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1. Business description/ Market opportunity
BeAlive is a corporation that works to make sure individuals keep a healthy lifestyle and stay in shape by exercising frequently. We'll be in the UK city of Ely, in the county of Cambridgeshire. In the middle of the city, we can find a typical facility beside the road. There is an Olympic-sized swimming pool in the location of our gym and fitness club. The entire community, as well as guests and tourists, will be served by us. BeAlive will rise to become Ely's top family-friendly fitness centre, and we'll work hard to design our space to meet the requirements of the typical family in Cambridgeshire. The number of parking spots available at our gym facility is greater than the maximum number of clients we can serve at once. We'll run a gym that will make it easier for people who want to reduce weight to do so with less stress. A weight management expert who works with individuals based on their unique exercise and dietary needs is available. 
Our mission statement: "We serve the communities via our fitness philosophy, facilities, programmes, and products and to inculcate the importance of health and fitness in the lives of people all over the world." 
The mission of BeAlive is to do our part to motivate families and residents of Ely to regularly exercise their bodies to maintain good health.
We are confident that everyone who signed up for our gym and fitness club will get a lot for their money. The facilities and services that will be made accessible to our clients are as follows:
· Full membership.
· Nutrition assistance.
· Sauna dry and wet.
· Gym centre.
· Personal trainer.
· Group classes. 
· Showers and free towels. 
In the following six years, the gym sector is anticipated to increase its yearly sales to $38 billion. This expansion is most likely the outcome of rising health consciousness along with an increase in per capita disposable income. People are frequently more inclined to acquire gym memberships when consumer discretionary income levels grow. Over the next six years, it is also anticipated that more time will be spent on leisure activities and sports, hence expanding the potential customer base. Demographic shifts are anticipated to fuel revenue growth for operators throughout this time. The development of the sector is also anticipated to heavily rely on new income sources. In instance, when healthcare costs rise, health insurance carriers could employ incentives to encourage people in their provider network to use fitness facilities and other preventative health activities. White (93.3%), Hispanic (2.7%), and Two or More (1.5%) are the three main racial/ethnic groupings in Ely. Ely's population is older overall than the rest of the country. Ely is a city for elderly people since its population is older than the national average. All men and women aged 16 and older who are interested in obtaining and maintaining a healthy and active lifestyle will be the target audience for BeAlive's Gym. Men and women from all different backgrounds may be found in the city of Ely. 
In addition to managing the daily operations of the gym, I will supervise the personnel, plan the group fitness sessions, and ensure that all equipment is safe and operational. Additionally, I will be in responsible of placing any orders for new or replacement tools, cleaning agents, and supplies. I'll employ a gym manager to take care of all new member sign-ups, setting them up with regular payments, and dealing with any member difficulties. Three trainers will be on hand to provide one-on-one instruction to any member who desires it. They will alternate leading the group lessons as well. To create the gym's logo, branding, photography, social media accounts, website, and billboard design, I will also hire a local advertising agency. 
By providing the following competitive advantages, BeAlive's Gym can prosper: 
· They have access to a sizable, spotless facility that is equipped with everything they need for their workouts.
· Courteous and knowledgeable training staff.
· Best price for membership fees. Military, teacher, and healthcare workers can receive reductions on the membership pricing choices, which are reasonable.
· Accommodating operating times.

For starting commercial activities, BeAlive's Gym is looking for £400,000 in loan finance. The cash will be used to acquire the warehouse space, outfit the gym, and buy the necessary equipment. Additionally, money will be set aside to cover the staff's wages for three months, as well as rent and working capital. The financing is broken out as follows: 
· £25,000 to £125,000 for securing warehouse space and for designing and outfitting the gym.
· £100,001 to £200,000 for the acquisition of gym equipment.
· Overhead costs for three months (payroll, rent, and utilities) range from £15,000 to £55,000. 
· £15,000 for marketing and advertising.
· Cash in hand: £10,000.

Any firm will always have legal problems. The lengthy list of factors could seem even more overwhelming to a gym owner. There are many things that may go wrong, from employee safety to harm responsibility. It's critical to be aware of any legal issues impacting your company given the proliferation of new gyms and the increasing number of individuals trying to maintain their health. Zoning regulations, insurance policies, and liability concerns are just a few of the elements to consider while opening and operating a gym. 


