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Product/Service Proposition

My business is a high-end women’s fashion boutique, that combines the convenience of ready-to-wear with the exclusivity of customisation. The boutique offers a selection of high-quality s-fashionable and contemporary designs for women, ranging from elegant evening gowns to chic cocktail dresses. Designs are updated seasonally to reflect the latest trends and cater to different events, such as weddings, birthdays, proms and other celebration.
Through the customisation process customers can personalise aspects of the existing ready-to-wear collection,  such as fabric choice that are not see through, sleeve length, neckline depth, and dress length, ensuring comfort and style without  compromising modesty. 
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Legal Identity 

My boutique is call AALICA, operate under a partnership ownership structure due to its ability to foster collaboration, shared responsibilities, and flexibility in management, reducing the burden on any one individual (Johnson, 2021). This structure increases financial strength as partners contribute to raise more capital than sole proprietorship (Smith, 2020). Additionally, partnerships are relatively easy to establish with fewer legal formalities compared to corporations (Miller, 2020). 
However, since decisions are made jointly, partnerships can experience delays in decision-making compared to sole-traders (brown, 2022) and conflicts can arise between me and my partner regarding business decisions, strategies, or profit distribution (Williams, 2019). 
Unique Selling Ponit

AALICIA offers a unique shopping experience by blending the convenience of ready-to-wear fashion with the exclusivity of customisation. Customers can personalise key elements of high-quality, trendy designs, ensuring a perfect fit that balances style, comfort, and modesty for any occasion.
Mission Statement
At ‘‘AALICIA’’ our mission is to offer versatile, high-quality garments that celebrate individuality and inspire confidence while providing a seamless shopping experience. 
Aim 
The boutique aims to establish itself as a go to destination for special event attire, differentiate itself from mass-market fashion retailers and build a strong brand identity.
Objective 
Increase brand awareness by partnering with five local influencers or fashion bloggers to showcase AALICIA’s unique offerings within the next six months (Parker, 2021).

Launch a loyalty program to reward repeat customers with exclusive discounts or early access to new collections, aiming to retain 30% of first-time customers within 12 months.

Add at least two new customisation options, such as exclusive fabrics or design features, to AALICIA’s ready-to-wear collection, with the target of achieving a 15% increase in customisation orders within the first six months of launch.

Launch a fully functional e-commerce website to enable customers to browse collections and place orders online, aiming to achieve 20% of total sales from online orders within the first year.






Location 
[image: ][image: A map of a city

Description automatically generated]The preferred location for AALICIA is St Davids Shopping Centre in Cardiff, central to the city's retail landscape. Urban areas like this attract fashion-conscious consumers seeking unique, customised fashion experiences (Lehmann, 2018).
I have launched a website as well, where consumers can make purchases anytime with ease of mind. An online platform can attract a wider audience, especially in today’s digital age (Brynjolfsson & Smith, 2000). With digitalisation advancing rapidly and 4.437 billion internet users globally as of 2019, online sales are essential to expanding the boutique’s reach (Pinto & Guarda, 2020). 
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Equipment 
To start up my fashion boutique,  I need to buy a range of equipment. Refer to appendices, figure 1.

Human Resources 

To start, I require 6 passionate and fashion-focused team members to help operate the boutique:

· Owner/Manager: responsible for overall operations and strategic decisions and achieving sales targets.

· Accountant: Handles financial matters, including , reporting, and managing budgets and providing financial advice to help organisations make informed decisions.

· In-house Fashion Designer: Responsible for designing clothing.

· 2 Sales Assistant: Manages customer relations, marketing, and sales of products.

· Cleaner: Maintains cleanliness and orderliness in the workplace.



The Organisational Chart of Aalicia. 
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The recruitment process will involve several stages to select the right candidate. It will begin with a job analysis to assess the key duties, responsibilities, and required skills. Based on this analysis, a detailed job description will be created, outlining the necessary qualifications and competencies (Dixon, 2018). 

