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1. Introduction
  A courier can be simply described as a company/an employee of that specific company or even a person who officially delivers an actual message, a letter or a certain package from one place/person to another place/person. PM operates under the courier description principle mentioned above, and its specific features offered will help PM to distinguish itself from the ordinary mail services, becoming a company offering premium services.  

2. Mission statement
Perpetuum Mobile is a newly found business operating in the courier sector, which was born due to the increase in the demand of courier services. 
3. Business Aims
‘Your delivery, our priority’ is the motto that sits at the heart of our company, ensuring that delivering goods to our customers is not a stress-full task anymore.
4. Business Objectives
We aim to specialize in the delivery and collection of goods of both private customers and other businesses, by offering a ‘Man with Van’ service in a friendly atmosphere, while having skilled, handy and polite employees (Nelson Jagero, 2012).
In the future we wish to be recognized as one of the most reliable and trusted courier businesses in our area, operating in the S-W region of the United Kingdom. By providing efficient and high quality services, we will be able to establish ourselves as a trusted name in the transport industry and become one of the respected newly found businesses in the department (Karcz, 2016).
We are continuously assessing our business in order improve the professional services offered by our company, strategy which will allow this business to gain competitive advantages over our competitors. In simple words, we aim to have one of the best services offered, the main advantage offered by this strategy being the fact that we are able to provide our customers a range of services with a greater value than the competitors. By operating a business which covers a wide range of special requests from our customers - such as fragile packages, urgent delivery or same day delivery and more- we will be able to secure a wide and loyal base of customers, which will prove to be one of the main pillars of our economic stability and growth in the future  (Pholsuvvanawhai, 2007).
At the beginning of the road, when we’ve just started mapping out the basics of the company, we’ve always had one idea in mind: the services offered by this business will be at the top of the sector, in order to allow us to set this business on the path of great success.
The top services offered by the company will be delivered to our customers by a team of highly skilled employees, which we will contract and train while having in mind the mission and purpose of the company. The high level of customer service offered by the employees has raised the standard of expectations on the market, and this will present us with a clear opportunity to differentiate this business from the competition  (Gilbert, 2006).
One of the most valuable lessons learned in the first academic year at UWTSD was that promoting your business in an efficient way - and especially in the online environment - contributes to the success of the company and is, in fact, the key to launching a successful business. In the digital era, conducting a detailed marketing research is a MUST and it will set the company on the path to success. A well conducted marketing research will reveal the detailed and specific needs and preferences of potential customers and it will enable us to build a business that is able to cover a wide range of those requested services (Sosha, 2019).
At the same time, the marketing research has offered us the chance to get familiar with the particularities of our competitors, by being allowed to discover their strengths and weaknesses. Based on this knowledge, this company will always have the opportunity to be one step ahead of the competition, by delivering better business to the door-step of our customers.
[image: ]

[image: ]
To ensure the company will reach the desired business growth in the first year, we aim to build an active customer base by offering a loyalty scheme to our returning customers, granting them benefits through our customer reward scheme. The scheme is constructed around a simple idea, offering our loyal customers a 1 free delivery when reaching the target of 10 services booked through our company.
The company will appeal as well to our environmentally friendly customers, as the company will ensure that the only fuels used by our transporting vehicles are the ones included in Shell’s ‘Carbon Neutral’ scheme. The scheme ensures that for every pound spent by a customer, 0.01% is donated towards the reforestation of the planet. Our role in the community and in the society is important to us, and we believe in investing in the future of our planet.
At the same time we try to support the elderly community in our area, and each week we will offer 5 deliveries dedicated to the transport of essential goods to our elderly neighbors in need.
One of the main objectives during our first year will always be action of securing partnerships with the big transport companies such as DHL and AAH. The desired outcome resulted through our partnership with AAH will be obtaining a license to transport medical supplies, this allowing us to join the trade on the market of transport services requested by medical companies, sector which has the biggest increase in demand in the last 20 years and also generates high revenue.




