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[bookmark: _Toc58539268]1. Aims and Objectives
· To make a sustainable business platform
· To achieve the projected revenue
· To become able to fulfill the market gap
· To satisfy customers through unique services
[bookmark: _Toc58539269]2. Company Description
The business will be a sanitizer with different physical forms. It is about liquid, gel and foam sanitizer. The company will focus on both wholesaling and retailing sales of its products. It will have both online and offline stores for reaching customers. In the case of online stores there will be delivery throughout the UK. The offline stores will be area specific.
[bookmark: _Toc58539270]3. Mission and Vision
[bookmark: _Toc58539271]Mission
The company will try to create some unique business strategies for customer satisfaction.
[bookmark: _Toc58539272]Vision
The vision is to fulfill the needs of the consumers and make the market framework complete.
[bookmark: _Toc58539273]4. Legal Compliances
The company needs to maintain the legal compliances because it is a sensitive product. The legislations related to manufacturing and human rights are needed to take care. It is for avoiding any uncertain issues that can occur in the business (O'Hara et al. 2017). More specifically, it will also allow the business to get the initial force without facing many obstacles.
[bookmark: _Toc58539274]5. Management Process / Marketing
[bookmark: _Toc58539275]5.1 Market Planning
· The company will start the business in both offline and online form and the promotion of it also follows the same ways.
· The business idea is unique because no other company sells sanitizer with different physical forms (Rosati and Conti, 2016).
· It will try industrial selling by approaching some educational and health care institution to approach them for taking bulk orders
[bookmark: _Toc58539276]5.2 Target Market
Currently the entire market of the UK requires sanitizers as it is now one of the daily needs. Moreover, the bigger institutions are also bound to the use of sanitisers for avoiding any issues related to it. The company will take this opportunity for creating an initial customer base. It is not possible to focus on the individual customer to make profit at the beginning (Moro Visconti, 2016). It will take time to create a consumer base. Hence, the initial target will be on bulk selling through wholesalers and industrial marketing.
[bookmark: _Toc58539277]5.3 Market Analysis
In the current market, the standard of competitiveness is very high as there are a lot of brands that are selling similar products. On the other hand, the availability of local companies has made it more complex. There are many supermarkets and small companies in that same sector (Kusumaningrum and Hidayat, 2016). But still there is scope of good business because the market is huge. There is also a requirement to use inventory as the existing companies are not able to fulfill the market needs. 
[bookmark: _Toc58539278]5.4 Sales Target and Objectives
· Initially, the company will focus on selling its product to 1000 individual customers and 50 industrial buyers within the first two months.
· It will ensure the company to take future risks. It will focus on creating a strong market place within the first 6 months. The target of sales will automatically improve after the fulfillment of these objectives.
[bookmark: _Toc58539279]5.5 Product, Service and Development
· The liquid sanitizer can be used as a cleaner of various surfaces and it can also be used in spray bottles.
· The foam sanitizer is for some particular places which are not possible to wash with water. It can also be used for cleaning glasses and mirrors (Išoraitė, 2016).
· The gel based sanitizer is hand sanitizer and it is mainly used for household products.
The company will try to develop these existing products by implementing some unique strategies such as perfume sanitizer.
[bookmark: _Toc58539280]5.6 Sales Forecasts
· For the first few months the company will focus on a particular revenue of £1000.
· After three or four months, this similar target will be around £5000.
· After the completion of one year the company will aim for a profit of £10000.
[bookmark: _Toc58539281]5.7 Marketing Strategy
The market is very competitive but there are opportunities for making higher profit. It is because most of the existing companies are focusing on bulk selling and there is not much focus on product quality. At this moment, the company can use it for increasing its sellings by providing a high quality product at a similar price. In this scenario, it will be very tough for the company to get the initial force of growth (Hopp and Greene, 2018). Hence, the company will not get into the competition directly. It will collaborate with various industries to get a continuous sale. After creating a strong base it will go for competitions.
[bookmark: _Toc58539282]5.8 Market Situation
The current situation of the market is very complex as the market contains both smaller and bigger brands in the same industry. Already there are a lot of companies who are unable to to make growth and it is tough for them to survive (Hayes and Moore, 2017). but there are a lot of scopes and those companies are not capable of identifying those scopes. This company will try to work on utilising the opportunities and make the best of those. 
[bookmark: _Toc58539283]5.9 Market Competitors
Currently, it has very big competitors but all of them are direct competitors. It is because these companies are not the manufacturers of sanitizers. Instead, they are retailers and sell the products of different brands. Some of these companies are ASDA, LIDL etc (Cron, 2017). On the other hand, Unilever also consists of many brands that have sanitizer products. Therefore, directly or indirectly there are a lot of computers and the company needs to overcome all of them as a whole.
[bookmark: _Toc58539284]5.10 Market Segments
The company will divide the entire market by dividing the cities. Initially, it will open stores in the cities like Manchester, Birmingham, Nottingham London, Cardiff and lanchester. Hence, there will be 6 offline stores at the beginning and after a certain time it will focus on expansion throughout the UK.
[bookmark: _Toc58539285]5.11 Market Needs
The current market of the UK needs high quality products at a cheaper price from the sanitizer industry. It is because there is a lot of availability of products and the customers are not also sure which one to buy. The customer doesn't much care about the brand if they get a better quality product from a new brand at a similar price (Chevalier et al. 2018). The company will try to fulfill these needs by creating a stable business format.
[bookmark: _Toc58539286]5.12 Marketing Mix
Price- the price of most of the products will be kept lower than the available products in the market. 
Product - the products of all the forms will be launched together and it will benefit the company
Promotion- The promotion of the company will be made through ooh digital and offline promotional methods. It is for attracting a higher group of consumers (Blut et al. 2018).
Place- The choosing of the place is also required because of the availability of information on the pages.
6.0 Management Process/Finance 
Sources of Finance 
Bank loans 
It is one of the most common source of finance which can be considered by Online Handcrafted Jacket Making Company. Essentially, the organisationstake funds from the banks as loans on the basis of its value, business plan as well as the perceived ability to pay back the loans to the bank. 
Angel investors 
These are considering as the professional investors who opts to invest some funds to the business which are based on innovative ideas and products. They put emphasis on generating profit from the business. This type of source supports the businesses like Online Handcrafted Jacket Making Company to accelerate growth and development. 
Venture capitalist 
Under this type of source, the financial investorsstrive to participate in the fresh businesses in exchange of funds as well as strategic advice for the business growth. A venture capitalist often lookout for the organisations with high potential for growth and success. 
Personal Survival Budget 
	Activities 
	Cost 

