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Executive summary 

My business is an online clothing business. The style of clothing that I specialise in is South Asian. My target audience are South Asian women. I run my business online with the use of social media. I use Instagram, Facebook and WhatsApp for marketing. I advertise my products on my social media pages and provide details of them there. I also forward photos of my products and the details of them to my WhatsApp contacts. I take the payment from my customer and place the order from my supplier. I run the business by myself, and only have one supplier. I have 250 followers on my social media pages and an average of 60 orders a month on casual clothing. I host 2 events a year which are for Eid, and these events are hosted in three different locations. 












Business overview

What is my business and how will I run it?
I have decided to launch my own online clothing boutique. The style of clothing that I specialise in is exquisite casual and formal South Asian wear. I have started my business in January by advertising my products to my friends and family in a WhatsApp group chat. I am looking to expand my business using social media platforms such as Instagram and Facebook.
I have chosen to run my business this way as starting a new business is a shop can be very expensive as you need a deposit to take either a lease for the property or to purchase the property. In the future I can choose this option with the financing I will raise. I can open stores around the UK in the future. However, choosing the way I have currently chosen to run my business is very beneficial as I would not have the expense of hiring staff or paying rent/bills. I would also not have to spend hours every day in a shop. 
I will be uploading photos of my products with the details of the product and price below. I will state in my bio the process of placing orders which is by privately direct messaging me with the size and image of what product they would like to order. With every order I will place a business card inside to thank the customers for their order and to ask if they could tag me when uploading a photo. This will promote my business and reach more customers. With each order, I do include a delivery charge which covers the amount I pay my supplier to ship the stock to me. I offer my customers different delivery options such as standard delivery, second class delivery and next day delivery. The sooner the customers would like their order, the higher the delivery charge will be, and this covers my delivery charge to import stock from my supplier. The supplier that I have currently been using has allowed me to purchase products when needed. The supplier sends me photos of their stock which I then advertise to my customers. If a customer wants a particular item in their size, I place that order from the supplier. This avoids me having to order stock in bulk which could lead to unwanted stock and unwanted sizes which will lead to a loss. The way I have chosen to order stock from my supplier once receiving orders from customers means I will always be making profit which will help me succeed. 
What is special about my business?
What is unique about my business is that 10% of all profit will go to charity. The information about the charity I will be donating to will be provided on my social media platforms. 
What are my opportunities?
I will be hosting events when it comes to Eid which is a special occasion for Muslims as there is a high demand for this type of clothing for this event. The areas I will be hosting events in are Swansea, Port Albert and Cardiff. The reason I have chosen these locations is because there are not many shops that sell South Asian clothes in these areas. My main priority is Swansea as they have no shops specialising in South Asian clothing. I have many friends and family from Swansea that find it difficult to find outfits for Eid as there are no shops in this area which will be a good opportunity for me to sell my clothes. I will promote my events by handing out leaflets, advertising on social media and word of mouth. I will hire a hall for a few hours to run my event. I will use this as an opportunity to gain more customers for my online business. As there are no shops specialising in South Asian clothing in Swansea, this will make my business unique and this also means I do not have any competitors. 
What achievements have I made?
So far, my business has been doing extremely well and I have made great profit. I set myself a target of making £500 profit in a month as I have only started this business new, however I have doubled my target I set which is a massive achievement. I am now expecting bigger achievements and higher targets as I am reaching out to more customers by using social media.
What are my plans?
My plan would be to host more events of selling my products in other areas in the future. This will depend on how much I achieve from the events I have already planned to host. 
If my business does well, I might open a shop and sell my products there as well as online. I would pick Swansea as the location as there are no South Asian clothing shops in Swansea
In the future I would like to sell jewellery and accessories such as flower bouquets for events such as Weddings. I would also like to sell men’s clothing and kid’s clothing. This way I would be targeting a bigger audience.
Are there any risks or threats?
As I run an online business, I am not at risk of making a loss. I do not order my stock in bulk, so I will not risk having unwanted stock. I take orders from my customers and place orders from my supplier which means I am guaranteed to always making profit. If I were to open a shop, there is a risk that there would have been unwanted stock which would lead to a loss. If I were to open a shop, I would have had to pay a deposit or lease to buy the business and I would have had to pay rent/bills to keep the business open. So, I could have risked not making enough profit to cover the expense of running my business. As my business is online, I do not pay rent/bills or any fee.
There are other online businesses that sell Asian style clothing which is a threat to me. As my business is new, these other online businesses have more followers and a larger audience. 


