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Introduction
A strategic and structured business plan is presented in this report regarding the “Plant Nursery” that is a business venture focusing on providing panoramic services of plant care in the UK. Focusing on the plant owner necessities neglecting their plants mainly due to lack of proper knowledge or due to holidays, extensive plant care services such as pesticide application, watering, garden maintenance and pruning is provided by Plant Nursery. The report will mainly highlight the business’s USPs and the marketing strategies along with determining the management team that is fundamental in order to attract investors supporting the business, launching in a successful manner.
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The Plant Nursery is mainly identified as a unique business that offers services of specialised care of plants in the UK. The business will focus on the specific plant owners who have a limited knowledge about the plant care or neglect their plants specifically during the holidays. Several services of plant care will be provided by this business such as spraying pesticide, watering and removal of dried leaves or pruning along with garden maintenance such as weed removal, framing and mowing. 
Mission Statement: The overall mission of the company is to maintain a greener and healthier environment in the UK focusing on comprehensive plant care that is necessary for a plant even during the unavailability of the owners. 
Service description: Several care packages will be provided by the Plant Nursery business focusing on the rare and unique plant species. This particular approach will not only help in maintaining the beauty, good shape and health of the trees but also will help in incorporating knowledge towards the clients regarding the care techniques (Edmondson et al., 2020). 
Targeted clients: The key targeted clients identified are the commercial entities, landscapers and homeowners in the UK providing flexible and extensive land care service as per their diversified demands. 
In addition, a substantial market opportunity is identified regarding the establishment of the Plant Nursery business as the interest of the UK residents has been increasing in plant care and home gardening specifically considering the urban areas. The focus on the urban inconvenience in plant care, this business will bridge the gap in the UK market specifically considering the areas where the care of the plant is mainly overlooked (Kirkpatrick and Davison, 2018). 
Industry analysis
Identifying the focus of the business on plant care, industry is determined as the UK horticulture industry indicating an annual estimated valuation of about £6.54 billion in 2023 (Cladco, 2024). This industry focuses on several nursery, plant hotels and garden centres along with several gardening related service businesses. A consistent growth is mainly identified in the industry focusing on the rising interest of UK individuals in plant care and gardening specifically among the residents living in the urban space. This is due to increasing their residence greenery and leaving space with plans. As per Chartered Institute of Horticulture, (2019), an increased sales projection has also been identified in this horticulture industry, specifically considering the increased rate of growth of the sector to about 4.5% to 6.5% annually after 2019 due to the increasing awareness of environment pollution and indoor plant popularity. 
Competitor analysis
Considering the horticulture sector of the UK several established businesses can be identified as  Findings Roots, Ottershaw Cacti, Bloomboxclub and Forest Edge Tree Services that can be the major competitors of Plant Hotel (Lal, 2020). These already established businesses providing several services including specialised services of gardening, maintenance and delivery of plan can be a major competition for the identified business. In that case, Plant Nursery must differentiate itself by maintaining unique selling points of provision of garden care with extensive equipment and tools, considering rare species of plant delivery, educating clients about plant care and providing several loyalty-based programs for the consumers. 
VRIO Analysis:
	
