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[bookmark: _Toc1927973013][bookmark: _Toc902496828]Executive Summary

Rocks on Pops is a small artisan business specializing in handcrafted resin dice for Dungeons & Dragons and other tabletop games, as well as fantasy and gothic-themed keychains, jewellery, and gifts. Using epoxy resin, glitters, mica powders, pigments, and premium dyes, the brand blends fantasy aesthetics with a dark, alternative style. Currently operated via a Facebook page, Rocks on Pops focuses on unique, high-quality creations tailored to a niche audience. This business plan outlines strategies for financial sustainability, marketing growth, and operational development over the next 12 months.

[bookmark: _Toc926220377][bookmark: _Toc1062960350]Introduction
Rocks on Pops is a creative micro-business specialising in the production and sale of handmade resin dice, keychains, jewellery, and small fantasy/goth-themed gifts. Rooted in the rising popularity of tabletop roleplaying games (TTRPGs) such as Dungeons & Dragons, the business responds to growing consumer demand for personalised, artisanal gaming accessories that are both functional and visually striking. All products are crafted using high-quality materials, including epoxy resin, mica powders, glitters, special pigments, leather cords, and various metal alloys for findings and components.
Business Concept
The business aims to serve a niche community of gaming enthusiasts, alternative subculture followers, and gift shoppers who value originality, craft and thematic story telling in their purchases. By merging the mystical appeal of fantasy with the aesthetic of gothic fashion and decor, Rocks on Pops occupies a unique intersection that larger, mass-market brands often overlook. This aligns with market trends showing a growing consumer preference for unique, handmade goods over generic, mass-produced alternatives (Mintel, 2022).
Ownership and Legal Status
Rocks on Pops is currently operated as a sole proprietorship, owned and managed by Roxana Plesca, an independent artisan based in the UK. As a sole trader, the business benefits from low initial overheads, flexibility in operations, and direct control over product quality and brand direction. According to the UK Government’s Start a Business guide (Gov.UK, 2023), sole trading is the most common legal structure for small and craft businesses due to its simplicity and tax efficiency.
[bookmark: _Int_chJRRiPD]Future plans include exploring the transition to a limited company (Ltd) if business growth, liability concerns, or partnership opportunities warrant formal incorporation.
[bookmark: _Toc1633975031]Products & Services
The core product range includes:
· Single resin dice (regular size D4, D6 and D8 variations, regular size D10, 12 and 20, jumbo size D20)
· Complete dice sets (7-piece standard and 9-piece sets)
· Keychains and jewellery
· Small fantasy / goth-themed gifts (coasters, fridge magnets)
· Custom commission work 
Each product is designed and poured by hand, ensuring a one-of-a-kind result. Many incorporate fantasy motifs, gothic symbolism, embedded trinkets, or colour schemes based on character builds, lore, or customer stories. This level of detail and personal engagement supports long-term customer retention and premium strategies.
Value Proposition
Rocks on Pops differentiates itself from competitors through a clear value proposition:
· Exclusivity: Every piece is handmade and unique.
· Craftsmanship: Quality materials and techniques elevate the final product.
· Personalisation: Custom commissions cater to player identity and gifting occasions.
· Aesthetic Niche: The fantasy/gothic fusion appeals to an engaged, style-conscious subculture.
This blend of creativity and niche focus positions Rocks on Pops as a boutique brand capable of thriving within the handmade and gaming accessories market.