[bookmark: _Toc43488268]Legal status of business
I have chosen my business to be a limited company as I feel I have more freedom with the business being a limited company. One reason is because the company is an individual and has its own rights. If I choose to retire, employees can run the business. I can also get tax advantages and I can sell the business (Gov.UK, no date).






















Operations 

Location of business
My business is an online business which has many benefits to it. One of the benefits is that my social media page can reach people worldwide. If I have chosen to open a shop, I would be limited to only having customers in the location of my shop. I will also be hosting events in other areas such as Swansea, Port Albert and Cardiff which is a great way of promoting my business as I would be handing out leaflets which will result in me gaining more customers. The location which I will be hosting events in as my main priority is Swansea as I know that there are no shops specialising in South Asian clothing which will be unique and attract a lot of customers to my business. 
My expenses and profit
To run my business, every year I pay £34.95 for 1,000 business cards which is a year’s supply. I pay £64.55 for 100 ink cartridges and £10.42 on 1,000 plain a4 papers for leaflets to promote my business. I pay a monthly cost of £20 for my internet use which is £250 a month. Every year, I will pay an expense of £349.92 to keep my business running.   I have created social media pages which I upload pictures of my items providing details of my items and I also receive orders from my social media. I use Facebook, Instagram and WhatsApp to run my business which are all free to set up and use. If I were to open a shop, I would have had rent or bills to pay. However, as I run my business online, there was no fee to start my business, and nothing I must pay to run it. When customers make an order, I also include a delivery charge which covers the amount I pay to get my products shipped from my supplier. I offer my customers Standard delivery, second class delivery and next day delivery. The sooner they would like their item, the more they would pay which covers the amount I would pay my supplier to get the items shipped to me. I will receive pictures from my supplier that I will forward to my WhatsApp group chat and upload to my social media. When customers message me to make an order, that is when I will make the order from my supplier. This way I will 100% always make profit.
Staff and income
As my business is an online business, I run it completely by myself. I upload pictures of my stock on my social media, I provide details of my products and receive the orders online from customers myself. The process of running my business is completely by myself without the help of others, this means that all profit goes to me as I do not have staff to pay. I have chosen to run my business online as there are many benefits. I have opened social media pages which is free and prevents me having to take a lease or deposit to buy the business which I would have to do if I was to open a shop which would be very expensive. This has saved me a lot of money. I do not have any rent or bills to pay as I run my business online and not in a shop which again, saves me a lot of money. If I were to own a shop, I would need staff to help me run it. I would need a delivery driver to deliver stock to me, I would need members of staff to help me replenish my stock and I would need a member of staff to take the role as a cashier to take orders. As I run my business online, there is no need to pay for a deposit or lease to buy the business, there is no need to pay rent or bills, I do not have to pay staff to help me run my business, I would not have to spend time training staff and I also do not have to waste time spent working in the shop which is very time consuming. This way, all profit made will go to me. 
Supplier
My supplier is very reliable. I know this as my mother has used the same supplier from when she had her own shop. My supplier has always offered good service. He updates us with any changes. He always responds to our phone calls and texts immediately. 
My supplier sends me photos of his stock and I get back to him with which products I would like to order. I show my followers and contacts the stock available, and once they place an order from me, I place the order from my supplier. I have chosen to do this rather than ordering stock in bulk as it prevents me having unwanted stock and sizes. This way, I always make profit as I will not need to worry about having unwanted stock.
Of my supplier stops supplying I do have a few other suppliers I can get in contact with. Also, if prices change, I will also increase my prices I charge for customers. 









