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BUSINESS PLAN TEMPLATE: THIS TEMPLATE MUST BE USED FOR THE ASSESSMENT 2. YOU MAY INCLUDE PICTURES TO IMPROVE THE PROFESSIONALISM OF YOUR WORK

	BUSINESS DESCRIPTION / MARKET OPPORTUNITY

 In this entrepreneurship focused report, a new business is being selected which offers “done it for you” digital commodities. These digital products includes of courses, electronic books, audiobooks, and templates. The mission of this organisation is to focus upon creating high quality digital commodities which can help learners to develop knowledge about a wide variety of products. The target audience of this type of product being provided will be to be educators, coaches, online entrepreneurs, and more. This type of service will be extremely relevant in the post pandemic situation as it can be highlighted that the need for having online products that can serve customers is emerging immensely (White, 2017). Being able to pursue digital products and help satiate the need for creating digital products that not can be only duplicated easily but also serve clients and innovative level. The delivery of these products will be through the Internet and will take advantage of various course creation platforms through which the products can be provided to the B2B business owners (Hunger, 2020). 
These business owners can use these physical products to sell it further to that community and clients that they have created through which an ongoing process of knowledge development can be facilitated. These different types of courses, electronic books and more can be designed with the assistance of graphic designers and the content material can be determined through content and copywriters. Multiple milestones in creating these types of products can be established by focusing upon a divisional hierarchy strategy in this new business as well. As a result of this type of this type of business structure being followed, emphasis upon improved communication, higher accountability of work performed, and more can be achieved. This is essential in being able to achieve much more profitability in the long term (Kumar et al., 2019). 
The coronavirus has also created a work environment in which more people are wanting to study from home after they have finished their work. This is facilitating in seamless education to increase and making sure that individuals are able to enhance their career portfolio is seamlessly. B2B consumers are also wanting to create a site income through the creation of online digital products and courses. These types of products directly help in creating market authority for individuals who are wanting to diversify their income and grow an audience on a long-term basis. In order to work with these types of clients adequately, many consultancy costs can be established which can directly help in understanding the mission and vision of the B2B educators which can help in much more customisation and client satisfaction to be enhanced as the feedback can be integrated into the product creation process (Belew and Elad, 2020).





	INDUSTRY ANALYSIS: For this new entrepreneurial venture which will operate on the Internet, and industrial analysis can be conducted for the digital enterprise that is being created.

Threat of new entry 

The entry of new businesses in this digital industry for creating courses, electronic books and other items is very easy. The initial capital cost is required for being able to have relevancy in this type of industry. However, consistency plays a huge hurdle for most entrepreneurs as consistent motivation and effort is required to be able to stay relevant in this market. Moreover, entrepreneurial individuals in this industry are and without getting owing to which, effective operations being performed is very difficult. This type of business hierarchy facilitates in more focus to be provided on multiple activities being created (Rejikumar et al., 2019).


Threat of substitutes


Multiple substitutes in the form of physical books, in classroom services through educators, and other types of focused knowledge spreading strategies are present. However, these are expensive mediums and pose a medium level set to the digital business that has been selected here. Some other types of might also include of going to college and university to acquire similar types of college. In addition to this, other types of substitute products might also include of personal coaching being provided in an in personal basis which can be another threat to the progress of the digital enterprise as well (Aithal, 2017).


Bargaining power of customers


Customers have a low margin of power over the digital enterprise that is being attempted to be created here. Multiple target audiences can be focused upon online and through this type of strategy, emphasis upon a larger base of clients can be established. Utilisation of advertisement can easily help an entrepreneur to shift their focus from one business to another and can facilitate in being able to create an effective methodology through which our clients is being acquired (Anwar and Hasnu, 2016).



Bargaining power of suppliers


Suppliers have a low margin of power in this industry as not much raw material is required in order to produce electronic products and courses online. However, it can be illustrated that presently there is a scope of having platforms on the basis of which, these digital products can be created who play a huge supplier. Despite this, since multiple options are present, any option being pursued can be adequate for creating these digital products (Lim, 2017).


Competitive Rivalry: Multiple competitive companies are operating against the new digital business that is being present. These types of businesses offer similar types of digital product creation projects through which B2B customers are served. These companies are utilising different types of pricing systems for the business owing to which, the ability of these enterprises to undercut this new digital enterprise is a major threat that is existing. In order to combat this, focus upon customisation and quality orientation is a big aspect where the enterprise must be focused upon for future growth. Some of these include 


	Name of competitor
	Differentiation

	Competitor 1 

	Jose Rosado

	Competitor 2

	Justin Welsh

	Competitor 3

	Micheal Finn


You may add more names if you wish




















	OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
The entire operation process starts with acquiring clients to create these types of B2B digital products. Firstly, acquiring clients through cold emailing, inbound marketing, how about marketing, and other strategies is implemented. Once an order for an electronic book, visual posts, foreign audiobooks is placed, on the basis of this, content is created through writers. Once the content is created, designers and quality checking individuals are able to assess the work and understand how different types of images and improvements can be made for the entire content. After this is done, an entire video courses is made on the entire project through editors which directly facilitates in creating a comprehensive course of any type of other digital products through which it is easier for a final product to be provided to the B2B client. This in turn, once done, is showcased to the learners in different types of domains (Belderbos et al., 2022).

