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INTRODUCTION
A business plan is a written document that demonstrates the viability of a proposed new enterprise and lays out a course of action for the first few years of operation (Abrams and Kleiner, 2003). When starting a new company or branching out from an existing one, it is crucial to have a well-thought-out plan in place. Investment agencies, potential investors, and venture capital firms are frequently shown business plans for companies in order to get the necessary funding. The business plan details the approaches that will be taken to realise the organisation's objectives, analyse the possible operating conditions, and create unique responses to each. In this report, an outline of a business plan for a new custom apparel company is provided, discussed with consideration of all essential environmental factors.

	BUSINESS DESCRIPTION / MARKET OPPORTUNITY
The history of the United Kingdom is inextricably intertwined with the history of fashion. There is a widespread belief that this nation was instrumental in the birth of some of the world's most iconic styles. In the United Kingdom, it is not only a fad. The number of people who are interested in fashion in the country has increased dramatically recently. The country's prominence in the fashion business is largely to blame for this. With the help of custom clothing, British citizens may express their individuality in both their daily lives and their sense of style (Bhardwaj and Fairhurst, 2010). These days, people care as much about making a fashion statement and venturing into the unknown as they do about the technical details of what they are wearing. As a result of these considerations, the following is a development of a business plan for "Custom House," a cutting-edge custom apparel company that will offer consumers a new take on custom apparel fashion by specialising in custom apparel of all kinds created from high-quality materials. Two owners will work together as a team to run the business. So, it is a partnership business. People have not been able to do shopping of their own will during the covid-19 pandemic (Kim and Woo, 2021). It has affected people’s socialisation and hangouts. Now that it has started to diminish, people of different groups, small or large might be willing to host many get-together events or parties. These require them to wear apparel of similar design to feel more affiliated. So, the idea of ‘Custom House’ can be very beneficial to satisfy such needs.

Mission statement
To become the largest apparel customisation company in the UK

Description of products 
In the midst of the pandemic's lockdown, the fashion industry nearly came to a standstill. In the midst of the turmoil, fans were unable to gather for their usual get-together games. Everyone wished they could have spent more time together. The unique selling proposition of "Custom House" is that it gives consumers a fresh way to participate in the design of their own unique garments. The company will provide a variety of customisable items so that fans may band together and take the field with their own unique designs. After the pandemic, the brand will provide its customers with a chance to express themselves creatively through their clothing choices. The products to be offered by Custom House are: 
· Customised Top wear
· Customised Bottom wear
· Customised Tracksuits
· Customised Accessories
· Customised Jerseys
· Customised Caps





	INDUSTRY ANALYSIS
The United Kingdom has a very competitive apparel industry. Many well-known companies specialise in manufacturing and selling high-quality sportswear, and they have successfully launched their operations in the UK market. An industry analysis using Porter’s five forces can help to identify the effect of different factors (Grundy, 2006).
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Figure – 1: Porter’s Five Forces. (Martin, 2021)


The threat of new entry 
Given that it is a custom clothing apparel line, it is not too difficult to copy. In addition, the initial capital needed to launch such a company is low. Therefore, this new entry may pose a significant threat. Capturing a sizable portion of the British market for fashionable clothing is a simple endeavour (Hines and McGowan, 2005).
Threat of substitutes
Many of the world's largest clothing manufacturers have opened up shops in the United Kingdom, providing citizens with a wide variety of high-quality options. This may have an impact on 'Custom House's sales. In contrast, the company's invention, which is the feature, is anticipated to serve as a competitive advantage and result in increased profits. Because of the danger posed by these well-established competitors, it is clear that a greater share of the company's profits must come from new endeavours in order to avoid serious financial setbacks.

Bargaining power of customers
Customers have less negotiating leverage due to the introduction of "Custom House," a one-stop shop where they may personalise their clothing. There are no such websites that provide high-quality customisable clothing in the United Kingdom area. In contrast, shoppers have a significant amount of leverage while shopping for other types of clothing (Bhardwaj and Fairhurst, 2010). However, if consumers are made aware of the company's commitment to environmental sustainability and the significant element of using recyclable materials for all apparel and design goods, they will be less inclined to bargain over prices.

Bargaining power of suppliers
Suppliers' influence on the market is rather limited. Almost all of the product's suppliers are based in the same geographical area, and the product's raw ingredients are widely available. The abundance of clothing brands accessible in the nation has led to intense pricing competition. Since they provide such massive quantities of raw materials on a daily basis, it is natural that suppliers do not have much leverage to consistently alter the price (Doyle et al., 2006). There is a variety of vendors to choose from in this sector, guaranteeing that those in the supply chain are likewise fiercely competitive.

Competitive rivalry

	Name of competitor
	Differentiation

	Custom Planet 
	Only works with large brands and does not take orders for small groups.

	Go Custom Clothing 
	Very much costly and the minimum order number is tight.

	Etsy UK 
	Only customisation of prints is available. No customisation of apparel designs.

	Custom Apparel UK
	Only works with large brands and does not take orders for small groups.










	OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
Manufacturing customised apparel is at the heart of the business. Fabric and other raw materials are gathered from vendors as part of the customised apparel supply chain process. In-house printing, sewing, and packaging of the final order followed by distribution via a specialised delivery service and customer pickup locations. The accessories and materials will be sourced mostly from the well-known United Kingdom-based vendors who currently work with well-known (Stevenson, 2012). There will be an in-house printing and embroidery department, with the necessary equipment purchased for this purpose. All of the ingredients will be transported to the factory using pickup trucks. The company's factory floor will serve as the location for the completion of all finishing activities, as well as the final manufacture of customised garments and accessories. Customers will largely be served through an online portal, while customers will also be given the option to pick up their orders from a physical store or distribution centre. Customers can browse other products while waiting to pick up their orders. Orders for the customised apparel will be accepted by customers, with an accompanying list of components sent to manufacturers for procurement. These will be sent to the production floor where they will be made individually according to the consumer's preferences, and they will be shipped to the customers within ten days depending on the order amount. There is usually a delay in processing time for customised orders due to the extra attention given to each individual customer's tastes (Bhardwaj and Fairhurst, 2010). The revenue of the business will be solely based on sales from custom apparel. The inflows will be coming from selling to small groups to large corporations. Any type of loss of revenue will be rejuvenated by running promotional campaigns and offers to boost sales.

The revenue of the business will be solely based on sales from custom apparel. The inflows will be coming from selling to small groups to large corporations. Any type of loss of revenue will be rejuvenated by running promotional campaigns and offers to boost sales.

MANAGEMENT TEAM

	Name 
	Skills
	What do they bring to the firm

	Partner - 1
	Leadership and Staff Management Skill.
	Possessing strong leadership abilities will be important in uniting and directing an organisation's staff toward a unified goal.
Effective management is crucial for maintaining group identity and pulling everyone's full potential for output. The time it takes to go from acquiring raw materials to delivering them can be minimised by careful management of the supply chain.

	Partner - 2
	Communication and Technical Skill.
	The ability to effectively communicate with other managers and staff is crucial for setting goals and objectives. By verbally outlining the organisation's aims and objectives, employees are better able to grasp the company's purpose and vision thanks to the power of effective presentation abilities. Possessing strong leadership abilities will aid in guiding employees and superiors toward the achievement of organisational objectives.







	MARKETING
The 4Ps of the marketing mix are an efficient tool to determine the four factors that play a key role in understanding the marketing position (Goi, 2009).
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Figure – 2: 4P’s of Marketing Mix. (Yasar, 2019)


Product
High-quality, long-lasting, and forward-thinking custom apparel is what 'Custom House' will be most known for. Products will be made using only high-quality fabrics and recyclable materials. In this case, top-notch printing and embroidery equipment will be used. Products must be manufactured in an environmentally responsible manner if they are to contribute to a long-term solution.

Price
The pricing strategy will be competitive and it is chosen based on comparison with the rivals in the industry. 
· Customised Top wear – Ranging from £7 to £50
· Customised Bottom wear – Ranging from £5 to £40
· Customised Tracksuits - Ranging from £20 to £100
· Customised Accessories - Ranging from £2 to £60
· Customised Jerseys - Ranging from £10 to £110
· Customised Caps - Ranging from £10 to £85

Promotional mix
Online ads for the items will be developed and distributed through various social media platforms and the 'Custom House' domain. Promotion of the business can be done offline by distributing brochures and pamphlets to local businesses and residents through the newspapers that serve the area (Durmaz and Efendioglu, 2016). The promotion of the exclusive area will centre on the concepts of exclusivity and uniqueness inherent in the non-stop customisation of apparel. Once the company's financial situation improves, sponsorship will also be implemented.

Place 
The distribution plan will centre on emphasising online platforms and a specialised shipping and delivery service. The things should be delivered to the customers' doorsteps in fewer than 10 days if they ordered them online. It is also an option for customers to pick up their orders directly from the warehouses. Customers will be able to see more of what 'Custom House' has to offer as a result.




	FINANCIALS 

Sources of funds
Investing partners of 'Custom House' will provide the majority of funds. The investment structure is an equal partnership in which each partner contributes the necessary startup capital. Each partner can employ leveraged finance to handle surplus capital as needed (Paramasiva, 2009). If there is a profit, it will be divided evenly among the partners once all obligations have been settled.


Use of funds

	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue 
· Operations 
· Marketing
	£40,000
	£50,000
	£60,000
	£70,000
	£80,000
	£90,000

	Fixed Costs
· Staff Salary.
· Promotional Expense.
· Depreciation of Machines and Assets.
· Warehouse and Office Rent.
	£25,000
	£25,000
	£25,000
	£25,000
	£25,000
	£25,000

	Variable Costs
· Raw Materials. 
· Apparel Accessories. 
· Packaging Materials.
	£10,000
	£12,000
	£17,000
	£20,000
	£25,000
	£30,000

	Profit 
	£5,000
	£13,000
	£18,000
	£25,000
	£30,000
	£35,000







CONCLUSION 
Successful implementation of the business plan will require that 'Custom House' takes its actions according to the industry analysis. Every factor must be bear in mind before taking any major decisions. The business operations must be completed according to the supply chain process. The two partners of the business must handle the management accordingly to make sure the staff are giving the best output. The marketing mix must be followed accordingly and upgraded whenever there is a new trend in the industry. The focus must be given to the pricing strategy to make sure the revenue stream always matches up to the expenses in order to bring out a fruitful profit for both investors. 'Custom House' can eventually turn into a popular name in the customised apparel segment with its competitive pricing strategy and dedicated delivery service. Eco-friendliness master is maintained in terms of the use of machines and raw materials so that the environment is not harmed and the community can be served better.
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