[bookmark: _Toc43488269]Marketing

How will I market my business?
I have decided to market my business online with the use of social media. The social media platforms that I have decided to use to market my business are Instagram, Facebook and WhatsApp. I will leave my business cards in takeaways and cafes with my social media pages provided so people know where to find me. I will do this to gain customers and followers. I will use a mannequin to advertise my clothes on a model so that people can see how the clothes will look on someone rather than just folded.
Why I have chosen to run why business this way.
There are many benefits of the way I have decided to run my business. The first reason being that it is a lot cheaper to run than owning a shop. I did not have to pay to open my social media platforms and I do not have to pay to use it. If I were to open a shop, I would have needed a deposit to take a lease for the property or to buy the property. I would have had to use money from my savings, borrow money from family/friends or taken a loan. However, as I run my business online using social media, I did not have to pay to start the business. There was no starting cost or any payments to be made. I saved a lot of money running my business this way. The everyday running of the business if I opened a shop would include me having to pay rent and bills to keep the shop open. As my business is online, I do not have any rent or bills to pay.  
Risks
If I were to open a shop, it would have been a risk as it is not guaranteed that my business will do well. I do not know for certain that I will make enough profit to cover the expenses of running the business. If my online business does not do well, it is not like I will be making a loss as I did not pay a deposit or take a lease to buy the property. So, running my business how I have decided to run it means that there are no risks being taken.
Staff
 As previously mentioned, I do not need any staff to help run my business. I will be contacting my supplier without the help of others, and I will be interacting with my customers without staff needed. Any enquiries I get, I will respond myself. And I will be updating my customers myself. If I had a shop, I would need to hire staff for different roles to run my business.  I would need to train staff for different roles. I would need to hire and train someone to replenish stock and ensure the shop is tidy and organised. I would also need to hire someone to take the responsibility of a cashier, taking orders and payments. As my business is online, I do not have to take time to recruit staff and for staff training. I also do not have to pay staff. This means that all profit made will go directly to me. 

