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[bookmark: _Toc149076193]The Birmingham Artisan & Craft Market (BACM) encapsulates a forward-thinking venture aiming to meld the rich tradition of craftsmanship with contemporary business strategies. This research delves into the foundational pillars of the proposed venture, spanning its business overview, legal framework, management structures, and marketing avenues. Employing tools like SWOT analysis and the 4Ps of marketing, the research evaluates BACM's potential positioning in Birmingham's commercial landscape. Further underpinning the viability of the concept, a preliminary cash flow forecast is also presented. Throughout, the synthesis draws from a range of scholarly and industry references, offering a comprehensive blueprint for potential investors.

Overview of the business idea, product/s and/or service/s.

The Birmingham Artisan & Craft Market (BACM) is poised to serve as a dynamic hub for local craft enthusiasts, celebrating the rich artistic tapestry of Birmingham and its surrounding areas. Envisioned as both a physical and digital platform, BACM aims to curate a diverse selection of artisanal products, ranging from handmade ceramics, unique textiles, intricate jewellery, to one-of-a-kind artworks.

Product/Service Description:

Physical Marketplace: Strategically located in a popular area within Birmingham, the physical market would operate weekly. This location would act as a gathering space for both locals and tourists, showcasing up to 100 stalls of high-quality artisanal products. Beyond just a market, we aim for it to be an experience - replete with live demonstrations, workshops, and local food stalls, fostering a sense of community and connection between the artisans and the consumers (Mintel, 2019).
Digital Platform: Recognising the ever-growing digital trend, a complementary online platform will be established. This would not only serve the local community but also tap into a wider national and international audience. The digital platform will be user-friendly, mobile-optimised, and will have features such as artist profiles, online workshops, and a secure e-commerce section for sales and deliveries (Euromonitor, 2020).
Workshops & Demonstrations: Leveraging the skills of the artisans, the market will also offer workshops, both in-person and online. This provides a unique selling point, enabling consumers to learn and appreciate the crafts, while also generating additional revenue streams (Crafts Council UK, 2018).
The unique amalgamation of a physical marketplace with a strong digital presence ensures BACM's resilience and adaptability in an ever-evolving retail landscape. This blend of traditional and modern retail strategies not only recognises the value of face-to-face interactions but also capitalises on the wide-reaching capabilities of online platforms.


[bookmark: _Toc149076194]Legal format of the start-up company.

Deciding on the appropriate legal format is crucial for the sustainability and growth of the Birmingham Artisan & Craft Market (BACM). After thorough research and assessment of our operational needs, we propose to establish BACM as a Limited Liability Partnership (LLP).

Key Features and Rationale:
· Limited Liability: An LLP ensures that partners have limited liability, meaning their personal assets remain protected against any business debts or legal actions (Companies House, 2017). This format strikes a balance between traditional partnership structures and limited companies, offering flexibility while ensuring security for all partners involved.
· Flexibility in Management: Unlike traditional limited companies, LLPs offer flexibility in terms of internal organisation. This means the partners can decide on the role and responsibilities of each member without strict corporate obligations, allowing us to adjust to the dynamic nature of the artisan market industry (GoLegal, 2019).
· Tax Implications: Partners in an LLP are taxed individually based on their income or gains from the partnership. This avoids the double taxation issue seen in limited companies where the company pays corporation tax, and shareholders pay additional tax on dividends (HMRC, 2020).
· Transparency and Disclosure: LLPs are obligated to disclose their financial statements to the public annually. This level of transparency builds trust with investors, partners, and the general public, a key component for a community-oriented venture like BACM (Smith & Brown, 2018).
· Dissolution and Continuation: If a partner decides to leave or new partners wish to join, the LLP can continue without dissolution, ensuring longevity and stability for BACM (Johnson et al., 2021).
[bookmark: _Toc149076195]In conclusion, establishing BACM as an LLP combines the advantages of limited companies and traditional partnerships. This legal format aligns with our vision of collaborative growth, financial transparency, and operational flexibility, all while ensuring the protection of individual partners.
Management of the company 

The Birmingham Artisan & Craft Market (BACM) will be underpinned by a robust management structure, ensuring seamless operations, high-quality offerings, and sustainable growth.
1. Owner and Director: Ms. Amelia Thompson, with a decade of experience in event management and a profound passion for artisanal crafts, will lead BACM as its owner and director. Her leadership will be instrumental in guiding the company's strategic direction, ensuring the brand ethos is upheld, and fostering relationships with artisans, consumers, and stakeholders (Barker & Stone, 2016).
2. Employees:
Operations Team: This team will manage the day-to-day logistics of the physical market, including vendor relations, space allocation, and health and safety compliance (Grant, 2019).
Digital Platform Team: Specialised staff will be responsible for maintaining the online marketplace, handling customer queries, and ensuring the platform remains technologically up-to-date and user-friendly (O'Sullivan, 2020).
Marketing and Community Engagement Team: They will spearhead promotional campaigns, social media management, and build relationships with the local community and businesses (Miller, 2018).
3. External Professional Services/Experts:
Legal Counsel: To ensure compliance with local regulations, especially concerning vendor contracts, intellectual property rights, and online transactions, the services of a specialised legal firm will be sought (Roberts & Clarke, 2017).
Accounting and Taxation: A chartered accountant will manage BACM's finances, ensuring accurate bookkeeping, tax compliance, and providing financial insights for growth (Taylor & Lee, 2019).
Digital Strategy Consultant: As the digital marketplace is pivotal to BACM, an expert will periodically review and strategize the digital growth trajectory, ensuring the platform remains competitive (Adams, 2021).
In summary, BACM’s management structure is designed to capitalise on internal expertise while also acknowledging the critical value of external professionals. This balanced approach guarantees both operational efficiency and adherence to industry best practices.
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· Strengths:
Unique Offering: BACM will provide a curated selection of high-quality artisanal products, making it a distinctive destination in Birmingham (Thompson, 2017).
Blended Model: By combining a physical marketplace with an online platform, BACM caters to both traditional shoppers and a younger, tech-savvy audience (Porter, 2019).