5. Legal Identity

 The company will be registered as an LTD with two shareholders, as this status offers obvious benefits.
A limited company is an entity completely separated from its owners, as everything from the company‘s bank account to ownership of assets and involvement in tenders and contracts -is purely company business and separate from the interests of the shareholders of the company.
Running your business as a limited company means you have the reassurance of a ‘limited liability’, which means that you will not be personally liable for any financial losses made by your business, granting the fact that no fraud has taken place. Therefore a limited company gives you added protection, should things go wrong.
Another benefit of having a limited company is the fact that it provides a more professional image. When doing business with larger companies, which is one of our aims as well, research has also revealed the fact that larger companies prefer to deal only with limited companies, rather than sole traders or partnerships, this privilege granting our business tactical advantages, and all of this only due to the fact that the company is registered as an LTD (Gov.Uk, 2020).
6. Business description
As a new business, we want to pride ourselves in having great levels of drive and ambition, and seek to provide a professional and competitively priced service to our clients in the United Kingdom.
Each member of our experienced personnel carry out their job in a professional manner, as most of them have years of experience in the transport industry. Our drivers are fully experienced and trained in the movement protocols in the UK.
We are dedicated to the delivery of each product on time, every time ,and our services are available 7 days a week, 365 days a year, so each and every one of our deliveries is guaranteed to arrive to our customers on time and in perfect condition. Upon request, we can also provide a fully documented proof of delivery for each completed delivery.
Our vehicles are also an important part of our business, and each vehicle is equipped with the latest satellite navigation and communication equipment, in order to allow us to track each delivery and keep the clients informed constantly. Our online booking system will offer exceptional support to our customers in choosing the right delivery points, which gives us the ability to provide accurate quotations for any postcode in the UK  (Kader Hussain, 2018).

