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[bookmark: _Toc175204843]BUSINESS DESCRIPTION OR MARKET OPPORTUNITY
AI Automation agencies emphasize leveraging AI technology to streamline operations, enhance efficiency, and lower costs via automation solutions and tools (Putkinen, 2014). Spark Company uses a business model designed around providing tailored AI solutions that explore and handle specific operational aspects of customers. A focus on customisation differentiates itself from the generic solutions provided by other tech companies (Xu et al., 2021). The aspect of customisation as a differentiation strategy at Spark Company enables it to provide tailored solutions that meet the unique needs of customers as it allows it to establish solutions that link with the unique business requirements of customers. 
Separately, Spark Company considers intellectual property, especially in protecting propriety algorithms and methods of integration that form the basis of our offerings. This concept is the competitive edge that also fosters continuous innovation in the solutions the enterprise brings to the market (Xu et al., 2021). Further, the ownership structure of the company is under a private entity which ensures an agile concept of making decisions and a focused execution of the AI strategies. 
[bookmark: _Toc175204844]INDUSTRIAL ANALYSIS
[bookmark: _Toc175204845]VRIO Framework Analysis 
The VIRO framework assesses the resources of a company and its capabilities to reveal the potential of the enterprise for a competitive edge (Pesic et al., 2013).
[bookmark: _Toc175204846]Value
Spark Company uses AI solutions that are of high value as they explore specific needs based on customised automation (Pesic et al., 2013).  The value proposition of Spark Company is strong because of the comprehensive maintenance and support services that ensure that customers obtain long-run benefits from their investment in AI.
Spark Company faces competition from enterprises such as Slack, Hubspot, Make.com, Google Cloud AI, and Zapier, however these providers are are more generalised with a one-size-fits-all product concept. Despite the solutions being effective, they fail to precisely address the specific aspects or needs of the SMEs as compared to the tailored solutions that Spark Company offers in the market (Barringer and Ireland, 2012). Moreover, the competitors have standardised support services that lack the personalised aspect or touch that Spark offers in the market. The AI solutions at Spark Company provide high value via extensive support and customisation which provides it with a competitive edge over the rival enterprises that provide generic offerings (Watermeyer et al., 2024).
[bookmark: _Toc175204847]Rarity
The rarity at Spark Company is high because it embraces tailored solutions and ensures industry-specific adjustments. The company embraces bespoke AI solutions and integrates with the available business systems which are rare in the sector (Pesic et al., 2013). This is a rarity that gives tailored AI solutions, with a committed exceptional customer service which differentiates Spark Company from the rival enterprises that offer generic AI tools. 
Competitors such as Google Cloud AI and IBM have a well-established and wider range of AI solutions, but their products focus more on a broader audience instead of embracing highly customised solutions. The emergence of start-ups can provide niche AI solutions but lack integration capabilities and fail to offer the comprehensive support that Spark Company offers in the market (Barringer and Ireland, 2012). 
[bookmark: _Toc175204848]Imitability 
The imitability of AI solutions of Spark Company by the competitors is moderate with barriers such as established client relationships and proprietary technologies. Despite the technology being replicated to some level, the high-level customisation, integration concepts, and propriety algorithm that Spark Company provides become challenging to copy in the market (Pesic et al., 2013). Rival enterprises and new companies possess resources to establish similar AI technologies and may strive to replicate the customisation strategy of Spark Company. However, there may be limitations in their effectiveness due to the available business models and the speed of adapting to the innovative practices at Spark Company. Therefore, the AI solutions at Spark Company are moderately imitable but the company protects such by its unique customisation concept and propriety technology that hinder replication. 
[bookmark: _Toc175204849]Organisation
The organisation of Spark Company is well-structured to increase its support and ensure that it gains a more competitive edge. The company exploits the competitive advantage as the enterprise has highly skilled experts and professionals with expertise in AI development, customer service, and business operations (Pesic et al., 2013). The company has efficient processes for designing, consulting, integrating, and supporting AI solutions. This enables the company to offer high-quality and customised products. The organisational structure offers innovation and agility to promptly respond to the changes in the market and the needs of customers. 
The competitors in the market focus on robust organisational structure but do not have the level of agility and customisation that Spark Company possesses in the market. Further, large companies might experience challenges with slow response time and bureaucracy which impact their capabilities to offer tailored solutions and exceptional services (Pesic et al., 2013). Therefore, the organisational capacity of Spark Company links with its strategy to offer customised AI solutions that enable it to capitalise on its competitive advantage. 
Summary of VRIO at Spark Company
	VRIO
	Spark Company 
	Competitors (IBM, Google Cloud AI

