

[image: ]

Module: Managing Enterprise in the 21st Century
Module code: BMSW 4006
Module Lecturer: Light Zaglago
Assignment Title: Written Business Plan Student
Student: Ion Adrian Barbu
2113245@student.uwtsd.ac.uk
[image: ]

Marius Ioan Farkos – 2111975

Razvan Banica – 2112397









Contents
Executive summary	3
BUSINESS PLAN	4
Company Overview	5
Product and Services	5
The Product	5
The Service	6
Market audit	6
Competitors	6
SWOT Analysis	7
PESTLE Analysis	7
Target Market	7
Marketing Plan	8
Pricing Strategy	8
Marketing Plan	8
Advertising	9
Business Goals and Objectives	9
Management Team	10
Ion Adrian Barbu (partner):	10
Marius Farkos (partner):	10
Razvan Banica (partner):	10
Business Management Structure	11
Business Assets	11
Financial Plan	12
Report	14
Developing a business plan	15
1.	Knowing where you are.	15
2. Choosing your destination	16
3.	Plan your route to the destination.	16
The structure of a business plan	17
Conclusion	17
Reference	18













[bookmark: _Toc109586402]Executive summary


Every year, more than 40 million sprinklers are installed worldwide as part of automatic fire sprinkler systems. It has been over 100 years since sprinkler systems were first used. A similar system was installed in 1812 at the Theatre Royal Drury Lane and is still in use today in an updated form.
Sprinklers: How They Work 
Sprinkler systems consist of a network of pipes connected to two water sources, with sprinkler heads positioned at recommended distances. You can get water from a tank or the mains, as long as the flow is good. Water is directed from detector heads onto a deflector plate, which diffuses over a large area. An assembly of glass bulbs or soldered struts holds a plug in place, holding back the water. The glass bulb will burst when heat is applied from an open fire below, or the solder will melt, releasing the plug and allowing water to flow through the sprinkler head. Our company creates an application to control these sprinklers.
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Our company was created in order to bring something new to the market, we really want to bring a product that will make a difference on the market. We, partners from this company, have invested the money and especially time, we have invested passion and dedication.
For a start, we need a plan and some steps to follow.
In a milestone-focused project timeline, the focus is only on crucial periods, stages, and milestones during a project's lifecycle. Detailed descriptions of tasks or activities can only be included in the timeline.
Our company is called Smart Useful App`s
we are located in Leicester but we have also developed successful partnerships with various collaborators in almost all of England.
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[bookmark: _Toc109586406]The Product
App for sprinklers, who control the industrial fire sprinklers. New generation Smart Sprinklers can perform better than conventional sprinkler timers. Smart Sprinklers avoids a lot of hassles and gives you more control and freedom in managing your warehouse or office.
[bookmark: _Toc109586407]The Service
[bookmark: _Toc109586408]In addition to active fire detection and suppression systems, smoke management and alarm systems, as well as voice communication systems, it is our mission to offer solutions to our clients.
Market audit
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One competitors is Integrated Fire Safety Systems Ltd
In the past 15 years, our competitors have built up a well-established network of manufacturers, suppliers, and installers of fire protection products and have built long-term relationships with these companies.
Another competitor is Vipond Fire Protection this company it began as a small family business in 1969. The company was acquired by Vipond Inc. of Canada in 1998. Since then, the company has expanded throughout the UK and Ireland. Vipond Fire Protection Ltd is a subsidiary of API Group Corp, which is listed on the New York Stock Exchange (NYSE) as APG.
And another competitor is UK Sprinklers Ltd, they design, fabricate, install, and maintain sprinkler systems according to all applicable codes and standards.

There are a number of aspects that make us different from our competitors, including our lower prices, and our desire to assert ourselves and achieve something meaningful both for us and the community as a whole.
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18

Strengths
Due to our low prices, strong balance sheet, and unique technology, we are the most competitive company on the market.
Weaknesses
There may be a lack of capital, or an inadequate supply chain. We are new and we need to find customers.
Opportunities
As a new company, we are focused on finding and keeping customers. We are working on helping our customers make the right business decisions, which is the biggest opportunity for our company. Also, expanding into a new city is a big opportunity..
Threats
Regulatory changes, new and existing competitors, and technology changes may make your products and services obsolete. Instability of foreign legal and political systems.