And to add something on top of all the perks of doing business with us, we can proudly let the customers know that all of our goods in transit are fully insured (up to the sum of 21,000 pounds), offering essential cover for the transported goods.
7. Marketing and PR plan
Perpetuum Mobile aims to service two distinct groups. 
The first group is the main group of desired customers that we want to partnership with, large companies. This will be the group that is targeted primarily. Large companies are constantly in search of business partnerships with companies that are able to help with their demands for courier services, and they also aim to create partnerships ONLY! With businesses reliable enough to share their contracts with. This regularity of needed delivery services is the reason that big companies are targeted. Once a large company had become your loyal and satisfied customer, it is likely that they will begin to increase their level of business with your company and start promoting your business to the professional people inside their circles. Over time, those companies will become steady, high frequency, long-term business partners. Those firms have constant delivery activity and many of them require pick-ups throughout the day, generating a dependability, which is one of PM’s competitive advantages.
The second group of customers has determined us to focus as well on providing services tailored for a wide range of assorted deliveries requested in the area. Partner companies falling into this second group can be potentially identified from a wide variety of local businesses that require delivery within the country and also private public sectors. Exactly like the partnerships with big companies, the partnerships this second group of customers offers numerous advantages to both sides. This second group also establishes itself as a consistent source of income from the very beginning. They will provide a steady income throughout the first year of activity.
There are a few ways to efficiently promote a courier business and there aren’t many costs involved, which is ideal when you consider all the costs involved in the start-up of a new business.
Networking is a great way of promoting our courier business in the digital era, as it enables us to get out there, meet new people and let them know about our services so we can turn them into our customers. By acting professionally and friendly, people will be more inclined to listen to what our courier business can do for them. We aim to secure a wide range of potential customers, and at the same time meet other couriers and try to form a business relationship with them. They will often throw business our way if they get too busy or unable to complete a delivery on time.
Another clever and completely free way of promoting our business would be through a press release. Online there are many web sites that can guide us through the process of writing a press release. In that press release we shall talk about the services that our business offers and what it makes it special. The press release will be sent to the local newspaper, and if we are lucky enough, they might want to do an article about our business, which is great free publicity.
Online, many websites are completely free and allow us to advertise our services. Plus, most of them are very easy to use and ads can be posted online in no time. Popular ones include Gumtree.com, AnyVan.com but you can also post adverts online on the Facebook Marketplace and make the most use of the chances offered by social media.
Another great way to helping the business kick start at the beginning will be distributing flyers in the local area. For many of our potential customers who aren’t accustomed to the digital space, a simple flyer will be a great way of introducing our business to them and making sure that the company’s name can become familiar.
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Last but not least, maybe the most important way to secure future business will be the through our referral scheme. By doing a great job our customers will be more inclined to mention our business to their friends and associates and they might want to use our services as well. Referrals are a simple way of getting business and our customers do the job of promoting our business. We shall incentive all of our customers in order  to become interested in our referral scheme, offering a 10% discount  on their next 10 deliveries for each new customer they bring to the business, granting the fact that the new customer makes use of our services. And to top it off, the new customer brought to us will also receive a 10% discount for the first 10 times they use our services.
8. Pricing Strategy
When it comes to our pricing strategy, figuring out what to charge for each delivery job can be a bit of a challenge. We don’t want to overbid and lose potential new customers, but at the same time we have to be careful and not underbid.  The reason for saying that is in this way PM will end up being stuck with many clients who are not only expecting, but actually demanding cheaper prices for deliveries (as a condition of using our services in the future as well).  
The main goal at the beginning is to price the delivery jobs in a way that we get paid what we need in order to stay in business. Of course, making a profit and adding new customers will be a focus as well.
To get an exact idea of what the charged prices per service should be we need to check the courier delivery services in our area and check their rates. Knowing that there are several competitors offering delivery services, we will use an average to determine a competitive rate. This will give us a target rate to aim for.
When speaking about pricing our services, the temptation of charging less than the competition is the most dangerous, as it can backfire. Potential customers may wonder why the services are so cheap and fear they are not top quality, being then reluctant into hiring us.
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9. Perpetuum Mobile 7 P’s 
Once the marketing strategy is developed, the ‘7 P’s formula’ will be used to continually evaluate and reevaluate the services offered by the business. In the current courier industry there is always fluctuation, as the products, actual markets, clients and needs change at a fast pace, The 7 P’s of the business must be revisited regularly, to ensure that PM is on the right track and is achieving the maximum possible potential in the nowadays marketplace.  (De Edwin J. Nijssen, 2001).
Another important aspect to consider here, as a deviation from the standard definition of the 7 P’s is the fact that our business offers services, which differ highly from physical products. Unlike physical goods, services are:
· Intangible: they can’t be seen, tasted or touched.
· Inseparable: delivering final products for consumption.
· Perishable: once used they cannot be stored or returned.
· Heterogeneous: the offered services are unique.


10. Human resources
Having in mind the type of business that we are creating and its size – 2 shareholders and 5 employees- , a flat organizational structure with few levels between upper management and staff-level employees fits our company best.
 


[bookmark: _GoBack]Job roles and responsibilities
The two shareholders:
· Recruiting, selecting, training, orienting and coaching the staff and as well monitoring and appraising job results.
· Leads the development and implementation of the overall organization’s strategy.
· Responsible for price fixing and signing business deals.
· Responsible for signing checks and documents on half of the company.
· Evaluates the success of the organization.
· Dealing with all the legal aspects of the business.
· Oversee the running of the HR and administrative tasks.
· Manage all aspects of sales and marketing operations.
· In charge of the logistics operations, coordinating everything from truck delivers and loads to vehicles and journeys.
· Guide the clients with the highest level of customer services assisting them with their needs.
Considering the fact that both shareholders have significant experience in the transport business for over 5 years, both of them are also competent enough to be able to carry out their roles within the company and instill the right overall direction for the employees.


The five dispatch riders:
· Provide excellent courier services while promoting the brand in a professional manner.
· Deliver parcels, documents and packages.
· Pack and sort operations.
· Look out after the company’s assets while carrying out their job (such as handling the company vans in a careful manner).
· Carry out their tasks within the company’s timeframes.

