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[bookmark: _Toc243737163]Executive Summary
Urban Kicks Birmingham is a small retail company that will serve Birmingham residents with genuine branded streetwear, athletics, trainers, and casual clothing. The company will sell well-known brands including Nike, Adidas, Puma, and New Balance, subject to approved supplier agreements, and is inspired by the retail model of JD Sports. Urban Kicks will prioritise individualised customer service, carefully chosen merchandise and reasonably priced alternatives in contrast to larger businesses.
The company will use social media and an online store website to attract more clients while operating out of a tiny rented retail space (Pongtanalert and Assarut, 2022). Personalised customer service, well-chosen merchandise, easy shopping, and regional promotions will give it a competitive edge. Although competition and operating costs continue to be significant obstacles, Birmingham offers chances for new enterprises (Birmingham City Council, 2025).











[bookmark: _Toc243737164]Overview of the Business Idea
Urban Kicks Birmingham will sell branded tracksuits, hoodies, T-shirts, jackets and sports accessories. To guarantee authenticity and safeguard consumer confidence, goods will be bought from reputable wholesalers, approved distributors and will not produce or copy well-known brands. The location is an appropriate retail space in Birmingham, ideally in a shopping district that is easily accessible, has good access to public transit, and sees frequent foot traffic (Gao and Larkham, 2025). Customers may inspect merchandise and try on clothes in a small space, which will save rental and personnel expenses.
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The business will set itself apart with welcoming customer service, regional promotions, limited-edition product options when available, and easy swaps. Customers will be able to peruse merchandise and place purchases through an associated website and social media sites. The goal of Urban Kicks is to provide customers a distinctive, reasonably priced apparel line that distinguishes them from other stores.
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Management Structure
Urban kicks team will be structured by the following:
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The owner will serve as managing director of Urban Kicks Birmingham, supervising daily operations, marketing, stock purchases, and financing. Although formal credentials are not necessary, the owner should ideally have expertise in retail, customer service, or company management (Isharyani et al., 2024). Sales assistants who work part-time will assist clients, handle payments, and arrange inventory. They should be skilled in communication, have a basic understanding of math, and ideally have prior retail experience (Arkenback and Lundin, 2023). The outside investor will contribute money, but only if it is agreed upon will they take part in day-to-day operations. Every employee will receive the necessary training in product expertise, customer service, and retail processes (Hasan, and Chowdhury 2023).
[bookmark: _Toc243737166]Legal format
After registering with Companies House, Urban Kicks Birmingham will function as a private limited company (Ltd). This arrangement often restricts shareholders' responsibility to their investment and keeps the company and its owners apart (Pargendler, 2024). The business must keep track of its finances, file yearly reports, and pay its taxes. Additionally, it will sell authentic branded goods, according to consumer protection and data protection regulations, and verify its business rates and insurance needs (Farhad, 2024). 
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Market Research
The retail industry in the UK has a substantial business potential. According to the House of Commons Library (2025), clothing stores accounted for almost 11 pennies of every pound spent at retail establishments, with retail sales in Great Britain reaching £517 billion in 2024. Retail sales of clothes, however, decreased by 0.1% that year, proving that demand cannot be relied upon to increase on its own. Birmingham's retail industry boosts the local economy, making it a relevant market (Shahab and Webb, 2023). 

