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1. Company Overview 
BIRTHDAYS is an exciting new business plan made by Benson, Dennis, Omah and Hasin  former students at University of Wales Trinity Saint David London Campus and  owners of the business, that undertakes on the responsibility of organising Children’s birthday parties, between the ages of 1 to 12 years old in London. We operate within the service sector, as we organize and provide services from indoors (Dance party, comic show, baking, etc) and outdoor (playground, swimming parties games cinemas camping and even Birthday excursions) birthday celebrations. We undertake the transportation of the client and guest to and from celebration location. We organise presents and undertakes complete supply of drinks and food per customers wishes and design. We fulfil the absolute and complete desire of the client. 
O'Rourke (2020) stated on an online article “How To Write A Company Overview” that this is the shortest section but an essential part of a business document, overviewing the most important points of the business. (O'Rourke, 2020) “This is the meet and greet section of your business plan”.

The target audience for BIRTHDAYS in the business are the children between the ages of 1 to 12 years old in London. Depending their household incomes, we segmented this audience into three categories with a package of a minimum amount of expense:
· Low income family		£1000 package
· Middle income family		£2000 package
· High income family		£3000 package

The marketing strategy propose for the business plan are two so far, with the first one being the development and creation of new activities and programs of entertainment. The second and main marketing strategy is through advertising campaign in three platforms:
· Prints (magazines and newspapers)
· Broadcast (radio network, internet, social media, and future possibility of tv channels)
· Outdoor (public events and billboards)
This marketing strategy will be carried out for the first 5 years of the business.

A sales strategy and a sales forecast study are being conducted prior the business. Showing no growth of the business on the first year of sales but a remarkably 60% growth reaching the peak of growth within the second year of business. The third year we estimated a down on growth by over 44% of difference with the previous year. The following year fourth, we expect a growth of 16.7 percentage respect to the last year, bringing the prediction to a 43% of growth in the fifth year of business with 110 events held and £143000 on revenue.
The owners will be the investors starting with an initial capital investment of £16000, where each member of the company will contribute £4000 for the new start-up business.
We belief on the success of this business within the first 5 years by exploding opportunities such as, listening to a potential customers or clients, listening to our own customers, studying our competitors and by using industrial trends as social media to make a bigger impact on customers. 
The aim of the business, as many other new start-up company is to make profit, but also we aim to give the best satisfaction to all our customers for hiring our services and if everything goes as planned, we pretend to expand the company in another big city within the United Kingdom. 

2. History
In this section of the business plan I will go back on time and have a look on how all started for BIRTHDAYS and also, I will introduce and talk about the four owners of the company who at the same time are the investors of the company. 
The idea of starting a company came from an assignment of the module Managing Enterprise on the 21st Century imposed at the University of Wales Trinity Saint David London Campus during the year 2019 and 2020. The assignment had 2 task, the first task was to form a group of 4 or 5 members within the classmates, come up with a new business idea and write the  appropriate business plan for the new company and submit it to Moodle for evaluation. The second task of the assignment was for the group to prepare Power Point presentation summarising the business plan. We had over 10 weeks to do it.
The owners of this company we did not know each other previous this module, even we were doing the same course at the same campus of the university, but the fact that we were in different group class made it hard for us to meet before this module.
The first step was to create the group and within a blink of an eye Ben, Denis, Omah and Hasin decided to form a group of 4 members. 
The second step was to come up with a bunch of ideas and a name for a new business. Then, we would decide and vote for the best idea and name. In our case, the winning idea was a company focus on the service sector to organize birthday parties for children and the name selected for the company was BIRTHDAYS. 
The last step before submitting for evaluation was to write the actual business plan, segmenting the work into each member of the group and making the power point slides for the presentation of the business plan.
Now we will introduce the four members of the group and owners of the BIRTHDAYS company.
The first member and leader of the group is Benson Oben Bechemayor, former student at University of Wales Trinity Saint David London Campus. He is a humble person and a great team player, always willing to take up new challenges and flexible for an immediate adjustment. Ben studied International Business and Marketing Management before to enrol at UWTSD London Campus where he acquired managerial skills and knowledge for the business. Currently Ben assist and support as an office assistant in a marketing agency. Therefore, with his personal, intellectual and numerical skills and expertise on the field of marketing we can relay on him to take the business around the whole city of London. 
The second member of the group is Dennis Akwanga, former student at UWTSD London Campus. He is a person with confidence on his achievements, who creates tactical goals by assembling relevant business, economic, service and operations information. Dennis holds a Diploma in business accounting, a Certificate in Database Management and a Professional Office Procedure. His office skills combined with his computer skills (Microsoft Office Package) and the accounting knowledge make of him another important member of the company so the owners can be on control of the financial situation of the business.
Original from Bangladesh, the third member of the business is Hasin Miah. With a Spanish citizen, he is a former student at the UWTSD London Campus in the United Kingdom. He is an energetic, ambitious person who has a mature and responsible approach to any task that he undertakes. Excellent in working with others to achieve a certain objective on time and with excellence. Working as a manager in a restaurant business, he gained excellent communication skills with customers over the years. Studied accountant and finance in Spain. All those years of hard work and his personality make him a great candidate to run the services department of the company.
Last but not less, is the fourth member of the company, Omah Hunter. Like the rest of the group, Omah is also a former student of the UWTSD London Campus. He is a well presented, dynamic, hard-working individual who thrives at the chance to learning new skills. He holds a certificate on Information Technology (IT). Thanks to the computer skills and knowledge, he started up his own company in the CBD business world back in 2018.  Despite his young age he is a veteran when it comes to business for the rest of the group since he is been running his own company for a couple of years now.

