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	BUSINESS DESCRIPTION / MARKET OPPORTUNITY
Vision: to bring joy and beauty through the power of flowers, enhancing people's life as well as creating lasting memories to remember.
Mission Statement: our company’s primary objective is to be the leading floral brand in the UK, that offers our customers with great and innovative floral experience while also promoting sustainability and environmental awareness.
Product Description and Innovation: Bloom and Petal is a floral design and delivery business that provides a vast array of innovative floral goods and services. The business's competitive advantage resides in its ability to adapt to a post-COVID-19 environment by providing its customers with design components and delivery strategies that prioritise safety, convenience and personalised experience first.
Innovative elements: the company has implemented unique procedures to ensure the safety of both the customers and the employees in response to the COVID-19 pandemic. this involves using eco-friendly packaging materials, contactless delivery methods and strict safe regulations. Moreover, the business has also created an online platform that has enabled the clients to quickly browse as well as modified their flower arrangements, thus making a simple and comfortable process. The company's floral design additionally also embraces a sustainable position, integrating eco-friendly techniques such as choosing flowers that are grown locally, minimising waste through responsible packaging and providing distinctive and modern designs that reflect the modern floral industry.
Milestones Achieved: the company has achieved several milestones achievements since its establishment, here are some of the milestones that the company has achieved over the years:
1. Secured partnerships with local flower growers and suppliers to ensure a consistent supply of fresh and high-quality blooms.
2. Developed a user-friendly online platform that allows customers to browse, customize and order floral arrangements, thus providing a seamless and convenient shopping experience.
3. Established a strong presence on social media platforms, garnering a growing community of followers and positive engagement with the brand. 
Legal Structure: Bloom and Petal is a sole proprietorship business. A sole proprietorship business has only one owner. It is the simplest and most common form of business ownership. In a sole proprietorship, the sole proprietor assumes all the responsibilities and liabilities of the business (Needle and Burns, 2010).



	INDUSTRY ANALYSIS – Porter’s 5 forces 
Porters five forces framework is a tool that is utilized to analyse the competitive dynamics and attractiveness of an industry.
The threat of new entry:  the threat of new entrants in the floral industry is moderate. While starting a floral business does not require a large amount of capital investment, there are some barriers to entry such as establishing supplier relationships, building a brand reputation, and gaining customer loyalty. However, with the rise of e-commerce and various online platforms, new entrants can easily set up online floral businesses. Differentiation through unique designs, excellent customer service, and sustainable practices can help existing businesses maintain a competitive advantage against new entrants.

The threat of substitutes:  the threat of substitutes in the floral industry is moderate. While there are no direct substitutes for fresh flowers, customers may choose alternative gifts or decorative items for occasions. Additionally, artificial flowers and plants can be considered as a substitute in certain situations. However, with the emotional and aesthetic value that is associated with fresh flowers, promoting their emotional significance, and offering customized arrangements, floral businesses can minimize the threat of substitutes.

Bargaining power of customers: The bargaining power of buyers in the floral industry is moderate to high. Customers have access to numerous floral businesses, both local and online, increasing their bargaining power.  Customers can compare process, quality, and delivery options, putting pressure on businesses to offer competitive pricing and exceptional customer service. However, building strong customer relationships, providing unique designs as well as offering personalized experiences can help businesses differentiate themselves and reduce the bargaining power of buyers.

Bargaining power of suppliers: the bargaining power of suppliers in the floral industry is moderate to high. Flower suppliers holds the key resources in the industry, and their ability to control pricing, availability and quality can impact the profitability of floral businesses. However, the floral industry often relies on multiple suppliers, reducing the dependency on a single supplier. Moreover, establishing strong relationship with suppliers, diversifying sourcing options, and ensuring fair and transparent agreements can mitigate the bargaining power o suppliers.