[bookmark: _Toc1550105661][bookmark: _Toc2005877900]Financial information
Turnover, and Profit & Loss Projections
Rocks on Pops operates from a home-based studio with relatively low overheads. Based on realistic production capacity and price brackets (e.g., dice sets ranging from £25-£120, and single dice from £5 - £30), projected monthly revenue from all income streams totals approximately £2,565.
The monthly fixed costs are calculated to be approximately £392.5, which includes:
· share of a monthly £470 mortgage for the bedroom workspace = £87.50
· share of £300 utilities + internet = £50
· Facebook advertising = £30 (beginner level spend)
· Product liability insurance = £15
· Consumables + Goods for Resale (resin, PPE, packaging, findings etc.) = £160
· Amortised equipment costs (pressure pot, curing lamp, rotary tool etc.) = £50
This leaves a monthly profit of approximately £2,172.50, assuming consistent sales and no one-off expenses. 
Break-Even Analysis
The business breaks even when income meets or exceeds the monthly fixed costs of £392.5. This would require, for example, the sale of just:
· 6 dice sets @ £75, or
· 8 commissions @ £55, or
· A mix of 3 sets, 8 single dice, and 3 jewellery pieces.
Given this, the business only needs to sell approximately 6-8 higher-priced products per month to cover essential running costs.
Comfortable Living Threshold
For the business to provide a modest full-time income of £1,500 - £2,000 net per month, a target of 15-20 dice sets per month, plus additional accessory or custom sales, would be required. This is comfortably within reach of current production capacity and market demand.
Production Capacity and Scalability
Working part-time from a home-based studio, the business can realistically produce up to: 
· 25-30 dice sets/month
· 50/60 small items (single dice, keychains, jewellery)
This equates to approximately 70-90 individual pieces per month, assuming sustainable pace and part-time effort (15-20 hours/week). Production bottlenecks may arise with custom orders, which require more design time, but the handmade nature of the business keeps demand manageable and scalable through batching and automation of common production steps.
Sustainability Target
To be sustainable long-term, the business must generate £600-£700/month profit after costs, to reinvest in materials, cover sporadic costs (fairs, new tools), and manage slow periods. With projected profits over £2,000/month, this goal is achievable under current operations.


Cash Flow Forecast
[image: ]
[bookmark: _Toc1985194959][bookmark: _Toc1457477107]Marketing
[bookmark: _Toc1661925176]USP (Unique Selling Point)
Rocks on Pops offers unique, hand-crafter resin dice and accessories that blend fantasy and gothic aesthetics into every design. Each item is individually produced, ensuring that no two products are identical. The appeal lies not only in the functionality of the dice as gaming tools but also in their [image: ]role as collectible art objects and personal expressions of style. This combination of craftsmanship, personalization, and thematic design differentiates Rocks on Pops from mass-produced alternatives. According to Kotler & Keller (2016), a strong USP enables small businesses to occupy a distinct position in the consumer’s mind, increasing perceived value and fostering customer loyalty.

[bookmark: _Toc1471140855]Marketing Channels
Effective multi-channel marketing is essential for reaching and engaging the target audience. Current and planned channels include:
· Facebook page: Serves as the core platform for building community, showcasing new products, and managing direct orders through posts and messaging.
· Instagram and TikTok: Short-form video content (e.g., behind-the-scenes production clips, dice-pour videos, customer showcases) will capitalise on visual engagement trends (Baker, 2020). These platforms are critical for reaching younger demographics.
· Local craft fairs and conventions: Attendance at tabletop gaming conventions and local artisan markets will facilitate direct interaction with customers and promote brand awareness.
· Etsy store launch: Planned within 3-6 months to enable broader e-commerce access, benefiting from Etsy’s search optimisation for handmade goods.
· Loyalty and referral programs: Offering small discounts or free gifts for repeat purchases and customer referrals, encouraging word-of-mouth marketing, which, according to Reichheld (2003), remains one of the most trusted forms of promotion. 

[bookmark: _Toc1885166043]Target Market
Primary customer segments: 
· D&D and tabletop gamers: Seeking personalised, premium dice sets to enhance their gaming experience.
· Fantasy/Goth subculture enthusiasts: Interested in accessories and decor that align with their aesthetic preferences.
· Gift buyers: Seeking distinctive, handcrafted gifts for friends or family members engaged in gaming or alternative lifestyles.
[bookmark: _Toc1511265001]Geographic Target:
· Primary: United Kingdom customers, with current logistics and shipping systems optimized for domestic orders.
· Future EU/US expansion via Etsy and personal website