3. Management and Vision
The legal structure of the company BIRTHDAYS is a partnership between four members (Ben, Dennis, Omah and Hasin). The shares of the company are divided equally between each partner, this way everyone receive 25% of the business.
In terms of organisational structure, we choose to use the traditional functional structure as it defines better who is accountable for each area of the company. 
We segmented the company in three departments: marketing, finance and services. All of them under the supervision of the CEO.
· CEO: Omah Hunter will be the Chief Executive Officer of the company. We decided that one of us should be on charge of the business and supervise the different departments of the organisation. For his previous experience on the field of business, the partners voted for him to be in charge.
· Marketing department: Benson is the person responsible for this department and his main task here is advertising the business through prints, broadcast and outdoors. He will be conducting customer and market research and monitoring and managing the social media.
· Finance department: Dennis has a set of skills that makes him the perfect candidate for this department. He will be the accountant of the business, putting him on control of the cash flow, financial planning, taxation, payrolls, and budgeting.
· Service department: Hasin will be on charge of this department, the company believe he has the skills necessary to success within the area. His main role will be the meet and greet of customers, appointments, equipment control, transport, and the organization of different activities for the birthday celebration.
A good organisational structure is defined on an online article by Green (2020) as the “one designed to help your business meet its goals. It makes it easy for each employee to know exactly what their role is and how it helps the business goals”. 

																																																																																																																																			SERVICE DEPARTMENT
HASIN MIAH
MARKETING DEPARTMENT
BENSON BECHEMAYOR
FINANCE DEPARTMENT
DENNIS AKWANGA
CEO
OMAH HUNTER


“A mission statement sets out the business vision and values that enables employees, managers, customers and even suppliers to understand the underlying basis for the actions of the business.” (Riley, 2020)
The last section of Management and Vision is the company’s mission statement, where we will list our goals and objectives over the period of 5 years as stated on the business plan. 
· Survival as we are just opening out the company.
· Profit maximisation by making the maximum profit possible.
· Sales growth by upselling our services and reaching a bigger customer data base.
· Customer satisfaction by getting feedback
· Be on the top 10 with our competitors
· Business expansion by opening in another city


Introduction:
This segment of our Business plan deals with our marketing strategies. It describes our marketing analysis, strategy, and market segmentation. It provides you with information on our competitors and our competitive edge that we intend to take once we start operating. It gives inside to who our concurrences are, and how we intend to deal with this competition. It also covers our sales strategy and forecast. Who our potential buyers are, and how we intend to break through the market with the opportunity that we have. 

6. Marketing:
1.1 Market Analysis:
[bookmark: _Hlk38977622]Kids Birthday services is our market. There are many services and businesses offering these services with huge similarity in the activity, prices, menu, and services that they offer. People get saturated if they get one and the same product all the time. There is always the desire to try something new. Services with Brand names sometimes fail to see the little things that matters to customers. We are going to exploit these chances, taking note of this, thereby creating innovative menu that appeals to the customer essential needs that our Brand competitors has fail to see or note. According to Peter Drucker, (Oct 2019). “The aim of marketing is to know and understand the customer so well that the product or service fits him and sell itself”. There is the marketing tendency that consumers always welcome new products or services. There is a general assumption that new event companies do not breakthrough. “Birthday” stands a better chance to offer a completely new and creative packages to meet the birthday expectation of children.
Market Segmentation:
“Birthdays” has three target groups.
1 Low income customers. It is certain that there are people who relatively end low salaries and can hardly afford luxuries. It is also acceptable that almost everyone wants to have a happy family. There is once in a lifetime undertaking which is aimed to be remembered. That is why “Birthdays is having three product (event) category to be able to sell at all target groups. Low income families will be able to afford a birthday celebration at least.
2 Middle income customers. These are people or families that can at least afford some amount of luxuries. The group people do not have huge amount of money to spend on an exhaustive celebration but are usually willing to give some considerate happiness to a child intending to celebrate a birthday.
3 [bookmark: _Hlk38977736]High income customers. This group has valuable disposable resources and can afford to spend a good amount of money to make a child happy. This group also is always willing to try something new. According to Valeria Maltoni, (March 2011). “The way to customer’s heart is much more than loyalty program. Making customer evangelist is about creating experience worth talking about”. This group is characterised by their lavish lifestyle and are willing to throw huge birthday celebrations, dinners, or parties. We intend to satisfy these customers and make them advertise our services.
Marketing Strategy:
[bookmark: _Hlk38977963]Birthday marketing strategy is a three-way target.  Number one will be based on developing and creating new activities and programs of entertainments that gives satisfaction to children desire and wellbeing during a birthday celebration. These activities will be carried out through marketing research and campaign to know the customers desire and wishes. Number two is our advertising campaign. Birthdays will advertise through Prints, Broadcast and Outdoor. On prints Birthday will advertise through children magazines, children Toys magazine, children news outlets and newsletters, brochures, fliers, stickers, placards, and direct post. On Broadcast we will advertise through the Radio network, Internet platform and children website and web pages as well through Television channels. Our outdoor advertisement campaign strategy includes Billboards, Fence wraps, Flags as well as public events. These advertisement strategies are where we intend to invest most of our resources in the first five years of operation and should help to appeal to all our target groups. According to Derrick Daye, (Oct 2010). “Advertising is fundamentally persuasion and persuasion happens to be not a science but an art. If your advertising goes unnoticed everything else is academic. In advertising not to be different is virtually suicidal” We are four Guys from four different communities and ethnicities. It is intended that our diverse origin will appeal also to people from our four different heritages, therefore making us a solid concurrence.
Target Market Segment:
Our Target market segmentation will not discriminate the various categories of our customers but rather present each target group with a package that suits or fits into the budget of the customer. According to Simon Sinek (August 2008). “People don’t buy what you do, they buy why you do it.” Therefore, presenting each customer with a catalogue regardless of their income, with a typical fun package to appeal to the need and desire of the customer with a different menu to the satisfaction of their budget. Hereby dealing with three different categories of customers while satisfying each need per income. 

