


BUSINESS PLAN 
	BUSINESS DESCRIPTION / MARKET OPPORTUNITY

Customers who are interested in lowering their carbon footprint while still eating tasty and nutritious food can take advantage of the meal delivery services offered by our company, which we call "EcoNutrient." These services are designed to be environmentally responsible and sustainable. Our goal is to deliver wholesome meals that improve people's health and well-being without jeopardising the condition of the earth on which we live. We have created a one-of-a-kind recipe book with the intention of protecting our intellectual property. The book will emphasise ingredients that are plant-based, organic, and sourced locally. Our methodology of delivery guarantees that the meals are provided in reusable containers, which helps to reduce the amount of waste that is produced (Brown, 2020). 
In addition, we have designed a custom software application with the goal of improving the effectiveness of our delivery services and streamlining our business operations. In terms of the ownership structure and legal considerations, we will be registered as a Limited Liability Company (LLC), and we will make it a point to comply to all of the legal requirements, including licencing, permits, and laws. In addition to this, we will have the required contracts in place with our partners, staff, and suppliers.


























	INDUSTRY ANALYSIS – Porter’s 5 forces 
According to Grand View Research (Grand View Research, 2021) the compound annual growth rate (CAGR) for the food delivery sector between the years 2020 and 2027 is 14.8%. As consumers become more health-conscious and time-poor, there is a corresponding increase in the demand for meals that are both healthy and convenient, according to the same analysis (Grand View Research, 2021). The market for the delivery of meals is very competitive, and the companies that compete in it range from small local firms to major organisations operating on a global scale.
The Porter's Five Forces model is a framework for analysing a company's competitive environment, and it was developed by Michael E. Porter, a professor of business administration at Harvard Business School. (Porter, 2008). The intensity of competitive rivalry is one of the five forces. The other four are the threat of new entrants, the negotiating power of suppliers, the bargaining power of buyers, the threat of alternative products, and the bargaining power of buyers. (Porter, 1979).
According to the findings of certain studies, a Porter's Five Forces study can be a useful method for determining how a company stacks up against its competitors and locating potential opportunities for differentiation. (Gök, 2018). Companies can build strategies to acquire a competitive edge by gaining a better grasp of their industry by doing an analysis based on Porter's Five Forces and gaining a deeper understanding of the industry as a whole.
In the instance of our fledgling business, the results of our Porter's Five Forces analysis showed that despite the presence of a number of strong rivals in the industry, there is a huge chance for us to differentiate ourselves thanks to our distinctive value proposition and cutting-edge product. We believe that we will be able to successfully compete in the market and obtain a competitive edge if we place a strong emphasis on building effective marketing and sales strategies in addition to differentiating our products.
Competitors from new markets pose a moderate threat. The industry is growing more congested despite the relatively low barriers to entry; many new competitors are joining the market, which is causing the market to become increasingly competitive.
We have little bargaining leverage with our suppliers. Because we run a business that provides meal delivery services, the majority of our suppliers are food manufacturers and wholesalers. Because these are typically vast and diverse industries, we have more leverage in negotiations.
Strong negotiating position held by purchasers. Customers in the food delivery industry are price-conscious due to the abundance of options available to them.
Threat posed by alternatives: quite high. Customers have the option of preparing their own food at home or going out to eat at restaurants rather than utilising meal delivery services.
High level of competitive rivalry. The market is filled with a diverse assortment of participants, which results in a cutthroat level of competitiveness.
Even though there is a lot of competition in this industry, we are confident that our commitment to being sustainable and environmentally friendly will set us apart from other companies who provide meals.





	OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
We plan to create a revenue model for our services that is based on subscriptions in order to encourage environmentally responsible and socially conscientious consumption. To this end, we will source our ingredients from nearby organic farmers, deliver meals in containers that are kind to the environment and reusable, and charge for these services on a subscription basis. Our management team is made up of seasoned experts that have expertise in the fields of food manufacturing, company management, and marketing respectively. Nikolinka, who is the creator of our company, has more than a decade of experience working in the culinary sector as a chef in a variety of establishments, including restaurants and catering companies. The remaining members of our team all have substantial experience in a variety of fields, including food manufacturing and delivery, marketing, and finance, respectively. We have come to the conclusion that the limited liability company (LLC) is the most suitable corporate structure for our activities due to the fact that it has the potential to streamline the decision-making process, increase our flexibility to respond to shifting market conditions, and at the same time shield us from legal responsibility.
We have decided to organise our company as a limited liability company (LLC) since this type of business structure affords us more leeway in terms of management and ownership while also shielding us from legal responsibility. Because of this framework, we will be able to make decisions quickly and react appropriately to shifts in the market.