Market Context
The global tabletop gaming industry has shown resilience and growth, with the North American hobby games market alone reaching nearly US$2.9 billion in 2023 (ICv2, 2024). Roleplaying games continue to enjoy strong community support and content-driven engagement via livestreams, social media, and online campaigns.
While precise UK statistics are limited, estimated over 250,000 active Dungeons & Dragons players in the UK – a robust niche for tailored, fantasy-themed accessories (DungeonVault, 2023). As global shipping options expand and platforms like Etsy simplify international transactions, Rock on Pops is well-positioned to serve both domestic and foreign customers.
[bookmark: _Toc567467568]Marketing Objectives: 
· Reach 3,000+ Facebook followers in 12 months
· Build Etsy store to 30+ monthly sales within 6 months of launch
· Attend at least 4 physical events / fairs per year
[bookmark: _Toc936861130][bookmark: _Toc1362464507]PESTLE Analysis
A PESTLE Analysis is a strategic framework used to evaluate the external macro-environmental factors that can impact a business. It covers six key areas: Political, Economic, Social, Technological, Legal, and Environmental. This Analysis helps businesses like Rocks on Pops identify potential opportunities and threats in the wider market (Gupta, 2013). By understanding these external influences, Rocks on Pops can better navigate risks and leverage trends in its niche.

1. Political:
· The UK has a stable political environment supporting small businesses and the crafts industry. 
· There are minimal regulations affecting home-based craft businesses, particularly those selling non-edible, non-cosmetic products.
· Potential factors such as import tariffs on speciality materials (e.g., pigments, resin, masters) post-Brexit could affect material costs.
· Local councils typically require basic registration for home-based production.

2. Economic:
· The business operates in the discretionary spending sector: customers buy handmade dice and gifts as non-essential luxury or hobby items.
· Economic downturns or cost-of-living pressures may reduce customer spending; however, the growing popularity of “affordable luxuries” (small indulgent purchases like dice or jewellery) provides resilience.
· Rising material costs due to supply chain disruptions could affect profit margins.

3. Social:
· There is a growing social interest in tabletop gaming, particularly Dungeons & Dragons, fuelled by pop culture.
· Increased appreciation for handmade, artisan products among consumers looking for personalised of unique items.
· The overlap with gothic and alternative subcultures expands the customer base.
· Shoppers increasingly value supporting small, local businesses.

4. Technological:
· Heavy reliance on social media platforms (Facebook, Instagram, TikTok) for both marketing and direct sales.
· E-commerce platforms (Etsy, own website) are essential for expanding sales channels.
· Risks include algorithm changes, platform fees, and technological disruptions affecting reach and sales.
· Use of digital tools for content creation, payment processing, and customer engagement is essential for efficiency and growth.

5. Legal:
· Compliance with COSHH regulations for safe handling and storage of resin and chemical substances.
· Obligations around product liability insurance, especially when selling children’s gifts or jewellery.
· Basic trading standards compliance (accurate product description, fair marketing).
· Intellectual property considerations: use of original designs to avoid infringement on protected brands or symbols.
· Data protection responsibilities when handling customer information through online orders.

6. Environmental:
· Epoxy resin is a petroleum-based product, raising environmental considerations.
· Waste resin and consumables must be disposed of responsibly.
· Potential for introducing eco-friendly practices such as minimising waste through efficient batch production, using recyclable packaging materials and sourcing biodegradable or low-impact pigments where possible. 
· Growing customer interest in sustainable small businesses could be leveraged as a future selling point.

