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TASK 1: Business Plan Development
[bookmark: _Toc211042863]Business Idea
The mobile music studio business is established based on the purpose of giving all people access to professional music recording and production (Pushmin, 2023). The idea deals with the issue that plagues a number of young and autonomous artists unable to afford conventional studio sessions or travel long distances to professional ones.
This is a business of a fully equipped recording studio that is in a mobile unit, either a van or bus. The mobile system offers quality recording, mixing, and production gear, which means that the studio can go to the clients and offer them a full professional setup on the spot (Ahern and Pascoe, 2022).
The company is aimed at flexibility, cheapness and involvement in the communities. Its offerings serve musicians, schools, and community organisations by providing a chance to record, study, and perform without the restrictions of price or location. In addition, the core services like mobile recording, mixing, and music education, the business can also incorporate limited sales of products, including digital sound packs and branded merchandise (Drnek Bóková, 2025).
The general vision is to establish a platform that is easy to access, motivational, and creative to facilitate local talent, nurture artistic development, and deliver the experience of professional music production wherever one goes.
[bookmark: _Toc211042864]Products or Services
This business offers a variety of music services grouped into three main categories: 
· Recording and production.
· Education and Training.
· Event support. 
The recording and production service offers artists a professional mobile studio at their disposal where they are able to record, mix and master their music without having to hire out a costly studio space (Huber et al., 2023). The education and training service is aimed at educating students and beginners in schools or local community environments on music production, songwriting, and performance (Hinksman, 2022). The event support service provides mobile sound and recording services to live performances, small festivals, and community events. This is a new dimension of business in that it will provide professional music services to the client. The studio is brought to the artist instead of him or her having to travel to a central location, which allows flexibility and convenience. The mobile studio is to be developed as being energy efficient and eco-friendly, with modern equipment and sustainable materials that provide the quality of sound and comfort. The business is responding to an obvious necessity in the market, i.e., the increased accessibility and affordability of professional music production. Numerous upcoming artists and young musicians are not endowed with the means to afford expensive studio time or equipment. The business will enable them to translate their creativity into actual music projects by having a mobile and affordable solution.
[bookmark: _Toc211042865] Objectives
Short-term Objectives (0-12 months):

· Launch the mobile music studio, equipping it with professional recording and production equipment, a success.
· Develop a robust digital presence with an official site and social media activity.
· Establish a base customer base by marketing to local musicians, schools, and communities.
· Provide quality, affordable, and consistent services in order to build a favorable reputation and promote client referrals.