 How I will I run my business?
My supplier takes orders from me when requested. I will not be making orders in bulk. If I were taking orders in bulk, I could risk having unwanted stock and unwanted sizes. The way I will market my business is by receiving pictures of stock from my supplier, forwarding those pictures to my WhatsApp contacts and uploading them to my social media with the details of my products. My customers will send me a picture of what item they would like to order and what size, and this is when I will place orders from my supplier. I have a size guide available to view on my social media pages, and I send a picture of the size guide to my customers on WhatsApp before placing their order. This way, there will be no unwanted stock or sizes as I will not be ordering in bulk. And I will also guarantee making profit every order. Every time a customer makes a purchase, I will include a delivery charge which will cover the amount I would pay to order the stock from my supplier and to deliver it to the customer. The three different delivery options I will give the customers are standard delivery, second class delivery and next day delivery. 
Who is my target audience?
My target audience are South Asian women as my clothes are South Asia style. I will be targeting adults and teens. 
The clothes that I sell come in many different styles and designs. I sell casual, everyday wear as well as heavier, done up clothes so that anyone looking to buy South Asian style clothes will find something that suits them. If people are looking for casual wear, they will find casual clothes on my social media. For people who are looking for party wear, they will also find that on my social media. 
How will I reach my target audience?
I will reach my target audience with the use of social media. I will be uploading photographs of my products and providing details of my products on my social media. I will use hashtags to promote my business. I will use hashtags such as ‘#clothes’, ‘#southasianclothes’, ‘#asianpartywear and many more. People who search these hashtags will come across my posts which is a great way of teaching my target audience.
 I will also use business cards to promote my online business which I will leave at different shops such as takeaway, cafes and restaurants. 
I will be hosting events in many different areas before events such as Eid where I advertise my products. I will be promoting my event by handing out leaflets and posting them through letter boxes, advertising it on my social media and word of mouth.
Competition
There are many online businesses that sell South Asian style clothing that are threats to me. I have come across many online businesses that use social media which is the way I market my business. Most of these businesses have a larger following than me by quite a margin which is a disadvantage for me. My competitors have a bigger audience than me and are more well known. I have been sending business cards with each order asking customers to tag me in their social media posts. I have done this so that my customer’s followers can come across my page and browse through my products. By doing this, I have gained many more subscribers and a lot more recognition. The advantages of having a big social media following is that it results in more customer orders as my products reach more people.
I have not noticed many businesses that use hashtags to promote their business. This is an advantage for me as I have gained many customers and followers by using hashtags as it reaches my target audience. People who search hashtags that I use, such as ‘#weddingbouquets‘, come directly to my posts. Ever since I have been using hashtags, I have managed to gain many more orders.
My social media pages are public so that people all around the world can come across my page and browse through my products. I have noticed that there are many social media pages that have chosen to keep their business on private. This means that customers must request those accounts to be able to see their posts. As my social media pages are public, customers do not need to wait for me to accept their follow request to browse through my products which is an advantage for me.
Another advantage that I have over my competitors is that I will be hosting events for special occasions. So, before an occasion such as Eid, I will host an event. I will hire halls in different locations advertising my products. I will promote my events by handing out leaflets and posting leaflets around the area for people to see. I will also post leaflets through people’s letter boxes to promote my events. On my leaflets I will include my social media pages. This would gain followers which is an advantage. 
Another thing that makes my business unique is that I offer a discount of free shipping with orders placed with more than two items. 
Marketing 4 p’s
Product
What are my products?
My business is an online clothing business. The style of clothes I will be specialising in is South Asian. I will be selling causal, every day South Asian wear. I will also sell heavy, formal wear for occasions. My clothes will range from many different type’s South Asian dresses and suits and many different colours and designs. I will sell the clothes in many different sizes 
What do my customers expect from my products?
What the customer would expect from my product is good quality. On my social media pages, I have shared feedback and reviews from customers who have ordered from me. Most of these reviews are about how the quality of my products are in great condition. I have also included on my social media that the clothes have good quality and will stay in good condition over a long period of time My customers would expect the products to be good quality and to be in good condition based on the reviews I have shared and based on the fact I ensured the products will stay in good condition.
 My customers will also expect my products to look the same in person as they do in my pictures. When I upload pictures of my products, I do not use any filters to make any changes. Many business owners use filters to make the items look nicer, and when customers receive their order, they are disappointed in how they turn out. When advertising my products, I also upload pictures of the outfits worn on mannequins and on other people so that the customers know how they look on people. My customers will expect my products to look the same in person as they do in my pictures.
 I offer my customers three different delivery options which are standard delivery, second class delivery and next day delivery. I state how standard delivery will take 7-12 days, second class delivery will take 3-6 days and next day deliver is to be delivered within 24 hours. My customers will expect their orders to be delivered within the given timescale. 
What features does it have to meet these needs?
Before starting my business, I made orders from suppliers to see what service I get and to check the quality of the products. Before using them as my own supplier, I wanted to make sure they were reliable and able to be trusted. I also checked the products to make sure they were good quality as I would not want to sell products that are not in good condition. I chose my supplier as they are reliable, and their products are good quality. I know that my customers will not be disappointed in the quality and condition of my products as I have ensured they meet these needs before selling them. 