Competitive Rivalry:  The floral industry in the UK is fiercely competitive, with Interflora, Moonpig, and Prestige Flowers vying for market share. Interflora stands out with its vast network of local florists and traditional floral arrangements, offering same-day delivery and leveraging its established brand reputation (Interflora.co.uk, 2021). Moonpig differentiates itself through personalized greeting cards and gifts, offering convenience, online customization, and personalized messaging (Moonpig, 2023). Prestige Flowers focuses on affordability and reliable delivery services, positioning itself as an affordable luxury option (Flowers, 2023). In contrast, Bloom & Petal sets itself apart by specializing in innovative and contemporary floral designs, emphasizing sustainability with locally sourced flowers, and delivering exceptional customer service. Through these differentiating factors, Bloom & Petal also aims to attract customers who appreciate modern aesthetics, environmental consciousness, and personalized experiences. As competitors in the floral industry, each company employs unique strategies to capture the market, but Bloom & Petal aims to establish itself as a formidable player by consistently delivering on its promise of creativity, sustainability, and exceptional service.

	Name of competitor
	Differentiation

	Interflora
	Unique and Contemporary Designs, Sustainable Practices

	Moonpig
	Floral experiences, Exceptional Customer Service

	Prestige Flowers
	Premium and High-Quality Offerings, Customization and Flexibility









	OPERATIONS AND MANAGEMENT TEAM OPERATIONS
Sourcing: Bloom and Petal will establish partnerships with local flower grow and suppliers to ensure a consistent supply of fresh and high-quality blooms.  The sourcing process involves identifying reliable suppliers, negotiating contracts and selecting flowers based on quality, variety and seasonal availability. 
Floral design and arrangement: once the flowers are gathered the floral design team at Bloom and Petal will work on creating unique and artistic arrangements. The designers will follow customer preferences occasion requirements and the latest design trends to create visually appealing floral designs.
Order processing: The business will operate through its user-friendly online platform, which allows customers to browse, customize and place their floral orders. The platforms will also offer a variety of design possibilities, customization tools, and order-tracking features.
Inventory Management: To ensure freshness and timely delivery, Bloom & Petal will carefully manage its inventory. The group will regularly track floral longevity, keep a tab on stock levels, and use effective rotation techniques.
Packaging and Delivery: Bloom & Petal will prioritize safe and environmentally friendly packaging. To reduce the company's environmental impact, eco-friendly materials like recyclable or biodegradable wrapping will be used. Bloom & Petal will collaborate with local courier firms for delivery to guarantee quick and secure transportation.
Customer Service and Relationship Management: Providing top-notch customer service is vital to how Bloom & Petal runs their company. The customer support team will swiftly respond to questions, guide design choices, and guarantee a seamless ordering process.
Generating Revenue:
1. Upselling: Upselling tactics will be used by the company to raise average order values and generate greater revenue (Aydin and Ziya, 2008). 
2. Upgrading: Bloom & Petal will offer upgrade options to customers who initially select a lower-priced product or service. Customers who choose a standard bouquet subscription, for instance, might be given the option to upgrade to the premium subscription, which includes larger and more luxurious arrangements. 

Preventing Loss of Revenue:
1. Exceptional Customer Service: Providing exceptional customer service is crucial in preventing the loss of revenue. By ensuring prompt responses to inquiries, resolving issues efficiently, as well as addressing customer concerns, Bloom & Petal can maintain customer satisfaction and loyalty (Moment, 2007). 
2. Quality Assurance: Bloom & Petal will maintain high standards of quality in its products and services. By using fresh, high-quality flowers, offering unique and visually appealing designs, and ensuring accurate order fulfillment. 

MANAGEMENT TEAM
	Name 
	Skills
	What do they bring to the firm

	Owner	
	Strategic planning, leadership, floral industry expertise
	understanding of the floral industry, market trends, and customer preferences. provides strategic direction, sets goals and objectives, and drives the overall success of the firm.

	Floral Designers	
	Creative floral design, attention to detail, trend awareness
	provides strategic direction, sets goals and objectives, and drives the overall success of the firm. keen eye for detail and stays updated on the latest floral design trends.

	Marketing Manager	
	Marketing strategy, brand management, customer acquisition
	specializes in marketing strategy and brand management. develops and implements effective marketing campaigns to promote the firm, attract new customers, and increase sales

	Finance and Administration Manager	
	Financial management, administrative expertise, organizational skills	
	manages the financial and administrative aspects of the firm. handles budgeting, accounting, and financial reporting.