[bookmark: _Toc2061125991][bookmark: _Toc1306650958]SWOT Analysis

A SWOT Analysis – which stands for Strengths, Weaknesses, Opportunities, and Threats – is a strategic tool used to evaluate the internal and external factors that influence a business’s current and future position in its market. It helps identify areas of competitive advantage, risks, and avenues for growth (Gurel, et al, 2017).
Strengths
· Unique Handmade Products: Each product is individually crafted, making every item distinct and appealing to consumers who value authenticity and originality. In niche markets, especially within the tabletop gaming community, this handmade nature enhances perceived value and emotional connection (Kotler, et al, 2016).
· Strong Brand Aesthetic: The integration of fantasy motifs and gothic design creates a recognizable, stylised identity that resonates with subcultural groups. Consistent thematic branding contributes to stronger audience alignment and brand recall (Wheeler, 2017).
Weaknesses
· Limited Production Capacity: As a solo – operated business, production output is inherently constrained. This bottleneck limits the number of items that can be produced and fulfilled, particularly during high-demand periods such as the holiday season or during convention times.
· Owner-Dependant Operations: All key business functions – including design, production, marketing, and shipping - are reliant on a single individual. This centralisation increases the risk of disruption due to illness, burnout, or competing personal commitments (Barringer, et al, 2020).
Opportunities
· Growing Demand for Bespoke Dice: The tabletop gaming industry continues to expand globally. According to ICv2 (2023), roleplaying games such as Dungeons&Dragons have remained a top-performing segment within the hobby gaming market, driven by increased cultural visibility and social play. This demand has extended to accessories like customised dice, miniatures, and themed merchandise.
· New Online Sales Platforms: Digital marketplaces like Etsy, Shopify, and social commerce channels (e.g., Facebook Shops) allow artisan businesses to reach broad international audiences without the overhead of a physical retail space. These platforms also support SEO (search engine optimisation) tools and customer engagement features that can enhance discoverability (Shopify, 2023).
Threats
· Rising Material Costs: Global supply chain fluctuations have led to increased prices for essential inputs such as epoxy resin, mica powder, and metallic pigments. These rising costs can erode profit margins unless offset by pricing strategies or bulk procurement plans (Craft Industry Alliance, 2022).
· Mass-Produced Competitors: Major brands like Chessex and Q-Workshop dominate the general dice market with high-volume, low-cost offerings. Although these lack customisation and artisan appeal, they are widely available in gaming stores and online, making them a threat to price-sensitive consumers.
[bookmark: _Toc1440176328]Competitor Analysis
[bookmark: _Toc1918724352]Direct Competitors
· Indie Dice Makers on Etsy: The handmade dice market on Etsy is competitive, with many small businesses offering similar resin-based products. Success in this environment requires standout branding, excellent photography, and strong search engine optimisation to secure visibility on the platform.
· Mass Manufacturers: These companies produce standardised dice at a fraction of the cost and distribute globally. While their focus is quantity and consistency, they cater to casual gamers and budget-conscious buyers, positioning them differently from artisan brands like Rocks on Pops.
Rocks on Pops’ Competitive Edge
· Fantasy/Gothic Crossover Aesthetic: This stylistic blend targets a niche community of players and enthusiasts who appreciate alternative, occult, or darker fantasy themes – segments that are often underserved in mainstream product lines.
· Bespoke Designs and Personalisation: Custom commissions allow customers to request colours, themes, or embedded items that reflect their characters, preferences, or special events. This level of interactivity adds emotional value to purchases.
· High-Quality Materials: By using professional-grade resin, ethically sourced glitters and pigments, and durable findings, Rocks on Pops delivers on both appearance and longevity. According to Mintel (2022), UK consumers increasingly prioritise craftsmanship and sustainability in purchasing decisions, especially within gift and hobby sectors.

[bookmark: _Toc1214225096][bookmark: _Toc476357332]Revenue and Pricing Strategy
The pricing structure for Rocks on Pops is strategically designed to reflect a combination of market competitiveness, material costs, labour input, and perceived customer value in the artisan and tabletop gaming sectors. Prices also consider the handmade nature of the products, uniqueness, and the fantasy/gothic aesthetic which elevates them above mass-produced alternatives.
Price points
· Single Dice: £5 - £30
Prices vary based on complexity, use of specialty materials (e.g., chameleon mica powder, glow-in-the-dark pigment, embedded items), and finish quality. Simpler D6 or D20s may fall on the lower end, while sharp-edged, multi-layered, or inclusion-filled dice command higher pricing.