Long Term Goals (12-24 months and beyond)
· Increase expansion into new regions and establish partnerships with schools, music festivals and youth organisations.
· Launch new services like online music classes, digital sound packages, and a mobile reservation system.
· Enhance brand recognition as a reliable brand in mobile music production in various locations.
· Deliver long-term profitability through quality improvement, client retention, and environmentally friendly upgrades to the studios.
[bookmark: _Toc211042866]Unique Selling Point (USP)
This business has one distinctive selling point, and that is its mobility and accessibility. The mobile music studio moves the professional recording and teaching services to the customer, eliminating the process of having to travel long distances to the costly, fixed-location studios. This method is convenient, flexible and economical for the musicians, schools and community projects as seen in the research by Gaunt et al. (2021). The studio is not only well stocked with the best in recording and production technology but is also able to achieve the same professional output as a conventional studio at a cheaper cost. It is also concerned with sustainability through its energy-efficient systems that make it less harmful to the environment. Business is unique in that it offers the freedom to be creative and the innovation trendy, along with a tendency to focus more on the community (Casciani et al., 2022). The reasons why customers will select this service will be time, ability to fit their needs, and taking advantage of local talent through the availability of professional music production to all irrespective of location or cost.
[bookmark: _Toc211042867]Element 2: Businss Environment & Competitor Analysis
[bookmark: _Toc211042868] Porter’s Five Forces
The Five Forces model of Porter, created by Michael Porter (1979) as seen cited in the research by Ghicajanu (2021), is a strategic tool designed to analyse the competitive system and profitability of an industry. It concentrates on five major forces, industry rivalry, threat of new entrants, threat of substitutes, bargaining power of suppliers, and bargaining power of customers. The examination of these forces assists in recognising opportunities and threats in the business environment, which serves the purpose of enhancing strategic planning and market positioning (Shi et al., 2021; Paramadita and Hidayat, 2022).
[image: Porter’s Five Forces Framework]
Figure 1 Porter’s Five Forces Model (Source: The Strategy Institute, 2024)
· Industry Rivalry
Industry rivalry in the UK music recording and production market is moderate to high because there are many established studios competing for similar clients. The mobile music studio offers flexibility and affordability by bringing the same professional setup directly to clients, saving them travel costs and time (McCullough, 2023). Indirect competitors like BandLab, Soundtrap, Fiverr freelancers, and local music schools provide cheaper or digital alternatives, while free learning platforms such as YouTube also compete for attention. The competition is largely driven by pricing, service quality, and customer experience. The mobile studio stands out by combining professional results with mobility and community access, offering a unique value that fixed studios cannot match.
· Threat of New Entrants
The threat of new entrants into the recording industry is moderate since entry into business in the field needs a combination of substantial financial resources, technical expertise, and industry insider knowledge (Waari, 2022). The creation of a mobile recording studio requires the acquisition of professional equipment, high-quality software, and an appropriate vehicle, which needs to be adapted to the studio (Bajunid et al., 2022). Depending on the supply of equipment and technology, the initial expenditure will range from PS25,000 to PS50,000 (CFI Team, 2025). These costs are not the only ones that new businesses have to learn, they also must learn about good engineering, music production, and how to provide a professional service that lives up to industry expectations. Finding a good reputation quickly is challenging, particularly because clients are accustomed to dealing with experienced and trusted providers. Legal and safety requirements like insurance, vehicle licensing, and noise control regulations also complicate entry. However, with interest in independent music and digital production rising, there remains a chance that new entrepreneurs can attract this market if they can provide low-cost or specialised services.
· Threat of Substitutes
The threat of substitutes is high due to the availability of alternative recording options. With the development of technology, many musicians now use home recording setups with affordable software and hardware (Rozbicka et al., 2022). Digital Audio Workstations (DAWs) such as Logic Pro, FL Studio, and Ableton Live have allowed creators to record and edit music independently.
Three key substitutes include:
· Home recording setups with software like Logic Pro and FL Studio.
· Online recording platforms such as BandLab and Soundtrap.
· AI-based mastering services such as LANDR, which provide automated sound mixing.
Although these options are cheaper, they often lack professional sound quality, technical support, and the creative collaboration environment that a mobile studio can offer. Therefore, while substitutes exist, they appeal mainly to beginners or low-budget users, not to those seeking professional results.
· Bargaining Power of Suppliers
The bargaining power of suppliers in this industry is moderate. The business depends on suppliers for recording equipment, software licences, and vehicle maintenance (Koszolko and Wilson, 2025). Since there are several suppliers in the UK offering similar products, the business can choose competitive deals. The two key suppliers, such as Gear4Music and Andertons Music Co. These supplier power increases when dealing with high-end or specialist brands such as Focusrite, Shure, or Yamaha, as these products are less interchangeable. However, the overall risk remains moderate because alternative suppliers are available both locally and online. Establishing strong relationships and negotiating bulk discounts will help manage supplier costs effectively.
· Bargaining Power of Customers
Customer bargaining power is high, as the target market mainly includes independent artists, students, and small organisations that are price sensitive. According to data from the The Musicians’ Census, (2023), many UK freelance musicians earn below £20,000 annually, meaning affordability is a key factor in their purchasing decisions. Customers also have access to many alternatives such as online tools, home studios, and local recording spaces. This gives them strong leverage to demand lower prices or additional value-added services. To reduce this pressure, the business will focus on relationship marketing, personalised services, and community involvement. By offering flexible packages and maintaining high-quality standards, the business can retain customer loyalty and reduce switching behaviour (Alexander et al., 2023).
[bookmark: _Toc211042869]Element 3: Marketing – 4Ps, Market Segmentation & Marketing digital Strategies
[bookmark: _Toc211042870] Market Segmentation
Market segmentation is essential for understanding customer needs and developing effective marketing strategies. The mobile music studio’s target market can be critically analysed through demographic, geographic, psychographic, and behavioural factors, which together define its ideal customer base and business focus (Azzellini et al., 2022).
[image: Target Market vs. Market Segmentation: Key Differences Explained]
Figure 2 Market Segmentation (Source: Mukherjee, 2024)
· Demographic:
The primary customers fall between the ages of 16 and 35, a group that includes aspiring musicians, students, and young professionals interested in creative work. This segment is significant because younger audiences are more open to new ideas, digital solutions, and flexible services (Mookerjee and Rao, 2021). Both genders are equally represented, as music production and learning attract diverse groups. The average income ranges from £15,000 to £35,000, suggesting that affordability is a key factor in their purchasing decisions (Office for National Statistics, 2024). Targeting this income group positions the business well within a market that demands professional quality at accessible prices (Kusumawati et al., 2021).
· Geographic:
The business will focus on local and regional areas across the UK, particularly smaller towns and suburban communities where access to recording studios is limited. This regional approach helps establish a loyal local customer base before scaling to larger markets. Operating as a mobile service allows flexibility to reach underserved locations, giving the business a strong competitive advantage (Wilson-Nash and Tinson, 2022).
· Psychographic:
The target customers are creative, ambitious, and socially connected. They value self-expression, collaboration, and authenticity in their music. Many are self-taught or independent artists who appreciate innovative services that give them creative freedom without the pressure of traditional studio environments. This group also supports businesses that demonstrate community engagement and sustainability (Pienwisetkaew et al., 2022).
· Behavioural:
Customers in this market are price-sensitive but quality-driven. They prefer flexible booking options and personalised experiences. Social media plays a major role in their purchasing habits, as they often discover services through digital platforms and peer recommendations. Loyalty can be built through consistent service quality and trust (Tao et al., 2024).
In summary, the business targets independent artists, students, and community groups seeking affordability, flexibility, and professional quality. By focusing on these well-defined segments, the mobile music studio can position itself as an accessible and innovative brand within the UK music industry.
[bookmark: _Toc211042871] 4Ps of Marketing
The 4Ps of Marketing represent the four key elements that make up a successful marketing strategy: Product, Price, Place, and Promotion. These components help a business identify what it offers, how much to charge, where to sell, and how to promote its products or services effectively to reach and satisfy customers.
· Product: The mobile music studio offers recording, mixing, mastering, and music lessons inside a fully equipped studio van. It features professional-grade equipment, soundproofing, and a creative setup designed for comfort and quality. Services can be tailored for individuals, schools, or events, making it flexible, innovative, and accessible to a wide range of customers.
· Price: The business follows a competitive and value-based pricing strategy, charging between £20 and £40 per hour depending on the service. This is lower than traditional studio rates of £30–£100 per hour. Discounts and packages for schools, community groups, and returning clients help attract price-sensitive customers while maintaining profitability (Palmu, 2022).
· Place: The business operates as a mobile, direct-to-customer service, bringing the studio to the client’s chosen location. Bookings can be made online through websites or social media. This model removes the need for fixed studio space, increases accessibility, and allows services to reach schools, communities, and local events efficiently (Hicks, 2023).
· Promotion: Promotion will focus on digital marketing using Instagram, TikTok, YouTube, and Facebook to share videos, client stories, and offers. Search Engine Optimisation (SEO) will increase website visibility, while Google Ads will target new customers. Collaborations with local musicians, influencers, and schools will build trust and attract a loyal audience (Basaran and Ventura, 2022).
[bookmark: _Toc211042872]Online/Digital Marketing Strategy
The online and digital approach to marketing the mobile music studio will be aimed at the creation of a strong online presence and direct contact with musicians, schools, and local communities. Social media will be significant, where short videos of recording moments, performances of artists, and backstage content are shared on Instagram, TikTok, and YouTube to attract and engage interested clients. Local groups will be reached via Facebook, where the promotion of events and offers will be made, and LinkedIn will be used to establish professional contacts with schools and organisers of various events (Palmu, 2022).
It will create a professional site where it will present services, prices, reviews, and the ability to book them. The site will also incorporate SEO mechanisms of using the keywords like ‘mobile recording studio’, ‘music lessons on wheels’ and ‘cheap music production’ to enhance the site visibility in the search engines (Aul, 2019). Email newsletters will also be used to provide updates, special deals, and music tips to the clients of the business. The introduction of influencer marketing will be made in terms of cooperation with local musicians or social media creators that can sell the service to the broader audience. The online strategy will assist in building the brand awareness and finding loyal customers and an active online community of the business (Trinh, 2023).
[bookmark: _Toc211042873]Element 4: Legal, Management, and Financial Planning 
[bookmark: _Toc211042874]Legal Structure
The company will be incorporated as a limited company since the form offers a certain legal framework, and the owner is not exposed to any financial risks. A limited company is a separate legal entity, i.e., the personal assets of the owner are insured in case of financial loss or legal proceedings (Pargendler, 2024). Such a structure limits personal liability and increases credibility among clients, investors, and suppliers.
Though the structure involves additional administrative work and formal accounting compared to a sole trader, it does have some important advantages, including reduced corporation tax rates, greater access to funding sources, and improved future expansion opportunities. The founder will own and operate the company, retaining decision-making authority and financial transparency. This framework is particularly appropriate to the objectives of this mobile music studio in the context of flexibility, professionalism, and long-term sustainability of the creative industry.
Key Terms
· Limited Company - A legal business structure that is not coextensive with the owners (shareholders) (Halliday, 2025). There is limited liability of the owners; that is, the personal assets of the owners remain safe in case the business encounters financial constraints.
· Sole Trader - A sole owner who manages the business on their own. The owner has complete authority but assumes personal responsibility for all debts and liabilities of the business (Peráček and Kaššaj, 2023).
· Partnership – A business organisation in which two or more people share ownership, duties, profits, and liabilities (Tannady et al., 2023). Business debts are personally liable to each partner, except where the business is run as a limited liability partnership (LLP).
· Franchise – A business concept in which a person (the franchisee) trades under the name and system of an established company (the franchisor), typically paying some fees and meeting brand standards.
· Online Enterprise – An online business is a business that executes its main activities online or via the internet, where goods and services are delivered to consumers via the internet instead of a physical location (Lee et al, 2022).
· Social Enterprise - An organisation that is commercial but focuses on social or environmental objectives. The profit is likely to be reinvested in the realisation of the mission of the enterprise and not handed over to the owners or shareholders.
[bookmark: _Toc211042875]Organisational Chart