	





















	MARKETING: The Four P’s must be used to describe your marketing strategy
Product: Bloom & Petal offers a wide range of floral products and services, this includes unique floral designs, bouquet subscription and floral design that is created for special events and gift packages. The product selections are made to satisfy customers’ needs for a unique and attractive floral experience.
Price: the pricing strategy for the company is based on a combination of factors. First market research and competitive analysis will be conducted to ensure competitive pricing while also considering the perceived value of the products. The pricing structure will be established after evaluating the costs associated with obtaining the flowers, materials, packing, labour, and delivery.

Promotional Mix: Bloom & Petal will utilize various promotional techniques to create awareness, build brand recognition, and attract customers. The promotional mix will include:
1. Customer Touch Points: Bloom & Petal will focus on creating a positive and memorable customer experience at every touch point. This includes a user-friendly web interface, personalized consultations, efficient customer support, and trouble-free shipping. 
2. Integrated Marketing Communications (IMC): The IDIC model (Identify, Differentiate, Interact, Customize) will guide the promotional efforts. Bloom & Petal will identify its target customer categories, develop unique designs and personalized experiences, engage with customers through social media, email marketing, and other channels, and customize promotions and offerings to suit their needs these tactics will be employed so they will be able to stand out from the competition. (Porcu et al., 2012).
3. Social Media Marketing: Bloom & Petal will leverage popular social media platforms such as Instagram, Facebook, and Pinterest to showcase visually appealing floral designs, share customer testimonials, and engage with the target audience. To increase awareness and generate interest in the brand, social media advertising and influencer partnerships will be leveraged. (Zarrella, 2009).
4. Content Marketing: Blog articles, video tutorials, and guides on floral care and design tips will be created to establish Bloom & Petal as an influential source in the floral industry. The website, social media platforms, and email newsletters will all distribute this content in order to create credibility and give customers useful information. (Lieb, 2012).

Place (Distribution strategy): Bloom & Petal will primarily operate as an online floral business, with customers placing orders through the user-friendly website. The primary distribution channel will be the company's website, which will make it easier for clients to browse, personalize, and order flower arrangements. For quick and reliable delivery within the specified service areas, Bloom & Petal will form relationships with local courier providers.













	FINANCIALS: Bloom & Petal will source funds from a combination of personal investment, crowdfunding, and revenue reinvestment. Personal investment involves using the owner's own savings or assets to finance the initial startup costs and operational expenses. Crowdfunding platforms will be utilized to attract contributions from supporters and potential customers who resonate with the brand's vision and mission. By offering exclusive perks or discounts in exchange for contributions, Bloom & Petal can generate funds while building a community of loyal customers. Additionally, a portion of the generated revenue will be reinvested back into the business to fuel growth, expand product offerings, and improve marketing efforts. These diverse sources of funds provide the necessary capital to launch and sustain Bloom & Petal's operations (Investopedia, 2023).

 
Use of funds
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue (from your operations and marketing section)
	£ 15000
	£ 18000 
	£ 20000
	£ 22000
	£ 25000
	£ 28000

	Fixed Costs
(Rent)

	£ 4000


	£ 4000
 
	£ 4000
 
	£ 4000
 
	£ 4000
 
	£ 4000
 

	Variable Costs
(Flower sourcing, Packaging materials, Delivery services, Marketing expenses, Labor costs, Miscellaneous expenses)

	£5,000  
	£ 5500
	£ 6000
	£ 6500
 
	£ 7000
 
	£ 7500


	Profit 
	£ 6000
	8500
	10000
	11500
	14000
	16500


















MARKET RESEARCH 
Market research for a flower business involves gathering information and insights about the target market, customers, competitors, and industry trends. It includes conducting surveys, interviews, and focus groups to understand customer preferences, purchasing behaviour, and satisfaction levels. Analysing competitor strategies, pricing, and market positioning help identify unique selling propositions. Researching industry trends, such as popular flower types, design styles, and seasonal demands, assists in developing relevant product offerings. 
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