· Dice Sets: £25 - £120
A standard 7-piece set (D4, D6, D8, D10, D%, D12, D20) crafted with high-grade resin, artistic layering, and polishing sits within this range. Premium sets involving multiple pours, metallic or suspended inclusions, and unique color combinations represent luxury-tier offerings. This pricing reflects prevailing Etsy and Shopify market rates for handcrafted dice sets (Etsy UK, 2024).

· Custom Commissions: £10 - £150
Prices for commissioned work depend on the complexity of the design, time required, and special requests (e.g., character – themed colour palettes, embedded miniatures). Commission based models benefit from higher margins, given customers’ willingness to pay for personalisation and exclusivity (Kotler, et al, 2016).

· Keychains and Jewellery: £5 - £30
These items include dice pendants, rune charms, gothic-themed earrings, and resin keychains. Simpler moulded pieces are priced lower, while multi-part designs or mixed –media items are priced higher due to added material and labour.



[bookmark: _Toc2076318469]Income Streams and Sales Mix
Based on market testing and sales tracking through platforms like Facebook Marketplace and initial direct sales, the anticipated revenue distribution is as follows:
· Dice sets: 55% of total sales
Dice sets are the most sought-after product, especially by Dungeons&Dragons players who often purchase them as complete accessories for their characters.

· Single Dice: 20%
Often purchased as additions to existing sets, gifts, or novelty items. Particularly popular are high-end D20s, which are symbolic in D&D gameplay.

· Keychains/Jewellery: 15%
Appeals to fantasy and goth lifestyle audiences who may or may not be active gamers. Also serve as affordable entry points for new customers.

· Custom Commissions: 10%
Although fewer in volume, commissions carry a higher price tag and stronger customer loyalty. These pieces often lead to repeat sales and word-of-mouth referrals.

[bookmark: _Toc654108047]Monthly Income Breakdown (Target Projections)
These projections are based on a realistic blend of product types and monthly sales capacity given current production capabilities:
· Dice sets: £1500
(e.g., 20-25 sets sold per month at an average price of £60-75)

· Single Dice: £500
(e.g., 20-30 units sold per month at £20-25 each)

· Keychains / Jewellery: £400
(e.g., 25-35 items at £10-15)

· Commissions: £300
(e.g., 3-5 commissions monthly at £60-£100 per order)

This projection totals £2,700/month, supporting a modest but sustainable part-time artisan business model, with potential to scale depending on available time, marketing reach, and seasonal demand (e.g., holiday or convention surges).

Pricing Strategy Rationale
The chosen pricing approach reflects a value-based pricing model, wherein price is aligned not just with cost, but with the perceived quality and uniqueness of each item. Value-based pricing is especially suited for niche, handcrafted markets where uniqueness, aesthetic alignment, and maker reputation drive purchasing decisions (Nagle, et al, 2016).
In addition, pricing decisions consider:
· Material costs: High-quality epoxy resin, pigments, mica powders, silicone moulds, inclusions, crystals, and findings are imported or sourced from specialty suppliers, increasing input costs.
· Time Investment: Each dice set, or resin accessory involves multiple steps – mixing, pouring, curing, sanding, polishing, sealing – and may span 2-5 days for completion. Labour time directly correlates with pricing tiers.
· Customer Willingness to Pay: Etsy trends and competitor research show that customers are willing to pay premiums for dice that are unique, hand-made, or reflect personal stories/characters (Etsy Marketplace Insights, 2024). Many players build emotional attachments to game accessories that express their personalities or in-game personas.
[bookmark: _Toc2042889917][bookmark: _Toc1892562016]Operations
[bookmark: _Toc1446157181]Location
Rocks on Pops operates from a dedicated home-based workspace, a common choice for many craft entrepreneurs seeking to reduce overhead costs and maintain flexible working hours (Crafts Council UK, 2021). The home studio setup allows for greater control over quality and workflow while enabling the business to grow organically before investing in commercial premises.
[bookmark: _Toc622060390]Equipment
The business is equipped with both specialised and general tools necessary for small-batch resin craft production. Key equipment includes:
· Silicone moulds (both purchased and handmade)
· Pressure pot to reduce air bubbles in resin curing
· UV curing lamp for smaller components and embellishments
· Rotary tools for sanding, drilling, and polishing
· Printer for packaging labels and branding materials
· Pliers, tweezers, and hand tools used in jewellery assembly and finishing