I advertise on my social media platforms that I accept returns. So, with each purchase, if customers are unhappy with the product or size, they can return them and have a refund. I would not accept returns if I knew my products were not in good condition, so customers will feel more confident to order from me as they know they can return the product if needed. 
How and where will the customers use it? 
I will be selling a variety of South Asian style clothes. Each outfit or piece that I sell will have a completely different style and design. I will be selling different kinds of dresses and suits. Some outfits will be heavier, formal wear. And some will be casual, everyday wear. The heavier designs can be used for occasions. So, events such as Eid, Diwali, weddings and so on. And the casual wear that I will also have a range of designs and styles in can be worn whenever as they will not be too done up. 
What makes my products different to my competitor’s products?
The style of clothing that I specialise in is South Asian clothing. However, I will be selling a range of different styles. The clothes that I sell are different designs, some casual, some heavy for special occasion. Many online businesses that I have come across only specialise in done up, formal wear. This is good for events such as weddings and special occasions. However, it is not good for people looking to buy casual, everyday wear. Whereas, I sell heavy, formal wear which are suitable for events and special occasions as well as casual clothes that can be worn on a normal day. The clothes I sell vary from short dresses, long dresses, dresses with heavy design, suits, thin clothes, and many other styles. 
Price
What is the value of my product to the buyer?
My products are great value for money. Before choosing my supplier, I checked out other supplier’s products to make sure I choose someone who will supply me with products that have good quality. I offer 6 months warranty to my customers as I am confident my products are in good condition and will last long. My prices are good compared to my competitors as they will have a better-quality item for the same price. I will also offer a discount for more than 2 items ordered. I will offer free shipping for this discount. 
Place 
Where do buyers look for my products and services? 
I have started an online business rather than opening a shop. There are many reasons why I have chosen to run my business this way, the main reasons are because it is a lot cheaper and less time consuming this way. Buyers find my products online. I use social media platforms such as Facebook and Instagram, and I also use WhatsApp. I share photos and details of my products on my social media and forward them to my contacts. 
Statistics from 2019 show that 47% of internet users in Europe and North America use social media to buy or research products (Trifonova, 2019). Just under half of the population of social media users use social media to shop. Knowing that my social media page can reach people worldwide is a massive opportunity. Running my business this way is a lot cheaper too.
I have noticed that most of my competitors have a much larger following than I do on their social media pages. This is a disadvantage for me as they advertise their products to a larger audience than I do. I have been working on gaining more subscribers and getting more recognition. I have been asking customers that have ordered from me to tag me in their posts so that their followers can see my page.
I have also noticed that my competitors often do giveaways which has gained them a lot more subscribers. I have decided to start doing giveaways which I have learned from my competitors. I have announced that I will be doing a giveaway and I have posted the rules on my social media. To enter the giveaway, they must be following my social media page, they must tag 3 friends under my post and share my profile on their social media. Multiple entries are accepted, and they will have the chance of winning a casual. I have uploaded a photograph of the dress on my social media. This is a great way of promoting my business as more people will come across my page as the entry requires tagging people under my post and sharing my profile. I have already gained followers by doing this. I have noticed my competitors gaining followers since doing this as people have the chance of winning free products now and then. 
Promotion
Where and when can I get across my marketing messages to my target audience?
I will be using my social media platforms to get my messages across to my target audience. I will also use WhatsApp to forward messages to my customers. My followers and contacts will be updated with any offers or changes by receiving texts and keeping up to date with my social media posts. 
How will I advertise my business to reach my target audience?
I will use hashtags that relate to my post to get the attention of my target audience. So, if I were to advertise a party dress, I will use hashtags such as ‘#asianpartydress’ and ‘#asianclothes’ so that people who search these hashtags will come across my posts.
I will be asking my customers to tag me in their posts to promote my business as their followers would come across my page.
I will be doing giveaways which require people tagging their friends/family in my posts and sharing my profile on their social media. This will gain me followers and more recognition as more people would come across my page and see my posts.
I will be hosting events in many different locations to advertise my products and promote my business. I will promote my events by handing out leaflets and posting leaflets through people’s letter boxes. I will also include my social media account so that people can find me online. This is a great way of promoting my business.
I will be using a mannequin to advertise the clothes on the model so that people can visualise how the clothes will look on someone.
When is the best time to promote?
I will be promoting my business before events such as Eid. I will promote my business by doing giveaways to gain more recognition and followers, and I will also host events in different areas. I will be hosting an event in Swansea before Eid, as there is a high demand for South Asian clothes. Many of my friends and family have complained how there are no South Asian clothing shops in Swansea, so this gives me an opportunity to advertise my products and promote my business as my business is unique. 
How do my competitors promote their business?
I have noticed that many of my competitors promote their business by doing giveaways now and then. This is a great way of promoting your business as the entry requires tagging people under your social media post, sharing your profile and following you. This will result in my social media page reaching more people and gaining more followers. I have decided to announce a giveaway as I have noticed my competitors gaining more followers by doing this.
Unique selling point
	What customers want
· Good value for money
· Good quality 
· Good service