	HR planning 
	2000

	Marketing and promotional campaigns 
	4500

	Recruitment 
	6000

	Training 
	5600

	Technological implementation
	8000

	Employeesengagement
	7000



Financial Statements 
	 
	JAN-20
	FEB-20
	MAR-20
	APR-20
	MAY-20
	JUN-20
	JUL-20
	AUG-20
	SEP-20
	OCT-20
	NOV-20
	DEC-20
	YEARLY

	INCOME (SALES)
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Income 1
	 £      190 
	 £      120 
	 £      100 
	 £      150 
	 £      200 
	 £        80 
	 £      190 
	 £      120 
	 £        50 
	 £      200 
	 £      110 
	 £      169 
	 £                                          1,679 

	Income 2
	 £        80 
	 £        55 
	 £      170 
	 £        60 
	 £        34 
	 £        76 
	 £        56 
	 £      140 
	 £        60 
	 £      110 
	 £        44 
	 £      180 
	 £                                          1,065 

	Income 3
	 £      200 
	 £      211 
	 £      180 
	 £      190 
	 £      150 
	 £        80 
	 £        70 
	 £      156 
	 £      175 
	 £      120 
	 £      141 
	 £      190 
	 £                                          1,863 

	Income 4
	 £        31 
	 £      111 
	 £        90 
	 £        54 
	 £      145 
	 £        40 
	 £      170 
	 £      111 
	 £        95 
	 £        45 
	 £        90 
	 £      200 
	 £                                          1,182 

	Income 5
	 £        90 
	 £      176 
	 £        98 
	 £        91 
	 £      111 
	 £      102 
	 £        46 
	 £        87 
	 £      180 
	 £      152 
	 £      167 
	 £      180 
	 £                                          1,480 

	Income 6
	 £        67 
	 £      100 
	 £        86 
	 £      180 
	 £        54 
	 £      156 
	 £      119 
	 £      103 
	 £        80 
	 £        50 
	 £      150 
	 £      159 
	 £                                          1,304 

	Income 7
	 £      120 
	 £        65 
	 £      145 
	 £        45 
	 £      154 
	 £        92 
	 £      176 
	 £      142 
	 £      167 
	 £        87 
	 £      120 
	 £        69 
	 £                                          1,382 

	TOTAL SALES
	 £      778 
	 £      838 
	 £      869 
	 £      770 
	 £      848 
	 £      626 
	 £      827 
	 £      859 
	 £      807 
	 £      764 
	 £      822 
	 £   1,147 
	 £                                          9,955 

