Managing Enterprise in 21st Century		5



Table of Contents
Introduction	1
Company Description	1
Market Analysis	1
Colony Gift Corporation	2
Price's Patent Candles Company Ltd	2
Yankee Candle (Europe) Ltd	2
Johnson Wax	2
Organisation and Management	2
Managing Director	3
Company Secretary	3
Finance Director	3
Marketing Director	3
Operation Director	3
Product line	3
Marketing and Sales	4
Market penetration	5
Market development	5
Product and Development	5
Diversification	5
Financial Projections	5
References	6


[bookmark: _Toc39879901]








Introduction
	McKeever (2016) defines business plan as a written document that describes as well as analyses the proposed business and at the same time, provides detailed projections about the future of business. A business plan is not only for a new start up but instead, it might also be about expansion of an existing business. It will highlight the money needed for business operations and how the business will return it back. Therefore, a business plan is something that contains all aspects of a business i.e. description of the business, marketing plan, financial forecasts and risk analysis (McKeever 2016).
	 I am writing this business plan so that I might elaborate different aspects of the business and might gain a prospective investor for the business. 
[bookmark: _Toc39879902]Company Description
	"Candles & Cards" is an enterprise company run by a group of individuals. It trades in imported and homemade candles and cards both in physical and online market. As a company, our aim is to produce and sell a wide variety of candles and greeting cards to general public. Our specialty is that we sell products which are customized and homemade. Our target audience is aging population as Zaki (2018) observed that being friendly and having a caring community is the important strength for the elderly (Zaki 2018). Our company will help them remain connected with loved ones through different types of cards such as retirements, Easter, Christmas, birthdays, anniversaries, mother day, father day and valentine day cards. Homemade cards and candles will be available in customized forms. These types of customised cards and candles have shown popularity based upon fact that card senders want to express their individuality more as compared to past. 
[bookmark: _Toc39879903]Market Analysis
	There are a number of factors that affect candle and card industry. Bogue, Collins and Troy (2017) discussing functional food industry also provide numerous precious guidelines for cards and candle industry. To be precise, there are a number of key issues applicable to market analysis such as product and consumer trends, market drivers and key markets (Bogue, Collins & Troy 2017). Similarly, there are also a number of technological and marketing challenges that we must take into consideration for the conceptualisation of our products. Cards and candles are primarily purchased by women. Similarly, the growth of in number of working women has shown a positive impact upon candle and card sales. To put in another way, financial independence and increase in discretionary income has positively impacted card and candle sales. Therefore, we plan for femvertising as a study suggested that it has a positive impact on brand and ad opinions, emotional connection to brands and purchase intentions (Drake 2017).
	There has been a shift in life patterns since last decade. More and more individuals are adopting aromatherapy and alternative healthcare. Similarly, there have been a revival of popularity of incense and pot pourri. All these aspects add up to the popularity of candles and also show the increased intensity of candle sales. 
	Cards and candles market experiences seasonal variations. Based upon seasonal requirements, the supply and demand of specific candles and cards is required to manage. In order to take an example, during summer season, the garden candles are high in demand and are performing as compared to winter season. As it is used in gardens for different occasions such as barbecue. In the same way, the Christmas candles are high in demand during the Christmas period. 
	Shift in the age structure of entire population has a far-reaching impact upon the candle customer behavior. The research conducted in this regard entitled "the sustainability-age dilemma: a theory of (un)planned behaviour via influencers" describes that there is a considerable relationship between sustainability awareness and age and sustainability can be enhanced in the young consumers, namely, millennials through a range of influencers (Johnstone & Lindh 2018). Increase in the population of a specific age group results in the increased demand for specific candles. To take an example, with the expansion of a young age group, there will be an increased demand for a more fashionable floating candles. 
 	"Candles & Cards" have a number of competitors in this business. Main competitors are described below:
[bookmark: _Toc39879904]Colony Gift Corporation
	Colony Gift Corporation is the largest producer of candles in Europe and is UK's leading quality candle manufacturer. The company's turnover in 2018 was £88 million and it is 18% up of 2017 turnover. It has more than 600 employees. Colony's brands are available in more than 90 countries. 
[bookmark: _Toc39879905]Price's Patent Candles Company Ltd
	Price's Patent Candles Company Ltd produces and deals in candles and other related accessories. This company specialises in offering a wide variety of candles for different types of occasions. The candles offered by this company include: Easter, Christmas, decorative, traditional church style candles, outdoor lighting, aromatherapy and scented candles. 
[bookmark: _Toc39879906]Yankee Candle (Europe) Ltd
	This competitor specializes in home fragrances. It offers gift worth and premium quality candles to be utilized in homes. Its fragrances include spiced pear, French vanilla, honey suckle, spiced apple, citrus and sage.   
[bookmark: _Toc39879907]Johnson Wax
	Being owned by US company named SC Johnson and Sons Inc. and owns a considerable customer market share in a number of household goods and products such as household cleaning polishes and agents. This company specializes in air freshener sector. 
[bookmark: _Toc39879908]Organisation and Management
	Taylor, King and Smith (2019) studied organisation and management of a new start up and found that management role is of crucial nature in management of tension between diverse evaluative principles. It is through supportive innovation that the management control can use this to select and generate innovative ideas (Taylor, King & Smith 2019). Keeping this study in view, our company has following organisational control areas.