	What you do well
· Offer good customer service
· Interact with customers
· Update customers

	What your competitors do well
· Promote their business
· Gain followers fast




Swot analysis 

	Strengths
· My business is an online business, so I did not have to pay any fee to start it
· I do not have to pay rent to keep my business running
· My page can reach people worldwide
· I sell a range of different style clothing 
· I will be donating 10% of all profit to a charity which makes my business unique
· I offer a discount of free shipping on orders placed with 2 or more orders
	Weaknesses
· As my business is new, I do not have as many followers as other businesses

	Opportunities
· My social media pages can reach people worldwide
· I will send customers a business card with each order asking them if they could tag my social media page in their posts for promotion, as more people will come across my page
· I will host events in different areas for upcoming events such as Eid.
· There are no shops specialising in South Asian clothing in Swansea which will attract more customers to my business as it is unique. 

	Threats
· There is other online business that are more well-known than my business
· Other online businesses have their own stores 
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Revenue and pricing strategy

What is my pricing strategy?
The pricing strategy that I have decided to use to market my business is the penetration pricing strategy. This is when businesses start off by advertising their products at a lower price compared to their competitors to attract customers. As they start to become more well known and start getting a lot of customers, the prices slowly start to increase. I will then come to a neutral pricing strategy which is when my prices match the prices of my competitors.
Why have I come to this pricing strategy?
I will make a start by selling my products at a lower cost compared to my competitors. I will use this as a tactic to attract customers to my low-priced products. Once I gain a lot of customers and a social media following, I am happy with, I will slowly start to increase my prices so that I make more profit. I will put my prices up slowly as customers may stop ordering from me if I drastically increase the prices. I will not put my prices higher than my competitors as the customers could end up ordering from them instead. I would increase my prices so that they match my competitor’s prices, which is known as the ‘neutral pricing strategy’. 
I will not sell my products for a price which is too low as customers may assume that they are cheap for a reason. They may not order from me as they might assume that my products are not in good condition and wont last long. I will not advertise my products higher than my competitors as this could turn customers away as there are other online South Asian business that sell things cheaper.
How many income streams will I have?
[bookmark: _Toc43488271]I have a total of 5 income streams. This includes WhatsApp, Facebook, Instagram and two stall events I will host each year for Eid. 


Financial and structure
Cash flow: The amount of money that is transferred in and out of your business. Money that comes in would be products sold to customers, and the money going out would be expenses such as rent (Murray, 2020).
Turnover: Business turnover is the sales made by the business (AccountingTools, 2019).
Profit: The earnings from the business after paying off expenses and running costs (AccountingTools, 2019)
Breakeven: The breakeven point is when there is no loss or profit (BusinessQueensland, 2020).
[bookmark: _Toc43488272]How many customers or products sold do I need to break even? 
Online business 
My total start-up cost came to a total of £484.97. I will need a printer for my leaflets for advertising. The printer cost is £29.99. I will need a desk chair. The desk costs £50. The chair costs £65. I will need a laptop for my leaflets. This costs £319.99. I will need a mannequin to use to advertise my items which will cost £19.99. 
Running/Maintenance - The cost for the paper, ink and business cards is covered for a year’s supply. I will order 1,000 business cards for a year’s supply which will cost £34.95. The ink total for 100 cartridges is £64.55. I will order 1,000 papers which will cost £10.42. I pay a monthly cost of £20 for my internet use. This would be £240 a year for internet. The total for the running cost per year is £349.92.
The cost of my postage from my supplier is £2.99 per item. The cost for me to post the item to the customer is £2.99. The total for postage costs £5.98. Customers will need to pay an extra £5.98 for postage. The customer must pay £5.98 for postage charge which covers the amount I pay for posting.
The cost per item from my supplier for my casual clothes is £10. I sell each item for £40, which means I make £30 profit on each order for casual clothes. The cost per item for party wear is £25, and I sell them for £80 each. Meaning, I make £55 profit for each party wear item I sell.  
To break even for the first year, I will need to cover the start-up cost and cost of running my online business. The total for the running cast per year is £349.92. My total start-up cost came to a total of £484.97. The first year I will need to make at least £834.89 to break even. This means I will need to sell at least 28 casual wear items to break even, which will leave some profit left over. I will not need to think about how many items I need to sell to break even for the cost of buying each item as I will only order from my supplier when a customer places an order from me. 
Cash flow
At the moment, I have approximately 250 followers on each social media site. I have on average 60 customers ordering each month on casual wear. The total expense for 60 items of casual wear is £600. The total cost of postage for 60 items from my supplier and to my customer is £358.80. The total expense for my items and postage is £958.80. Each item of casual wear and total postage for the customer cost is £45.98. The total sales made on average is £2,758.80 a month. The profit is £1,800 every month per item. The yearly turnover on average should be £33,105.60. The profit I should make in the first year should be £21,600 for the items. I must minus the first year running cost which is £834.89. This means I should make on average £20,765.11 profit on the first year. This is based on the calculation of selling 60 items each month, which means 720 items being sold each year.
For the upcoming years I will not need to cover the cost of the start up cost. I will only need to cover the running cost which is £349.92 per year. The profit I should make of each upcoming year should be at-least £21,250.08. To be sustainable my goal is only to make £12,000 profit a year. As I make £30 profit on each casual item, I need to sell at-least 400 items to reach my goal.
Each stall event
For my events I will only need five tables as a start up cost. Each table costs £38.99. The total will be £194.95. I can then re-use these tables for every other event I host. I will also need a till to work out change for customers and to keep the money made. This will cost £106.80. I will also accept card payments so the machine I need will cost £29.99. The total start-up cost will be £331.74.
Running/Maintenance - I will not need to pay for a printer, laptop, internet for the posters to advertise the events as I already have one for my online business. For each event I will have running costs. I will need more paper and ink for my leaflets. The ink total for 100 cartridges is £64.55, which will be enough per event. I will order 1,000 papers which will cost £10.42. Rent for the hall I will be hiring costs £10 an hour. I will be hiring the halls for four hours, costing £40 per event. Fuel will cost me approximately £10 in total to get there. I am expecting 500 guests. I am expecting 150 guests to order. I will order 150 party wear items, which will be in different designs and sizes. The cost per item is £25, totalling £3,750 for 150 items. Postage for all my items will be a special offer for £30 in total. My total running expense will be £3,904.97. 
Cash flow 
To break even for the first year, I will need to cover the cost of my start-up cost which is £331.74 and the running cost which is £3,904.97. The total needed to break even is £4,236.71. Each item is sold for £80 each. I will need to sell at least 53 items to break even, which will leave some profit left over. If I sell under 53 items, I will be making a loss. I think this is very achievable. If I sell all 150 items which I am confident I will do, the total sales I am expecting is £12,000. If I minus the total expense of £4,236.71, it leaves me with a total of £7,763.29 profit. 
As I will be hosting two events each year for the occasion of Eid, the yearly turnover I should make should be £24,000. For every event after the first one, I will not have any start-up cost of the tables. My total running expense will be £3,904.97 for each other event. As I sell each party wear item for £80, I need to sell at least 48.9 items to break even, which will leave with a bit of profit left over. I will make an extra profit of £331.74 compared to my first event held. This means my profit after each other event should be £8,095.03. After hosting two events on the first year I am expecting a profit of £15,858.32. Every upcoming year for both events should give a total of £16,190.06. profit. 
I will always keep away the cost of my expense for each event of £3,904.97 from the profit I make from the events. I do not have a sustainable goal as my main income will be from my online business. I just need to break even so I don’t make a loss, and anything sold after breaking even will be a profit for me.
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CV

