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My name is Viktoria Velichkova Ivanova, and I am pleased to introduce my startup venture Aquatics. In this presentation, I am going to write about how Aquatics is a unique player in the market and well placed for success. Following is my SWOT analysis:
Strengths:
· Innovative Approach: I always look for fresh, renewable and practical ways to change both product designs and customer paths in the aquarium hobby.
· Innovative Thinking: I am always looking for new and innovative ways to improve the aquarium hobby, be it through innovate product design or delivery of result.
Weaknesses:
· Inexperience: I am a first-time entrepreneur, which means that there are elements of running any venture that remain new to me.
· Resource Constraints: Since the business runs as a sole proprietorship there are less resources compared to those of larger, more secure competitors.
Opportunities:
· Technological Advancements: Technology in the aquatics field is constantly evolving and offers many opportunities for new product concept development as well as ways to differentiate the products from competitors.
· Increasing Hobbyist Community: More and more people are interested in aquarium keeping, which creates a large number of potential clients.
Threats:
· Competition: The market already has established competitors and better brand recognition.
· Regulatory Changes: Alterations in environmental regulations could affect sources and product offers.
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Aquatics is a sole trader business which sells different types of marine and freshwater fish, plants, food equipment and accessories as well drugs and other specific areas connected with the aquatic industry. The company finds high-quality, environmentally-friendly products and share the aquarium hobby with all enthusiasts (Jarosz‐Krzemińska et al., 2021). Aquatics stands out with an extensive selection of premium products matched only by unparalleled expertise, customized customer service forever. This gives a competitive edge to the most innovative product designs with interesting delivery methods (Hutt et al., 2015). Aquatics respect local and international laws as well the environment, encouraging sustainable practices in the industry.
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CEO and Founder-Viktoria, Marine Biology alumnus with 2 years of experience in the Aquatic sector now pivots his knowledge as a seasoned Aquarium Manager/Consultant to help grow "Aquatics" into an epitome of trust.
Operations Manager- Graduating with a Business Admin degree and extensive retail management experience, Moray Marine project manager Sarah leads logistics & supply chain solutions for Aquatics. Using her strategic approach, she optimizes business operations from procurement and through to customer delivery.
Marketing Director- Emily Brown: Emily brings over 12 years of digital marketing experience to her role as Marketing Product Manager, and has a background in Marketing & Communication that increases Aquatics online presence and customer engagement. Her efforts support a different light on the business and bring customers.
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Aquatics appeals to dedicated aquarium hobbyists from those just starting out to experienced aquarists, who are looking for the very best quality and sustainable products available on the market. It serves eccentric consumers who seek expertise and human touch (Davies et al., 2021).
USP: Aquatics is unique for the exceptional variety of high-quality, exotic and sustainable ranges along with professional advice in a family run business environment. Aquatic presents products in a new light and brings them with great useful customization experience, giving uniqueness for aquarium enthusiasts (Rodwell et al., 2014). Digital marketing is the most successful retail efforts include a strong digital engagement platform along with educational content, and community building tactics to incentivize customers into signing up (King, 2019).
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Aquatics has to contend with competition from Maidenhead Aquatics, Swell UK and Charterhouse Aquatics which all provide goods and services too (Kemp et al., 2020). But what differentiates Aquatics is its exotic fish that are imported from other countries, as well as their stellar customer service. Aquatics in particular could develop a niche by concentrating on constant innovation and fastidious product quality. Their custom-built expert advice and help magnifies customer retention even more so (Jeffery et al., 2021). Aquatics will be focused on positioning itself as excitement and clean fun destination, an excellence in customer service producing a sustainable business model superior to others the aquatic industry.
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Aquatics is seeking £150,000 in funding to support its development and growth. The funds will be distributed as follows: £50,000 in inventory purchase and importing unique fish, £40,000 in marketing, £30,000 in machinery and local physical store improvement, £20,000 in staff training and development, and £10,000 in compliance and obtaining permits. 
Expected First Milestone: The funding will include more than £18,000 monthly sales within the first six months, increased customer online traffic and engagement, more product range, and dominance in the provision of safe and high-quality sustainable aquatic products.
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In summary, Aquatics is establishing itself as a leader in the aquarium industry by providing scale and excellence with quality, sustainability backed up unparalleled customer service. The £150k investment will help to grow faster, widen the product offering and position in the market. With the projected milestones, it is planned to foster and grow a large community of passionate aquarists while delivering substantial returns for the investors. 