11. Finances
The two business partners are going to access a START UP Loan of 15,000 pounds sterling granted over a 5 year period, the repayments consisting of 60 installments of £288 each.

12. Cash Flow forecast
Like any other serious courier company, PM has the purpose of clear detailed cost analysis of revenue and expenditure, to be capable of obtaining a higher profit rate. In order to achieve this, we have worked on the cash flow presented below, based on a 12 month analysis (Sosha, 2019).
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13. SWOT analysis
 The SWOT analysis aids in displaying the strengths and weaknesses that Perpetuum Mobile should address, allowing us to examine the opportunities presented as well as the potential threats. The company’s strengths will help it to succeed and strengths are valuable, but it is also very important to realize that the weaknesses must be addressed firstly in order to ensure the success of the company. The combination of these efforts along with an increased visibility will ensure a vast customer base going forward, and will help Perpetuum Mobile establish a name for itself within the UK  (De Nadine Pahl, 2007).



Strengths	
Aside from the obvious giants in the product delivery industry, Perpetuum Mobile intends to distinguish itself as a leader in the industry by not only providing excellent services at competitive prices, but also considering the impact on the environment and partnering with Shell to help reforest the planet, which will help build an overall great image of the company. Company perception will account for a large part of its growth, and all these efforts will help creating name recognition and company visibility, which will promote the use of company shipping services.
Weaknesses
The greatest weakness faced by the courier businesses is that many other people are able to act as couriers, which is especially true in large cities. In more suburban areas, courier services face substantially less competition so we aim to be able to operate within a great market radius to be able to provide services to a large number of customers.
Another significant threat that the company has to consider is the existing economically challenged financial environment that we all presently face.
Dependence of external agencies.
Opportunities
One of the best ways to grow the operations is to develop ongoing relationships with companies that have frequent courier needs. Foremost, many of these services focus on providing courier services for medical companies and other professional businesses that have ongoing needs to have their packages delivered on a same day basis. This opportunity is one of the primary ways that a courier service generates regular income.
Another great opportunity this sector presents, is the ability of expanding operations due to increased demand, and the capital investment in this case is moderate and achievable.
Threats
Although the demand for some courier services has declined over the past 20 years as there are documents that can be electronically sent now, there are still many goods which require the services of a courier company in order to be shipped to the people purchasing them.
Another significant threat is the fact that the competition has grown from both small and big brands, and the economic fluctuations of the markets in which the company operates don’t provide a steady business environment.






14. Conclusion
As shown by popular marketing research conducted in the courier business industry, many times the consumer fails to get the desired services from the businesses whose services they are using. There is without a doubt a day by day growth in the business sector of the courier industry. PM had mapped its desired business path, the company becoming renowned in time by its superior quality services offered to all types of customers, PM imposing itself as a young leader in the industry.

























References List:
De Edwin J. Nijssen, R. T. F., 2001. Creating Customer Value Through Strategic Marketing Planning: A Management .
De Nadine Pahl, A. R., 2007. Swot Analysis - Idea, Methodology and a Practical Approach. 
Gilbert, T., 2006. Tony's Guide to the Courier Industry. 
Gov.Uk, 2020. Limited Companies. [Online] 
Available at: https://www.gov.uk/limited-company-formation
[Accessed 20 6 2020].
Kader Hussain, I. S. S. S. P. A. B., 2018. Glimpse: Real Time Transport Tracking System. International Research Journal of Engineering and Technology (IRJET) , pp. 1731-1733.
Karcz, J., 2016. IMPROVEMENTS IN THE QUALITY OF. International Journal for Quality Research 10(2) 355–372.
Nelson Jagero, H. V. K. M. N. M., 2012. Relationship between on the Job Training and Employee’s Performance in Courier. International Journal of Humanities and Social Science, Volume Vol. 2 No. 22.
Pholsuvvanawhai, K., 2007. A COURIER COMPANY'S SERVICE PERFORMANCE & CUSTOMER SATISFACTION. Department of Industrial Management, School of Business & Economics Assumption University of Thailand .
Robert J. Kaden, G. L. M. P., 2012. Leading Edge Marketing Research: 21st-Century Tools and Practices. 
Sosha, P., 2019. Courier Business Budget Planner. 
Wilson, D. A., 2019. Marketing Research. 