	MARKETING: The Four P’s must be used to describe your marketing strategy

Promoting our environmentally responsible and sustainable approach to food delivery will be the primary emphasis of our marketing plan. To set ourselves apart from other companies who serve meals, we will place an emphasis on using products that are plant-based, organic, and locally produced whenever possible, in addition to reusing the containers that hold the food.
Our price plan will be competitive, and we will provide subscribers with the choice to subscribe either weekly or monthly. In addition to this, we will run limited-time promotions and provide discounts in an effort to bring in new clients.
Advertising on social networking platforms, email marketing, and relationships with influential people will all be part of our promotional mix (Kotler and Armstrong, 2019). We will exhibit our meals and emphasise our eco-friendly practises via social media platforms such as Instagram, Facebook, and Twitter. 
We will utilise a thorough marketing plan that takes into account the Four P's of marketing in order to successfully advertise and sell our product. According to research conducted by Lamb, Hair, and McDaniel (2022), businesses that make efficient use of the "Four Ps" are better able to satisfy the requirements of their customers and increase revenue.
Product: All of our marketing materials will place an emphasis on the revolutionary and one-of-a-kind qualities of our product, as well as the numerous advantages it offers. We will communicate the value proposition of our product to our target audience in a clear and concise manner, focusing on the ways in which it can help them solve a problem.
Price: Our pricing strategy will be competitive while also accurately reflecting the premium quality of the product that we offer. In order to determine the ideal price range, we will carry out research on the market, and our pricing strategy will be evaluated on a regular basis to ensure that it keeps us competitive (Cateora, 2020).
We will offer our product through our e-commerce website and through select retail partners in order to make sure that it is easily accessible to the people who make up our target audience. Our website will be enhanced to create a streamlined and convenient shopping experience for our customers by focusing on the user experience.
Promotion: In order to advertise our product and get it in front of the people we want to see it, we will be utilising social media, email marketing, content marketing, and a variety of other online marketing platforms. In order to boost our visibility and improve the amount of people that visits our website, we plan to generate attention-grabbing content and run paid advertisements. Additionally, we will participate in industry events and trade exhibitions in order to demonstrate our product and network with prospective clients.
Strategy for Sales: Our sales strategy will centre on creating strong connections with our customers, providing great customer service, and offering personalised product suggestions based on the requirements of each individual customer. In addition, we will investigate the possibility of forming strategic partnerships and working together with other businesses in order to broaden our audience and boost our revenue.
In conclusion, our advertising strategy is geared at successfully reaching our intended demographic as well as promoting our one-of-a-kind product. We are convinced that we will be able to improve brand awareness, boost sales, and position ourselves as a leading player in our sector if we make use of the Four P's of marketing and a sales strategy that is centred on the consumer.





	FINANCIALS 

In our financial plan, we have estimated that the initial launch costs will be 50,000 GBP. This amount takes into account the fees associated with product development, marketing, and administrative costs. We intend to accomplish this by way of a hybrid of equity investment and debt financing in order to gather the necessary resources.
We have found a number of potential sources of funding, including small company loans, angel investors, and venture capitalists. Together with the help of a financial expert, we will evaluate all of the available financing choices for our company and compile a comprehensive summary of both the sources and uses of funds.
A cash budget forecast for the first six months of operation has also been developed by us. This forecast details the revenues and expenses that are anticipated for the first six months of business. Early adopters and our marketing efforts are both factors that we believe will have a significant impact on our company's initial revenue. We anticipate that with time, we will be able to create a customer base that is loyal to us and achieve financial sustainability through consistent growth in sales.




Use of funds

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

	Revenue (from your operations and marketing section)
	£8,000
	£10,000
	£12,000
	£13,000
	£15,000
	£17,000

	Fixed Costs
(List out your fixed costs)






	Rent: £1,000, Utilities: £500, Salaries: £2,000
	Rent: £1,000, Utilities: £500, Salaries: £2,000
	Rent: £1,000, Utilities: £500, Salaries: £2,000
	Rent: £1,000, Utilities: £500, Salaries: £2,000
	Rent: £1,000, Utilities: £500, Salaries: £2,000
	Rent: £1,000, Utilities: £500, Salaries: £2,000

	Variable Costs
(List out your variable costs)








	Ingredients: £1,500, Packaging: £1,000, Delivery: £500
	Ingredients: £2,000, Packaging: £1,500, Delivery: £500
	Ingredients: £2,500, Packaging: £1,500, Delivery: £500
	Ingredients: £2,800, Packaging: £1,500, Delivery: £500
	Ingredients: £3,000, Packaging: £1,500, Delivery: £500
	Ingredients: £3,200, Packaging: £1,500, Delivery: £500

	Profit 
	£3,000
	£5,000
	£7,000
	£7,700
	£10,500
	£12,500







MARKET RESEARCH 
Research on the market is an essential component of any business plan, and it is critical to have a solid understanding of both the industry and the target market in order to recognise both trends and opportunities. The global market for the delivery of meal kits is expected to expand at a high rate over the next few years, reaching a value of more than $19 billion by the year 2027, according to a report published by Statista (Statista, 2021). This illustrates both the substantial need for meal kit delivery services as well as the growing demand for new solutions in this market arena.
In addition, in order to acquire a competitive advantage, we have carried out a Porter's Five Forces analysis in order to examine the competitive landscape within the market. The ability of a business to compete in its industry is influenced by a number of factors, including the threat of new entrants, the bargaining power of suppliers, the bargaining power of buyers, the threat of alternative products, and the intensity of competitive rivalry. These factors are broken down into five categories in Porter's Five Forces model. Based on our examination of our primary rivals, we have identified a sizeable window of opportunity for us to set ourselves apart from the competition by virtue of our distinctive value proposition and cutting-edge product.
In addition, a management team is one of the most important factors in determining the success of a startup. We are certain that our management team will be able to efficiently put the business plan into action because it is comprised of seasoned individuals that have expertise in the production of food, management of businesses, and marketing. According to a report that was published in the Harvard Business Review, one of the most important considerations that investors make when assessing the viability of a new business is the calibre of the management team (Gompers, 2018).
In conclusion, our business plan includes a complete strategy for starting and growing our startup. This approach takes into consideration the trends in the sector, the competitive landscape, as well as the strength of our management team. We are convinced that we will be successful in achieving our objectives and rising to the top of our field if we have an original product, successful marketing and sales methods, and a dedicated and talented team.
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