Figure 3 Organisational Chart (Source: Self-created)
[bookmark: _Toc211042876] Financial Plan (Funding Needs & Sources)
The financial plan will contain the requirements of finance, source of finance, expenditure and the estimated cost of the operation within the initial 12 months. It guarantees that the business is economically sound and is in a position to continue the business operations as well as grow towards the realisation of growth goals.
· Funding Requirements
The mobile music studio has a start-up cost of a direct estimate of 35000 pounds. This will meet the purchase and conversion cost of a van to a professional recording studio, sound equipment, marketing, and other start-up costs (Anderson, 2022). The business also seeks to have a small but efficient structure of controlling the cost and delivering high-quality services (Trinh, 2023).
· Sources of Funding
The business will be financed by personal savings amounting to PS15,000 and small business loan amounting to PS20,000. Marketing, branding and insurance will be included in personal savings to demonstrate commitment of the owner and control. Major costs such as purchasing van and professional recording equipment will be financed by the loan that will be paid in more than five years at a low interest rate.
· Use of Funds
The total investment of £35,000 will be allocated as follows:
	Category
	Description
	Estimated Cost (£)

	Vehicle Purchase & Conversion
	Buying and soundproofing a van; fitting recording booth, power system, and insulation
	15,000

	Equipment & Software
	Studio equipment such as microphones, monitors, mixing console, computers, and editing software
	10,000

	Marketing & Promotion
	Website, logo, branding, digital ads, flyers, and social media campaigns
	3,000

	Insurance & Legal Setup
	Business insurance, licenses, and registration
	2,000

	Operational Costs (Fuel, Maintenance, Utilities)
	Fuel for travel, vehicle maintenance, and minor repairs
	5,000

	Total
	
	35,000


· Main Costs in the First 12 Months
During the first year, the main costs will include:
1. Vehicle maintenance and fuel – as the business operates on mobility, ongoing travel expenses will be essential.
2. Equipment upkeep and software updates – ensuring quality sound production and reliability.
3. Marketing campaigns – to build brand awareness and attract repeat customers.
4. Insurance and legal obligations – for safety, compliance, and professional credibility.
5. Loan repayments – monthly instalments towards the small business loan.
· Revenue Projections (First 12 Months)
Revenue will come from three main services: recording, music lessons, and event support.
	Service
	Average Price (£)
	Estimated Monthly Sales (Units)
	Monthly Revenue (£)
	Annual Revenue (£)