7. Competitors:
There are several kids Birthday event services in London and the most popular are the Children party Planet, Puddles Kids and Children Entertainment. There is also a strong competition on the price range in the services they offer. These factors are seriously taken into consideration and we intend to compete with our quality of service and a New Brand name, showcasing our ethnic Diversity, with a competitive price more acceptable than our competitors. According to Forbes (2009) “Competition is the keen cutting edge of Business, always shaving at cost”. Producing high quality services and serving the lower, middle, and upper class of the market with a Brand that meets all aspect of the customers need. We will be providing incentives that meets the minute customer’s desire that our competitors have always ignore. We will explore the disadvantages of overpricing which our competitors have always ignore as well.
Competitive Edge:
Our competitive edge is our intention to meet the customer needs and desires. Our approach to deliver the best of our services in fulfilling the complete package desire as prescribed or agreed between Birthday and its customers. Our goal is to dominate the market therefore as service provider we will accommodate our customers with much lesser pressure than our concurrences, giving the customer a significant service that will always bring the customer again and ending a recommendation to others.  
Our competitive edge is our diversification, coming from our different ethnic backgrounds and cultures. Giving different colours and approach to our multi-cultural style of presenting our packages in delivering our services with a unique touch of diversity. Our diversity brings in a lot of creativity to meet every aspect of the customer’s wish or design, thus creating colourful, inventive alternatives to meet the customers satisfaction.
Concurrence:
The spirit to strive for perfection is born in competition. It is always good to know you are competing against other service providers. It is our excitement to compete with our competitors for this is the only way in which we can come up with the best services to meet our customers’ needs. We are ready to compete and take advantage of their weaknesses to meet the market demand.

8. SALES:
Sales strategy:
Our sales strategy is to combinate a remarkably high customer attention and a high service delivery to every category of our customer to meet their needs. We will use our high interpersonal skills to transform every information seeker into a potential customer. According to Omar Periu “Sales success comes after you stretch yourself past your limits on a daily Basis”. Each prospective customer calling for information will be analysed; and transformed into a customer. Another of our marketing strategy is to offer formidable discounts to first 100 customers.  Will shall be offering Tombola’s and lottery tickets during birthday events or celebration to customers. Providing transport facility to and from event in cases of bad weather.
Sales Forecast:
The first month will be used in setting up our main office. In installing the needed equipment (Computers, printers, telephone, etc) to get the office running. We will be publishing prints to advertise our company and its activities. We will be engaging with web companies, getting our activities published and advertise on different internet platforms and in radio Broadcast, as well as outdoor advertisement (fence hanging, flags, billboards, and banners). We do not expect to have any sales activity during this month. The second month will see a start in sale but not much. Between the third and fourth month, we will expect to see an increase in our sales. Our advertise would have gone across the public as well as through the internet and billboard and other form of advert. Over a period of one year it is forecasted that our sales should increase and reach profitability. (See forecast). 
According to our market research carried out through the different category of customers we are targeting; a low-income family is willing to pay up to 1000£ for a birthday ceremony. A middle-income family is willing to pay up to 2000£ and high-income family is willing to pay 3000£ and above. Based on these statistics our sales forecast is presented as follows:

Sales forecast table:
	Year
	Nr. Of Events
	Revenue
	Average Sales Per Event
	Growth in Percentage

	1
	20
	25,000£
	1,250£
	0%

	2
	50
	62,500
	1,250£
	60%

	3
	60
	75,000£
	1,250£
	16.6%

	4
	80
	100,000£
	1,250£
	33.3%

	5
	110
	143,000
	1,300
	43%



Exploiting opportunities:
The key to success for every entrepreneurship is the ability to be continually innovative using every opportunity to grow his business. We are four dynamic young innovative proprietors from four different Nations and communities, and we shall be using our different marketing skills in exploiting the market opportunities from our different communities to grow our Business.

The following four opportunities are going to be exploited:
1. Listening to potential clients and customers.
We shall be listening to the proposals and suggestions of our potential’s customers and clients. We shall be taking into consideration their needs and desires and wants. We shall be seeking possibilities to satisfy their dissatisfaction, frustration, and challenges. We shall be exploiting their main reasons for turning to us and seek satisfaction to those reasons thus improving our services.
2. Listening to our customers.
We shall be listening to the opinion of our customers in relation to our services, paying attention to the feedback received and the most frequently asked questions and complains. In these wise we shall be able to identify key Business opportunities to enable us grow and expand our services. 
3. Watching our competitors:
We shall be looking at our competitors to see what they are doing in comparison to what we are doing or not doing. Analyse where we are failing thereby creating incentives for customers’ satisfaction.
4. Using industrial trends:
We are going exploit all latest industrial trends such as Facebook, Tweeter, Instagram, Snapchat and Google for latest industrial trends and news and follow competitors on social media to enable us to compete effectively. 
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SALES  FORECAST