How would you generate revenue for your business? E.g., How would you prevent loss of revenue?

In order to generate revenue, advance payments from B2B owners can be emphasised that can directly facilitate in creating profitability. This is important and being able to create an effective methodology through which profit can be acquired. Losses of revenue can be prevented through advance payments and making sure that acquisition of payment is the priority before work is initiated so that each individual in the work process is being paid on time. Losses can also be prevented by making sure that all of the information being presented to the various digital products are having high quality. In addition to this, marketing services by the business can also be provided as a result of this, a surety of the digital products having high a surety of sales can be attained effectively. This can help in making it easier for there to be decisions being taken by B2B owners when trying to make decisions on how to buy the product (Vallone et al., 2019).

MANAGEMENT TEAM

	Name 
	Skills
	What do they bring to the firm

	Writer 
	Writing high quality content
	To be able to have good writing skills and produce high quality content that can serve B2B clients. These individuals must be able to also assess what type of trends are presently operating in the market and create content in accordance with the competitive forces operating.

	Quality Manager 
	Reviewing the work of each member
	These managers will be playing an important role in assessing and reviewing all of the written content of individuals effectively. These managers play a huge role in assessing all of the inputs being provided into the market as a product of this, it is easier for there to be client satisfaction being assured on every purchase.

	Editor 
	Editing all of the e-books and videos being created
	These editors will be overseeing the different types of videos that are created which directly facilitates in the courses to be finished. An editor also helps in providing feedback to video creators and writers as well as this helps in making sure that overall production of items is taking place at a higher quality margin.

	Designer
	Designing digital assets that can be used
	Designers can add images and audio graphics all of the work which can highlight all of the projects being created. These designers facilitate in creating a good presentation through which visual aids is created which helps in attracting a higher level of client base towards the organisation effectively.


You may add more names if you wish




	MARKETING: The Four P’s must be used to describe your marketing strategy

Product: Brief description of your product
The services that this new digital business will be created is a wide variety of “done it for you” digital products which will serve online educators and coaches. These products include of a wide variety of electronic books, online courses, and much more. A crucial point of these products will be that they will have varying types of quality as per the payment being made for the product being provided. As a result of this, it is essential to put focus towards creating a wide multitude of commodities which can directly facilitate in serving B2B buyers much better (Išoraitė, 2016).

Price: How much would you charge for your product and what is the basis for the price chosen?
In terms of pricing, a flexible competitive pricing strategy will be implemented for the business as the enterprise will be creating online digital products of varying quality. In accordance with the payment and the type of package being purchased by the B2B educators, the type of effort being provided into the course will be achieved. This will directly help in making it easier for there to be emphasis being given upon a holistic type of community to be created which can directly enable the scope of higher sales to be achieved.

Promotional Mix: What techniques would be used in promoting your product?
In order to promote the services of the business, organic and paid advertisement strategies can be implemented. Through the achievement of both of these types of channels, emphasis will be given upon constantly advertising that the business has worked with various clients previously. Utilisation of testimonials will be a huge strategy for the business that can help in acquiring B2B clients easily. In addition to this, it is important for there to be collaboration with a larger business online being conducted and this can facilitate in making sure that it would be easier for there to be data being created (Pogorelova et al., 2016).

Place (Distribution strategy): How would your product be distributed?

The online domain facilitates in creating distribution of the entire digital services of the business in multiple locations around the globe. As per a segmentation and targeting strategy, emphasis can be given towards marketing the business in developed countries by focusing upon interacting with a wide variety of B2B clients that are present everywhere. In addition to this, emphasis can also be given towards organic discussions and promotional posts being facilitated through which improved positioning of the organisation can be done and faster clients can be acquired for making sales in an effective manner.




	FINANCIALS 

Sources of funds: where would you be getting funds from?

In order to get adequate funding, multiple types of consumers will be focused upon that will include of venture capitalists, angel investors, bank enterprises, personal acquaintances, and business acquaintances as well. All of these different types of channels will facilitate in acquiring a higher level of capital for the business through which it can be easier for there to be overall investment towards services being created. This is essential in being able to create an effective funnel through which higher results can help in appointing more individuals within the organisation through which more B2B clients can be served on an ongoing manner. Capital from multiple types of channels is required to be acquired as this will be playing an important role for the organisation in order to have varying types of interests and relations with multiple investors. As a by-product of this, requesting capital from specific investors who have a higher stake in the business can be achieved through organisational activities (Langemeier, 2019).

Use of funds

	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue (from your operations and marketing section)
	43510
	53510
	63510
	73510
	83510
	93510

	Fixed Costs
(List out your fixed costs)






	1350
	2350
	3350
	4350
	6350
	7350

	Variable Costs
(List out your variable costs)








	4152
	6152
	7152
	8152
	9152
	11152

	Profit 
	38008
	45008
	53008
	61008
	68008
	75008
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