According to Birmingham City Council (2025), almost £3 billion of the city's economic output came from retail. Customers have a lot of options, though, so Urban Kicks must compete in terms of value, convenience, service, and product variety. Online stores, JD Sports, Footasylum, and Sports Direct will be its primary rivals (Desai, 2024). The owner will contact customers and evaluate area competition, foot traffic, rental prices, and brand demand prior to negotiating a lease (Fanjanirina, 2023). Urban Kicks should assess local demand, preferred brands, acceptable pricing, and expected purchase frequency by conducting brief customer surveys and tracking foot traffic at various times before selecting a site.
[bookmark: _Toc243737168]PESTEL Analysis
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PESTEL is a method for business analysis that looks at how external factors, such as political, economic, social, technical, environmental, and legal influences, may impact an organisation (Andersen, 2026). The PESTEL analysis demonstrates that Urban Kicks should respond to changing consumer spending, use technology to improve convenience and maintain legal compliance. Urban Kicks will be able to make well-informed decisions on consumer demand, competition, price, and regulatory requirements by using PESTEL to discover external opportunities and potential threats within the footwear and sportswear sector (Malik, 2025). Additionally, a SWOT analysis will assist in evaluating both external opportunities and threats as well as its internal strengths and weaknesses (Salamatnia et al., 2025). 
[bookmark: _Toc243737169]SWOT Analysis
A SWOT analysis is an approach to strategic planning that helps managers comprehend a company's position and make informed company choices by assessing its external opportunities and threats as well as its internal strengths and weaknesses (Chartered Institute of Personnel and Development (CIPD), 2026).
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The SWOT analysis suggests that the business should concentrate on a specific customer segment rather than compete directly with national retailers on scale. Strong supplier relationships, careful stock management and customer retention will be essential. Retail crime is also a financial risk: the British Retail Consortium reported £2.2 billion in customer theft losses across the retail sector in 2023/24 (BRC, 2025).
[bookmark: _Toc243737170]Competitor Analysis
Urban Kicks will face competition from online shops, JD Sports, Sports Direct, and Footasylum. JD Sports benefits from its well-established retail presence and omnichannel operations while providing a wide range of branded sportswear (Oliveira, 2025). While Footasylum caters to fashion-conscious sportswear buyers, Sports Direct competes with a large selection of sports goods and value-oriented prices. Compared to these rivals, Urban Kicks will have a smaller selection and lower purchasing power. As a result, it will set itself apart with tailored suggestions, carefully chosen stock, regional promotions, and dedicated customer support
[bookmark: _Toc243737171]Marketing Communications
Marketing communication is crucial for firms to contact their target audience, raise brand recognition, and advertise their products (Bartoloni et al., 2024). Good communication also makes it easier for consumers to recognise a brand's worth and set it apart from rivals. It will target fashion-minded teens and young adults in Birmingham between the ages of 16 and 30, including students, sportswear fanatics, and gym members who want streetwear and comfortable workout clothes at competitive prices. 
Social media marketing can affect consumer behaviour and increase involvement (Kumar et al., 2025). Urban Kicks will be able to sell its sportswear, draw in its target demographic, and foster consumer loyalty by utilising a variety of marketing channels (Massi et al., 2023).
Employing a combined marketing strategy to draw in new customers and promote recurring business. Through videos and focused ads, Instagram and TikTok will promote new products, wardrobe suggestions, and deals. In accordance with relevant customer protection regulations, a website will provide items, pricing, shipping information, and return policies (GOV.UK, n.d.-a). While preserving company margins, offering discounts, seasonal promotions, and loyalty benefits will boost sales. Urban Kicks Birmingham will guarantee that customers' legal rights are making in-store or online purchases by offering return and refund policies (GOV.UK, n.d.-b). 
Further, collaborations with neighbourhood sports teams, gyms, and student organisations will boost brand recognition and improve ties with the community. Employees will manage client information appropriately and deliver first-rate customer service. Sales, internet traffic, and recurring transactions will be utilised to measure the success of the marketing. 
Financial Plan
The initial capital needed for Urban Kicks Birmingham is £30,000. An external investor will give £20,000 in return for an agreed-upon ownership interest, and the owner will contribute £10,000. By employing a small retail unit, restricting initial stock commitments, and handling managerial tasks internally, the company will take a cautious approach to expenditure. These numbers should be compared to supplier quotes and real rental terms as they are planning estimates. Additionally, the company will determine if it qualifies for any available relief and its business rates responsibility. 
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According to the prediction, there would be £23,000 in net cash flow in the first month. However, since cash receipts include money for investments and payments could not cover all monthly expenses, this is not net profit. The £0 business rates allowance is predicated on Urban Kicks Birmingham's eligibility for 100% Small Business Rate Relief, which must be verified with Birmingham City Council when appropriate locations have been chosen (GOV.UK, n.d.c).
The start-up budget's £12,000 initial stock allocation and the actual stock acquisitions' timing need to be balanced. The £2,000 sales cost entry above does not represent the entire original stock purchase; rather, it represents a monthly estimate. The final projection should include the actual date and amount spent for opening goods, equipment, and other costs to prevent double counting or overstating available cash. Every month, the company will assess its financial condition and maintain sufficient reserves for payroll, rent, and stock replacement.
[bookmark: _Toc243737172]Source of funding
· The founder's own funds 
· A private investor looking to invest
· A bank loan for small businesses
· Government start-up schemes

A private investment is advantageous because it offers capital without the immediate payback responsibilities of a bank loan (Nurhayati, 2024). The funds will help the company as it expands its clientele and strives for profitability by paying for the initial start-up costs and providing working capital for rent, product replacement and other operational expenditures.
[bookmark: _Toc243737173]Conclusion
Overall, there is potential to start a small, customer-focused branded sportswear store at Urban Kicks Birmingham. The company may set itself apart by carefully chosen items, individualised service, internet sales, and local relationships, despite the constraints posed by competition, shifting customer demand, and operational expenses. Long-term sustainability will need careful stock selection, accurate sales forecasting, and consistent cash-flow monitoring. Prior to starting, the owner should verify supplier agreements, assess client demand, and acquire accurate quotes for the space and running costs.
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Political

Technology

Operating expenses may be impacted by government policies on trade, taxation and
business assistance (Adiatma and Harinda, 2025). The company will keep an eye on
pertinent UK government directives and modifications that impact merchants.

Spending on non-essential apparel may decline due to inflation, rent and household budget
constraints. The company will regulate stock purchases and provide items at various pricing
points. Retail sales of apparel in the UK increased just little in 2024 (House of Commons
Library, 2025).

Social impacts include shifting demographics and cultures, such as ageing populations
(Rashid, 2023). Sportswear is linked to comfort, fitness and streetwear style. Urban Kicks
will use inclusive customer service, pertinent merchandise and neighbourhood events to
reach younger customers.

Social networking, digital payments, and e-commerce can increase consumer r. each
(Antczak, 2024). The company will implement computerised stock records, safe payment
methods and an internet store.

Regulators and consumers are examining waste and sustainability more closely (Ukenna et
al., 2026). The company will reduce needless packaging, utilise recyclable materials
whenever possible and refrain from making large purchases that result in unsold inventory.

The company must abide by regulations pertaining to employment, consumer protection,
data protection, taxes and products (Farhad, 2024). The necessary cancellation information
and relevant statutory rights must be provided to online consumers.
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Strengths

Flexible product variety, local
visibility and
customised service.

Threats
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Lower initial brand awareness,
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power than big businesses.
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CASH FLOW

Loan start-up capital £20,000
Sales (total sales of product and/or services) £5,000
Other 10,000
Total cash in-flows (A) £35,000
MONTH
Cash out-expenses 1
Rent or premises costs £2,500
Business rates for your business premises £0
Utilities (gas, electricity, water) £300
Insurance £300
Telephone and internet £100
Marketing and advertising expenses £500
Vehicle running costs £0
Equipment purchase or leasing £3,000
Postage, printing, stationery £150
Transport and delivery £250
Professional fees (legal, accounting etc.) £500
Cost of sales (Cost of product) £2,000
Wages your own £1,000
Staff wages £800
Any other £200
Any other £400
Total cash out-flows (B) £12,000
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