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SWOT Analysis

To evaluate my readiness for managing "Copper Balance Ltd" and my broader
career, | have conducted a SWOT analysis based on my current academic progress
and business experience.

Strengths:

My primary strength lies in Entrepreneurial Leadership and Product Knowledge. As
the Founder of Copper Balance Ltd, | have demonstrated the ability to conceptualize
a USP by combining traditional Ayurvedic healing with modern manufacturing. |
possess deep knowledge of the intricacies of the "oligodynamic effect" and its
commercial applications (Arendsen et al.,, 2019). My experience managing the
copper supply chain demonstrates resilience and operational capability.

Weaknesses:

A significant area for development is Technical Financial Management. Currently, my
business plan relies on an external "Chartered Accountant" for tax and payroll,
indicating a gap in my personal ability to handle complex compliance issues.
Additionally, while | have a vision for digital sales, the industry standard conversion
rate is low at only 2.9% (IRP Commerce, 2025). | also lack advanced technical skills
in SEO and algorithmic marketing to guarantee overcoming this.

Opportunities:

The global wellness market is valued at over $5.6 trillion, offering immense room for
growth (Talukder et al., 2025). There is a specific opportunity to leverage the "Made
in Britain" trend to capture the luxury market. B2B partnerships with boutique spas
also present a networking opportunity to expand our client base.

Threats:

Economic volatility, specifically fluctuating copper prices, poses a threat to margins.
Strict Health, Safety & Environment (HSE) regulations regarding welding fumes also



pose a legal risk if not managed perfectly (Health and Safety Executive, 2025); which
is currently an area | outsource.

Evidence of Readiness:

My readiness for employability and personal advancement is evidenced by my
academic and practical achievements. Academically, studying the management of
businesses has provided me with the theoretical frameworks to structure a viable
business plan. | have successfully applied academic research, to validate my
business proposition. This ability to bridge academic theory with commercial
application is a key employability skill.

As Managing Director of Copper Balance Ltd, | executed a hybrid DTC and B2B
sales model, defined a clear target market (Demographic: 25-60), and developed a
pricing strategy. This demonstrates "Commercial Awareness." My recognition of the
need for "External Support" for specialized tasks like HSE and Accounting shows my
commitment to my business.

Employment Goals

Based on the weaknesses identified in my SWOT analysis, specifically regarding
technical financial compliance and digital marketing technicalities, | have set the
following goals:

e Short-Term Goal (3-6 Months): Secure Investment and Operational Stability.
My immediate goal is to secure the £25,000 investment required to cover
startup costs and initial losses. This is critical to reaching the break-even point
by Month 4 (Mariotti et al., 2016). Achieving this will validate my business
model and provide the financial runway to operate.

e Long-Term Goal (2-3 Years): Market Expansion and Thought Leadership.
| aim to establish Copper Balance Ltd as a recognized leader in "Wellness
Architecture" and expand into international exports. Personally, | aspire to
become a thought leader in sustainable, artisan manufacturing, bridging the
gap between "Ancient Wisdom" and "Modern Design". This aligns with my
career aspiration to not just run a business, but to influence the wider industry
towards organic, non-lacquered materials.

Personal Development Plan (PDP)

To achieve these goals and address my weaknesses in finance and digital
marketing, | have developed the following plan:
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This PDP ensures that while | outsource complex tasks like tax returns, | acquire

enough personal knowledge to oversee them effectively, reducing risk and increasing

my capability as a Managing Director.
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