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[bookmark: _Toc503189420]Introduction
Any group project and different types of tasks allow an individual to get several insights that can be derived and developed in a practical manner. This report will highlight the key areas that are being developed in a reasonable manner. Each are consisted and applied focusing on the level of knowledge and their ability to attribute in a competitive manner. In a practical sense of operation there are several frameworks that can be utilized for the further professional life. This report will focus on the self-reflection in a way that can create and consider the learning and development over time for the better response and output. 


[bookmark: _Toc503189421]Personal Skills and Set of Knowledge 
The group work has been developed in systematic manner and in order to do that it is important to derive the best use of it in an effective manner. With the proper focus on the necessary areas of operation the approach required me to lead the team which helped to understand the basics of team leading and it include the team lead decision making and several other approaches that can help to derive and develop the most possible form of result from the organization. 
At first the most important skills needed in this case is leading the team in a more competitive manner where the basic result can be driven in a sequential process. According to the necessary set of requirement in mind the tasks are being organized and divided among the members and the way these will be collected analyzed and crafted will also be addressed and practiced within the report. From a practical point of view this has been made easy due to the personal skill of leading. Then the academic aspect that were grown throughout the learning process also helped me to maximize the key values for the organization in order to maintain and demonstrate the proper focus for the operations. According to the necessary form of operation it has been pointed and directed as such that the knowledge gain from it can also be applied in the real life. As a team leader the form of knowledge required was beyond expectation and to meet the challenges and also resolve issues these have been cracked with knowledge based effort driven from the academic study or operational experience learnt in the process. 
As the initial part was allocated for me it had to focus on the way executive summary development can help to get the summed idea for the operation. These are being pointed out in a way that can ensure a quality consideration for the presentation. On the next part of the assignment the aims and objectives have also been derived and developed which was also an important part of the presentation and to do that the thorough reading and understanding was required. In that case the proper knowledge and outcome for the operational practices are being derived and developed through the basic form of operation and each are being practiced through a simultaneous process that can meet the requirement from the aims and objectives for the tasks. 
So the personal skills and different other aspects are altogether a major and practical part in the process of carrying out the presentation. The set of knowledge that were relevant on the process include the knowledge about leadership, team development and team management, quality assurance, theoretical and practical knowledge about the given framework. Finally the area of analyzing, representing and organizing in a way that can help to derive can be pointed out and placed for the further representation of the data and application. 
[bookmark: _Toc503189422]Personal Skills developing through Business Plan Project
The skills that have gathered include a set of key factors that are necessary to meet the demands in the future professions. These are addressed below:
· Leadership: one of the key skills that I have gathered throughout the group work is the leadership that helped me to understand the practical preview of how a team should be led to accomplish a work in a systematic manner. Achieving a goal and also representing the results in a professional manner needs proper organizing skills and also ability to know how things work in a professional context. The endeavor required a proper management of the team members recalibrate the collected information and also highlight the quality result that helped to shape the whole work as a presentable product to be used in a competitive manner. I had to distribute the work between Makizembe and Bruno so that they can carry out the tasks in a strategic manner and accumulate the combined tasks in a presentable manner. 
· Analysis and Problem solving: proper analysis of the given tasks and the proper development of the group work required extensive research and analysis so that the appropriate one can be developed and highlighted in a way that the perfection can be pointed out for the operations (Bronfman and Solomon, 2013). In order to devise and develop the necessary tasks and requirements for the tasks are being pointed out and provided with members of the team for their responsive actions that can help to solve the problems in the process of getting information. 
· Decision making and organizing: after analysis of the tasks and given responsibilities it is also required to have proper decision making for the given tasks. These are highly acceptable for the further implication on the given tasks. However, these are being planned and proposed for the further set of goals and output for the future and applicable in the given operations (Longenecker, 2006). Organizing the tasks in a productive manner that represents the whole work of the group in a convincing manner can also be addressed in an effective manner. While deciding the information resource requirement and their proper maintenance for the individual task I divided between me, Mekizembe and Bruno a practical manner. 
· Knowledge and practical support: one of the important aspect to complete the tasks is to have the proper knowledge about the tasks and these are being derived and developed in a practical manner to craft the group work in a competitive manner (Maxwell, 2016). For the future operations and implications these are being utilized for the better approach that can help to gain the insight for the operations. 
These can be regarded and applied as one of the important skills that have been achieved throughout the business plan development. From devising a plan and also carrying out the tasks according to the plan and from the process of taking the better understanding about the processes that are to be utilized in order to achieve the tasks can be derived and developed for the group work was needed in an effective manner (Strom, 2012).  
These skills will help in the future focusing on the necessary implication and their ability to gain a quality adaption of tasks in an effective manner. As a part of the operation each can be formed to be applied in the professional life for the future. 