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Aquatics is a sole-trader business providing all sorts of high-quality products for marine aquariums and freshwater. Specializing in tanks for newbies to professional fish keepers, Aquatics sells fresh water aquatic life such as plant and sea food items, required tools or pharmaceutical medication. Aquatics is a real service-oriented business that gets customers to keep on coming and spread pretty good word of mouth. Providing capital-efficient, ecofriendly and highly-scalable solutions are key components of the model while land-based operators can maintain a competitive advantage in fast growing global aquatics market (Kaefer, 2022).
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Aquatics is recognized in the market for its dedication to offering a broad array of high quality, environmentally sustainable selection and design in marine and freshwater aquariums. The main component of this business idea is the supply with fish, plants, food, accessories and medicines for all needs- from amateur to experienced aquarist (Biondo and Burki, 2020). There is no credible Aquatics without outstanding customer service and the ability to provide advice gained through expertise for truly loyal customers.
Motivational Factors Leading to the Choice
1. Passion for Aquatics: The number one reason behind this effort is a burning desire and love of both marine and freshwater systems. This is what motivates to want other aquarists to have the highest quality items and assistance from those who share their personal interest.
2. The Market Size: The number of aquarium hobbyists is on the rise and more individuals are investing in small home tanks. Good timing to take advantage of a booming market that cares about the environment! Aquatics tries to step into this (void) by all providing a sweeping swath of products that are as tiered in its spectrum, and green-friendly (Biondo and Calado, 2021).
3. Focus is on the Customer: Realizing that customers want more than just product and find value in advice, decision to lead with service excellence. Through competitive and customized service, Aquatics seeks to develop long-term relationships with its customers through a loyal customer base.
4. Sustainability Commitment: It has come to the attention of many industries including aquatics that environmental changes have a significant impact. Overall, Aquatics is driven by a keen awareness of responsible working practices; from sourcing our products to the sustainable behaviours within the business itself. This not only appeals to conscious consumers, but also benefits the ecosystem.
5. Innovation and Differentiation: The need to continually innovate and differentiate the business from competition is very motivational in nature (Davies et al., 2021). Aquatics can create unique product designs and delivery methods, which allows them to remain the modern of paddling performance; this novel approach equally satisfies target customers- discerning consumers offering specialized technology.
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There are certain skills, behaviours and traits that entrepreneurs must possess to overcome the hurdles of starting one's business. Following are five essential aspects:
1. Visionary Leadership: This leadership channel is where a person has the mental ability to develop an image of what they want their businesses future too look like. They are the entrepreneurs who can express their vision with their fellow mates and direct them towards the desired destination (Jarosz‐Krzemińska et al., 2021). This can assist in establishing strategic goals, selecting approaches consistent with the long-term vision and responding to changing market situations. Lack of focus makes it hard for a business to stand out in the saturated market.
2. Risk Management: Identifying and managing risks on the business to secure investor funds, whilst unlocking potential. It has the power to spot possible threats, gauge their impact on business and concoct necessary risk neutralizing strategies. Risk management is the most important part, as no business can be done without risk. Whether that risk may financially risk or market-oriented or operational level issue/situation, let it by any means there would always require a certain setup which should be aligned properly and sufficiently with respect to matters discussed above so far (Jeffery et al., 2021). The ability to overcome these obstacles helps keep the company flexible and able to capture growth opportunities.
3. Innovation and Creativity: Innovation is the only way to secure a successful business by impacting creativity in new product development, process and problem solution. The higher categories, however are a different ball game; this is where entrepreneurs with innovative skills can spot market blanks and in these gaps craft unique solutions that separates their products from rivals. They come up with innovative ideas actively test and iterate, which keeps the business cutting edge. There are many ways businesses look to innovate in an increasingly rapid economy.
4. Adaptability and Flexibility: When it comes to business the only thing that is constant in this dynamic environment, and hence adaptability. In the day and age when market trends, consumer preferences, technological advancements keep changing often so quickly any entrepreneur would need to respond just as immediate to adapt. This helps them swerve when they need to- for example, changing strategy on the fly or refining a product or service rapidly, and jumping at new opportunities quickly. It also includes the ability to fail, learn and pivot- absolutely critical for long-term success in a competitive environment (Kemp et al., 2020).
5. Resilience & Persistence: If anyone wants to succeed in business, there are going to be failures and obstacles that are not worth testing. Resilience: Resilience is the trait that keeps entrepreneurs bouncing back from failure, staying motivated when things get difficult and continuing on toward their long-term goals. This is failing forward and making the worst mistakes while testing models yet it remains focused on its primary mission (Wood et al., 2022). Persistence is equally as important and that will require the entrepreneurs to continue pushing enhancements, whatever setbacks or initial failures. The commitment is important, because those who follow through are usually rewarded with a more robust platform that strengthens over the years - not to mention develops respect and trust along the way.
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Individual Skills Audit: 
	Skills I have
	Example