	Value 
	Yes (offer high-value via automation and support)
	Yes (highly valuable solution but generalised strategy)

	Rarity
	Yes (use integration and bespoke AI solutions that are rated)
	No (provide standardised solutions or products)

	Imitability 
	No (customisation strategy and propriety technologies are unique and difficult to imitate)
	Yes (may possess similar technologies and resources but cannot replicate the customisation at Spark solution). 

	Organisation
	Yes (well-established to offer AI solutions)
	Have organised structure but experience challenges with personalisation and agility compared to Spark Company



[bookmark: _Toc175204850]Porter’s Five Forces Model
Porter's Five Forces model gives the industry aspects where Spark Company and other enterprises operate. The model explores competitiveness in the industry focusing on threats that new entrants bring, the power of suppliers to bargain, the power of buyers in the market, rivalry in competition and threats brought by substitutes (Porter, 1980). However, Spark Company solves this challenge with its well-established robust customer base and credibility. Secondly, the bargaining power of suppliers in the sector is moderate because of the reliance on data of high quality and the resources for advanced computing. On the other hand, the bargaining power of buyers continues to increase in the industry as enterprises that seek products and services from Spark Company and other companies are informed about the AI options (Porter, 1980). However, Spark Company overcomes the buyer power by providing specialised solutions. The competitive rivalry is high in the sector with competitors such as Google Cloud AI and IBM dominating the sector. However, Spark Company emphasizes customised solutions and offers exceptional customer support that offers it a competitive advantage in the market. Lastly, threats of substitutes in the industry are moderate because of the alternative automation technologies and the existing manual processes in the sector. 
[bookmark: _Toc175204851]OPERATIONS AND MANAGEMENT TEAM PLAN
[bookmark: _Toc175204852]Operations 
The operations of Spark Company have a structure that offers seamless delivery of automation solutions underpinned by AI tools. The business process will commence with comprehension of the needs of customers via consultations, designing, and delivering customised solutions. The company will source computing resources and data that will help in establishing and deploying AI solutions. The company will embrace platforms of cloud computing to process and store data that ensure reliability and scalability. The management will furnish the office with the latest and cutting-edge technology to assist in developing and operational tasks. 
Separately, Spark Company will use revenue generation concepts including different concepts such as consulting fees, project fees for custom AI solutions, and subscription fees for support services. The company will seize the upselling opportunities emanating from the advanced features and support services. Further, the company will achieve economies of scale as it grows its customer base and expands its operations and service offerings. 
[bookmark: _Toc175204853]Plan for Management Team
Chief Executive Officer 
The Chief Executive Officer will be responsible for supervising the business strategy and growth. CEO will oversee the strategy and operations of the company, and offer leadership and directions for all the departments (Asghar et al., 2023). 
Chief Technology Officer 
The CTO will manage the technological elements to ensure effectiveness in the establishment and deployment of the AI solutions. Accordingly, the CTO will manage the technology development and strategy, supervise the research and development of the AI solution, and link the technological advancement with the business objectives (Asghar et al., 2023).
Chief Operating Officer 
The COO will be responsible for the daily operations to ensure excellent execution of projects of the organisation. Accordingly, the COO manages the daily business processes and operations, ensures the effectiveness and efficiency of operations, and coordinates the departments to achieve operational objectives. 
Chief Marketing Officer 
The CMO will be responsible for developing and implementing strategies for marketing to ensure customer acquisition and management of the brand. Besides, the CMO will analyse the market trends and accordingly adjust the strategies (Asghar et al., 2023). 
Chief Financial Officer 
The CFO will manage financial planning, manage risk, and reporting. Besides, the personnel will oversee budgeting, financial compliance, and accounting and ensure that the company remains financially healthy for sustainability (Asghar et al., 2023). 
Chief Executive Officer (CFO)
Chief Technological Officer (CFO)
Chief Operating Officer (COO)
Chief Marketing Officer (CMO)
Chief Financial Officer (CFO)