	Valuable
	Rare
	Inimitable	
	Organisation
	Competitive inference

	Extensive care services
	Yes
	Yes
	Yes
	Yes
	Sustainable

	Premium quality equipment
	Yes
	No
	No
	Yes
	Temporary

	Delivering rare species of plants
	Yes
	Yes
	No
	Yes
	Long-run

	Client-based loyalty programs
	Yes
	No
	Yes
	Yes
	Temporary


The VRIO analysis indicates the several services focused by the company indicating their effectiveness on 4 major scales of valuable, rare, imitable and organisation indicating their overall competitive advantage.
Porter's Five Forces Model:
· Supplier’s bargaining power: 
The horticulture industry of the UK with the net worth of  £6.5 billion in 2023 incorporates several suppliers for equipment, gardening tools and exotic plants reducing the dependency of Plant Hotel on a single supplier (Cladco, 2024).
· Buyer’s bargaining power: 
Indicating several competitors in this particular sector providing similar or nearly similar services towards the clients, the bargaining power of buyers is identified as high indicating multiple choices towards the clients based on their service demand and prices. 
· Substitutes threat: 
Indicating the option of DIY garden maintenance and plan care along with providing expert is and convenience by the Plant Nursery services a major value proposition will be maintained by the business reducing the threat of substitution.
· Competitive rivalry: 
Several established businesses providing the same services are already identified in this horticulture sector of the UK increasing the overall industrial rivalry for the Plant Nursery (Shropshire and Recycling, 2022). 
· New entrant’s threat:  
Indicating the necessity of expertise and huge amount of capital investment for establishing this type of business highlights a moderate rate of new entrants for the Plant Hotel business. 
Targeted market:
The rising interest of UK individuals in plant care and gardening, will lead the business to target the commercial entities, landscapers and home owners segmenting the business focusing on the preferences and demands of the client offering respective services to the client’s groups. This includes regular care and maintenance of the indoor plants for the homeowners along with large scale garden maintenance for the commercial entities (Banovic et al., 2022). Considering diversified services based on the demands of the clients, Plant Nursery can maintain its position in the horticulture sector of the UK as a premium plan care service provider. 
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Management team:
Considering the initial phase Plant Nursery establishment, about 10 employees have been considered to be recruited along with 1 auditor in order to allocate multiple responsibilities of the businesses towards the employees. 
The 10 employees will be considered from the local UK region indicating their passion for gardening and plant care. This election procedure will focus on identifying their gardening experience along with allocating them roles in providing diversified services such as spraying pesticides, watering and pruning of the client’s garden. The auditor will also be responsible to analyse the loss and the revenue of the business along with calculating the profitability of Plant Nursery for corresponding 3 to 5 years. 
Operations and business process:
Considering 10 employees with an auditor in efficiently maintaining the initial phase of the business, a customer-focused and systematic business operation will be focused by Plant Nursery ensuring sustainability in the UK horticulture sector. 
1. Scheduling service request: 
The company will maintain a mobile application and a website in order to make it suitable for the customers to book their service based on several packages. After booking a team will be sent to the location of the client in order to provide this service.
2. Management of supply chain and procurement:
And effective supply chain management will be focused by the business sourcing premium quality gardening and maintenance tools and equipment from several reputable suppliers all across the UK. According to Hardman et al., (2018), this will include the species of rare plants, pesticides, fertilisers and gardening tools maintaining the inventory by storing these in a warehouse within an estimated inventory management budget of £45,000
3. Delivery of service: 
An efficient team, considering gardening professionals and trained horticultures will be sent to the booked location providing effective service to the clients. The business will also focus on timely delivery and effective transportation maintaining a GPS based tracking system. As per Edmondson et al., (2020), this may initially cost about £25,000 for the effective service delivery in any region in the UK.
4. Upselling and after-service follow-ups:
The after service follow up will also be maintained by Plant Hotel ensuring the maintenance of a loyal and trustworthy customer base.  As per Gabellini and Scaramuzzi, (2022), the management team need to gather several feedbacks from the customers after the service, as utilising them can help in upgrading and upselling the business services with an aim of profiting about  £1 billion within the first year of the business.
Revenue generation and prevention of loss:
A subscription model will be focused for the revenue generation with 1 free service to the clients in the first booking. According to Jaskani and Khan,  (2021), this model will help the company to focus on maintaining a sustainable relationship with the clients by providing discounts and loyalty programs. In addition, selling of the premium equipment and gardening tools to the clients will also increase the revenue of the business to about 15% minimising the dependency on a single stream of revenue. 
Also, several control measures will be maintained by the auditor of Plant Nursery preventing the loss in the business. Furthermore, the satisfaction of the customer will be maintained efficiently by recruiting trained and professional horticulturists in the business reducing the loss in the revenue generation through repeat sales increase. 
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Several marketing strategies will be considered by Plant Nursery in order to establish the business as a major plant care-based service provider in the horticulture sector of the UK focusing on commercial entities, landscapers and homeowners. Considering a marketing mix will help in identifying the overall marketing plan ensuring long term sustainability of the business 
4P’s marketing Mix
· Products:
The services of the company will be designed effectively targeting the diversified audience from seasonal gardeners to plant enthusiasts as well. The company will maintain delivery of rare species of plants, utilising premium quality equipment and tools along with sustainability commitment as unique selling propositions making it a major marketing strategy to attract new customers in the UK. Also loyalty-based programs will be maintained by Plant Hotel making it another marketing strategy and differentiating proposition.
· Place:
Considering the overall UK, it will be provided throughout the urban areas and the major cities with a future plan of expanding towards the regions of suburban areas. The service will be booked online through mobile application or their website ensuring user friendly booking facility (Coleman, 2018). Also, maintaining a warehouse that will be located centrally, the company will operate throughout the UK with service vans facilitating efficient and timely service towards the clients. 
· Price:
A competitive pricing strategy will be focused by the company providing the basic service at only £60 for a single visit with additional services ranging between £120 to £320 based on client demand. The gardening tools will be sold separately to clients with proper labelling as another major marketing strategy (Isaak and Lentz, 2020). This will help in increasing the overall customer turnover leading to increased revenue in the long run.
· Promotion:
Henceforth, both traditional and digital marketing will be focused by the business investing in SEO and marketing through social media in order to target a wider UK audience. In the long run, the business will also partner with garden centres and local nurseries increasing their credibility and visibility in the UK market.
The overall marketing aim of the business will be not only to provide services of plant care as per necessity of customers but also in maintaining a loyal customer base through creating awareness among the clients and educating them about plant care and fertilisers with the commitment of utilising quality products.
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The financial planning of the business indicates the funding sources with initial cost and an overall estimated financial performance. Considering the estimated funding in between the range of  £10,000 to £100,000 to open the business successfully in the UK, self-funding and crowdfunding will be focused as the major sources of funds. 
The funding will be utilised in:
1. Central warehouse setup
2. Equipment maintenance and the inventory management of the premium tools
3. Advertisements and marketing I
4. Initial recruitment to successfully establish the business in the UK market. 
A 6 months cash budget forecast has been identified as:
	Month
	Sales (£)
	Expenses (£)
	Net Cash Flow (£)

	August
	12,000
	25,000
	-13,000

	September
	18,000
	15,000
	3,000

	October
	22,000
	12,000
	10,000

	November
	24,000
	10,000
	14,000

	December
	27,000
	13,000
	14,000

	January
	36,000
	15,000
	21,000

	Total
	139,000
	90,000
	49,000


Henceforth, maintaining competitive pricing with effective marketing and providing premium services to the clients will help in maintaining the overall financial stability of the Plant Nursery in the competitive horticulture market of the UK. 
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Overall, the mission of the business, the competitive landscape, the market opportunity, financial projections and the operational strategy or business practices that will be considered has been mainly identified in this planned report. The combined financial management with strategic plan of marketing will help in maintaining an effective ROI that will help the success of this business ensuring the aimed profit of £1 billion within the first business year. 
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