	· Visionary Leadership
	During my time as project manager, I proved to be visionary not only for coordinating the launch of a new product line aligning our team with those ambitions behind it but also in stimulating and getting the best out of colleagues at all levels.

	· Persistence and Resilience
	I faced many challenges while studying, from juggling work to balancing studies. However, I still graduated with honours and in that proved my resilience and determination.

	· Adaptation and Flexibility
	Through extensive travel in my personal life, I have learned to become very adaptable as it comes to moving around the new places, different cultures or unpredicted changes that can quickly switch mode where I am needed most.

	· Innovation and Creativity
	As a marketing intern, I launched a social media campaign introducing innovative story telling elements resulting to 25% increase in engagements and increased brand recall.

	Skills I’d Like to Improve
	How?

	· Financial Management
	I plan to expand my understanding of financial management through advanced courses in business finance and accounting. Real-world practice such as balancing the budgets for small scale projects will only help to reinforce this skill.

	· Networking and Relationship Building
	Better networking by attending events, and conferences to get involved with professional organizations in order to meet new people within the business community.

	· Negotiation Skills
	I will refine my skill set in negotiating by attending negotiation training workshops and through practical experience during finalization of contracts and partnerships at work.

	· Public Speaking
	To get better at public speaking, I will attend to different seminars and workshops and start working on giving talks in different regular meetings.



SWOT Analysis:
	Strengths:
· Leadership 
· Adaptability  
· Creativity  
· Resilience  
	Weaknesses:
· Financial management 
· Technical skills

	Opportunities:
· Expansion of market for aquatics
· Possibility to establish and create partnerships/volunteers
	· Threats:
Competition 
· Laws and regulations
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Political Factors:
1. Regulations and Policies: Trading in live animals is stringently regulated, with exacting requirements to source of supply adhered too (Stewart et al., 2022). The Aquatics department must follow these regulations to function lawfully and ethically.
2. Trade Policies: Post-Brexit trade policies have changed the import/export scenario. This knowledge is essential to locate distinct fish and products, all over the world.
Economic Factors:
1. Economic Stability: UK is one of the world largest economies and hence provides a stable environment for doing business in. Nevertheless, the effects of Brexit and global economic conditions on consumer spending or price levies in imports might provoke fluctuations.
2. Disposable (net) Income: Consumer discretionary spending on hobbies like aquarium keeping can be heavily influenced by the level of disposable income available to consumers (King, 2019). While that level of spending may not make sense for everyone during these uncertain economic times, there is a faction who will pay high prices when they find something truly exquisite and unique in the world of fish.
Social Factors:
1. Consumer Preferences: - A rise in the preference for sustainable and green products is visible. Aquatics are proudly sustainable, and this turns sustainability into a focus that speaks louder to the right customer for whom it will resonate.
2. Hobby Expansion: The trend of aquarium keeping is gaining popularity as a hobby. Interest in activities such as aquatics that are done at home instead of elsewhere has intensified with the COVID-19 pandemic, and so have sales for similar products (King, 2019).
Technological Factors:
1. Growth of E-commerce: The UK's e- commerce market has seen substantial growth, creating vast opportunity for Aquatics. Opting for a strong online platform and digital marketing can help blossom the same brand visibility which otherwise would have taken more time to stretch till that certain reach of customers.
2. Technological Advancements: Innovations from the aquarium technology, for example automated feeding and advanced filtration can be included in Aquatics product mix to target tech-savvy customer segment.
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Through its unique combination of strengths in sustainability, innovation and customer service Aquatics is ideally placed to make a real difference the UK market. Having a profound comprehension of the political-economical-social-technological scenario which is helpful in moving with reality and for filling up burgeoning demand shall make Aquatics right from learning to rendering high-quality aquarium products. 
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Business Overview

Aquatics is a sole trader business which deals with different
types of marine and freshwater fish, plants, food equipment
and accessories as well drugs or other specific parts related to
the aquatic industry.

Aquatics continues to set itself apart with the largest range of
high-grade goods available.
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Aquatics attracts the dedicated aquarium hobbyists as its
targeted market.

It offers a unique and exceptional variety of high-quality
marine and freshwater fish along with aquarium products.

Aquatics utilises digital marketing strategies to reach its
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Competitive and
Differentiation Strategies

« Aquatics gets competition from Maidenhead Aquatics, Swell
UK and Charterhouse Aquatics which all do also sell

different goods or services.

« However, what sefs Aquatics apart are their tropical fish that
they have imported from foreign countries as well as

excellent customer service.
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Inventory and importing unique fish £50,000
Marketing £40,000
Machinery and local physical store £30,000
improvement

Staff training and development £20,000
Compliance and obtaining permits £10,000

Total £150,000




image11.png
Conclusion

To summarise, Aquatics are making its mark as the
premier in aquarium supplies by scales and
delivering quality with sustainability over peer
customer service.

The idea is to make a big passionate aquarist
community and based on the intended roadmap, it
should bring some remarkable ROI for investors.
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