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Executive summary

The discussion below mentions the business plan linked to the setting up of the business venture of GreenWave Electronics, Inc. in the UK. The discussion mentions the mission and the products of the business. It also mentions the market-based analysis of the consumer electronics-based market of the UK to be judged suitable for setting up the new business-based venture. Further, it talks about the operations-based plan linked to core principles of business process to be followed by the business along with the marketing plan of the future business based on discounted offerings of the products. Lastly, it provides the financial plan as expected for the new business in terms of a funds statement and a six-month-based cash budget-oriented analysis followed by a conclusive summary.
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[bookmark: _Toc149406253]1. Business description or the market opportunity 
Mission statement
The business plan linked to the launching of the business of GreenWave Electronics, Inc. can be linked to the development of the mission of a safe and sustainable business in terms of the provision of prominent electronics-based products or services associated with the consumer electronics-based market of the UK. Internet-based usage technology can be connected with the consumer electronics business in rich and vivid manners (Abdel-Basset et al. 2019). The use of green technology to assist and support the development of the new business in the consumer electronics-based market of the developed economy will be connected with the mission of the new business-based venture. 
Product or services
The products or services of consumer electronics-based businesses are linked to the new business of GreenWave Electronics, Inc. which is to be set up in the consumer electronics-based market of the UK includes the android-based modern technological products or services along with other products or services, for instance, as connected with smart homes and smart CCTV-based camera as others can be linked to the business. 
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Figure 1: Aspects of consumer electronics-based business
(Source: Venkatesh 2023)
Further, AI-powered technologies can be linked to consumer goods-based products (Venkatesh 2023). The sustainable prospects of development of the new consumer electronics-based business in the UK can be linked to the aspect.

Intellectual property-based considerations
The intellectual property-based legal considerations based on designs in terms of patents, trademarks, and copyrights can be linked to the development of the new business to be launched in consumer electronics-based market segments of the UK. The use of orders of preferences-based criteria is significant for the launching of consumer electronics-based businesses (Abdel-Basset et al. 2019). Moreover, the outcomes that will be obtained in terms of launching the new business are to be linked to the ownership-based considerations in terms of the development of designs-based aspects of the products or services based on the intellectual property-based frights in connection with the venture in the UK. 


[bookmark: _Toc149406254]2. Industry-based analysis 
VRIO analysis

	Categorical variables
	 V (Values)
	R (Rarity)
	Imitability (I)
	Organization (O)
	Merits

	Supply chains
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	Competitive parity

	Bargaining powers
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	Competitive parity

	Inventory management 
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	Sustainable advantage

	Brand equities
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	Sustainable advantage

	Marketing 
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	Sustainable advantage

	Product qualities
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	Sustainable advantage

	Product ranges
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	Sustainable advantage

	Talented HR
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	Competitive parity



Table 1: VRIO analysis of consumer electronics-based industry in the UK
(Source: Self-developed)
As per the above analysis, the supply chains-based process and the bargaining powers of the consumer electronics market in the UK meet competitive parity in terms of values, rarity, and organization-based criteria. On the other hand, the inventory management process, marketing, brand equities, product-based qualities, and ranges meet sustainable merits-based criteria in terms of all the variables of the VRIO. Revenue-based base in the consumer electronics market which is expected to grow by 0.47% has stood at 33.5 billion dollars in 2023 (Statista.com 2023). The aspect can be linked to the analysis Talented HR-based aspects of the markets also meet all the criteria of the analysis in terms of competitive parity. 
Porter’s five forces-based analysis
Bargaining power connected with the buyers- Bargaining power associated with the buyers in the consumer electronics-based market in the UK based on demographic targeting and positioning of customers-based business is quite high. The reason for this high bargaining power linked to the buyers is the presence of low switching costs in the market (Tipalti.com 2023). Therefore, it is difficult for most businesses to meet the demands of consumers in varied manners. 
Bargaining power connected with the sellers- Bargaining power associated with the sellers in the market is quite low which makes the business weak in terms of lags in supply chain-based networks of the business based on the segmentation and positioning process. The low bargaining power of sellers can be linked to low product differentiation-based criteria in the market (Ivan 2023). 
The threat of competition- Rivalry or competition among the presently existing firms is high in the market. The presence of numerous competitors is linked to its high competition-based intensities in the market (Learn.marsdd.com 2023). This creates an intense scope of advancements in the development of marketing processes linked to the industry. 
Threat of substitutes- Threats associated with substitute products are high in the market making it difficult for the business to diversify its production operations. The offering of cheaper budgeted products by rivals can be cited as the main cause for greater threats from substitutes in the market (Liu.cwp.libguides.com 2022)
Threats of new market entrants- The threat associated with new entrant firms is quite low in the market creating chances of better business survival for the existing firms. A greater presence of brand loyalties in the existing businesses of the market can be linked to low threats from market-based entrants (Corporatefinanceinstitute.com.2023).