Upper management- the two shareholders of the company


Driver 
1


Driver 
2


Driver 
5


Driver 
3


Driver 
4









5

image3.PNG
A¥IAITIA AV IWVS

PERPETUUM MOBILE





image4.PNG
Your delivery. our priorily

PERPETUUM
MOBILE

2020

Vs




image5.PNG
Standard Prices charged by the competitors
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Cashflow forecast Perpetuum Mobile
ban Feb [Mar [Apr May [sun [yt [Aug [sep [oct Nov Dec [Totals

Anticipated sales £13,950.00_£12,600.00] £13,950.00] £18,000.00] £18,600.00 £22,500.00] £27,900.00] £32,550.00| £36,000.00] £37,200.00| £36,000.00] £37,200.00]£306,450.00|
Value of startup loan £15,000.00] £15,000.00|
Other sources of cash __|Partners savings | £10,000.00|
Total Inflows £28,950.00 £12,600.00 £13,950.00| £18,000.00| £18,600.00| £22,500.00| £27,900.00| £32,550.00| £36,000.00| £37,200.00| £36,000.00| £37,200.00|£321,450.00|
Cash outflows
Employee Wages 1500 per employee | £6,000.00] _£6,000.00| £6,000.00| £6,000.00] _£6,000.00] £6,000.00| £6,000.00| £6,000.00] £6,000.00| £6,000.00] £6,000.00] _£6,000.00 £72,000.00)
Shareholder Wages. [2000 per person £4,000.00| _£4,000.00] _£4,000.00] £4,000.00] £4,000.00| £4,000.00] £4,000.00] £4,000.00] £4,000.00] £4,000.00| £4,000.00] _£4,000.00 £48,000.00|

Including public

liability and goods
isurance mransi oo cmoom| emnoo] ennoo]  eoon| ewooo| emnoo] eroco| emooo] ennoo] emnoo]  emoon] eaonno

15,000 repaid over
Loan repayments__|s oo ewoo| oo emsoo]  ewsoo| ewsoo| emmoo] emsoo| emoo| emsoo] emmoo]  eosson enasson

3vans in leasing

oversyears
Car Leasing period £750.00|  £750.00]  £750.00] £750.00|  £750.00|  £750.00]  £750.00] £750.00  £750.00]  £750.00|  £750.00  £750.00| £9,000.00|
Car Maintenance £150.00| £150.00| £150.00| £150.00| £150.00| £150.00| £150.00| £150.00| £150.00| £150.00| £150.00| £150.00] £1,800.00|
Accountant 3000 esooo]  es000]  esooc] e300 gs0.00]  esooo]  s0oo]  £s0.00] e300 e300 s0o]  £96000
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£11,838.00]

Total outflow £11,968.00] £11,738.00] £11,738.00) £11,738.00] £11,738.00] £11,738.00] £11,738.00] £11,738.00| £11,738.00[ £11,738.00] £11,738.00|£141,236.00|
NET cashflow £16,982.00] 862,00 £2,212.00] €6,112.00] £6,852.00] £10,762.00] £16,162.00| £20,812.00] £24,262.00| £25,462.00| £24,262.00| £25,462.00|£180,214.00|
Opening balance £0.00| £16,982.00| £17,884.00] £20,056.00] £26,168.00] £33,030.00] £43,792.00] £59,954.00| £80,766.00| £105,028.00| £130,490.00] £154,752.00]
Closing balance £16,982.00] £17,884.00_£20,056.00] £26,168.00 £33,030.00] £43,792.00] £59,954.00] £80,766.00] £105,028.00]£130,490.00[ £154,752.00| £180,214.00)
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7. Would you be willing to pay a bigger price for a faster service?
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6. How important is the package tracking system for you?
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