Number of  Events held	Month 1	Month 2	Month 3	Month 4	Month 5	Month 6	Month 7	Month 8	Month 9	Month 10	Month 11	Month 12	2	3	4	4	5	8	6	8	8	8	8	10	Cash Received	Month 1	Month 2	Month 3	Month 4	Month 5	Month 6	Month 7	Month 8	Month 9	Month 10	Month 11	Month 12	3420	5130	6840	6840	8550	13680	10260	13680	13680	13680	13680	17100	TIME


CASH     RECIEVED




2

image3.emf
 Pre-Start 

Income  Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month 9 Month 10 Month 11 Month 12 TOTAL

INCOME

Cash Received

Benson 4,000.00 £      

Hassin 4,000.00 £      

Denis 4,000.00 £      

Omah 4,000.00 £      

Total Cash Received 16,000.00 £    

Birth day for 0-1 year olds @ £1,000 per event 1,000.00 £       1,000.00 £       2,000.00 £       2,000.00 £       2,000.00 £      2,000.00 £      2,000.00 £      2,000.00 £      2,000.00 £      3,000.00 £      19,000

Birth day for 1-3 year olds @ £1,000 per event 1,000.00 £       1,000.00 £       1,000.00 £       1,000.00 £       2,000.00 £      2,000.00 £      2,000.00 £      2,000.00 £      2,000.00 £      2,000.00 £      16,000

Birth day for 3-5 year olds @ £1,000 per event 1,000.00 £       1,000.00 £       2,000.00 £      2,000.00 £      1,000.00 £      7,000

Birth day for 5-10 year olds @ £1,000 per event 1,000.00 £       2,000.00 £       2,000.00 £      2,000.00 £      2,000.00 £      2,000.00 £      11,000

Birth day of 11-13 year olds @ £1,000 per event 1,000.00 £       2,000.00 £       2,000.00 £      2,000.00 £      4,000.00 £      6,000.00 £      2,000.00 £      2,000.00 £      21,000

HIRINGS (Income from hiring our equipments)

DJ system 200.00 £          200.00 £          200.00 £          200.00 £          200.00 £          200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         2,400

Bouncing castle 100.00 £          100.00 £          100.00 £          100.00 £          100.00 £          100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         1,200

Banners 30.00 £            30.00 £             30.00 £             30.00 £             30.00 £             30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           360

Indoor games 50.00 £            50.00 £             50.00 £             50.00 £             50.00 £             50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           600

Toys 50.00 £            50.00 £             50.00 £             50.00 £             50.00 £             50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           600

Decorations 100.00 £          100.00 £          100.00 £          100.00 £          100.00 £          100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         1,200

Van 130.00 £          130.00 £          130.00 £          130.00 £          130.00 £          130.00 £         130.00 £         130.00 £         130.00 £         130.00 £         130.00 £         130.00 £         1,560

Shopping fee 50.00 £            50.00 £             50.00 £             50.00 £             50.00 £             50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           600

TOTAL:  16,000.00 £     3,420.00 £       5,130.00 £       6,840.00 £       6,840.00 £       8,550.00 £       13,680.00 £   10,260.00 £   13,680.00 £   13,680.00 £   13,680.00 £   13,680.00 £   17,100.00 £   126,540

EXPENDITURE

 Pre-Start 

Expenses 

Materials/Stock ( Initial purchase & maintanance)

DJ system 2,000.00 £       2,000.00 £         

Bouncing castle 900.00 £          900.00 £            

banners each   @ £100 300.00 £          300.00 £            

indoor games 200.00 £          100.00 £          100.00 £         100.00 £         100.00 £         600.00 £            

Toys 150.00 £          100.00 £          100.00 £         100.00 £         100.00 £         550.00 £            

Decorations 800.00 £          200.00 £          200.00 £          200.00 £         200.00 £         200.00 £         200.00 £         2,000.00 £         

Van 6,000.00 £       6,000.00 £         

Disco lights  400.00 £          400.00 £            

Flowers 150.00 £          150.00 £          150.00 £         150.00 £         150.00 £         750.00 £            

Fuel 30.00 £            30.00 £             30.00 £             30.00 £             30.00 £             30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           360

Trading License  10.00 £            10.00 £             10.00 £             10.00 £             10.00 £             10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           120.00 £            

Van Insurance 50.00 £            50.00 £             50.00 £             50.00 £             50.00 £             50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           600.00 £            

Road Tax 11.67 £            11.67 £             11.67 £             11.67 £             11.67 £             11.67 £           11.67 £           11.67 £           11.67 £           11.67 £           11.67 £           11.67 £           140.04 £            

Work liability Insurance 30.00 £            30.00 £             30.00 £             30.00 £             30.00 £             30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           360.00 £            

Internet 20.00 £            20.00 £             20.00 £             20.00 £             20.00 £             20.00 £           20.00 £           20.00 £           20.00 £           20.00 £           20.00 £           20.00 £           240.00 £            

Phone  15.00 £            15.00 £             15.00 £             15.00 £             15.00 £             15.00 £           15.00 £           15.00 £           15.00 £           15.00 £           15.00 £           15.00 £           420.00 £            

Rent  100.00 £          100.00 £          100.00 £          100.00 £          100.00 £          100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         1,200.00 £         