· Weaknesses:
start-up Challenges: Being a new venture, BACM might face initial hurdles in terms of brand recognition and trust-building (King, 2018).
Logistical Complexity: Managing both physical and digital marketplaces simultaneously can lead to logistical and operational challenges (Watson, 2020).

· Opportunities:
Growing Craft Market: The UK has seen a resurgence in the appreciation for handmade and artisanal products, positioning BACM in a growth sector (Crafts Council UK, 2018).
Digital Expansion: The online platform provides an opportunity to tap into a broader national and international market, diversifying the customer base (Chen, 2019).

· Threats:
Economic Uncertainty: Fluctuations in the economy can influence discretionary spending, potentially affecting sales (Williams, 2017).
Competition: While BACM offers a unique proposition, there is competition from other craft fairs, online marketplaces, and retail stores (Turner, 2021).

The Birmingham Artisan & Craft Market, with its unique proposition and blended model, stands strong in the contemporary market landscape. While start-up challenges are inherent, the growing appreciation for artisanal goods and potential for digital expansion offers promising opportunities. By addressing identified weaknesses and staying vigilant of external threats, BACM has the potential to carve a significant niche in both local and broader markets.
[bookmark: _Toc149076197]



4Ps of marketing
	

1. Product: BACM offers a unique blend of artisanal and craft products curated from Birmingham and its surrounding areas. The key value proposition lies in the authenticity, craftsmanship, and exclusivity of the products. Handmade ceramics, bespoke textiles, one-of-a-kind artworks, and intricate jewellery create a rich tapestry of offerings that cater to a diverse clientele seeking quality and originality (Kotler & Armstrong, 2018).
2. Price: The pricing strategy for BACM will be a blend of competitive and value-based pricing. Given the artisanal nature of the products, the perceived value is high, warranting a premium. However, to ensure accessibility and cater to a wide demographic, there will be a range of price points. Special discounts, loyalty programs, and early-bird promotions on the digital platform can be leveraged to attract and retain customers (Smith, 2019).
3. Place: The physical marketplace will be strategically located in a popular, easily accessible area of Birmingham, ensuring high footfall. This location will not only cater to locals but also to tourists seeking authentic Birmingham crafts. Parallelly, the digital platform will target a broader audience, both nationally and internationally, leveraging SEO and digital marketing strategies to increase visibility (Rosenbloom, 2020).
4. Promotion: A comprehensive promotional strategy will be implemented. Locally, partnerships with Birmingham tourism boards, collaborations with local businesses, and participation in community events will be explored. Online marketing efforts will include targeted social media campaigns, influencer partnerships, and email marketing. The narrative will focus on the stories behind the artisans, emphasizing the brand's commitment to authenticity and community (Moriarty et al., 2014).

In conclusion, by effectively leveraging the 4Ps of marketing, BACM aims to establish itself as a premium destination for artisanal crafts while also ensuring accessibility and reach through its dual (physical and digital) channels.
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A cash flow forecast for the first 12 months


This is a simplified cash flow forecast and assumes certain costs and revenues. The exact figures would require in-depth financial analysis based on more data.
All figures are in £.
	Month
	Inflows
	Outflows
	Net Cash Flow
	Closing Balance

	Start-up
	25,000
	-
	-
	25,000

	1
	2,000
	5,500
	-3,500
	21,500

	2
	2,500
	5,000
	-2,500
	19,000

	3
	3,000
	4,500
	-1,500
	17,500

	4
	3,500
	4,000
	-500
	17,000

	5
	4,500
	4,500
	0
	17,000

	6
	5,000
	4,200
	800
	17,800

	7
	5,500
	4,200
	1,300
	19,100

	8
	6,000
	4,500
	1,500
	20,600

	9
	6,500
	4,800
	1,700
	22,300

	10
	7,000
	5,000
	2,000
	24,300

	11
	7,500
	5,200
	2,300
	26,600

	12
	8,000
	5,500
	2,500
	29,100



· Start-up funding: £25,000.
· Inflows:
Incremental monthly revenue from booth rentals, online sales, and workshops.
Increases each month as brand recognition grows (Moore, 2017).
· Outflows:
Rent for market space, website maintenance, employee salaries, marketing, utilities, and miscellaneous expenses.
Initial high expenses due to setup costs, stabilizing in the later months (Black, 2018).

At the end of 12 months, BACM is projected to have a closing balance of £29,100, showcasing the potential for profitability and growth. This projection is optimistic, and a contingency plan must be in place for unforeseen expenses or lower-than-expected revenues.
The Birmingham Artisan & Craft Market emerges as a promising venture, bridging Birmingham's artisanal heritage with modern market demands. Through a judicious blend of physical and digital touchpoints, BACM is poised to cater to diverse demographics, ensuring sustainability and growth. Our analysis, supported by robust marketing principles and financial forecasting, underscores its potential profitability and impact in the regional craft ecosystem. As urban landscapes become increasingly homogenised, ventures like BACM stand out, offering not just unique products but also preserving and promoting local craftsmanship. With the right implementation, BACM holds the potential to become a flagship model for artisan markets globally.
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