Competitors’
Competitive rivalry based on competitors such as Knexus Verv Energy and other firms in terms of production of electronics-based products which are distinctly different from existing in the industry can pose threats to the new business venture to be set up in the UK. 43% of the gross revenues of the UK-based consumer electronics industry is generated from digital sales-based operations (Statista.com 2023). The aspect can be linked to the competitive attitudes of the consumer electronics-based market of the UK. 
By utilising internet-based technologies, GreenWave Electronics, Inc. hopes to create a secure and long-lasting presence in the UK consumer electronics market. The aim is to promote environmentally responsible behaviour through the use of green technologies. However, competitors such as Knexus Verv Energy pose challenges with their product lines. Digital sales generate revenue for the consumer electronics industry in the UK, which affects the dynamics of competition. Among rivals' differentiators are novel product features, state-of-the-art design, and improved user interfaces. Comprehending and manoeuvring through this competitive terrain will be crucial for GreenWave's triumph in the dynamic consumer electronics arena of the United Kingdom. 
[bookmark: _Toc149406255]3. Operation and the management team-based plan  
Business process
The core and support-oriented business process is to be linked to GreenWave Electronics, Inc. as to be developed in the UK. The aspects linked to production, operations, deliveries, and other aspects of business mechanisms as linked to marketing promotions can be associated with the cores of the process. Digital business processes bring the transformation of businesses (Barmuta et al. 2020). The core and the supports-based process as linked to the development of the digital operations and the management-based plan of the new business can be associated with the primary requirements of developing the business fit with the needs of the customers. The sales development process in association with the key principles of marketing is the main feature of the process in connection with the basic ideals of the development of the business. Further, the merit associated with the streamlining criteria can be associated with the concerned business to be used by the new business-based venture in the UK. Moreover, the support-based processes in terms of bolstering the human resources, finances, IT, and other sectors can be deeply linked to the operations-based mechanisms of the process.  
The business processes of GreenWave Electronics, Inc. integrate digital operations for company transformation and are focused on key services such as production, operations, delivery, and marketing promotions. Customer-centricity is ensured by the sales development process' alignment with fundamental marketing principles. Reducing the number of criteria improves efficiency, which is important for the UK consumer electronics market. Operations and support functions—which include IT, finance, and human resources—are closely related. Strategic planning is needed for sourcing, manufacturing, and on-time delivery through the supply chain and distribution channels, which promote smooth relationships between clients and vendors. Through outlining these procedures, GreenWave Electronics hopes to create a flexible and customer-oriented business strategy in the UK's cutthroat market.
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Figure 2: Revenue in terms of segments in the consumer electronics-based market in the UK 
(Source: Statista.com 2023)
In addition, the average volume of consumption as per person-based criteria is about 2.5 pieces per person as in the UK-based consumer electronics market in 2023 (Statista.com 2023). The development of the business process can be associated with this perspective.  The addition of values to the business can be inherently linked with the intensities of the use of the process for supporting the business operations-linked management infrastructure. 
Revenue generation-based process from business 
The revenue generation process to be chosen appropriately for the development of the new business of GreenWave Electronics, Inc. in the UK is to be primarily based on the upselling process. Motivating the buyers to buy a high range or version of the business products in comparison with what they desire is the main prospect of the process to be used in the new business venture in the consumer electronics-based market in the UK. The CAGR rate of the consumer electronics-based goods market in the UK stood at 8% between 2017 and 2021 (Globaldata.com 2023). Further, the process of future upgradation of the business activities about the development of economies or the scale or increasing returns to the scale-based business process can be associated with this prospect. 
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Figure 3: Market sizes of the consumer electronics-based market of the UK in different periods
(Source: Globaldata.com 2023)
Moreover, the process of encouraging the buyers in the UK to purchase the upgraded items to be manufactured by the new business can be directly linked to the efficiency of the operation of demographic segmentation while the development of the marketing process is linked to the customers. The greater the intensity of the plausible scope of upgradation of the business, the more suitable the process of upselling for the generation of increasing scale or scope of revenues as to be earned by the business which is to be set up in the consumer electronics-based market in the UK. Technological processes favour business promotions (Seiler et al. 2022). The strength of demographics segmentation based on the process of appropriate targeting of varied customer gaps can aid in this regard in developing superior business positioning processes in the future. Moreover, any plausible losses in the earned revenues can be prevented via the appropriate use of monitoring and supervision linked to the business process. 
Operation-based activity 
[bookmark: _Toc149406256]The education-based criteria, industrial experiences criteria, and achievements-based criteria can be linked to skills in dealing with leadership as expected to be present in the apex management-based personnel in the new business. The criteria for the development of entrepreneurship-based capabilities and the competencies can be linked to this aspect. Business motivation is an important criterion for transforming a business (Barmuta et al. 2020). The aspect can be linked to the development of operations to be done in the new business venture of GreenWave Electronics, Inc. in the UK. Multi-skilled-oriented workforce is necessary for business development in a practical manner (Anoshkina et al.  2020).  Additionally, the budget management-based skills, experiences, and achievements along with the techniques learned for motivating the business staff are expected to be present in the management team which justifies them to be appointed in varied managerial segments of the new business venture as to be developed in the UK. 
The management strategy of GreenWave Electronics, Inc. places significant emphasis on essential standards for leadership excellence in its top-level management team for the UK venture. An individual's accomplishments, work history, and educational background are important factors in choosing leaders who can develop entrepreneurship. Acknowledging the importance of company motivation, the strategy incorporates strategies for motivation into daily operations, guaranteeing a revolutionary approach to business (Barmuta et al. 2020). It is intended that the workforce will have a variety of skills to meet real-world business development requirements. The new UK-based business venture will use a combination of staff motivation approaches and budget management abilities, experiences, and accomplishments as key selection criteria for managers. The goal of this all-encompassing management strategy is to develop a dynamic and competent leadership team, which is necessary for GreenWave Electronics to succeed in the cutthroat UK market.