Managers' Salaries 2,000.00 £       3,000.00 £       4,000.00 £       4,000.00 £       4,000.00 £       4,800.00 £      6,000.00 £      8,000.00 £      8,000.00 £      10,000.00 £   10,000.00 £   12,000.00 £   75,800.00 £       

Utility ( Gas & Electricity) 80.00 £            80.00 £             80.00 £             80.00 £             80.00 £             80.00 £           80.00 £           80.00 £           80.00 £           80.00 £           80.00 £           80.00 £           960.00 £            

Sub-Total: 10,900.00 £     2,346.67 £       3,546.67 £       4,696.67 £       4,546.67 £       4,346.67 £       5,696.67 £      6,346.67 £      8,546.67 £      8,696.67 £      10,546.67 £   10,346.67 £   12,896.67 £   93,460.04 £       

Materials/Stock ( Expenses per party)

Flowers 30.00 £            30.00 £             25.00 £             55.00 £             30.00 £             35.00 £           30.00 £           30.00 £           25.00 £           55.00 £           30.00 £           35.00 £           410.00 £            

baloons 100.00 £          100.00 £          70.00 £             90.00 £             100.00 £          100.00 £         100.00 £         100.00 £         70.00 £           90.00 £           100.00 £         100.00 £         1,120.00 £         

hall hire 400.00 £          470.00 £          350.00 £          600.00 £          400.00 £          800.00 £         400.00 £         470.00 £         350.00 £         600.00 £         400.00 £         600.00 £         5,840.00 £         

candles 100.00 £          100.00 £          65.00 £             70.00 £             100.00 £          100.00 £         100.00 £         100.00 £         65.00 £           70.00 £           100.00 £         100.00 £         1,070.00 £         

Food 600.00 £          800.00 £          500.00 £          1,200.00 £       600.00 £          2,000.00 £      600.00 £         800.00 £         500.00 £         1,200.00 £      600.00 £         2,000.00 £      11,400.00 £       

Drinks 150.00 £          135.00 £          100.00 £          200.00 £          150.00 £          400.00 £         150.00 £         135.00 £         100.00 £         200.00 £         150.00 £         380.00 £         2,250.00 £         

cakes 100.00 £          100.00 £          80.00 £             150.00 £          100.00 £          200.00 £         100.00 £         100.00 £         80.00 £           150.00 £         100.00 £         185.00 £         1,445.00 £         

plates 50.00 £            55.00 £             40.00 £             60.00 £             50.00 £             100.00 £         50.00 £           55.00 £           40.00 £           60.00 £           50.00 £           100.00 £         710.00 £            

spoons & Forks 20.00 £            25.00 £             20.00 £             30.00 £             20.00 £             50.00 £           20.00 £           25.00 £           20.00 £           30.00 £           20.00 £           50.00 £           330.00 £            

saviettes 10.00 £            15.00 £             10.00 £             22.00 £             10.00 £             60.00 £           10.00 £           15.00 £           10.00 £           22.00 £           10.00 £           60.00 £           254.00 £            

Sub-Total: 1,560.00 £       1,830.00 £       1,260.00 £       2,477.00 £       1,560.00 £       3,845.00 £      1,560.00 £      1,830.00 £      1,260.00 £      2,477.00 £      1,560.00 £      3,610.00 £      24,829.00 £       

Advertising & Promotions

Free T-shirt give away (1 t-shirts per size& gender =18

)

70.56 £             - £               

Facebook 40.00 £             40.00 £            40.00 £             40.00 £             40.00 £             40.00 £             40.00 £           40.00 £           40.00 £           40.00 £           40.00 £           40.00 £           40.00 £           520.00 £            

Buses 300.00 £          300.00 £          300.00 £          300.00 £          300.00 £          300.00 £          300.00 £         300.00 £         300.00 £         300.00 £         300.00 £         300.00 £         300.00 £         3,900.00 £         

Computer Expenses(Laptop & Printer) 500.00 £          25.00 £            25.00 £             25.00 £             25.00 £             25.00 £             25.00 £           25.00 £           25.00 £           25.00 £           25.00 £           25.00 £           25.00 £           800.00 £            

Branding 1,500.00 £       - £                - £                 - £                 - £                 - £                 - £               - £               - £               - £               - £               - £               - £               1,500.00 £         

Stationary (Pens & papers etc) 10.00 £             10.00 £            10.00 £             10.00 £             10.00 £             10.00 £             10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           130.00 £            

Office furniture ( chairs & tables ) 500.00 £          - £                - £                 - £                 - £                 - £                 - £               - £               - £               - £               - £               - £               - £               500.00 £            

Miscellaneous Expenses 200.00 £          200.00 £          200.00 £          200.00 £          200.00 £          200.00 £          200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         2,600.00 £         

Sub-Total: 3,120.56 £       575.00 £          575.00 £          575.00 £          575.00 £          575.00 £          575.00 £         575.00 £         575.00 £         575.00 £         575.00 £         575.00 £         575.00 £         10,020.56 £       

TOTAL: 14,020.56 £     4,481.67 £       5,951.67 £       6,531.67 £       7,598.67 £       6,481.67 £       10,116.67 £   8,481.67 £      10,951.67 £   10,531.67 £   13,598.67 £   12,481.67 £   17,081.67 £   128,309.60 £    

Income less expenditure 1,979.44 £       498.33 £          1,008.33 £       1,568.33 £       1,718.33 £       3,628.33 £       7,408.33 £      3,338.33 £      4,558.33 £      4,408.33 £      2,558.33 £      2,758.33 £      3,628.33 £      39,059.40 £       