[bookmark: _Toc39879909]Managing Director	
The managing director is main circle around which the whole company revolves. He is responsible for shareholders and other members of the staff. Therefore, he is encouraged to utilise diplomacy strength and fairness as well as utilise all of his leadership skills to make the company successful in its operations.  
[bookmark: _Toc39879910]Company Secretary
	All the operations are under the control of company secretary. Company secretary is responsible for organization, communication and coordination of all operational areas. The company secretary plays specific roles including organizing agendas and minutes, administering company meetings, keeping records, keeping the share register and the most important, completing registration documents.
[bookmark: _Toc39879911]Finance Director	
The financial transactions are recorded by financial director in order to keep a record and also to communicate the financial progress of the company to the stakeholders of company. Other roles for which financial director is responsible include affairs with monetary institutes, as well as working along with company secretary to share information with shareholders. Also, the financial director calculates and pays the corporate tax and young enterprise. 
Financial and resource management is the responsibility of finance manager. Being primarily responsible for finances, he is required to keep track of money i.e. from where the money is coming from, where it is going and who has got it.	
[bookmark: _Toc39879912]Marketing Director
Marketing director utilises his creative and innovation skills to identify opportunities and market potentials. He is also responsible for defining product charlatanistic. He basically maintains personal relations and advertising part of the company. Customer satisfaction is another part of his job, he utilises his skills to observe customer satisfaction and carries out market research. 
[bookmark: _Toc39879913]Operation Director
Operation director is one who is responsible for services and product department. Their main role is concerned about operational method. His responsibility lies on the methods of production and how the company produces its products. He also controls different aspects of product processing such as where to purchase raw materials for products to be made, stock of raw material as well as finish products, supply and demand ratio of the products. Operation director's duties also include to ensure the health and safety of the customers and staff.   
[bookmark: _Toc39879914]Product line
	"Candles and Cards" will buy its handmade products from dedicated wholesalers and then these products will be put in the market. The home market for the products will be Newcastle market. All of our products will be displayed there in the market. 
	Newcastle market, being one of the biggest markets in Stoke-On-Trent, will help us launch our products in the way that it is in the reach of a large number of customers. Moreover, the customer range in this market is greater as compared to others so we will have a better chance to establish a sound customer base. 
	Another advantage of Newcastle market is that this market has customers belonging to all walks of life. Belonging to different social class and background, we will be able to introduce ourselves to different audiences and in the end can understand how customers belonging to different classes respond to our products. 
	Our product line will comprise of cards and candles. Our main card products will include:
· Birthday cards
· Retirement Cards
· Easter
· Christmas
· Anniversary Cards
· Mother day Cards
· Father day Cards
· Valentine day Cards
Similarly, our candle products will be offered in a variety of forms including:
· Scented enhancement candles
· Emergency candles
· Functional candles
· Tea candles
· Air Care candles
[bookmark: _Toc39879915]Marketing and Sales
	The Boston matrix model is useful model for customer centered organisations as it can assist the business in exploring the causes of customer complaints and proposes corresponding solutions (Meng & Yang 2018). Our company utilises this model for assessing already present and developed products with respect to market potential. We can understand through this model that our company products lie somewhere between stars and also soon to be turning into cash cows. The fact is that the market is already present and there are a different of candles that are being sold. "Cards & Candles" is purchasing the handmade candles and cards and then repack it in a way that is innovative and is more appealing to the general public. 
	"Cards & Candles" utilises Ansoff's product market matrix in order to assess and understand business or marketing development strategy. We have selected this model based upon fact that it has been widely taught for fifty years as a part of business education and portrays growth options in the form of a 2x2 matrix. It's one axis represents products while other axis represents markets (Dawes 2018). This will enable the company to use best suitable strategic options. 
[image: ]

	Our company will this matrix to answer the questions such as:
[bookmark: _Toc39879916]Market penetration
	This will answer the questions related to selling more of our product to existing customer base. Strategies to be adopted in this aspect include; showcasing enter product portfolio, reducing order processing time and adjusting opening hours according to customer flow.
[bookmark: _Toc39879917]Market development
	This will provide insights about entering into new markets.
[bookmark: _Toc39879918]Product and Development
	This aspect explores the development of existing products. The strategies to be utilised in this area include; continuously improving quality, cheaper manufacturers, continuously reviewing packaging, feedback from influencers and customers. 
[bookmark: _Toc39879919]Diversification
	Through this strategy, our company will be able to enter into new markets with new products and also, this will help in increasing sales with acquisition of new customer base. This is the most important part for the company. The strategies applied in this area include; technical know-how, assessing expertise, strong management team to support business growth and improving skills in order to move into new markets.  
[bookmark: _Toc39879920]Financial Projections
	After initial financial projections such as profit and loss account and cash flow, we have initiated our business. At this point, we have completed our one month of business operations. No doubt, our business is running slow at this point in time. Newcastle market is a good target market. As we offer wide variety of products in candles and cards, we hope to soon catch up. 
	Moreover, our business expenses are very low, to say, premises and equipment hiring and motor petrol. Based upon lower expenses, we can expect a high profit margin. Another aspect of being low expense company is that our product cost will be lower and thus, we can offer a competitive product price in the market. 
	This is because of our low cost that we have enough amount of working capital to survive. We expect to raise a huge amount of money based upon fact that our products attract a wide variety of customers and audience. 
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