	Recording Sessions
	30/hour
	80
	2,400
	28,800

	Music Lessons/Workshops
	25/session
	40
	1,000
	12,000

	Event Support (Live Recordings)
	200/event
	4
	800
	9,600

	Total Estimated Revenue
	
	
	4,200
	50,400


The business is expected to generate approximately £50,000 in the first year, with an estimated net profit margin of 25–30% after covering fixed and variable costs. The business aims to break even within the first eight to ten months of operation. Continuous reinvestment of profits will support equipment upgrades, expansion to other regions, and digital service development (such as online music lessons). By maintaining affordable pricing and a steady client base, the company expects to grow steadily while remaining financially sustainable.
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[bookmark: _Toc211042878]Slide 1: Business Concept Overview
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Mobile music studio is a mobile recording van that provides all the recording, mixing, mastering, and recording services to the clients. This idea increases the access levels and affordability of independent artists, students and community groups. It is based on the increasing desire of the UK to use flexible recording options where people do not have to travel to the traditional recording studios to record. They also expect to foster the local creativity and assist the community in music engagement activities.

[bookmark: _Toc211042879]Slide 2: Our Products and Services
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The studio provides various music related services including mobile recording, mix and mastering services, music workshops and live performances recording services. The clients may reserve the sessions in the schools, community gatherings or homesteads. The flexibility enables the artists to concentrate on creativity at the same time using professional-grade sound quality. Music lessons and training programs are also part of the diversity of the revenue and enhancement of education, which coincides with the mission of providing high-quality music production to as many people as possible.

[bookmark: _Toc211042880]Slide 3: Customer Segments and Market Research.
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According to market research, the demand for affordable, mobile, and personalised recording services to independent musicians and educators is increasing. The target customers are the emerging artists, the music students, the local bands, the schools, and the community organisations interested in the production services that will be cost-effective. The development of the creative economy in the UK makes such an opportunity in this niche, especially in the regions with little access to traditional studios. The analysis of customers shows that they want to be more convenient, technologically well, and obtain individualised services to assist in artistic freedom and career fulfillment.

[bookmark: _Toc211042881]Slide 4: Porter’s Five Forces
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The competition in the industry is characterised by an average level of rivalry as there are so many small studios and few mobile substitutes. The entrance barriers are controllable because of the equipment and vehicle prices, whereas supplier influence is also low as there are various equipment suppliers. The buyer power is moderate because customers switch pricing and quality. Home studios are substitutes, but they are not as mobile in terms of professionalism. The trends in the industry indicate that there is a high potential of differentiation brought on by convenience, innovation and flexible service delivery across creative markets.

[bookmark: _Toc211042882]Slide 5: 4Ps of Marketing
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The marketing mix is focused on four major aspects, such as product, price, place and promotion. The product consists of mobile studio services of high quality and training. Pricing is competitive to have independent musicians and maintain profitability. The mobile connection allows delivery of service flexibly to various cities which is convenient and accessible. Marketing will be based on online marketing, social media promotions, partnerships with schools, and music events to create brand awareness. These strategies are combined to make the business look like a cheap, professional, and innovative service.

[bookmark: _Toc211042883]Slide 6: Legal Structural Chart and Organisational Chart.
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To have a limited liability, financial credibility, and legal autonomy the Mobile Music Studio is registered as a Limited Company. This organisation protects personal property of the founder and provides some possible tax break and shareholder trust. Flexibility and Strategic Consistency: The founder has the right to be flexible and maintain strategic consistency since it is wholly owned and managed. The company structure has set up the key functional areas like production management, marketing co-ordination, client relation all guided by the founder to ensure efficiency and quality assurance.

[bookmark: _Toc211042884]Slide 7: Start-up Cost & Funding Breakdown.
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Total start-up cost will be approximated as PS35,000 to be provided by personal savings amounting to PS15,000 and amortised small business loan of PS20,000 to be paid within five years. The large costs are PS15,000 on buying and converting vehicles, PS10,000 on recording machines and software and PS3,000 on marketing and branding. Other expenses include insurance, legal expenses, fuel and maintenance. The financial basis offered by this funding strategy gives the organisation a balanced financial base upon which to start and maintain the operations and also guarantee the necessary resources in the delivery of quality services and expansion of the business.