Opening balance - bank 16,000.00 £     17,979.44 £    18,477.77 £     19,486.10 £     21,054.43 £     22,772.76 £     26,401.09 £   33,809.42 £   37,147.75 £   41,706.08 £   46,114.41 £   48,672.74 £   51,431.07 £   401,053.06 £    

Closing balance - bank 17,979.44 £     18,477.77 £    19,486.10 £     21,054.43 £     22,772.76 £     26,401.09 £     33,809.42 £   37,147.75 £   41,706.08 £   46,114.41 £   48,672.74 £   51,431.07 £   55,059.40 £   440,112.46 £    

BIRTHDAYS Cash Flow Projection
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Industrial 

% January Feburary March April May June July August September October November DecemeberAnnual TOTAL Annual %

Total Net Sales 3,420.00 £       5,130.00 £       6,840.00 £       6,840.00 £       8,550.00 £       13,680.00 £   10,260.00 £   13,680.00 £   13,680.00 £   13,680.00 £   13,680.00 £   17,100.00 £   126,540.00 £  

100.00%

Cost of Sales 841.67 £          1,041.67 £       1,191.67 £       1,041.67 £       841.67 £          1,391.67 £      841.67 £         1,041.67 £      1,191.67 £      1,041.67 £      841.67 £         1,391.67 £      12,700.04 £    

100.00%

Gross Profit 2,578.33 £       4,088.33 £       5,648.33 £       5,798.33 £       7,708.33 £       12,288.33 £   9,418.33 £      12,638.33 £   12,488.33 £   12,638.33 £   12,838.33 £   15,708.33 £   113,839.96 £  

100.00%

Gross Profit Margin 0.75 £               0.80 £               0.83 £               0.85 £               0.90 £               0.90 £             0.92 £             0.92 £             0.91 £             0.92 £             0.94 £             0.92 £             0.90 £              

Controrable Expenses

Advertising & Promotions 410.56 £          340.00 £          340.00 £          300.00 £         300.00 £         300.00 £         1,990.56 £      

Travelling & Motor Expenses 100.00 £          100.00 £          100.00 £          100.00 £          100.00 £          100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         1,200.00 £      

Utilities ( Gas & Electricity) 80.00 £             80.00 £             80.00 £             80.00 £             80.00 £             80.00 £           80.00 £           80.00 £           80.00 £           80.00 £           80.00 £           80.00 £           960.00 £          

Managers' Salaries 2,000.00 £       3,000.00 £       4,000.00 £       4,000.00 £       4,000.00 £       4,800.00 £      6,000.00 £      8,000.00 £      8,000.00 £      10,000.00 £   10,000.00 £   12,000.00 £   75,800.00 £    

DJ system 2,000.00 £       2,000.00 £      

Bouncing castle 900.00 £          900.00 £          

banners each   @ £100 300.00 £          300.00 £          

indoor games 200.00 £          100.00 £          100.00 £         100.00 £         100.00 £         600.00 £          

Toys 150.00 £          100.00 £          100.00 £         100.00 £         100.00 £         550.00 £          

decorations 800.00 £          200.00 £          200.00 £          200.00 £         200.00 £         200.00 £         1,800.00 £      

Van 6,000.00 £       6,000.00 £      

Disco lights  400.00 £          400.00 £          

Flowers 150.00 £          150.00 £          150.00 £         150.00 £         600.00 £          

Stationary 10.00 £             10.00 £             10.00 £             10.00 £             10.00 £             10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           120.00 £          

Computer 500.00 £          500.00 £          

Branding 1,500.00 £       1,500.00 £      

Office furniture 500.00 £          500.00 £          

Website design 500.00 £          500.00 £          

Website registration 20.00 £             20.00 £            

Website hosting 2.50 £               2.50 £               2.50 £               2.50 £               2.50 £               2.50 £             2.50 £             2.50 £             2.50 £             2.50 £             2.50 £             2.50 £             30.00 £            

Miscellaneous 200.00 £          200.00 £          200.00 £          200.00 £          200.00 £          200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         200.00 £         2,400.00 £      

Total Controrable Expenses 16,723.06 £     3,732.50 £       5,132.50 £       4,542.50 £       4,592.50 £       5,392.50 £      6,742.50 £      8,692.50 £      8,792.50 £      10,842.50 £   10,592.50 £   12,892.50 £   98,670.56 £    

Fixed Expenses

Internet 20.00 £             20.00 £             20.00 £             20.00 £             20.00 £             20.00 £           20.00 £           20.00 £           20.00 £           20.00 £           20.00 £           20.00 £           240.00 £          

Phone  15.00 £             15.00 £             15.00 £             15.00 £             15.00 £             15.00 £           15.00 £           15.00 £           15.00 £           15.00 £           15.00 £           15.00 £           420.00 £          

Rent  100.00 £          100.00 £          100.00 £          100.00 £          100.00 £          100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         100.00 £         1,200.00 £      

Trading License  10.00 £             10.00 £             10.00 £             10.00 £             10.00 £             10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           10.00 £           120.00 £          

Van Insurance 50.00 £             50.00 £             50.00 £             50.00 £             50.00 £             50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           50.00 £           600.00 £          

Road Tax 11.67 £             11.67 £             11.67 £             11.67 £             11.67 £             11.67 £           11.67 £           11.67 £           11.67 £           11.67 £           11.67 £           11.67 £           140.04 £          