	TOTAL COST OF SALES
	 £      265 
	 £      356 
	 £      315 
	 £      241 
	 £      399 
	 £      312 
	 £      299 
	 £      226 
	 £      414 
	 £      274 
	 £      264 
	 £      453 
	 £                                          3,818 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Gross Profit
	 £   513 
	 £   482 
	 £   554 
	 £   529 
	 £   449 
	 £   314 
	 £   528 
	 £   633 
	 £   393 
	 £   490 
	 £   558 
	 £   694 
	 £                                          6,137 

	EXPENSES
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Salary expenses 
	 £        11 
	 £        16 
	 £        17 
	 £        10 
	 £        17 
	 £        21 
	 £        10 
	 £        15 
	 £        21 
	 £        23 
	 £          5 
	 £        14 
	 £                                             180 

	Payroll expenses 
	 £        23 
	 £        16 
	 £          9 
	 £        16 
	 £        15 
	 £        20 
	 £        23 
	 £          8 
	 £          6 
	 £        14 
	 £        21 
	 £          9 
	 £                                             180 

	Outside services
	 £        21 
	 £        23 
	 £          6 
	 £        18 
	 £        11 
	 £          7 
	 £        21 
	 £          9 
	 £          7 
	 £        24 
	 £        16 
	 £        17 
	 £                                             180 

	Supplies (office and operating)
	 £        19 
	 £          4 
	 £          5 
	 £        21 
	 £        17 
	 £        12 
	 £        24 
	 £          6 
	 £          6 
	 £        14 
	 £        20 
	 £        13 
	 £                                             161 

	Repairs and maintenance
	 £        11 
	 £        11 
	 £        17 
	 £        16 
	 £          7 
	 £        16 
	 £        17 
	 £        14 
	 £        19 
	 £        14 
	 £        16 
	 £        15 
	 £                                             173 

	Advertising
	 £          2 
	 £        16 
	 £          7 
	 £        14 
	 £        17 
	 £        25 
	 £        31 
	 £          6 
	 £        16 
	 £          8 
	 £        19 
	 £        24 
	 £                                             185 

	Car, delivery and travel
	 £          8 
	 £        17 
	 £        11 
	 £        11 
	 £        21 
	 £          9 
	 £        20 
	 £          3 
	 £        14 
	 £        22 
	 £        16 
	 £        12 
	 £                                             164 

	Accounting and legal
	 £          5 
	 £        13 
	 £          6 
	 £        15 
	 £        19 
	 £        10 
	 £        12 
	 £          9 
	 £        15 
	 £        16 
	 £          4 
	 £          9 
	 £                                             133 

	Rent
	 £          8 
	 £          4 
	 £        23 
	 £        25 
	 £        10 
	 £        24 
	 £        22 
	 £          5 
	 £        12 
	 £        24 
	 £        24 
	 £        12 
	 £                                             193 

	Telephone
	 £        25 
	 £          2 
	 £        12 
	 £        25 
	 £        10 
	 £        24 
	 £          3 
	 £        20 
	 £          3 
	 £          9 
	 £        20 
	 £        18 
	 £                                             171 

	Utilities
	 £        16 
	 £        19 
	 £          9 
	 £        16 
	 £        13 
	 £          2 
	 £          4 
	 £        24 
	 £        16 
	 £        22 
	 £          7 
	 £        18 
	 £                                             166 

	Insurance
	 £        12 
	 £          9 
	 £        16 
	 £        19 
	 £        25 
	 £        17 
	 £        20 
	 £        14 
	 £          5 
	 £        14 
	 £          5 
	 £          2 
	 £                                             158 

	Taxes (council tax, etc.)
	 £        16 
	 £        13 
	 £        10 
	 £          7 
	 £        13 
	 £          3 
	 £        13 
	 £        17 
	 £          9 
	 £          4 
	 £        22 
	 £        18 
	 £                                             145 

	Interest
	 £          3 
	 £          2 
	 £        19 
	 £        21 
	 £        13 
	 £          9 
	 £          7 
	 £        13 
	 £          3 
	 £          6 
	 £        10 
	 £        13 
	 £                                             119 

	Depreciation
	 £          8 
	 £          7 
	 £          6 
	 £          7 
	 £          7 
	 £          6 
	 £        15 
	 £        23 
	 £        21 
	 £        16 
	 £        19 
	 £          7 
	 £                                             142 

