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BUSINESS PLAN FOR STEVIA FARMING 


	BUSINESS DESCRIPTION / MARKET OPPORTUNITY

[bookmark: _Toc81722190]Goals 
· increase To increase consumer consumption of health-conscious meals across the UK and the world at large
· To increase market share by 35% by the second year of business
· To clientele by 60% by the third year of business
[bookmark: _Toc77673912][bookmark: _Toc81722191]Mission statement
Stevia-The Key to a happy well-being lifestyle 
Vision 
The vision of Stevia company is to change the world’s perception of what it means to consume alternative healthful sugar and create a healthy sociality
The product 
It is planned that this company will deal with stevia plant farming. This product is one of the most innovative in the food and beverage industry. Known as the alternative sugar plant, stevia is a native plant in Paraguay that people have used for more than 1500 years in local communities (Park Seed, 2022). It has a millennial-old application as a digestive aid topical healing agent and is 200-300 times sweeter than regular sugar. However, stevia has only recently spread in the western world. The herb is rich in proteins, calcium and several multiple vitamins and minerals.
Most importantly, the stevia plant provides an all-natural, calorie-free and sweet alternative and these qualities make the stevia plant an innovative product in the food and beverage market (Butler and Nichols, 2018). Hence when it is added to its sweetener benefits, there is a growing demand for the stevia plant as it has been demonstrated to offer potential health benefits for consumers with diabetes and other health complications. Furthermore, the product has proven safety records and appears to pose no health risks when used in moderation (Butler and Nichols, 2018). It also does not stimulate tooth decay, and its near-zero calories mean it is less likely to elevate blood sugar levels. Therefore the stevia plant is an ideal product for the health-conscious movement. 
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Figure 1. Stevia plant and sugar from the plant (Source: Park Seed, 2022)
To prove the statistical demand for the stevia plant, Callaghan et al. (2021) established that modern consumers are highly concerned about health-conscious movements due to the health benefits of such products. For instance, in a survey conducted on 7, 500 participants across six countries, it was found that 79% of the respondents agreed that wellness is critical, and 42% agreed that wellness is a top priority for them (Callaghan et al., 2021). Furthermore, it has also been established that most consumers across the board have shown an increased emphasis on health-conscious eating in recent times. Staggering enough, Callaghan et al. (2021) found that the global wellness market attracts over 1.5 trillion USD with an annual growth rate of 5-10%. 
However, Callaghan et al. (2021) also noted that the health-conscious market is increasingly overwhelmed by new entrants. Therefore, the business will have to remain competitive to beat the rising competition from new entrants and traditional players in the sugar supply industry. 
The ownership structures 
This business will be: 
A private company limited by shares(LTD). 
The owners will include friends who come together to run the business. In the LTD format, the agreement between the owners is used to help understand who receives how much. The main benefit of LTD is that the structure limits the owners’ individual liability regarding business debts and shortcomings (Aspan, 2017). In addition, LTDs are critical since they offer protection to the owner regarding risks such as court cases or piled-up debts and where the owner has individual assets that should be protected from creditors (Aspan, 2017). However, LTDs are costly and complicated (Reuting, 2014). 














	INDUSTRY ANALYSIS

The threat of new entry 
Moderate:
Moderate capital costs mean that new entrants can try this market. As a result, there are low barriers for new entrants in the natural sweeteners market. However, the low barrier means that the Stevia company must remain highly innovative to remain competitive. 
Threat of substitutes
High:
There are plenty of substitutes in the natural sweeteners market. For example, sugar from the stevia plant can easily be substituted with palm sugar, molasses, honey, maple syrup and natural sweetener blends. Therefore, the high availability of substitutes such as artificial sweeteners means strategies such as cost leadership should be highly applied to win consumer interest. 
Bargaining power of customers
Strong:
Customers in this industry have high bargaining power as there are many types of affordable sugars in the market. These low switching costs mean buyers can quickly change from stevia sugar to other sugars. Hence Stevia company must reduce product prices while maintaining high quality and volumes to appeal to the customers. 



Bargaining power of suppliers

Weak:
The high availability of suppliers weakens suppliers’ power in stevia plant farming. There are currently many suppliers of farm inputs required for this business. However, Stevia company must seek reliable suppliers to maintain a higher bargaining power. 

Competitive Rivalry: 

	Name of competitor
	Differentiation

	Competitor 1 
Tate & Lyle PLC (UK)
	The business will actively utilise the company’s website and other major e-commerce platforms, such as social media networks, to beat this competition (Charlesworth, 2014). 

	Competitor 2
Rigest Trading Limited (UK)
	The proposed business will use brand ambassadors to beat this competition. For example, the proposed business will consider using famous football players in the UK as brand ambassadors (Yu and Kim, 2020).

	Competitor 3
SWT Stevia (UK)
	Here, insight selling will be applied to reduce competition. Insight selling involves explaining to customers their unknown problems and providing a solid solution (Töytäri, 2018). This strategy opens up a white space to quickly the product.  