Find a detailed job description below.
[image: ]
The job vacancy will be advertised on Facebook and Instagram, targeting candidates with a passion for fashion (Redman & Snape, 2019). After receiving applications, a shortlist will be made based on qualifications, followed by interviews to evaluate and select the best candidate. Once hired, a comprehensive training program will be provided by the store manager. Refer to Appendices, Figure 2. 
Pricing 
The pricing strategies for my business I will be applying is the premium, competitive pricing.  I will price items higher to convey exclusivity and help build a brand image of luxury and prestige (Nagle and Muller, 2017). However, I will price items competitively to attract comparison shoppers while maintaining profit margin (Kotler and Keller, 2016).
Marketing 
I will market my business through social media platforms like Facebook, Instagram, and TikTok, which are cost-effective and provide direct communication with customers. Additionally, I will collaborate with influencers and sponsor events to enhance brand exclusivity and authenticity, as these strategies improve consumer perception (De Veirman et al., 2017). In the luxury fashion sector, these methods help differentiate smaller boutiques from larger retailers (Kapferer & Bastien, 2012).
I have also launched a business website, implement a loyalty program, and design business cards. 
Find my marketing examples below:
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Market Research
[bookmark: _Hlk183290158][image: ] 
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The above graphs provide insights from the questionnaire I conducted, revealing that women prioritise special events and social gatherings, and are drawn to a combination of ready-to-wear and customised clothing. Therefore, to meet modern consumer’s demands, I have chosen to offer premium and customised party/occasion wear for women.
My decision to open a physical store and launch an online website is driven by the demand from my customers for both in-person and digital shopping experiences.
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Financial Resources
[bookmark: _Hlk183289702]To start-up and run my business, I will need approximately £13,945. After exploring various funding options, I decided to take out a business loan of £5,000. Additionally, my business partner and I will each invest £5,000 from our personal savings. 
[image: ]
The Cash-flow forecast above highlights that my business experiences negative cash flow in the first few months but begins to generate positive cash flow in the middle of the year. The closing balance shows healthy growth by the end of December, indicating the business becomes profitable after the initial investment and costs.

   Threat to My Business 
[image: ]

The most significant threat to my fashion business is intense competition and market saturation. As the fashion industry becomes increasingly saturated, it can be difficult to differentiate my brand and attract a loyal customer base. 
To overcome this challenge, it is crucial to focus on differentiation strategies such as offering unique, high-quality products and creating a strong brand identity. 
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Appendices 
Figure 1 


	Type of Equipment 
	List of Equipment

	Display Equipment 

	· clothing racks: for hanging and displaying dresses, tops etc
· Shelves: for displaying items
· Mannequins: to showcase featured outfits and attract customers
· Hungers: for neatly displaying clothes on racks

	check out and sales equipment
	· Point of sale (POS): for processing sales, managing inventory, and tracking customer transactions
· security tags/detachers: to protect items from theft

	Stock Room equipment

	· storage shelves
· clothing steamers
· tables: to fold and organise clothes

	Fitting room equipment


	· fitting room stalls: with the curtains or doors for privacy
· seating: chairs or benches in fitting rooms or outside for customers
· hooks and racks: inside fitting rooms for hanging clothes
· full length mirrors for fitting areas and throughout the store

	
marketing and signage
	
· signage: for promotions, sales,and store branding
· price tags: to ensure all items are properly priced


Figure 2
Training includes:
· Product Knowledge: Educating the sales assistant about the types of party and occasional wear available in-store, including materials, sizing, and trends.
· Customer Service Standards: Providing a thorough understanding of the company’s customer service expectations, including how to greet customers, address complaints, and offer styling advice.
· Sales Techniques: Training on upselling, cross-selling, and meeting sales targets.
· Store Operations: Teaching systems for inventory management, point-of-sale processes, and store maintenance.
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Starting my fashion boutique, "AALICIA," has been a transformative experience. Developing my business proposition, conducting research, and gaining entrepreneurial skills has deepened my understanding of the fashion industry. It has also strengthened my commitment to offering unique, high-quality service to women seeking special occasion wear.
The idea for AALICIA originated from my passion for fashion and a desire to offer more than just ready-to-wear garments. I wanted to provide women with personalised outfits and a bespoke shopping experience that blends convenience with exclusivity. My mission is to fill the gap in the market for fashionable, high-quality party wear that celebrates individuality and inspires confidence.
The first step in developing my business was conducting market research through surveys to understand my target audience’s preferences. The feedback revealed that women want stylish, elegant designs that reflect their personalities, not generic mass-market options. Customers also prefer a personalised, attentive shopping experience. These insights helped refine AALICIA’s vision to offer high-quality designs and exceptional customer service, ensuring a memorable shopping experience.
My research also included evaluating the legal and business frameworks needed to run the boutique. I learned the importance of complying with regulations, such as paying the national minimum wage, ensuring employees have the right to work, and meeting health and safety standards. This process helped me think strategically and plan for long-term sustainability, ensuring the business operates ethically and within legal boundaries.
Developing the financial resources and cash flow forecast for AALICIA  was a crucial part of the planning process. It required balancing ambition with realism to ensure a successful launch and profitability. I chose a premium pricing strategy with competitive elements to position AALICIA as a high-quality yet accessible brand. This approach allows to attract customers who compare prices while still maintaining a healthy profit margin. 
Creating a 12-month cash flow forecast was challenging but essential for projecting income and expenses, including sales, supply, wages, rent, and marketing costs. I researched industry benchmarks and adapted them to my business needs. I also explored funding options, deciding to take out a business loan and invest personal savings, requiring careful risk assessment and confidence in my business’s growth potential.
Through this process, I developed key entrepreneurial skills. I identified market opportunities by understanding customer needs and gaps in the market, helping differentiate my boutique. I refined my market research skills through surveys and strengthened my attention to detail and organisational skills to make informed decisions. 
I also developed skills in financial management, risk assessment, and strategic planning. I learned the importance of cash flow management, particularly in the early stages, and enhanced my ability to adjust plans based on financial realities. These experiences have strengthened my understanding of financial discipline needed for success and will be crucial as AALICIA grows. 
In conclusion, developing AALICIA has been a valuable learning experience. The research refined my business proposition and helped me identify key entrepreneurial skills for success in the competitive fashion industry. Moving forward, I’m confident these skills will guide me in building a brand that celebrates style, individuality, and customer satisfaction.
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Job Description    Job Title: Fashion Retail Assistant   Location: [Cardiff City Centre]   Job Type: Full - time    Key Responsibilities:      Provide exceptional, personali s ed customer service by assisting customers with product selections,  answering questions, and offering styling advice.      Help maintain the store’s visual standards by ensuring displays are neat, organi s ed, and visually appealing.      Assist with receiving, organi s ing, and replenishing stock on the sales floor, ensuring products are correctly  labelled and displayed.      Process customer purchases using the POS system, handle cash and card payments, and provide receipts  and change accurately.   Qualifications:      Previous retail experience (preferably in fashion or a customer - facing role) is a plus.      Passion for fashion and knowledge of current trends.      Strong communication and interpersonal skills.      A positive, friendly attitude and a willingness to contribute to a team - oriented atmosphere.   Why Join Us?      Competitive pay and opportunities for growth.      Staff discounts on fashion items.      Training and development programs to advance your skills and career.      A dynamic, fun, and collaborative work environment.   If you are passionate about fashion and delivering outstanding customer service, we’d love to hear from you! Apply  today to become part of our team and help us make every customer’s shopping experience unforgettable.  
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Cash-Flow Forcast - AALICIA