[bookmark: _Toc211042885]Slide 8: Budgets and Groovies/Revenues.
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The initial year of revenue is estimated at PS50000, with the largest portion of it being recorded sessions (PS30/hour), music lessons (PS25/session) and live event recordings (PS200/event). Approximately PS4, 200 is projected to be earned on a monthly basis and the profit is supposed to be between 25-30 percent monthly and is projected to be made in the first year. It has set its break-even point at eight to ten months. The variety of the revenue model enhances financial stability and allows long-term scalability because the client base and the coverage of regions increase continuously with time.

[bookmark: _Toc211042886]Slide 9: Conclusion
[image: ]
The Mobile Music Studio is a contemporary, convenient method of professional music production, bringing creative opportunities to the clients. Its short term goal is to make a great presence locally, and its long term goal is to expand across the country by partnering with communities and offering them music education. The combination of innovation, flexibility and affordability in the business empowers the emerging talent and enables the expression of creativity in diverse communities and this has a positive impact to the changing landscape of the UK independent music industry.
[image: ]




[bookmark: _Toc211042887]TASK 3: Reflection on Entrepreneurship
Entrepreneurship is the act of identifying opportunities, taking risks, and using available resources to convert ideas into successful ventures. An entrepreneur is an individual who undertakes such an initiative where he or she puts up the risks and benefits of operating a business (Sachdev, 2023). Entrepreneurs are usually creative, driven and passionate about accomplishing their objectives and bringing something good to society.
When considering myself as a prospective successful entrepreneur, I think that there are a number of areas where I must work on. Creativity and communication are two of the skills that I already have. This is because creativity is the way I think differently and generate original ideas and solve problems. This competency will be highly helpful in creating differentiated services for my business. Communication skills would enable me to articulate my ideas, collaborate effectively with other people and develop positive relationships with clients and members of my team.
However, there are the competencies which I should develop. Financial management is one of the skills that I would like to acquire. I possess a rudimentary knowledge of money management, and I should better my financial planning, management, and decision-making skills. The other competency that I would like to develop is leadership. It is also possible to run a business successfully by knowing how to guide and motivate others, allocate duties, and control time and people. Good leadership will enable me to establish a good and well-structured working environment.
I have a passion for listening to music, and this is what led me to form my own business and make it more available to people. I am interested in supporting the local artists, local students, and communities, which possess talent but lack opportunities. The concept of a mobile music studio enables me to take creativity to the people rather than waiting as people approach me. I also am driven by independence and the fact that I have a chance to create something that matters to me and has my passion and values.
To be among the successful entrepreneurs, one has to keep learning and developing (Siebert, 2024). Through enhancing my financial and leadership proficiencies and applying my creativity and communication strengths, I reckon I can establish a business that does not only make money but also has a positive effect on the people and community.
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Business Concept
Overview

* A mobile recording studio that brings professional music production services

directly to clients.

*  Offers recording, mixing, mastering, and music lessons in a fully equipped studio

van.

* Created to make music production more accessible and affordable for

independent artists, students, and community groups.

« Inspired by the growing demand for flexible and creative recording spaces in the

UK music industry (Huber et al., 2023).

* Combines convenience, innovation, and quality by eliminating the need for

clients to travel to traditional studios.

* Aims to support local talent and encourage creativity in schools and

communities.
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                               Business Concept Overview • A mobile recording studio that brings professional music production services directly to clients . • Offers recording, mixing, mastering, and music lessons in a fully equipped studio van . • Created to make music production more accessible and affordable for independent artists, students, and community groups . • Inspired by the growing demand for flexible and creative recording spaces in the UK music industry (Huber et al . , 2023 ) . • Combines convenience, innovation, and quality by eliminating the need for clients to travel to traditional studios . • Aims to support local talent and encourage creativity in schools and communities .        
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Our Products and Services

Fully equipped mobile

E recording studio offering
recording, mixing, and

mastering.

On-site convenience -
the studio travels to
clients’ locations.

G

Music lessons and
workshops for students,
schools, and community
groups.

Focus on quality,
creativity, and
accessibility for all
musicians.

Live event recording for
concerts and
performances.
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                                                         Our Products and Services              Fully equipped mobile recording studio offering recording, mixing, and mastering.      Music lessons and workshops for students, schools, and community groups.      Live event recording for concerts and performances.      On - site convenience – the studio travels to clients’ locations.      Focus on quality, creativity, and accessibility for all musicians.
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Market Research & Customer Segments

Target customers: musicians, students, schools, and community groups aged 16-35.