These tools support precision and repeattability in product design, essential for quality consistency across multiple batches.
[bookmark: _Toc1144566801]Consumables
The creative process depends heavily on a wide variety of consumables, which are regularly restocked. These include:
· Casting materials: Epoxy resin, silicone rubber compound for mould-making
· Colouring agents: Mica powders, acrylic paint, dyes, alcohol inks, UV pigments, and glitters
· Decorative elements: Small crystals, foil flakes, inclusion pieces, miniature props
· Assembly and finishing: Leather cords, brass/alloy jump rings, earring hooks, metal chains, polishing cloths, Zona paper, and sandpaper
· Packaging: Organza bags, branded labels, envelopes, bubble mailers, tissue paper, wrapping paper
High-quality consumables contribute to the premium positioning of the product and customer satisfaction (Sullivan, et al, 2002). 

[bookmark: _Toc1624360341]Production Process 
The production follows a small-batch, artisan model emphasising hand-finishing[image: ] and individual quality assurance. The general process includes:
1. Mould Creation: Master dice – custom designed and outsourced – are cast in silicone to produce reusable moulds.
2. Batch Casting: Resin is mixed with pigments, poured into moulds, and cured in a pressure pot to reduce imperfections.
3. Demoulding and Finishing: Once cured, pieces are sanded, polished by hand, and coated if needed.
4. Assembly (for keychains/jewellery): Additional steps include wirework or attaching chains, hooks, and cords.
5. Packaging: Finished items are gift-wrapped and prepared for shipping.
This handcrafted workflow ensures no two items are exactly alike, reinforcing the brand’s unique selling proposition. 
[bookmark: _Toc33982370]Distribution
· Royal Mail is the primary logistics partner for domestic and international orders, offering tracked and affordable small parcel delivery.
· Direct Sales occur at in-person events such as local craft fairs, comic cons, and fantasy themed markets, which allow for face-to-face brand building and impulse purchases.
Both channels are well suited to a small business looking to manage costs and build customer relationships without the need for third-party fulfilment centres (Small Business UK, 2022).
[bookmark: _Toc734599398]People
The business is solely operated by the owner – artist, managing all production, customer service, marketing, and fulfilment. Occasional help is enlisted for busy periods, particularly during events or peak seasonal demand. 
Suppliers include:
· UK based resin distributors and pigment suppliers
· General goods from Amazon UK and eBay for tools and consumables
· Specialised stores such as Resin8 and Eli-Chem Resins for high-performance casting supplies
Maintaining strong supplier relationships and diverse sourcing options ensures resilience against shortages and price fluctuations (Barrow, 2021).
[bookmark: _Toc1478551930]Systems 
· Order Management handled via the business’s Facebook page, with plans to integrate Etsy within the next 3 months for expanded reach and streamlined processing.
· Inventory and financial tracking will be done using manual spreadsheets, with plans to migrate to digital tools like Airtable or QuickBooks as the business scales.
· Customer communication is managed through Facebook Messenger and email.
Implementing digital systems will become increasingly important as product lines grow and multi-channel sales become active (Chaffey, et al, 2017).
[bookmark: _Toc1880077647][bookmark: _Toc303040958]Health & Safety Compliance 
Given the use of chemical materials (e.g., epoxy resin, alcohol inks), the business strictly adheres to COSHH (Control of Substances Hazardous to Health) guidelines. Safety measures include:
· PPE: Gloves, eye protection, and a respirator mask are worn during casting and sanding.
· Ventilation: Adequate airflow and fume extraction in the workspace.
· Storage: Proper labelling and sealed storage of hazardous materials.
· Waste disposal: Responsible handling of leftover resin, pigments, and sanding dust.
Additionally, the business holds product liability insurance, ensuring protection against accidental defects or harm, and is registered with the local authority for home-based manufacturing. This commitment to legal compliance and customer safety supports long-term brand credibility and customer trust (GOV.UK, 2023).
[bookmark: _Toc1237825555]References
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[bookmark: _Toc1681389362]Appendix