(Source: Developed by Author, 2024).
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The marketing strategy for Spark Company will emphasize reaching SMEs in different sectors that seek solutions for AI-driven automation. The company prioritises the product, price, promotion, and place of marketing to guide its marketing approach. 
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Spark Company provides tailored AI solutions that meet the specific needs of customers. The strategy entails custom automation solutions, integration services, and AI consulting (Mariotti and Glackin, 2013). The unique selling point of the company is its support to customers and high-level customisation. 
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Spark Company embraces a competitive pricing model that gives high ROI for the customers. The company will embrace a value-based pricing concept to ensure that customers perceive important benefits from the solutions relative to the costs (Mariotti and Glackin, 2013). 
[bookmark: _Toc175204857]Promotion
The promotion concepts of Spark Company will entail a targeted digital marketing campaign, and content marketing to showcase expertise and participate in industry events and conferences (Mariotti and Glackin, 2013).  The company will leverage customer testimonials and case studies to establish credibility and attract new customers. 
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Spark Company will operate via combined direct sales and use platforms. The company will ensure that the services are accessible to customers globally through the website while focusing its direct efforts on important industries and markets where SMEs are dominant (Mariotti and Glackin, 2013). 
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Spark Company will use initial funding of £200,000 distributed in the operational costs accounting at £50,000 for subscription of software, rent, and other expenses (Mariotti and Glackin, 2013). The remaining funds will help to hire personnel, marketing initiatives, and technology infrastructure. The budget will cover a six-month forecast to help ensure financial stability. The forecast will entail the projected revenues from customer contracts, expenses on operations, and the cash flow. This will assist in effectively managing the resources and ensure the financial stability of the company. 
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	Amount in £

	Revenue

	Customer contract 
	540,000

	Total  
	540,000

	Expenses

	Operational costs 
	

	Rents for the offices and technological infrastructure 
	35,000

	Subscription for the software 
	10,000

	Miscellaneous and utilities   
	5,000

	Total 
	50,000

	Costs on Personnel

	Salaries 
	80,000

	Employment of workers  
	20,000

	
	100,000

	Cost of marketing and acquiring customers
	50,000

	Total expense
	200,000

	Net Income (after all expenses)
	340,000



Six-month cash flow statement 
	Month 
	January
	February
	March
	April
	May 
	June

	Balance 
	200,000
	180,000
	180,000
	295,000
	310,000
	325,000

	Cash to the business

	Revenue 
	50,000
	50,000
	50,000
	50,000
	50,000
	50,000

	Total cash-inflow
	50,000
	50,000
	50,000
	50,000
	50,000
	50,000

	Cash outflow from the business

	Costs of operation
	25,000
	5,000
	5,000
	5,000
	5,000
	5,000

	Costs of personnel
	20,000
	20,000
	20,000
	20,000
	20,000
	20,000

	Cost on marketing 
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000

	Technological infrastructure 
	15,000
	15,000
	0
	0
	0
	0

	Total cash outflow
	70,000
	50,000
	35,000
	35,000
	35,000
	35,000

	Net cash flow
	-20,000
	0
	15,000
	15,000
	15,000
	15,000

	Ending balance
	180,000
	180,000
	295,000
	310,000
	325,000
	340,000



[bookmark: _Toc175204861]SUMMARY
The business plan for Spark Company expounds on its strategy and plan for operations as an AI automation agency. The exploration of its future cash flow and financial statement reveals that it will be a leader in the market because it will offer high-quality and customised solutions for the unique needs of consumers. The well-elaborative business model, clear marketing concepts, and strong management team of experts will succeed in the competitive market.  The company emphasizes tailored solutions, exceptional support to customers, and competitive pricing to differentiate it from the competitors which will enable it to ensure financial stability and establish well in the market. 
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