Work liability Insurance 30.00 £             30.00 £             30.00 £             30.00 £             30.00 £             30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           30.00 £           360.00 £          

Total Fixed Expenses 236.67 £          236.67 £          236.67 £          236.67 £          236.67 £          236.67 £         236.67 £         236.67 £         236.67 £         236.67 £         236.67 £         236.67 £         2,840.04 £      

Net Profit/Loss before taxes 14,381.40 -£     119.16 £          279.16 £          1,019.16 £       2,879.16 £       6,659.16 £      2,439.16 £      3,709.16 £      3,459.16 £      1,559.16 £      2,009.16 £      2,579.16 £      12,329.36 £    

Taxes 2,876.28 -£       23.83 £             55.83 £             203.83 £          575.83 £          1,331.83 £      487.83 £         741.83 £         691.83 £         311.83 £         401.83 £         515.83 £         2,465.87 £      

Net Profit/Loss after taxes 11,505.12 -£     95.33 £             223.33 £          815.33 £          2,303.33 £       5,327.33 £      1,951.33 £      2,967.33 £      2,767.33 £      1,247.33 £      1,607.33 £      2,063.33 £      9,863.49 £      

BIRTHDAYS
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January 2020 - December 

2020 Budget Amount over budget

INCOME

  Sales  110,540.00 £                             14,020.56 £           96,519.44 £                    

Others 16,000.00 £                                16,000.00 £           - £                                

TOTAL INCOME 126,540.00 £                             30,020.56 £           96,519.44 £                    

EXPENSES - £                                

Internet 240.00 £                                     300.00 £                60.00 -£                            

Office furnture 500.00 £                                     500.00 £                - £                                

Rent  1,200.00 £                                  1,800.00 £             600.00 -£                          

Gas & Electricity 960.00 £                                     1,200.00 £             240.00 -£                          

Van Insurance 600.00 £                                     480.00 £                120.00 £                          

Road tax 140.04 £                                     180.00 £                39.96 -£                            

Stationary 120.00 £                                     360.00 £                240.00 -£                          

Travelling  1,200.00 £                                  1,800.00 £             600.00 -£                          

Telephone 180.00 £                                     300.00 £                120.00 -£                          

Professional Fees (Branding) 1,500.00 £                                  1,000.00 £             500.00 £                          

Advertising & Promotions 4,490.56 £                                  4,100.00 £             390.56 £                          

Fuel 1,600.00 £                                  1,440.00 £             160.00 £                          

Trading Licence 120.00 £                                     150.00 £                30.00 -£                            

Computer Expenses 800.00 £                                     500.00 £                300.00 £                          

Work liability insurance 360.00 £                                     300.00 £                60.00 £                            

Miscellaneous Expenses 2,400.00 £                                  2,400.00 £             - £                                

TOTAL EXPENSES  16,410.60 £                                16,810.00 £          

NET PROFIT / LOSS 110,129.40 £                             13,210.56 £          

             BIRTHDAYS           PROFIT AND LOSS STATEMENT
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Month 1 Month 2 Month 3 Month 4 Month 5 Month 6 Month 7 Month 8 Month 9 Month 10 Month 11 Month 12

Number of  Events held 2 3 4 4 5 8 6 8 8 8 8 10

Cash Received 3,420.00 £  5,130.00 £   6,840.00 £  6,840.00 £   8,550.00 £   13,680.00 £  10,260.00 £  13,680.00 £  13,680.00 £  13,680.00 £  13,680.00 £   17,100.00 £  

                                      BIRTHDAYS       Sales Forecast
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AIMS AND
OBJECTIVES

SURVIVAL as we are just opening the company

PROFIT MAXIMISATION by making the maximur profit
possible.

SALES GROWTH by upselling our services and reaching a
bigger customer data base.

CUSTOMERSATISFACTION by getting feedback

INNOVATION on activities

Be on the top 10 LONDON MARKET

'BUSINESS EXPANSION
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AND
OPPORTUNITIES

SALES STRATETY
* Given attention to the need of the customer
* Provide affordable package prices for all social classes

* There will be numerous incentives applied to reach
customers satisfaction

* There will be punch card rewarding 20% oft for every
fourth celebration

SALES FORECAST

= Our forecast shows are Business will grow as shown below
= 1%Year 0.00%

* 2¢Year 60% (Through our mass publicity)

= 3Year 16% (There is a slowdown in this as we will trying
to maintain won customers)

* 4%Year 83% (In this year there is stability and the
likelihood of winning more customers

* §%Year 43% (Now is our Brand known enabling steady
growth
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BIRTHDAYS

ART UP COST

Definition;

These are expenses incurred in the process of
starting a new business.

Types;
»Pre-opening startup costs are expenses before
formally opening up. It includes:- making

a business plan, research expenses, costs of
borrowing, and cost of technology.

»Post-opening startup costs are expenses
during opening up or after. It includes:-
advertising, promotion, wages, salaries, rent
etc.
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BIRTHDAYS

SALES FORECAST

Definitior

is the process of estimating future sales outcome.
Benefits of sales forecasting;

It will enable Birthdays to make informed business
decisions such as Predicting achievable sales
revenue.

It will also enable it to predict its short-term and
long-term performance by efficiently allocating
resources.

It will enable Birthdays to evaluate its performance
in reference to economic and industry trends then
plan for future growth.
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BIRTHDAYS

INCOME
PROJECTION
STATEMENT

Definition;

Itis a formal document prepared to look at the monies
Birthdays will eam over a specified period, say a year.