2. Industry Analysis
New candidates in the sporting goods industry bring transformation and new techniques of working, and they make BeAlive to lower prices, cutting expenses, and to offer to people new value theories. To keep its competitive edge, BeAlive must overcome all these obstacles and erect strong challenges. How BeAlive can combat threats from new competitors:
· Through creating brand-new goods and services. New items provide existing consumers another reason to purchase BeAlive's goods in addition to attracting new ones.
· Enhancing capabilities and investing in research and development. In a dynamic industry where established players like BeAlive continuously set the standards, new entrants are less likely to join. It significantly reduces the opportunity for new businesses to earn extraordinary profits, discouraging them from entering the market.
· Through establishing economies of scale to reduce the fixed cost per unit.
Almost every centre in the sporting activities sector purchases its raw materials from various sources. Provisioners with a monopoly position have the power to lower the profit margins that BeAlive can achieve. Companies in the sporting activities industry are subjected to have bigger costs due to the negotiation strength of strong provisioners in the services sector. Bigger provisioner negotiating power has usually the effect of decreasing the overall profitability of sporting activities. What BeAlive can do about Supplier Bargaining Power?
· Developing devoted suppliers whose companies are dependent on the company.
· Experimenting with several material combinations for product designs so that a corporation may switch to a new raw material if prices rise for one.
· Constructing a successful supply chain with a variety of providers.
Most customers have big expectations. They want to spend as little money as possible to get the greatest products on the market. Long-term profitability for BeAlive was impacted by this. Customers of BeAlive have bigger bargaining power and are more likely to look out for bigger discounts and offers as the company's client base becomes more strong and smaller. How BeAlive can combat the purchasing power of consumers? 
· By creating new items fast. Customers frequently look for deals and promotions on well-known products, therefore if BeAlive continues to release new goods, it may reduce their ability to negotiate.
· By collecting a big consumer base. In two ways, this will be good. In addition to giving the firm the chance to simplify its sales and production process, it will lessen the negotiating power of the buyers.
The profit of an industry is affected when a new good or service addresses a comparable client demand in a different form. As another storage hardware devices, look at services like Dropbox. A replacement product or service means a big threat if its value proposition is significantly distinct from that of the market's current offerings. How BeAlive can deal with the problem of substitute goods and services? 
· By being more concerned with services than just products.
· By increasing the cost of consumers switching.
· By recognising the people's important needs rather than the products they are buying.
Big competition among the current participants in a market will result in price reductions and a decline in the sector's overall profitability. The sporting activities sector in which BeAlive works is very competitive. The organization's total long-term profitability is affected by this rivalry. How BeAlive can address the fierce competition between the industry's current competitors in sports?
· Working together with competitors to expand the market rather than merely fighting for a limited market.
· By establishing a lasting distinction.
· By expanding its reach to compete more effectively.
BeAlive's strategists can have a whole understanding of what impacts an organization's profitability in the sporting activities sector by analysing all five competitive steps. They can be seeing game-changing trends followed early on and can act quickly to catch the moment. The administrators of BeAlive may sway those factors in their favour by really understanding the Porter Five Forces. 
	Name of competitor
	Differentiation

	Competitor 1
	Atrium fitness. BeAlive will have trainers that are knowledgeable and welcoming.

	Competitor 2
	The Hive. BeAlive has best price for membership fees.

	Competitor 3
	Elyte Fitness. All the tools are available at BeAlive's roomy facility for each customer's training regimen.



BeAlive's Gym will only have one owner and manager: Elena Bengulescu. Elena will keep an eye on the personnel, make sure that the cleaning schedules are followed, and make sure that all the equipment is safe and operating as it should. Elena will coordinate the scheduling of the group lessons, the ordering of all new and replacement equipment, and other daily administration activities. Elena will employ a gym manager to oversee the onboarding of new members, set them up with an automatic payment plan that will be automatically deducted from their accounts, handle the books, and deal with any member difficulties. To help and training to any member who needs it, Elena will first engage a team of three trainers. The group exercise will be led by two different trainers alternately. There will be additional trainers and classes introduced as the membership expands and the needs of the customers increase. In addition to hiring an advertising firm to create the gym's logo, photos, website, social media accounts, and billboard design, Elena will also engage a local CPA to handle all high-level financial tasks, such as payroll and tax payments. 
Like how it was in the 20th century, the gym industry is expanding. Now more than ever, people are conscious of the enormous advantages that come with joining a gym. Today, it is common knowledge among a wide range of individuals that regular exercise may help them stay healthy, live healthier lives, and live longer. Some people join gyms not because they lack the funds to buy some of the essential gym equipment, but rather because regular exercise takes discipline, and joining a club with an instructor on staff gives them some of that. 
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