Customers seek convenience, creativity, and professional quality at lower costs.

Market trend: increasing popularity of independent and self-produced artists (Hinksman,
2022).
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                                                                                                                                                                                                                           Market Research & Customer Segments          The UK music industry continues to grow, with rising demand for affordable, flexible recording options.           Target customers: musicians, students, schools, and community groups aged 16 – 35.              Customers seek convenience, creativity, and professional quality at lower costs.      Operates mainly in local and regional areas with limited access to professional studios.          Market trend: increasing popularity of independent and self - produced artists ( Hinksman , 2022).
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Porter’s Five

Forces

Forces

Industry Rivalry

Threat of New Entrants

Threat of Substitutes

Bargaining Power of Suppliers

Bargaining Power of Customers

Key Findings

* Competition is moderate to high in the UK music
industry.

* Main rivals: Pirate Studios, Miloco Studios, Metropolis
Studios.

* Few mobile competitors — offering flexibility gives an
advantage.

* Entry requires £25,000-£50,000 start-up cost.

* Need for technical skills and licenses limits new entries.
* Market still attractive for creative entrepreneurs (Jillings,
2023).

* Online platforms like BandLab and Soundtrap offer low-
cost options.

* Home studios are cheaper but lack professional quality.
* Mobile studio provides better sound and personal
service.

* Many suppliers reduce dependency.
* Main suppliers: Gear4Music, Andertons Music Co.
* Supplier power is moderate due to market variety.

* Customers are price-sensitive, mainly aged 16-35.

* Average income £15,000-£35,000.

» Affordable pricing builds loyalty and reduces customer
power.
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        Porter’s Five  Forces                 Key Findings  Forces  • Competition is moderate to high in the UK music  industry.  • Main rivals: Pirate Studios, Miloco Studios, Metropolis  Studios. • Few mobile competitors — offering flexibility gives an  advantage.  Industry Rivalry  • Entry requires £25,000 – £50,000 start - up cost.  • Need for technical skills and licenses limits new entries.  • Market still attractive for creative entrepreneurs ( Jillings ,  2023).  Threat of New Entrants  • Online platforms like BandLab and Soundtrap offer low -  cost options. • Home studios are cheaper but lack professional quality. • Mobile studio provides better sound and personal  service.  Threat of Substitutes  • Many suppliers reduce dependency.  • Main suppliers: Gear4Music, Andertons Music Co.  • Supplier power is moderate due to market variety.  Bargaining Power of Suppliers  • Customers are price - sensitive, mainly aged 16 – 35. • Average income £15,000 – £35,000.  • Affordable pricing builds loyalty and reduces customer  power.  Bargaining Power of Customers
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||| 4Ps of Marketing

Marketing Mix (4Ps) Findings

* Fully equipped mobile recording studio offering recording, mixing, mastering, and music lessons.
* Professional soundproof van with modern recording equipment and comfortable setup.

* Additional services include live event recording, workshops, and branded merchandise.

* Focus on convenience, creativity, and accessibility.

Product

* Competitive and affordable pricing between £20-£40 per hour depending on service. * Lower than traditional studios (£30-£100
per hour).

* Discounts for schools, community groups, and loyal clients.

* Uses a value-based pricing approach to attract cost-conscious customers.

Price

* Operates as a mobile service, bringing the studio directly to clients.

* Bookings through website and social media platforms.

* Services available locally and regionally within the UK.

* No fixed premises — reducing overhead costs and increasing accessibility.

Place

* Promoted mainly through social media (Instagram, TikTok, YouTube, Facebook).
* Use of SEO, Google Ads, and email newsletters to increase visibility.

* Collaborations with local artists, influencers, and schools.

* Focus on online engagement and community-based marketing (Ceyhan, 2023).