RESUME
ROXANA PLESCA
8 Hall Street, Swansea, SA1 6FA
E-mail: rplesca@yahoo.com / rpplesca@amazon.com | Mob: 07742941979
PERSONAL STATEMENT
A skilled and adaptable Amazonian, highly motivated and determined to succeed in any task undertaken, has a proven track record of exceeding performance expectations, especially when working under pressure in such a fast-paced environment. A strong team player, great at motivating colleagues and leading by example, eager to take on new challenges and exert her helpful nature.
WORK PROFILE
Step up Team Lead | Amazon | Swansea May 23 – Present
Was offered to step up as a Team Lead in ICQA on a different shift pattern, learning the majority of direct and indirect processes, having the opportunity to lead 5:1, safety circle and huddle groups, working closely together with Inbound and Outbound towards achieving customer satisfaction, deep diving to discover the true root causes for deviations within metrics pertaining to all Inbound, Outbound and Support, creating actions to be taken to solve, improve and prevent such issues from repeating, and helping support team members’ individual needs.
Stow Associate | Amazon | Swansea May 18 – May 23	
· Proxy, 	Process Guide, Sweeper, Aging Sweeper, Fud Hunter.
Reverse Logistics Associate | Amazon | Swansea Jan 16 – May 18
· Proxy, 	Sweeper, Cart runner, Process Guide, Instructor, Packer, Picker, VNA 	driver, Grading, Shipping and Trailer Loading.

Q4 Team Lead | Amazon | Swansea Jan 18 – Apr 18
Successful in the third application for the position of temporary Team Lead for the 2017 Q4, occupying the Vendor Returns Team Lead position on night shift. Had the benefit of a bigger team on this occasion and often received support from other departments (headcount wise). The biggest challenge was keeping the shift productive and stretching between several indirect jobs to avoid any extra hours spent. The communication with day shift was reduced to a brief handover and the End of Shift Report (in the form of an Excel spreadsheet) further acting as a test in self-reliance, a test I proved time and time again was more than capable of passing successfully.
Q4 Team Lead | Amazon | Swansea Nov 16 – Mar 17
Was successful in the second application for the position of temporary Team Lead for the 2016 Q4, occupying the Vendor Returns Team Lead position on night shift. The team was comprised of one associate for the entire duration plus between 2 to 15 associates labour shared from other departments. One of the biggest challenges throughout the period was filling in the blanks left by the lack of a basic team, fulfilling the roles of a Team Lead, problem solver, shipping clerk and picker/packer within each shift, a challenge that further helped to shape my character as a Team Lead and taught a valuable lesson in autonomy.
Q4 Team Lead | Amazon | Swansea Oct 15 – Dec 15
The only temporary associate to successfully apply for the position of Q4 Team Lead in 2015, benefiting from learning the procedures followed not only as a Pick Lead but as a Pack Lead as well. The duties included collaboration with other Team Leads, Managers and key departments to ensure the daily production goals were met and/or exceeded and that all deadlines were fulfilled, maintaining close contact with the associates and providing support, paying attention to the departmental metrics, improving the flow of product through the area by identifying and addressing any safety hazards and solving any process related issues as well as assisting the AM in carrying out a wide range of tasks. Within this time frame, I also joined Amazon's ranks as a permanent employee.
Picking Associate | PMP Recruitment | Amazon | Swansea
Jun 15 – Oct 15
· Instructor, PPQA, Hot Picks, Paper Picker, VNA driver.
Picking Associate | Abacus Recruitment | Amazon | Swansea 
Jul 14 – Apr 15
· Picker, VNA driver.
· Cross 	trained in ICQA, Pack.
EDUCATION AND QUALIFICATIONS
University of Wales Trinity Saint David Feb 25 – Present
CERTHE Applied Leadership and Management in the Workplace, Year 1
Gower College, Swansea Sep 12 – May 13
Access to Psychology and Counselling: Level 3 on the National Qualification Framework (NQF). It is the equivalent of 3 A-levels and enables UCAS application to Higher Education.
Gower College, Swansea Sep 11 – May 12
English for Speakers of Other Languages: Level 2, Advanced.
“Vasile Alecsandri” Highschool, Iasi, Romania Sep 03 – Jun 07
Baccalaureate diploma: English, French, Romanian, History qualifications, equal to level 3 on the UK NQF.
“B.P. Hasdeu” Secondary School, Iasi, Romania Sep 99 – June 03
Mathematics, Geography, Romanian qualifications, equivalent to level 2 on the UK NQF.
ADDITIONAL SKILLS
· Fluent in English and Romanian (reading, writing and speaking).
· British Sign Language – beginner level. 	
INTERESTS	
· Fond of reading an array of genres.	
· Playing video games, especially MMORPGs.	
· Dungeons & Dragons sessions.	
· Photography and photo manipulation.	
· Taking part in big social events involving big groups of people (e.g. concerts, Colour Me Rad 5k Runs, Flashmob groups, Comic Con etc).
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Cashflow Forecast 2026 - 2027