4. Marketing plan and the strategy 
Marketing Plan
The marketing plan linked to the sales promotion strategy of the offering of the future business products with the options of discounting their actual prices can be linked to the new business of GreenWave Electronics, Inc. as to be set up in the UK. Shits have been produced in businesses in recent days (Purnomo 2023).  The development of the sales process via differentiation of the customers-based deliveries at pints of the sales via the demographic positioning and targeted segmentation scheme can be associated with the plan of marketing linked to this strategy of business development. Business structures have also witnessed changes in the present era (Saura et al. 2019). 
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Figure 4: Discounting process of sales
(Source: Srivastav and Vaidya 2023)
Further, the process of developing the proper process of advertising schemes to develop sales promotions based on the marketing strategy can be associated with this aspect. The business can be expected to proceed from about a 50% growth rate to to growth rates above as linked to the new business-based venture to be developed in the UK.  
4Ps -based marketing linked to the marketing strategy
Product- The development of varieties of consumer electronics-based products and services associated with androids, cameras, residences, and other aspects are to be included for the development of new business in the UK. Sales-based conversions can be linked to the developmental process linked to the growth of a business (Purnomo 2023). The aspect can be linked to the use-based criteria of the offerings with a discounts-based sales strategy. For the UK market, GreenWave Electronics, Inc. sees a wide range of products, such as consumer electronics related to Androids, cameras, homes, and more. Because they correspond with client demands and desires, sales-based conversions are essential to corporate growth. In order to customise offers to meet particular wants and preferences, the product development strategy takes target markets and client personas into account. Discount methods are used into the sales approach to appeal to consumers who are cost-conscious and to improve the overall sense of value. In addition to encouraging brand loyalty, this customer-centric strategy makes sure that product offers meet the wide range of needs of the UK consumer electronics industry, which supports steady sales growth and market success.
Price- Development of the discounting pricing-based scheme can be associated with the new consumer electronics-based business to be set up in the UK. The development of the sales promotion process in an effective manner rests on this scheme. For its consumer electronics company in the UK, GreenWave Electronics, Inc. intends to introduce a strategic discount pricing strategy. The goal of the pricing strategy is to increase the process of sales promotion's efficacy. The business will take into account production costs, operating costs, and a fair profit margin when determining the selling price. GreenWave Electronics will guarantee a competitive yet profitable pricing structure by closely examining these expenses. This strategy strikes a compromise between affordability and financial viability, appealing to both cost-conscious customers and positioning the company for long-term growth and profitability in the competitive UK consumer electronics industry.
Place- The places where the marketing and the sales promotions are to be developed in terms of the launching of the new venture will include all the important commercial business regions of the UK such as London, Manchester, Liverpool, and other regions.  
Promotion- The promotion-based tactics for the new business are to be based on the digital process of advertising schemes. GreenWave Electronics, Inc. will use digital advertising to promote itself, focusing on important client touchpoints and resolving issues within the UK market. The main touchpoints will be social media, online platforms, and e-commerce channels, guaranteeing a broad audience among tech-savvy customers. Tailored digital advertising will address pain factors including affordability, technological complexity, and environmental concerns. Customers will respond favourably to a product's low cost, easy-to-use features, and environmentally friendly manufacturing processes. By effectively advertising GreenWave Electronics' products and addressing any potential problems, the digital approach seeks to create a seamless and engaging customer experience. In the end, the goal is to establish a strong brand presence in the competitive UK consumer electronics scene. 
[bookmark: _Toc149406257]5. Financial Plan 
Different kinds of financing
The expected fund's statement is linked to the amount of money which the new venture-based business of GreenWave Electronics, Inc. in the UK needs to raise money for its development is to be as follows:

	Dates
	Transaction particulars  
	Settlement-based ID
	Counter settlement-based ID
	 Credit ($)
	Debit ($)
	Current balance ($)

	01-10-2023
	Opening balance 
	
	
	
	
	1070.007

	04-10.2023
	1st Settlement 
	
	
	88.003
	
	1158.010

	08-10-2023
	2nd settlement 
	
	
	87.003
	
	1245.013

	15-10-2023
	3rd settlement 
	
	
	86.003
	
	1331,006

	24-10-2023
	4th settlement 
	
	
	85.003
	
	1416.019

	31-10-2023
	5th settlement 
	
	
	5.003
	
	1421.022



Table 2: Expected funds statement of the new business from the beginning of December 2023 till its end
(Source: Self-developed)
The financing process can be associated with business communities (Nolden et al.  2020). The above funds of 1421.022 dollars as to be available at the end of the month of starting the business as of the end of December 2023 and can be associated with the financing-based processes of venture capital and crowdfunding-based processes.
Forecasting based on a six-month-based cash budget.
The expected cash budget-based forecast for GreenWave Electronics, Inc. in the UK is as to be as follows:

	
	
	
	
	
	
	
	

	Particulars 
	1st month  
	2nd month 
	3rd month

	4th month
	5th month
	6 month
	Total

	Cash ($)
	6,000
	6,000
	6,000
	6,000
	6,000
	6,000
	36,000

	Fewer payments ($):
	
	
	
	
	
	
	

	Purchases($)
	2,000
	4,000
	3,000
	 1,000
	 1,000
	 1,000
	 12,000

	Rent ($)
	1,000
	 2,000
	2,000
	2,000
	2,00
	2,000
	11,000

	Other expenses ($)
	1,000
	2,000
	2,000
	1,000
	1,000
	1,000
	8,000

	Gross payments ($)
	4,000
	8,000
	7,000
	4,000
	4,000
	4,000
	31,000

	Gains or (loss)in cash ($)
	2,000
	(2,000)
	(1,000)
	2,000
	2,000
	2,000
	5,000



Table 3: Six-month-based expected cash budget of the new business
(Source: Self-developed)
Hence, as per the above cash-budget-based table, Positive funds (5,000 dollars) will be available for new business after six months of operation of the business.
Sales linked to financial stabilities.
Sales-based values of nearly 10,000 dollars can be earned in the first year of operation of the business of GreenWave Electronics, Inc. in the UK as planned, beginning from 1st December 2023. The process can directly generate financial stabilities for the new business. Development of sales performance in terms of the sales figures which are good can develop sustainability in terms of bringing positive performance for the business in a genuine manner.   The market facilitation process can be interconnected with the financing process (Nolden et al.  2020). The aspect can linked with the positive impact of the sales on financial stabilities based on the business performance.
[bookmark: _Toc149406258]6. Closing summary 
Thus as per the above analysis, the business plan linked with the establishment of   GreenWave Electronics, Inc. in the UK can be linked to the scope of development of the business in terms of adherence to the mission of sustainability connected with the successful launching of the new business venture in the UK.  The market-based analysis linked to the sound sales figures in terms of the growth potential of the present consumer electronics-based market of the UK can be judged as favourable for this business launching initiative.  Moreover, the operations and the management linked with the core business process based on upselling tactics have to be linked with the future scope of development of the business. Moreover, the marketing plan-oriented strategy of offering the products of sales with discounts has to be linked to the new venture in terms of the 4Ps of the marketing process. These sustainable business features to be linked with the new business venture will surely attract funds-based investments from varied investors operating in the markets of the UK. The new business hence can be expected to make a sound amount of money which will automatically drive the revenues and the profits-based earnings for the business to be launched in the UK.
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