[bookmark: _Toc109586411]PESTLE Analysis

	Political
	Economic
	Social
	Tehnological
	Enviromental
	Legal

	A judiciary that is independent
	International and local price fluctuations
	Changing demographics
	Infrastructure development related to e-commerce
	Changing climate's influence
	Regulatory laws for businesses

	Regulatory Practices
	Inflation Rate
	Educated Society
	Productivity and Costs
	
	  Legislation on health and safety

	Role Local Governments Play
	Income dispensible by consumers
	Attitudes towards immigrants and types of immigration
	Mobile payment acceptance
	
	  Rights protection for intellectual property
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This applies to all the major buildings, such as hospitals, universities, city halls, police stations, etc. Our product (app) was ready for sale after conducting social media surveys and introducing promotion schemes.

[bookmark: _Toc109586413]Marketing Plan

[bookmark: _Toc109586414]Pricing Strategy
A marketing mix strategy cannot be effective without price, which is one of the most crucial elements. It is therefore imperative that you set a reasonable price before putting a product on the market. It takes time and effort to find the right price, however.
Based on our experience, sprinkler heads cost on average £200, plus pump and tank costs or main control valve arrangements. A typical new build family home with 2/3 bedrooms is the basis of this figure per head. Costs will vary depending on the type of pump and tank. According to the risk category and system duty, they typically start at £2000. 
Control valve arrangements will be necessary for mains-fed systems, along with alarm panels, solenoid valves, sounders, and interfaces. Starting at £300, prices range from there.
For the first three to four months, we will have the lowest prices on the market. For the first 10 customers, we will provide one year of maintenance for free. 
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Source https://masterful-marketing.com/wp-content/uploads/inbound-marketing-strategy.png
[bookmark: _Toc109586416]Advertising
1. We must determine the purpose of advertising. 
2. We must determine our target audience.
3. We must decide our advertising budget size.
4. We must selecting media for advertising and deciding the schedule.



[bookmark: _Toc109586417]Business Goals and Objectives
Creating an app that monitoring all the sprinklers from every building.
· Business Expenses Can Be Reduced
· Make Our Business More Productive
· Improve Customer Service by Creating New Processes
· We make our business website or blog more popular
· For inbound and content marketing to generate revenue of £200,000, we need 10,000 website visitors within the next 6 months.
· It is necessary to increase the number of recommendations from 5 to 12 influencers in the second half of 2022 in order to raise brand awareness.
· Profitability is the key to success
· Achieving cash flow stability
· Attracting and retaining customers
· A marketing strategy that reaches and grows an audience

[bookmark: _Toc109586418]Management Team
The business will be structured as a partnership.
Ownership Background
[bookmark: _Toc109586419]Ion Adrian Barbu (partner):
Passionate about computers and app creator.
I create a lot of app which improve life of the people.
Received a 'Team Player' award for his teamwork.
He create a lot of app which improve life of the people.
He create a strong network business
[bookmark: _Toc109586420]Marius Farkos (partner):
Passionate about gaming and web designer.
Developed and maintained an internet site with 2,000 stages and images

[bookmark: _Toc109586421]Razvan Banica (partner): 
Passionate about cars.
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FIRST OF ALL THE MOST VALUBE ASSETS ARE EMPLOYE.
[bookmark: _GoBack]Intangible and tangible items include vehicles, real estate, computers, office furniture, and other fixtures.
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Cashflow Forecast
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Profit & Loss
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Introduction


Developing a business plan is one of the most important steps in setting up a new business. Owner-managers can crystallize their business ideas and achieve success through it prior to facing problems, they should think about them. 
They can monitor their performance by setting goals and objectives. It is perhaps of greater importance in the immediate future.
Additionally, it can be used to attract external financing.
It has been proven that planning is the key to success for businesses of all sizes. 
Timmons says in (1999), INC magazine produces 500 fastest growing companies every year.
It was common for growing companies to have business plans at the beginning of their operations.


[bookmark: _Toc109586426]Developing a business plan

Three stages are involved in planning:
1. Knowing where you are.
2. Choosing your destination
3. Plan your route to the destination.

Planning is like a map, and business plans are like road maps. Identify your starting point and your destination, and then plan your route. A long but faster route may be more suitable than a straight line; unexpected roadworks might have you diverting; a broken down car might delay you from reaching your destination as quickly as you expected. It is very possible that an accident may prevent you from reaching your destination.
Planning a business is a simple and systematic process.

1. [bookmark: _Toc109586427]Knowing where you are.
 Your competitive advantage comes from understanding what sets your product or service apart from those of your competitors:
· What are your competitive advantages in terms of prices and quality?
· How easily can the product or service be copied?
· How does the product or service differ from the competition?
It is essential to understand who your customers are, why they will buy from you, and how they will buy from you:
· Is the product or service being well received by your existing customers?
· How is your marketing mix performing? What are the good and bad things?
· Is it possible to find more customers like your existing customers?