[bookmark: _Toc503189423]Applying concept and principles appropriately 
At first the application for the tasks are being categorized and applied based on the theoretical knowledge driven throughout the learning process (Bronfman and Solomon, 2013). An analysis of the operational practices and their proper adjustment in the necessary framework can be seen as one of the key factors that helped to maximize the result for the operations. 
Different theoretical practices and principles are being applied in order to complete and determine the best possible output for the organization. The very basic one include the business plan development process which may seem a small part of the task but it has a lot of sub factors which required proper focus and any mistakes can make a major impact on the development of the tasks and also the group work (Longenecker, 2006). Understanding what a business plan may seem to like in the theoretical context and also how it would like in the practical application can be derived based on the necessary framework of the organizational form which can be an actual understanding about the professional life. 
Accordingly, the tasks that are associated with the factors such as the pricing strategy, marketing and different other aspects of the business has to be included as form my part and these required a proper understanding about the strategies and its concepts for the further output and applications. Developing the concept for the product and how it serves the consumers in the market has also been studied as a part of the practical understanding about the knowledge and its ability to form a rational output for the organization (Edward, 2007). Having the key framework and their necessary response helped to ensure a quality concern for the group work which were also being adapted focusing on the process of how business plan should be developed and applied for the organizations. 
Finally there are many other areas that were taken under consideration and as a part of the practical scenario each are being resolved with a thorough understanding about the specific sector and their output for the operations (Jarvis, 2007). Having these include the marketing and its application, profiling of the financial data and the way these justifies the new business plan for achieving the objective of profit making in a competitive manner. Each have been taken under consideration along with the legal and practical output for the further response and implication. 
[bookmark: _Toc503189424]Organizing the knowledge and learning 
Focusing on the group work and their knowledge gathered throughout the process helped to point out the proper areas of knowledge and learning in a vast manner where presenting them is also an important part of the tasks for the presentation. 
Different information requirements have been addressed at first and each are interrelated for the organization and in that case the proper value and success of the tasks is being maintained and pointed out for the further response and implication (Cottrell, 2015). Achieving a better and responsive output allowed to have the proper implication focusing on the basic and advanced level of work for the presentation. At first understanding the market for the proposed business were needed to be analyzed and these are considered one of the necessary factor to be enclosed for the further actions and planning. 
Carrying out the tasks required proper guideline and legal support and in that case knowledge regarding the legal framework has also been pointed out and placed for the further study based on the business of Easy Track and the way these will be formed for the further action in the market (Friedlander, 2013). Developing the management process and also acquiring the professionalism has also been pointed out for the further tasks that helped to clear the issues for the operations. 
Marketing knowledge and development for the market entry and different other areas have been utilized in a way that can help to point out the best possible return for the operations (Byers, 2010). The financial data and financial forecasting taking the financial regulations are being considered as one of the parts that required intensive focus taking the data resources and also knowledge and skill factors under considerations. 
Identification of different risk and their proper management has also been another form of study that helped to maximize the values that can be practiced for the future time. As per the necessary framework each tasks have been carried out in an effective manner. 
[bookmark: _Toc503189425]Conclusion
This report focused on the practical insight and applicable means of self-reflection that allowed to derive the insight about the learning and approaches associated with an effective manner. Having a better understanding about the plan, it was needed to carry out and each has been placed and practiced with a strategic process and the learning has been pointed out in a way that contributed to have the insight for the further process of time and application. 
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Name of the Business - Easy Track Limited
Product name – Aladdin Lamp which is a stock recorder application
Type of business – Limited 
Business nature – established business
Estimated budget – £180,000
Personnel budget – manage 40,000 from owns savings 
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Chief Executive officer – Mr. A’ who will responsible for the management of overall business
Finance Manager – Mrs. B’ who will responsible for organizing and managing financial tasks.
Operational Manager – Mr. C’ who will responsible for managing the overall operational activities
Marketing Manager – Mr. D’ who will responsible for reaching the products to the target customers. 
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Market size: The demand and growth of stock recorder app is increasing gradually across the world. In the UK, USA, Asia, and Europe, there is a large demand of stock recorder app. There are some stock recorder apps that are available in the market. Vehicle, applicant, and aircraft are some popular stock recorder app in the market. The sale of this app increased by 12.75% from 2013 to 2016. 
Market share: There are approximately 69% of customers in the UK supermarket chains who purchase frozen items such as drinks, fruits and so on. Therefore, the demand of stock recorder app is high in the UK. It is estimated that we will gain total 6% market share in the first year.
Target customers: 
UK supermarket chains such as Tesco, Sainsbury’s. Asda, Lidi, Aldi and so on
Supermarket store 
The restaurants 
Vendors 
Individual households
Target Market – UK, Asia, Europe and North America 
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Product strategy 
To provide high quality, innovative, and unique stock recorder app 
To launch environment friendly stock recorder app 
To sell the product with the combination of psychological and premium pricing strategy
Pricing strategy 
Cost plus pricing strategy – profit markup will be added with the actual cost of production
Premium pricing strategy – as it is distinct product, it will charge high price
Combination of psychological and premium pricing strategy
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1. Executive summary