	Other expenses (specify)
	 £        14 
	 £          4 
	 £        24 
	 £          6 
	 £        20 
	 £        14 
	 £        21 
	 £        20 
	 £        22 
	 £          3 
	 £        14 
	 £          6 
	 £                                             168 

	Other expenses (specify)
	 £        14 
	 £          7 
	 £        24 
	 £        10 
	 £          7 
	 £        24 
	 £          2 
	 £        11 
	 £        21 
	 £        19 
	 £        19 
	 £        20 
	 £                                             178 

	Other expenses (specify)
	 £        11 
	 £          8 
	 £        25 
	 £        11 
	 £          9 
	 £        24 
	 £        13 
	 £        14 
	 £        19 
	 £        24 
	 £        15 
	 £          7 
	 £                                             180 

	Misc. (unspecified)
	 £          8 
	 £        20 
	 £        11 
	 £        11 
	 £        11 
	 £        20 
	 £        12 
	 £        16 
	 £          5 
	 £          7 
	 £        21 
	 £          3 
	 £                                             145 

	TOTAL EXPENSES
	 £      235 
	 £      211 
	 £      257 
	 £      279 
	 £      262 
	 £      287 
	 £      290 
	 £      247 
	 £      240 
	 £      283 
	 £      293 
	 £      237 
	 £                                          3,121 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Net Profit
	 £   278 
	 £   271 
	 £   297 
	 £   250 
	 £   187 
	 £     27 
	 £   238 
	 £   386 
	 £   153 
	 £   207 
	 £   265 
	 £   457 
	 £                                       3,016 



Balance sheet
	Balance Sheet
	 
	 

	 
	FY-2019
	FY-2020

	Asset Type
	Previous Year
	Current Year

	Current Assets
	0 
	7,000 

	Fixed Assets
	(100)
	4,715 

	Other Assets
	0 
	0 

	Current Liabilities
	500 
	20,500 

	Long-term Liabilities
	0 
	0 

	Owner Equity
	0 
	4,215 

	Total Assets
	(100)
	18,715 

	Total Liabilities & Stockholder Equity
	500 
	24,715 

	Balance
	(600)
	(6,000)



Breakdown Analysis 
	BREAKEVENANALYSIS

	VARIABLE COSTS
	COST PERCENTAGE

	Cost of Goods Sold
	25.0%

	Inventory
	12.0%

	Raw Materials
	5.0%

	Direct Labour (Includes Payroll Taxes)
	30.0%

	Total
	72.0%




[bookmark: _Toc58539287]7. Management Process / Administration
[bookmark: _Toc58539288]7.1 Work Scheduling
The schedule of work will be divided into various teams. For example, the proper division of responsibility will help then to complete all the work together.
[bookmark: _Toc58539289]7.2 Payroll Handling
The human resource management team is responsible for payroll handling. The company needs to work on revenue before thinking about payroll. The achievement of those changes is important fundamentals for any business. 
[bookmark: _Toc58539290]8. Staff Training
The steps will be trained through continuous process of development it will help them in the following activities,
· The staffs will be trained according to their qualities (Anderson and Torriti, 2018)
· There is no requirement of unnecessary training of staff institutes the company needs to improve its investment.
[bookmark: _Toc58539291]9. SWOT Analysis
Strengths
· The overall approach looks strong and responsible
· The availability of combined strategies makes it more unique
Weaknesses
· The competitiveness is very high
· The current time is tough for new businesses
Opportunities
· It has the option for getting faster growth after certain time
· It has the opportunity to innovate new products in that same field
Threats
· The local companies main putt tough fight on the perspective of price
· It is not possible for the company to reach at a strong level with faster pace
[bookmark: _Toc58539292]10. PESTLE Analysis
Political
The current political standard of the UK is quite stable and there is not any negative impact of brexit. Hence, the company will not face any pressure from a political perspective (Abedi and Abedini, 2017).
Economic
The standard of the UK is moderate and after the impact of covid-19 the people of the UK are not also interested in purchasing unnecessary products. The product of this company at a cheaper price may look beneficial to them.
Social
A significant portion of ceilings will be dependent on the local communities in various regions.
Technological
It cannot control its online sector without the implementation of digital technology.
Legal
Equality act 2010, Human rights act 1998, Consumer protection Act is required to be followed.
Environmental
The packaging of this company depended on plastic products which are harmful for the environment. It needs to focus on changing the packaging method to a recyclable one.
[bookmark: _Toc58539293]11. Conclusion
The business is of sanitizer with different physical forms. It is being started in a competitive market with unique strategies. It has an equal amount of opportunities and threats in the market. The success of this company completely depends on the strategic implementation of it.
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