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Business Plan: Endoease Ltd

1. Product and Service Proposition
EndoEase Ltd is a health-focused social enterprise with two main services: Endopod and Endovend. The Endopod is a private wellness pod placed in airports, shopping centres, and transport hubs. It provides a safe space for people with endometriosis, adenomyosis, or PCOS during flare-ups. Each pod includes a heating pad, massage chair, adjustable yellow lighting, disposable earplugs, optional meditation audio, ventilation, and mental health helpline information. A yellow light shows when the pod is occupied. £5.00, 30-minute sessions, booked through Booksy or our website, making it easy to fit into travel plans.

Endovend is a vending machine available in train stations, service stations, and supermarkets.

You can also find Endovend in universities, hotels, and bus terminals. It offers heat patches, single pack underwear, mini tens machines, sanitary towels, pain relief, headphones, and pre-packed, on-the-go Endo Kits.' Both Endopod and Endovend help fill the gap in public spaces for people managing chronic pain. 


2. The Story Behind the Idea
This business comes from my own experience with Stage 4 endometriosis. Even though awareness has improved in 2026, public places still do not support people who have sudden flare-ups. Symptoms like severe pelvic pain, nausea, fatigue, and emotional distress can happen without warning. Most public facilities do not offer privacy, warmth, or a place for short-term recovery. I created this idea to help fill that gap and make sure people feel supported, not left out. The business aims to be both financially sustainable and socially impactful, working to make menstrual health support a normal part of life.


3. Type of Business Ownership
EndoEase Ltd will be a Private Limited Company. This protects personal assets and helps the company appear more credible when working with airports and retail landlords. This structure also makes it easier to grow and attract investors. While it requires annual reports, corporation tax, and some extra paperwork, it suits our plans for growth and partnerships.


4. Mission, Aim, SMART Objectives and USP
Mission: To provide accessible, dignified and immediate public relief solutions for individuals managing chronic menstrual health conditions.
Aim: To integrate menstrual health infrastructure into everyday public spaces across the UK.
SMART Objectives:
1. Install five Endopods in major UK airports within 24 months.
2. Deploy 50 Endovend machines nationally within 18 months.
3. Achieve 65 per cent average pod utilisation within Year 1.
4. Generate £250,000 revenue by the end of Year 2.


USP: The UK’s first dedicated public wellness pod and vending solution designed specifically for endometriosis-related flare-ups.

5. Physical Location & Rationale 
We will start by placing pods in busy locations like Heathrow and Manchester airports, large shopping centres, and motorway service stations. These places often have long waiting times and higher stress, which can make symptoms worse. The pods need little floor space and can go in areas that are not being used. All locations will be easy to find on Google Maps and Waze, making them more visible and encouraging people to use them when needed. and spontaneous usage.


6. Human Resources
In the first year, the team will have a Managing Director, an Operations Manager, a Marketing Executive, and someone for maintenance and restocking. Customer support will be part-time and remote. We will hire people with experience in health retail, facilities management, and digital marketing. Accounting and legal tasks will be outsourced. This small team keeps costs down while making sure everything works well and the brand remains strong.


7. Marketing Activities
Our marketing strategy will use both digital outreach and partnerships. We will run social media campaigns on Instagram and TikTok aimed at women aged 18 to 45. Paid Google ads will target airport-related searches. We will also work with endometriosis charities and appear in women’s health publications. For the launch, we will use branded signs at pilot locations and offer introductory discounts. Our branding will use calming yellow tones to show warmth, visibility, and reassurance. We expect word-of-mouth in chronic illness communities to help us grow.


8. Market Research
Research shows that about one in ten women in the UK has endometriosis, and it often takes years to get a diagnosis. More people are discussing the issue, and there is a growing need for real solutions, not just awareness. In our online survey of 150 people aged 18 to 45, 72 per cent said they had flare-ups in public, 81 per cent would use a private recovery pod, and 64 per cent would buy emergency kits. These results show there is a real need for our services.
9. Financial Resources 
We estimate start-up costs at £135,000, which covers five pods, ten vending machines, website development, marketing, and legal fees. Funding will come from the founders, a small business loan, and possibly angel investors. If each pod operates eight hours a day at 65 per cent usage, each should earn about £18,980 a year. Five pods would bring in £94,900, and Endovend machines are expected to add £60,000 in sales. This means total revenue in the first year should be about £154,900. We expect to break even in 24 to 30 months if usage stays steady and costs are managed.


10. Competitor Analysis
There are no direct UK competitors offering wellness pods for specific conditions. Indirect competitors include airport sleep pods, pharmacies, and general vending machines, but these do not meet targeted menstrual health needs. Having no direct competition gives us a first-mover advantage, but it also means we need to educate consumers. We will stand out with competitive pricing and a clear health focus.


11. SWOT Analysis and Viability
Our strengths are innovation, social relevance, and being first to market. Weaknesses are high start-up costs and needing agreements for locations. We have chances to work with the NHS, set up in workplaces, and expand internationally. Threats include economic downturns and larger companies copying our idea.


Overall, EndoEase Ltd provides real social value and has a strong financial plan. Our research shows there is a clear need for our services, and our revenue projections suggest we can be sustainable in the medium term. With good management and strong partnerships, the business can succeed and make a positive social impact.
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Individual Reflection

Developing my business plan for EndoEase Limited has been a valuable learning experience that allowed me to apply both new and existing entrepreneurial skills gained throughout the lecture series and while completing my assessments. The process of creating the business plan required me to think critically about how a business is structured, how it operates within a competitive market, and how ideas can be transformed into realistic and achievable ventures.
One of the key existing skills I used during this process was organisation and time management. Compiling a full business plan required careful planning in order to meet deadlines while ensuring each section was completed to a high standard. I had to organise my research, structure my ideas clearly, and allocate time to different areas of the plan such as market research, marketing strategy, financial planning, and operations. These organisational skills helped me manage the workload effectively and ensured that my final submission was coherent and well structured.
Throughout the lecture series, I also developed several new entrepreneurial skills. One of the most important was market research and opportunity recognition. While developing EndoEase Limited, I had to analyse the needs of the target market and understand the gap within the health and wellbeing sector for better support and products for individuals living with endometriosis. This required me to look at existing competitors, evaluate their strengths and weaknesses, and identify how my business idea could provide a unique value to customers.
Another important skill I developed was financial planning and forecasting. Before completing this module, I had limited experience with estimating start-up costs, calculating projected revenue, and determining a break-even point. Through the lectures and assessments, I learned how financial planning plays a critical role in determining whether a business idea is viable. Creating financial projections for EndoEase Limited helped me understand how businesses must carefully balance costs, pricing strategies, and expected sales in order to become profitable.
The entrepreneurial skill that had the biggest impact on me was problem-solving and strategic thinking. Developing a business idea requires constant evaluation of potential challenges, such as competition, funding limitations, and customer acquisition. While creating my business plan, I had to think strategically about how EndoEase Limited could grow, how it could attract customers, and how it could remain sustainable in the long term. This encouraged me to think more creatively and practically about real-world business decisions.
Overall, the process of developing my business plan strengthened both my academic and entrepreneurial abilities. It has improved my confidence in analysing business opportunities, planning strategically, and understanding the practical steps involved in starting and managing a business. These skills will be valuable not only for future academic work but also for potential entrepreneurial ventures in the future.
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