Easy Track is a provider of tracking software. The

company is located in Glasgow. According to the

company act 1991, the Easy Track Company was

established. The company has identified a market

opportunity to serve the UK supermarket chains such

as Tesco, Aldi, Lidi, Sainsbury’s and so on. The firm

intend to launch a new stock recorder app namely

“Aladdin Lamp”.
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2. Aim and objectives



Aims



The key aim of the proposed business plan is to 

develop and reach the new stock recorder app 

“Aladdin Lamp” to the UK retailers in order to 

keep the refrigerator safe and sound.



Objectives



To serve the UK supermarket chains, store, and 

vendors by providing stock recorder app 

namely “Aladdin Lamp”



To gain revenue by selling the product to the 

target customers



To offer such a tracking system which observes 

the objects existed in their refrigerators.
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Aims

The key aim of the proposed business plan is to develop and reach the new stock recorder app “Aladdin Lamp” to the UK retailers in order to keep the refrigerator safe and sound.

Objectives

To serve the UK supermarket chains, store, and vendors by providing stock recorder app namely “Aladdin Lamp”

To gain revenue by selling the product to the target customers

To offer such a tracking system which observes the objects existed in their refrigerators.
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3. Business Description 



Name of the Business - Easy Track Limited



Product name – Aladdin Lamp which is a stock 

recorder application



Type of business – Limited 



Business nature – established business



Estimated budget – £180,000



Personnel budget – manage 40,000 from owns 

savings 



Location



Stafford, Staffordshire, UK

Business Model of Easy Track limited
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4. Legal status and License



Easy track is a limited company



It is established as per to the company 

act 1991



The business is run by hiring employees.



The company has obtained license from 

the regulatory authority
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5. Management Process



Chief Executive officer – Mr. A’ 

who will responsible for the 

management of overall business



Finance Manager – Mrs. B’ who 

will responsible for organizing and 

managing financial tasks.



Operational Manager – Mr. C’ 

who will responsible for managing 

the overall operational activities



Marketing Manager – Mr. D’ who 

will responsible for reaching the 

products to the target customers. 



Skills and Qualification of personnel’s



CEO – management and leadership skill, 

problem solving, decision making skills, 

presentation skill



Finance Manager – Excellent statistical 

knowledge, expert in financial software, 

preparing financial statement and report 



Operational Manager – operation 

management skills, leadership skills, 

management skills



Marketing Manager – expert in market 

research, setting up sales target, 

designing marketing mix strategy 
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Finance Manager – Excellent statistical knowledge, expert in financial software, preparing financial statement and report 

Operational Manager – operation management skills, leadership skills, management skills

Marketing Manager – expert in market research, setting up sales target, designing marketing mix strategy 
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Finance Manager – Mrs. B’ who will responsible for organizing and managing financial tasks.
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6. Marketing

 Market size: The demand and growth of stock recorder app is increasing 

gradually across the world. In the UK, USA, Asia, and Europe, there is a large 

demand of stock recorder app. There are some stock recorder apps that are 

available in the market. Vehicle, applicant, and aircraft are some popular stock 

recorder app in the market. The sale of this app increased by 12.75% from 2013 

to 2016. 

