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	Student name:
	Kian Jessett

	Student ID number:
	2514143


	Programme:
	DA Program - BSC in Supply Chain and Logistics 

	Module:
	Business Planning

	Module code:
	ACMA 4015
	Contribution to Overall Module Assessment (%):
	100%

	Lecturer:
	Dr Moutushi Tanha
	Internal Verifier:
	Dr Irina Neaga

	Assignment Title:
	Developing a Business Plan
	Word count (or equivalent):
	1500 words

	Submission deadline:
	02/12/2025
	Return date of provisional marks & written feedback:
	20 working days after submission

	Submission method:
	[bookmark: _Int_4VeF8EL0][bookmark: _Int_q1qD2luC]All written assessments, where practical and possible, must be submitted via Turnitin unless otherwise instructed by the Lecturer. (Please DO NOT put this assessment specification into Turnitin or it will match many similarities with other students’ submissions.)
Alternative submission method (if applicable): 
[bookmark: _Int_RZILyzOJ]Late submission of the assessment will result in a late penalty mark:
[bookmark: _Int_m9MzVw1e]Work which is submitted up to 1 week late will be capped at 40% for the first attempt and will be awarded a mark of 0% for re-assessment. Late submission penalties may be lifted only if there is an approved extenuating circumstances claim. 
[bookmark: _Int_IWO5xIZ9]Work submitted more than 1 week late will be considered as a non-submission and will not be marked. The work may be considered as a submission for reassessment if offered by an Examining Board or if there is an approved extenuating circumstances claim.  

	Academic honesty / referencing:
	[bookmark: _Int_5iNw4E42]Academic honesty is required. In the main body of your submission you must give credit to authors on whose research and ideas your work is based. Append to your submission a reference list that indicates the books, articles, etc. that you have used, cited or quoted in order to complete this assessment.  



	Module Learning Outcomes 
(from module syllabus)

	Upon the successful completion of this module, the student should be able to:
Assess the internal and external business environment using suitable tools and techniques. 
Understand the stages of a project and its components.
Use appropriate project planning and management tools.






TASK DESCRIPTION
Use of Generative AI in Assessment
(Lecturer to indicate Yes or Not against each element)
	RESEARCH
	For this assessment, you can use Generative AI to support you in research and data analysis.
	Yes  ☒ 

No   ☐ 

	STRUCTURE
	[bookmark: _Int_QaAusKcP]For this assessment, you can use Generative AI to support you in structuring your submission, including creating a draft argument structure, identifying parts and headings, etc.
	Yes  ☒ 

No   ☐ 

	PROOFREADING
	[bookmark: _Int_d6Z2O9GX]For this assessment, you can use Generative AI to check your own text/creation for grammatical and syntactical mistakes, including getting suggestions to rephrase your work.
	Yes  ☒ 

No   ☐ 

	WRITING
	For this assessment, you can use Generative AI to create text for submission.
	Yes  ☐ 

No   ☒ 

	CREATIVE
	For this assessment, you can use Generative AI to create creative materials, such as images.
	Yes  ☐ 

No   ☒ 

	PROGRAMING
	For this assessment, you can use Generative AI to create and check code.
	Yes  ☐ 

No   ☒ 

	NONE
	For this assessment, you are not allowed to use any type of Generative AI support. This includes research support, structure support, writing/proofreading support and creative support.
	  ☒