Juma Khan

Jumak877@gmail.com
Contact number: 07519084043
Based in Cardiff

Personal Statement:
I am a very enthusiastic and hardworking individual who is committed to work to the best of my ability and ensuring that tasks are completed to a high standard within the given timescale. My strengths include excellent communication and interpersonal skills which I developed through my previous employments in customer service. I am seeking to work in a customer service-based role whereby I can enhance my skill sets in a rewarding and fast-paced environment. 
Relevant Skills:
· Interpersonal skills
· Written and verbal communication skills 
· Working under pressure 
· Numeracy and Problem-solving skills
· Punctuality and Time management 
· Organisation skills
· Team working skills 
· Sales and Marketing
Employment:
South Asian Attire – Owner
Key roles: 
· Marketing/promoting
· Selling
· Customer service 
· Dispatching items
· Placing orders needed
Home Bargains (2018/2019) – Store Assistant
Key roles:
· Stock replenishment 
· Till cashier
· Cash handling
· Customer service
· Helping customers find items
· Ensuring the shop floor is tidy

Little Tandoori (2017-2018) - Customer service
Key role: 
· Taking orders face to face and over the phone
· Dealing with customer complaints in a friendly manner
· Assisting customers in making their decision on what to order depending on their preference in food
· Cash handling 
· Stock replenishment
· Packing orders
Ely Kebab house (January – July 2017) - Customer service
Key role: 
· Taking orders face to face and over the phone
· Cash handling
· Dealing with customer complaints in a friendly manner
Education:
University of Wales Trinity Saint David
ILM level 4 certificate in leadership and management (in progress).
Certificate at level 4 skills for the workplace (in progress).
Fitzalan High School – Sept 2012- July 2017
GCSE’s including A-C grades in Maths, English and Science.
Hobbies & interests:
· Baking
· Travelling

References:
Available upon request