 Market share: There are approximately 69% of customers in the UK supermarket 

chains who purchase frozen items such as drinks, fruits and so on. Therefore, the 

demand of stock recorder app is high in the UK. It is estimated that we will gain 

total 6% market share in the first year.

 Target customers: 



UK supermarket chains such as Tesco, Sainsbury’s. Asda, Lidi, Aldi and so on



Supermarket store 



The restaurants 



Vendors 



Individual households

 Target Market – UK, Asia, Europe and North America 

Competitor



Best before – own 6% of overall 

market share



Grocery hero – own 7 % of overall 

market share



Keezen – own 5 % of overall markets 

share 



Fresh Box – own 8% of overall 

market share 
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Marketing plan 



Product strategy 



To provide high quality, innovative, and unique 

stock recorder app 



To launch environment friendly stock recorder app 



To sell the product with the combination of 

psychological and premium pricing strategy



Pricing strategy 



Cost plus pricing strategy – profit markup will be 

added with the actual cost of production



Premium pricing strategy – as it is distinct product, 

it will charge high price



Combination of psychological and premium pricing 

strategy



Placing strategy 



One way distribution channel – this mean that the 

product will be sold directly to customers



Store purchasing – Customers can purchase directly 

from the store of Easy Track Company limited



Online – By addressing the requirements, customers 

can purchase “Aladdin lamp’ through online.



Promotional strategy 



Social media – The advertisement will be available at 

social media such as Facebook, LinkedIn, and Twitter



Marketing Campaign – By providing the benefits of 

using this stock recorder app, a marketing campaign 

will be launched



Sales promotion – The product will be sold at 

discount price for especial occasion such as Christmas 
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7. Financial regulation



Bank loan – take bank loan of £60,000 by 

providing 7% interest rate 



Friends and family – arrange £50000 from 

friends and family



Owner’s savings – collect £40,000 from the 

owner’s investment 



Angel investors – manage £30,000 from 

angel investors 
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Forecasted Profit and Loss and Forecasted 

cash flow

Year  1  2  3  4  5  

Revenue  300000  309000  318270  327818.1  337653  

VAT ( 1%)  3000  3090  3182.7  3278.181  3376.53  

Cost of sales  96000  123600  127308  131127.2  135061  

Gross profit  204000  185400  190962  196690.9  202592  

Expenses/overheads       

Premises (rent, rates)  19000  19000  19000  19000  19000  

Wages and salaries  82800  85284  87843  90477.8  93192.1  

Administrative Expenses  22200  22866  23552  24258.54  24986.3  

Communication Expenses  8400  8652  8911.6  9178.907  9454.27  

Marketing Expenses  16800  17304  17823  18357.81  18908.5  

Rates  5400  5562  5728.9  5900.726  6077.75  

Insurance  1140  1174.2  1209.4  1245.709  1283.08  

General expenses  9000  9270  9548.1  9834.543  10129.6  

Interest charges   3500  2800  2100  1400  700  

Lease payments  5500  5500  5500  5500  5500  

Other expenses  11300      

Total expenses/overheads  185040  177412  181216  185154  189232  

Profit before tax  18960  7987.8  9746.4  11536.83  13359.9  

Tax @25%   6737  2436.6  2884.207  3339.98  

Profit after tax  18960  1250.8  7309.8  8652.62  10019.9  

Transfer to reserves  18960  20211  27521  36173.3  46193.2  
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Balance Sheet and Break even analysis

Year

0 1 2 3 4 5

All figures in £s

(a) CAPITAL 

Ist year's cashflow

Equity

18000

Loans

10%

35000

other finance 1

Loan repayments 7000 7,000 7,000 7,000 7,000 7,000

(b) SALES FORECAST  COG

Month1 Month2 Month3 Month4 Month5 Month6 Month7 Month8 Month9 Month10 Month11 Month12

Sales Value 25000 25000 25000 25000 25000 25000 25000 25000 25000 25000 25000 25000 300,000 309,000 318,270 327,818 337,653

(c) COST OF GOODS  40%

8000 8000 8000 8000 8000 8000 8000 8000 8000 8000 8000 8000 96,000 123,600 127,308 131,127 135,061