[bookmark: _Toc731132125]AI Acknowledgement 
I confirm that I have not presented any AI-generated materials as my own work in this portfolio. 
However, I acknowledge that I have used or may have used the AI in the research and proofreading of my portfolio.
Name: Kian Jessett
Student ID: 2514143
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[bookmark: _Toc1260648884]Mission Statement
Cook-Ease: The mission is to establish a kitchen product that makes life easier and more convenient for the customer and become a leading brand in the appliance industry.
[bookmark: _Toc644172910]Executive Summary
The proposed business idea, the “Cook-Ease,” is a smart cooker that can mix and cook ingredients while utilising built in artificial intelligence to gather recipes straight from the internet so it can cook simple meals all by itself. This product can be used at anytime from anywhere provided that the ingredients are ready and is especially useful if you are limited on time. The Kitchen Appliance industry is already expansive with many existing brands to compete with. The Cook-Ease product will combine features from all competitor products and aim to be cheaper if possible. From reports carried out within this industry, we can see that the market is continuing to grow by the day and leaves room for new entries to become successful.
The main take ways from the PESTLE analysis are the legal compliances that the product needs to adhere to, component shortages and cost, varied demographic and environmental factors as well as what measures are in place to handle user data and data from the internet.
The products strengths lie in its new features that separate itself from existing products, while its weaknesses are legal risks and overall cost. Ther is the potential opportunity to expand the company and have add-ons to go alongside the base product. The threat of competitors replicating the idea exists and reliance on AI leaves the product prone to cyber-attacks.
Each of the direct competitors listed lack in some area which is exactly what the Cook-Ease will account for as the product should be able to carry out all the same functions without any drawbacks with the addition of a free to use AI user interface.
By the end of the first year a team should be assembled, and production should have started with the goal of selling at least 2500 units at £300 to break even.
[bookmark: _Toc210674254]Industry at a glance
Smart appliances are a growing market in the 20th century with the push to introduce new and improved tech into our everyday lives. According to Region, And Segment Forecasts (2025) The global smart kitchen appliances market size was estimated at USD 18.75 billion in 2023 and is projected to reach USD 60.20 billion by 2030. With a growing market it would be safe to assume there is potential for business startups to enter and be successful. 
With new tech being introduced to the public everyday with the goal of automating more for their users, it's no wonder that the industry is growing. In a report written by Country and Growth Forecast (2024), The Europe Smart Ovens Market would witness market growth of 14.1% CAGR during the forecast period (2024-2031). Many well-known brands can already be seen with a loyal following due to their high rate of adoption and positive feedback. Retailers and e-commerce sites such as Amazon and Currys tend to be the main routes of purchase for smart appliances. The market share for smart appliances is even as each category attracts their own distinct customer.
According to Ukpanah (2024) Smart home technology adoption in the UK is growing rapidly, with 39% of households using smart devices in 2024, showing rising demand. Furthermore, a report by Ranscombe (2022) shows the number of smart appliance users would grow by an average of 23.7% a year – rising from 14.6 million in 2020 to 31.3 million in 2024, showing an increase of UK market size.
Estimated Market Split (%)
All-in-One Smart Cookers - UK share: 20–25% 
Multifunction Cookers - UK share: 55–65% 
Smart Countertop Ovens - UK share: 10–20%


[bookmark: _Toc1146210576]PESTLE ANALYSIS
	Political
	Economic

	· When selling globally, the company could be faced with tariffs and legal requirements. 
· Security measures must be in place to protect user data.
	· Semiconductor, sensor, and AI chip shortages can halt assembly.
· Fluctuation of component prices.
· “A” grade on the energy label could improve attractiveness for new customers.

	Social
	Technological

	· People trying a new diet could see appeal from recipes that suit their health plans.
· Building a trustworthy image through superior product performance will help increase sales.
· Younger demographics are more likely to give new tech a chance.
	· Smart home compatibility such as Alexa or Google Home may lead to an increased adoption.
· Poor internet access which stops product usage far away from home.
· Smart devices are prone to cyber-attacks.
· Ongoing technical support will need to be put in place.

	Environmental
	Legal

	· Recycled materials and minimised packaging promote environmental image.
· Aiming to keep the company at net 0 helps the company seem more conscious of their decisions.
	· All data sourced need to be from publicly available sources to avoid problems regarding IP and copyright.
· Safety standards need to be met to prevent accidents.
Advertisements should be clear and not misleading.





[bookmark: _Toc1878558511]SWOT Analysis
	Strengths

	Weaknesses


	· AI learning.
· User personalization.
· Convenience.
· Automation.
· Ingredient Info management.
· Competitive price.

	· High startup cost.
· High running cost.
· Semi-dependent on internet access.
· Privacy and security risks.
· Recipe access limitations.
· Opportunities
· Growing market.
· Rising demographic.
· Subscription and monetisation.
· Partnerships & Collaborations.