Promotion
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                    4Ps of Marketing   Findings  Marketing Mix (4Ps)  • Fully equipped mobile recording studio offering recording, mixing, mastering, and music lessons.  • Professional soundproof van with modern recording equipment and comfortable setup.  • Additional services include live event recording, workshops, and branded merchandise.  • Focus on convenience, creativity, and accessibility.  Product  • Competitive and affordable pricing between £20 – £40 per hour depending on service. • Lower than traditional studios (£30 –  £100  per hour).  • Discounts for schools, community groups, and loyal clients.  • Uses a value - based pricing approach to attract cost - conscious customers.  Price  • Operates as a mobile service , bringing the studio directly to clients.  • Bookings through website and social media platforms. • Services available locally and regionally within the UK. • No fixed premises — reducing overhead costs and increasing accessibility.  Place  • Promoted mainly through social media (Instagram, TikTok, YouTube, Facebook). • Use of SEO, Google Ads, and email newsletters to increase visibility.  • Collaborations with local artists, influencers, and schools.  • Focus on online engagement and community - based marketing (Ceyhan, 2023).  Promotion
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Legal Structure & Organisational Chart\

* Registered as a Limited Company to protect personal F°ggg‘”
assets and ensure legal independence. ———

* Provides limited liability, tax benefits, and stronger
Finance

credibility with investors and clients. Manager

Marketing
Manager

Operations
Manager

* Ownership and management remain with the founder

Sound

Engineer/
Technician

for full control of decisions. Account Social Media

Assistant Executive

Music Tutor /
Assistant
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                                                                                               Legal Structure & Organisational Chart              Founder / CEO      Finance Manager      Account Assistant      Social Media Executive      Marketing Manager      Operations Manager      Sound Engineer / Technician      Music Tutor / Assistant • Registered as a Limited Company to protect personal assets and ensure legal independence . • Provides limited liability, tax benefits, and stronger credibility with investors and clients . • Ownership and management remain with the founder for full control of decisions .
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Start-up Cost & Funding Breakdown

* Total Start-up Cost: £35,000
* Funding Sources:
£15,000 from personal savings

£20,000 small business loan (repayable over 5 , ,
. Marketing & Branding
yearS at |0W mtereSt) Insurance & Legal Fees

* Main Expenditures:

Vehicle purchase and conversion — £15,000
Recording equipment and software — £10,000
Marketing and branding — £3,000

Insurance and legal fees — £2,000

Fuel and maintenance — £5,000

Start-up Cost Distribution (£35,000)

Fuel & Maintenance

Equipment & Software

Vehicle Purchase & Conversion
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            Start - up Cost & Funding Breakdown • Total Start - up Cost: £35,000 • Funding Sources: £15,000 from personal savings £20,000 small business loan (repayable over 5 years at low interest) • Main Expenditures: Vehicle purchase and conversion – £15,000 Recording equipment and software – £10,000 Marketing and branding – £3,000 Insurance and legal fees – £2,000 Fuel and maintenance – £5,000    
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Financial Projections & Revenue Streams

* Estimated First-Year Revenue: £50,000

* MainIncome Sources:
* Recording sessions (£30/hour average)
* Music lessons and workshops (£25/session)
* Live eventrecording (£200/event)

* Estimated Monthly Income: Around £4,200

* Projected Net Profit Margin: 25-30% in the first
year

* Break-even Point: Within 8-10 months of
operation

* Sample Revenue Breakdown:

Average Price Monthly Sales  Monthly

Service .
(£) (Units) Revenue (£)
Recording Sessions 30 80 2,400
Music
Lessons/Workshops e U
Event Recording 200 4 800

Total
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               Financial Projections & Revenue Streams      • Estimated First - Year Revenue: £50,000 • Main Income Sources: • Recording sessions (£30/hour average) • Music lessons and workshops (£25/session) • Live event recording (£200/event) • Estimated Monthly Income: Around £4,200 • Projected Net Profit Margin: 25 – 30% in the first year • Break - even Point: Within 8 – 10 months of operation • Sample Revenue Breakdown:                 Monthly  Revenue (£)  Monthly Sales  (Units)  Average Price  (£)  Service  2,400  80  30  Recording Sessions  1,000  40  25  Music  Lessons/Workshops  800  4  200  Event Recording  Total
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Conclusion I/
Mobile Music Studio aims to make professional recording

accessible and affordable by bringing studio services

directly to clients. Its short-term goal is to build a local O

presence, while the long-term vision focuses on

nationwide expansion and supporting local talent through

music education, community engagement, and innovative, - -~

on-the-go recording solutions. \
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     Conclusion  Mobile Music Studio aims to make professional recording accessible and affordable by bringing studio services directly to clients . Its short - term goal is to build a local presence, while the long - term vision focuses on nationwide expansion and supporting local talent through music education, community engagement, and innovative, on - the - go recording solutions .       
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