(c1) VAT 1%

250 250 250 250 250 250 250 250 250 250 250 250 3,000 3090 3183 3278 3377

(d) EXPENSES

Premises Rent 19,000 19,000 19,000 19,000 19,000

Wages 6900 6900 6900 6900 6900 6900 6900 6900 6900 6900 6900 6900 82,800 85,284 87,843 90,478 93,192

Administrative Expenses 1850 1850 1850 1850 1850 1850 1850 1850 1850 1850 1850 1850 22,200 22,866 23,552 24,259 24,986

Communication Expenses 700 700 700 700 700 700 700 700 700 700 700 700 8,400 8,652 8,912 9,179 9,454

Marketing Expenses 1400 1400 1400 1400 1400 1400 1400 1400 1400 1400 1400 1400 16,800 17,304 17,823 18,358 18,909

Rates 450 450 450 450 450 450 450 450 450 450 450 450 5,400 5,562 5,729 5,901 6,078

Insurance 95 95 95 95 95 95 95 95 95 95 95 95 1,140 1,174 1,209 1,246 1,283

Other general expenses 750 750 750 750 750 750 750 750 750 750 750 750 9,000 9,270 9,548 9,835 10,130

Interest  1200 1200 1200 1200 1200 1200 1200 1200 1200 1200 1200 1200 3,500 2,800 2,100 1,400 700

Market survey 1,800

Prelim expenses 9,500

Lease payments 5,500 5,500 5,500 5,500 5,500 5,500

(e) FIXED ASSETS capital costs

Building 6,000

Furniture 4,000

Vehicles 15,000

Plant and Machinery 12,000

total 37,000

Average fixed cost (line 89) 183610.6906

Contribution % 60%

Revenue Contribution Fixed Cost Profit

183611 110166.4144 183610.691 -73444.276

367221 220332.8287 183610.691 36722.1381

459027 275416.0359 183610.691 91805.3453

550832 330499.2431 183610.691 146888.552
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8. Financial Risk 

Operation risk

Liquidity shortage

Ineffective 

management of 

operation

Financial risk

Higher cash outflow 

than inflow

Poor investment 

decision making

Strategic risk

Do not comply the 

business operation 

with model
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Learning Log

Date  Activity 

November 18, 2017 Creating a group with three members

1. Maketa Diakota (Laeder)

2. Beatrice Makizembe

3. Bruno Sala

4. Tusevo Mansende

November 22, 2017 Meeting with lecturer

Getting suggestions and ideas from lecturer

November 24, 2017 Task Distribution 

1. Maketa Diakota (Laeder): Executive Summary, Aim and objective of 

Business; product and pricing strategy 

2. Beatrice Makizembe: Legal status and license of business; business 

description; place and promotional strategy 

3. Bruno Sala: Financial plan (forecast of cash flow, profit and loss, 

balance sheet and break even analysis)

4. Tusevo Mansende : marketing
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		November 18, 2017		Creating a group with three members
Maketa Diakota (Laeder)
Beatrice Makizembe
Bruno Sala 
Tusevo Mansende

		November 22, 2017		Meeting with lecturer
Getting suggestions and ideas from lecturer

		November 24, 2017		Task Distribution 
Maketa Diakota (Laeder): Executive Summary, Aim and objective of Business; product and pricing strategy 
Beatrice Makizembe: Legal status and license of business; business description; place and promotional strategy 
Bruno Sala: Financial plan (forecast of cash flow, profit and loss, balance sheet and break even analysis)
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Cont’d.

November 27, 2017 Trouble shooting or problem discussion 

November 29, 2017 Starting to write slide 

November 30, 2017 Providing slides to group leader 

December 1, 2017 Merge and complete the whole presentation 
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		November 27, 2017		Trouble shooting or problem discussion 

		November 29, 2017		Starting to write slide 

		November 30, 2017		Providing slides to group leader 

		December 1, 2017		Merge and complete the whole presentation 
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9. Conclusion

It is quite challenging to develop business plan. The presentation has covered different 

aspects of business plan such as marketing plan, business description, and financial data and 

so on. In addition to this, how the products will reach to target customers has been specified 

here. In order to implement the business plan, it has prepared forecasted profit and loss 

account, cash flow, and balance sheet.
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