It excludes expected expenses for that period.
Purpose and Applications

»To figure out how much money Birthdays wil
generate at the end of a defined period.

»>To help Birthdays inits planning and budgeting.

> To help Birthdays identify possible challenges then
devise strategies to address them.

»To support its loan applications to potential
investors.
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BIRTHDAYS

CASH FLOW
PROJECTION

Definition;

Indicates the expected amount of money that
Birthdays will generate as well as its expenditure.

Purpose;
~To anticipate cash shortfalls and surpluses.

»To compare income and expenses for given
periods.

» To predict the effects of changes such as
hiring equipment or an employee.

»To demonstrate to lenders Birthdays ability to
repay on time.
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BIRTHDAYS

PROFIT AND LOSS
STATEMENT

Definition;

Itis a document that lists the summary of revenues,
costs and expenditures incurred during the mentioned
period.

Purpose;

»To show the total revenues and expenditures over
a specified period of time.

To determine if Birthdays will be able
to operate profitably by increasing revenue and
reducing costs.
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BIRTHDAYS

BALANCE SHEET

Definition;

Is a statement that shows the financial health of
Birthdays.

Purpose;

> It shows the assets, liabilities, and share
holders’ equity at a specific time.

»Itis used to demonstrate the financial position
of Birthdays.
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FUNDING Estimated Actual

Investor Funding

Benson

4,000.00 £            

4,000.00 £          

Denis

4,000.00 £            

4,000.00 £          

Hassin

4,000.00 £            

4,000.00 £          

Omah

4,000.00 £            

4,000.00 £          

Total Investment 16,000.00 £         16,000.00 £        

Loans

Bank Loan 

Non Bank Loan 

Total Loans - £                   - £                  

Other Funding

Grant 

Other

Total Other Funding - £                   - £                  

Total FUNDING 16,000.00 £         16,000.00 £        

COSTS Estimated Actual

Fixed Costs

Advertising for Opening 500.00 £           

410.56 £             

Basic Website 400.00 £           

395.00 £             

Brand Development 1,500.00 £       

1,200.00 £          

Business Cards/Stationery 50.00 £             

42.50 £               

Business Entity (Company house reg) 13.00 £             

13.00 £               

Computer Hardware/Software 500.00 £           

459.99 £             

Internet Setup Deposit 70.00 £             

49.00 £               

Office Furniture/Fixtures 500.00 £           

200.00 £             

DJ system 2,000.00 £       

1,950.99 £          

Bouncing castle 900.00 £           

850.00 £             

banners each   @ £100 300.00 £           

300.00 £             

indoor games 200.00 £           

200.00 £             

Toys 150.00 £           

150.00 £             

Decorations 800.00 £           

760.00 £             

Van 6,000.00 £       

5,700.00 £          

Van Insurance 110.00 £           

100.00 £             

Road Licence 140.00 £           

140.00 £             

Disco lights  400.00 £           

399.99 £             

Trading Licence 120.00 £           

120.00 £             

Flowers 150.00 £           

150.00 £             

Total Fixed Costs 14,803.00 £         13,591.03 £        

Average Monthly Costs

Advertising (print, broadcast and Internet) 500.00 £              499.21 £             

Internet Connection 20.00 £                20.00 £               

Owner Salary 5,000.00 £           6,316.67 £          

Telephone 22.00 £                15.00 £               

Travel 100.00 £              100.00 £             

Public Utilities ( Gas & Electricity) 100.00 £              80.00 £               

Website Hosting/Maintenance 2.50 £                  0.99 £                 

Rent (Office/Storage)

100.00 £             

100.00 £           

Van Insurance

40.00 £               

50.00 £             

Work liability insurance

15.00 £               

20.00 £             

Travel 100.00 £             

80.00 £             

Miscellaneous Expenses 200.00 £              200.00 £             

Total Average Monthly Costs 6,199.50 £          

Total Monthly Costs 7,481.87 £          

Total COSTS 21,002.50 £         21,072.90 £        

SURPLUS/(DEFICIT)

5,002.50 -£           5,072.90 -£          

BIRTHDAYS  Start up Cost
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                                            BIRTHDAYS      BALANCE SHEET

ASSETS LIABILITIES

Period Ending: December-20 Current Liabilities

Current assets Accounts Payable 5,100.00 £   

Cash and cash equivalents Short term debts - £           

Accounts receivable

- £                      Interest payable - £           

Inventories - £                      Taxes Payable

Other current assets such as Prepaid expenses - £                      Income Tax

Total current assets - £                      National Insurance - £           

Non-current/Fixed assets Total Current liabilities 5,100.00 £   

Bouncing castle, decorations, disco lights & toys 500.00 £               Non Current Liabilities

DJ system 1,500.00 £            Long term debt - £           

Equipment (Computer) 300.00 £               Pensions - £           

Van 5,000.00 £            Deferred tax liability - £           

Furniture 200.00 £               Total non Current liabilities - £           

Total non-current assets 7,500.00 £           

Total assets 7,500.00 £            TOTAL LIABILITIES 5,100.00 £   

TOTAL EQUITY (= Total assets - Total liabilities) 2,400.00 £           

Stockholder's Equity

Common stock

Retained earnings 9,863.49 £           

Less: treasury stock

Total stockholder's equity 9,863.49 £           

TOTAL LIABILITIES AND STOCKHOLDER'S EQUITY 12,263.49 £         