January  February  March  April May June July Augustust September October November December Total

Income 

Sales  £4,800 £6,200 £6,600 £10,530 £8,650 £15,800 £22,500 £21,740 £17,850 £20,650 £23,060 £24,550 £182,930

Loans £5,000 £5,000

Investment £10,000 £10,000

Total Income  £19,800 £6,200 £6,600 £10,530 £8,650 £15,800 £22,500 £21,740 £17,850 £20,650 £23,060 £24,550 £197,930

Expenditure 

Wages  £6,900 £6,900 £6,900 £6,900 £6,900 £6,900 £6,900 £6,900 £6,900 £6,900 £6,900 £6,900 £82,800

Rent £1,600 £1,600 £1,600 £1,600 £1,600 £1,600 £1,600 £1,600 £1,600 £1,600 £1,600 £1,600 £19,200

Electricity  £700 £680 £620 £570 £530 £360 £360 £350 £475 £550 £640 £695 £6,530

Tel & Broadband  £50 £50 £50 £50 £50 £50 £50 £50 £50 £50 £50 £50 £600

Loans £450 £450 £450 £450 £450 £450 £450 £450 £450 £450 £450 £450 £5,400

Materials  £1,485 £1,772 £1,885 £3,008 £2,471 £4,800 £6,428 £6,728 £5,100 £5,900 £6,588 £7,014 £53,179

Adverts £400 £250 £250 £300 £250 £1,450

Capital spent £2,360 £2,360

Total Expenditure  £13,945 £11,702 £11,505 £12,578 £12,251 £14,160 £16,088 £16,078 £14,575 £15,450 £16,478 £16,709 £171,519

Net Cash Flow  £5,855 -£5,502 -£4,905 -£2,048 -£3,601 £1,640 £6,412 £5,662 £3,275 £5,200 £6,582 £7,841 £26,411

Opening Balance  0 £5,855 £353 -£4,552 -£6,600 -£10,201 -£8,561 -£2,149 £3,513 £6,788 £11,988 £18,570 £0

Closing Balance £5,855 £353 -£4,552 -£6,600 -£10,201 -£8,561 -£2,149 £3,513 £6,788 £11,988 £18,570 £26,411 £26,411
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Strenths        Personalised Customer Experience   sets  the  botique apart from  competiors        Niche Market Focus : Specialising in  occasion and party wear caters to a  specific target audience, helping to  create a strong brand identity.        Expertise in fabric  sourcing and  tailoring.      Good online presence and strong  social media engagement        Trendy and Fashion - Forward Design s  W eaknesses        High Production Costs      Limited Market Reach      Longer Production Time      Dependency on Skilled Labor    

Opportunities         Growing  Demand for Personalisation        Expansion into Online Customisation        Promoting sustainability by using  eco - friendly materials in custom  designs could attract eco - conscious  consumers, aligning with current  fashion trends.        Hosting private events or fashion  shows for loyal clients or invite - only  customers could reinforce the  boutique’s status as a luxury brand.  Threats        Economic Downturns      Competition from Established Luxury  Brands      Rising Costs of Materials      Market Saturation      Changing Fashion Trends    

The SWOT  Analysis  of Aalicia   
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