	OPERATIONS AND MANAGEMENT TEAM
OPERATIONS
The primary idea of this business is based on farming. Since stevia plants are susceptible to the UK climate, the plant will be grown using greenhouse technology. The orangery technology guarantees practical farming since the growing conditions can be artificially controlled to suit customer preferences and needs.
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Figure 2. Greenhouse farming for a stevia plant

The main supplies in this business are stevia seeds and greenhouse equipment. The business will strike a solid partnership with leading stevia seed suppliers such as Chiltern Seeds, Park Seed, Etsy UK, DT Brown Seeds and Nicky’s-nursery, among others in the UK, to receive the best seeds. Other equipment required are heaters, fans, vents and ventilation, lighting and fixtures, carts and wagons, pots and trays. This equipment will be sourced from local suppliers of greenhouse equipment like Keen Gardener, Suttons, Garden4Less, Two Wests, and others in the UK. Furthermore, to transform these supplies to the production site, the business will hire logistics companies to help with delivery. As a result, the stevia plant will be grown in greenhouses and supplied to consumers using reputable logistics companies. 


Generating revenue for the business and preventing loss of revenue
Revenues for this business will be generated in terms of product sales to other companies. In essence, the business is a B2B organisation that sells stevia plants to those companies that use sugar in their production processes. There is a wide pool of revenue sources for the business as the customers include: food and beverage, personal care and pharmaceuticals (PR News, 2022). The acquired revenue will also be prevented from losses in order to ensure the company remains afloat. 
Therefore to prevent loss of revenue, the business aims at using strategies such as monthly audits, staff training, development and applying Big Data and AI to monitor and control potential errors (Sharda et al., 2014).






MANAGEMENT TEAM

	Name 
	Skills
	What do they bring to the firm

	Directors: M. Koychev, M.Radev
	Leadership, problem-solving, communication and teamwork 
	Finances, forward direction and source of inspiration (Junsheng, 2019).

	CEO: Nikola Nikolov 
	Decisiveness, vision, creativity and innovations 
	Expanding the company and improving profitability (Junsheng, 2019).

	HR: TBC
	Organisation, teamwork, adaptability and leadership
	Developing, reinforcing and transforming the organisational culture (Junsheng, 2019).

	Line managers: TBC
	Approachability, proactive thinking, empathy and trust
	Implementing HR and other organisational policies (Junsheng, 2019).

	Subordinate employees:TBC
	Open-mindedness, teamwork, problem-solving and communication
	Expertise in stevia plant farming







	
MARKETING: The Four P’s must be used to describe your marketing strategy

Product: 
The business proposes stevia plant farming to provide a ready source of healthy sugar for those companies using sugar as a primary ingredient in the production (Butler and Nichols, 2018).
Price: 
The product will be charged at GBP 2.0 per 100 grams, slightly below the UK standard prices. The basis for this pricing is cost leadership, where lower prices are used to attract customers (Kharub et al., 2018).
Promotional Mix: 
Product marketing will be done through social media, offline and online SEO, email, and tv and radio marketing. In addition, brand ambassadors and influencer marketing will also be used to increase brand visibility (Chaffey et al., 2019). 
Place (Distribution strategy): 
The product will be distributed through delivery companies. Customers will make orders either through offline or online channels and their orders will be delivered using reputable logistics companies. 






	FINANCIALS

Sources of funds: 
To implement this project, the business will seek funds from owners, loan facilities from UK banking institutions, and grants from the UK government and other EU bodies. 

Use of funds
Funds will be used to purchase raw materials, meet operational expenses and expand the business horizon to other markets. 



	
	Month 1 (GBP)
	Month 2 (GBP)
	Month 3 (GBP)
	Month 4 (GBP)
	Month 5 (GBP)
	Month 6 (GBP)

	Revenue (from your operations and marketing section)
	

40, 000
	

80, 000
	

100, 000
	

150, 000
	

115, 000
	

110, 000

	Fixed Costs
(List out your fixed costs)




	Rent- 7, 000
Salaries- 15, 000
Machinery- 10, 000



Total- 32, 000
	Rent- 7, 000
Salaries- 
15, 000
Machinery- 2, 000

Total- 24, 000
	Rent- 7, 000
Salaries- 
20, 000
Machinery- 3, 000

Total- 30, 000
	Rent- 7, 500
Salaries- 18, 000
Machinery- 5, 000


Total- 30, 500
	Rent- 7, 500
Salaries- 20, 000
Machinery- 25, 000

Total- 52, 500
	Rent- 7, 500
Salaries- 
20, 000
Machinery- 10, 000

Total- 37, 500

	Variable Costs
(List out your variable (costs)




	Raw materials- 10, 000
Packaging supplies- 3, 0000
Piece-rate labour- 7, 000


Total-£ 20, 000
	Raw materials- 15, 000
Packaging supplies- 6, 000
Piece-rate labour- 10, 000


Total-£ 31, 000
	Raw materials- 20, 000
Packaging supplies- 8, 000
Piece-rate labour- 10, 000


Total-£ 38, 000
	Raw materials- 25, 000
Packaging supplies- 10, 000
Piece-rate labour- 15, 000


Total-£ 50, 000
	Raw materials- 25, 000
Packaging supplies- 
12, 000
Piece-rate labour- 15, 000

Total-£ 52, 000
	Raw materials- 20, 000
Packaging supplies- 
9, 000
Piece-rate labour- 11, 000

Total-£ 40, 000

	Profit 
	-£12, 000 (-30%) loss
	£25, 000 (31.25%) profit
	£32, 000 (32%) profits
	£69, 500 (46%)
profits
	£10, 500 (9%)
profits
	£32, 500 (29%)
profits
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