[bookmark: _Toc109586428]     2. Choosing your destination
· Establish your general aims for your company and yourself.
· What is your goal, a lifestyle or growth?
· Your goals should be clearly defined so you can know when you have achieved them.

3. [bookmark: _Toc109586429]Plan your route to the destination.
· In order to achieve your goals, you need to develop strategies. Strategies are statements that describe how to accomplish something.
· You will need to develop a marketing plan that addresses how to sell the product or service to different kinds of customers through a consistent and coherent marketing mix.
· For the plan to be successful, you'll need to prepare a financial budget, profit forecast, and cash flow forecast.

As a next element, a SWOT analysis gives a realistic assessment of the business potential (strengths, weaknesses, opportunities, threats). There should be a succinct, easy-to-read SWOT analysis. As a result, the marketing audit summary should contain clear indicators of the key determinants of success, rather than being a list of seemingly unrelated points. It is useful to constantly ask yourself what each point means for the business as you write a SWOT.
In order to determine when business objectives have been met, they should be quantified, realistic, and outlined in a timeframe. As commercial conditions change each year, a company's objectives may change from year to year depending on its mission statement.
In order to construct a marketing mix that meets the needs of each segment targeted by a firm, a marketing strategy is developed into a detailed marketing plan. A financial plan is then developed by costing and developing these plans.
By creating a business plan, you force yourself to think systematically and in detail about how your business might grow in the future.
Detailed marketing plans are developed for each product/market offering, detailing who does what when. As a result, a detailed set of budgets known as a financial plan is developed and costed. A financial plan should include a cash flow forecast, a profit statement, a break-even calculation, and a statement of funding requirements.

[bookmark: _Toc109586430]The structure of a business plan

Creating a 'perfect business plan' doesn't follow a set formula. There will be differences between each plan depending on the business. The plan will vary based on the details as we go through this report. Besides providing information about markets and finances, a business plan should also demonstrate to the reader that you understand how to operate the company - what needs to be done. Would you be able to understand retailing (for example, location is key) if it is a retail business? Does the business provide services? If it does, how are those services delivered? There will be a certain amount of assurance needed through the track record of key people involved - their experience in a particular industry. However, it is usually a fine balance between including enough detail to convince the reader that you know what you are talking about, and not leaving them bored.

[bookmark: _Toc109586431]Conclusion
Our conclusion is that we must expand gradually, the money obtained from sales must be reinvested, but not entirely, in this way we gain confidence in our strengths and our clients also have to trust us. Investors are invited to be part of this exciting revolution as we have the unique ability to change lives. Increase the number of jobs in the community and transform the health technology industry. With your and our investment, we can create a better and healthier future for all.
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7 |sales Income £19,800.00 | £19,800.00 | £23,000.00| _£72,600
8

Grants £50,000.00 £50,000
9 |Bank Loan £
10 [investment by owner £50,000.00 £50,000
11 |Any Other Income £30,000.00 £30,000
12

13 | Total Incoming ["£149,800 | €15,800 [ £33,000 | £202,600
14

15 |Stock/ Materials £15,000.00 £15,000
16 |Rent &Rates £1,000.00 | £1,000.00 | £1,000.00 | £3,000
17 | Wages £6,293.00 | £6,293.00 | £6,293.00 | _£18,879
18 | Drawings and N.1.C £150.00 £150
19 |utilities £400.00 | £400.00 | £400.00 | £1,200
0 |Insurances £500.00 | £500.00 | £500.00 | 1,500
)1 |Repairs and Renewals £3,000.00 £3,000
2 | Motor Expenses £2,500.00 | £2,500.00 | £1,800.00 | £6,800
3 |Phone/Internet £100.00 | £100.00 | £100.00 £300
4 | Advertising £100.00 | £100.00 | £100.00 £300
5 | Print/stationery £100.00 | £100.00 | £100.00 £300
6 | Miscellaneous £300.00 | £300.00 | £300.00 £900
7 |Loan Repayments £250.00 | £250.00 | £250.00 £750
3 | Bank Charges £200.00 | £200.00 | £200.00 £600
9 | Accountancy Fees £100.00 | £100.00 | £100.00 £300
30

31

32 Total Outgoing 25,993 | £11,843 | £11,183 | £52,079
3

34 |Incoming less outgoing €119,807 | £7957 | £21,857 | 19,621
35 | Opening Bank Balance €0 | £119,807 | 127,764

36 | Closing Bank Balance £119,807 | £127,764 | £149,621

37
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