Rockon Pops.
LApr 1-May 1un Lhut 1Aug 1Sep 1.0ct 1-Nov 1-Dec 1dan 1Feb 1-Mar
‘Opening Balance £ - e 62750 £ 375.00 £ 16750 € 60.00 £ 147.50 £ 155.00 £ 16250 £ 2000 £ 32250 € 165.00 € 307.50
Moneyin
Owner's Capital £1,000.00 £ 100.00 £ 100.00 £ 50.00 £ 5000 £ 5000
Sales £ 2000 ¢ 4000 £ 100.00 £ 25000 £ 150.00 £ 350,00 £ 40000 £ 550.00 £ 750.00 £ 25000 £ 550.00 & 450.00
Other
Total Money In [e1.020.00T e 140.00] 200.00] £ 300.00] £ 200.00] £ 400.00] £ 400.00] £ 550.00] £ 750.00] £ 250.00] £ 550.00] £ 450.00
Money Out
WorkspaceCosts £ 87.50 € 87.50 £ 87.50 £ 87.50 & 87.50 £ 8750 £ 87.50 £ 87.50 £ 87.50 £ 87.50 £ 87.50 & 87.50
ies £ 5000 ¢ 50.00 £ 5000 £ 50.00 £ 5000 £ 5000 £ 5000 £ 5000 £ 50.00 £ 5000 £ 5000 £ 5000
GoodsforResale £ 100.00 € 100.00 £ 100.00 £ 100.00 £ 100.00 £ 100.00 £ 100.00 £ 100.00 £ 100.00 £ 100.00 £ 100.00 £ 100.00
rtised Equipment costs £ 50.00 £ 50.00 £ 5000 £ 50.00 £ 5000 £ 5000 £ 5000 £ 5000 £ 5000 £ 5000 £ 5000 £ 5000
Advertising £ 3000 ¢ 3000 £ 3000 £ 3000 £ 3000 £ 3000 £ 3000 £ 3000 £ 30.00 £ 3000 £ 3000 £ 3000
Website B 1500 £ 1500 £ 1500 £ 1500 £ 1500 £ 1500 & 1500 & 1500 & 15.00 £ 15.00
Insurance £ 1500 ¢ 1500 & 1500 £ 1500 £ 1500 £ 1500 £ 1500 £ 1500 & 1500 & 1500 & 15.00 £ 15.00
Consumables £ 6000 £ 60.00 £ 60.00 £ 60.00 £ 6000 £ 6000 £ 60.00 £ 60.00 £ 60.00 £ 60.00 £ 6000 £ 60.00
Total Money Out £ 30250]¢ ass0le  a0750]¢ 407.50] 40750 & 20750 40750 a0750] 8 a0750]¢ 40750] ¢ 20750] & 407.50
Closing Balance £ 62750 & 375.00 £ 167.50 € 60.00 £ 14750 £ 155.00 £ 16250 £ 2000 £ 32250 £ 165.00 £ 30750 £ 350.00
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