my services, to ensure I was in line with local competition, I focused a lot of my business around loyalty, recommending friend deals with discounts etc, as I found this wasn’t something that was being used within the market from what I could see. I managed to advertise my business at a very low cost due to social media being free, I believe this is the best way to market your business, I did also get leaflets made at a low cost which included my price list and posted these locally to also gain custom. I also used my own vehicle to advertise by having a decal applied to my car with my logo and contact details. 

Interpersonal Communication
Regarding communicating with my customers, I found this was quite easy and most importantly free to do. I setup an e-mail address strictly for my business to not interfere with my personal account this ensure I could keep a log of all messages sent and received. I also used my mobile to communicate via various ways such as text, voice call, WhatsApp as well as social media my phone was the best tool. I did also manage to communicate verbally face to face with my customers, as I did offer a pickup and drop of service, which I think give a nice personal touch knowing they could put a face to the business this give the customers a personal feel and helped me gain more confidence and trust from them.
· E-mail
· Telephone
· WhatsApp
· Text 
· Face to Face
· Social media (Facebook, Instagarm etc)

Business Plan Reflective Model
I will now evaluate my business ‘The Steam Queen’ via a reflective model based on 3 sections What? So What? And Now What? introduced by Borton (1970) 
What?
The Steam Queen is a sole trade business based at my home offering a variety of ironing services. This business was based around my part time job working as a call centre agent which I did not really enjoy hence the reason for this new venture. Due to my actual enjoyment of ironing this didn’t really come across as job to me as it may to some people, I have many friends and family members, all ages etc who I know first-hand hate the chore which is what give me the idea. 


So What?
I did a lot of research and still find myself learning and thinking of new ideas regularly to help make my business more successful. I believe there are many ways this business can be expanded. I have learnt there is potentially a way to expand working for other business such as restaurants offering services to iron their table cloths at a cost price this would ensure a regular turn over in income as it is something a restaurant would always require. Another option I would like to look at is working alongside a launderette so they offer the washing of clothing etc and then I could then be recommended to offer the iron service along side the launderette again another way of guaranteeing regular income. I would still stick to my individual clients but would not need to rely on them so heavily if I worked alongside other businesses.
What Now?
Moving forward I would like to attend various courses to expand on my skills such as sewing/seamstress that way I can offer additional services at addition costs to help increase profits. I would also like my business to expand once I am earning enough to pay staff to share the workload I could do this by renting a unit where number of services can be offered under one roof or even get employees to work from home from different areas to increase clientele. I have also previously mentioned about working alongside other businesses offering my services as a guaranteed form of income. Within the next 12 months I would like to be able to give up my other job role providing my business will financially support me to do so, this will mean I can increase the number of services I can offer and be even more flexible as I wont have to work around my other job role. I will write up my own personal development plan to ensure I have realistic goals that can be met within a reasonable time frame.
Personal Development Plan
	Objectives
	Tasks
	Success Criteria
	Time Frame
	Resources

	List your Goals
	What do you need to do to achieve these goals?
	How will you identify your success? 
	When do they need to be done by?
	Who or what do you need to help you?

	Give up other job
	Increase profits to ensure my business can fully support me financially
	When I can financially support myself via my business.
	12 months
	More customers, regular customers to guarantee income.

	Offer additional services
	Attend courses, research what client needs
	When I can offer these services to my customers knowing I am competent enough to charge.
	12 months
	Experience and practise via attending various courses.

	Expand on areas
	Employ other people from different areas to work for myself and build up a larger clientele.
	When I have at least 2 or more employees working for me from different areas.
	18 months
	Research what areas have a need for my services and employ staff who can offer the services listed within my business.



Conclusion
I have really enjoyed putting together my business plan, at first, I found this to be very daunting as it is something I have never done before. I believe this business has a lot of ways to expand to ensure success and the fact it is quite simple I feel leaves more room for expansion as it can be a second source of income just to make extra cash, but I would feel quite confident based on my personal development plan that there is so much more opportunity for my business to expand with great ease to turn over more profit and be my main source of income.
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