	Opportunities
	Threats

	· Subscription based service (ingredient delivery, Additional AI features, etc.)
· Company collaboration (HelloFresh & SimplyCook)
· Company product expansion (Additional smart AI kitchen appliances)
	· Legal and certificate requirements.
· Cybersecurity.
· Competitors Innovation.
· Fluctuating Economy.
· Copyright and IP Issues.
Food alternatives (JustEat & UberEats)





[bookmark: _Toc414123226]Market Analysis
The buyer demographic is aimed towards busy/tired individuals who want to maintain a healthy diet. There is high probability that owners of existing smart home appliances would be the first to adopt this Cook-Ease and become the innovators of the market. While profit is already to be made from the shelf price of the product, there is also the potential for a subscription-based service alongside the base product that could have varying options (weekly/monthly/annually). The main challenge to be faced with this startup would be the development of an AI model that could successfully take internet recipes from the internet and adapt them for use in the smart cooker. Copyright and licensing issues regarding third-party recipes could come with the risk of legal action as nothing is owned by the company, moreover, finding a way to establish a brand image as a new entry and gain a following could prove to be troublesome. Distribution of product sales also requires third party backing.
[bookmark: _Toc731464838]Operations, Facilities & Selling Method
Operations:
To start, the company needs to gather pre-orders and establish retail connections before anything can commence. Year 1 key performance indicators should be forecasted and be used as a baseline to follow. To ensure we never run into problems regarding components, 2 suppliers should be sourced per component and safety stock should be held for critical parts. The forecasted KPI should then be used to plan out an efficient production schedule to ensure that deadlines and orders are met. Crucial documents should be created such as the BOM, assembly instructions, checklists, etc. QC should be in place to check for functionality and safety before sending out to retail and should also be responsible for keeping track of returns and defects to produce a report with these statistics for management. Finalised product should be packaged along with manual, warranty card, general/company information, and accessories. Our logistics department should find transport to deliver finalised product to retailers or 3rd party e-commerce sites such as Amazon. Customer service should be in place to help with returns and feedback.
Facilities:
The targeted site should be located near transport and suppliers, if the company aims to sell more than 3K units a year then the size of the factory should be roughly 1500 – 3000 sq. ft. The layout of shop floor should be logical and streamlined so that when one step is finished it can easily transfer to the next production line. The lease should last anywhere from 1-3 years until enough profit is made to be able to afford private land. Separate areas should be established for each department (QC, Logistics, production, etc.), and enough storage should be designated for inventory buildup. Any essential equipment and tools for departments should be purchased and installed where needed and training for standard operating procedures should be in place. An area should be kept storing important documents and records. Lastly areas should be specified so that new stations can be added if needed provided that the volume grows.
Selling Method:
An online domain should allow for the customers to buy pre-ordered products and show all necessary information. 3rd party marketplaces like amazon should sell the product also as this saves capital expense and creates a trustworthy product image. Appliance retailers like Currys, Jhon Lewis, etc., can help to show customers a demo of product functionality pre-purchase. Subscription services and add-ons should be advertised to attract further spend. Product can sell in bundles or instead be marked down for limited time promotions to give insensitive for purchase. Ads should be targeted towards food and tech media outlets and partnerships with influencer and celebrity chefs can help push product to a wider audience. Product should come with a return time limit and free shipping as standard. Any new product features should be communicated to customer via email or text to help product relevancy and retention.



[bookmark: _Toc947933572]Competitor Analysis
Competitors:
· Thermomix: Multicooker with an existing subscription recipe interface. 
· June Oven: Replicates the function of 12 cooking appliances. 
· Tovala: Smart cooker that is directly tied to weekly meal-kits. 
· Instant Pot: Affordable multicooker.
	Company
	Estimated Operations Cost
	Annual Revenue
	Estimated Profit

	Thermomix (Direct)
	Around €291.9M 
	€1.7B
	€150M+

	June Oven (Secondary)
	$5-6M
	$12.8M
	$1-2M

	Tovala (Secondary)
	$45-55M
	$48.5M
	–$2M and +$3M

	Instant Pot (Secondary)
	$450M
	$577.4M
	$50-100M



While Thermomix and June Oven have already established themselves in the high-end price bracket, they can't have separate connected devices, furthermore, their expensive selling point limits their demographic to high income. Tovala has the downside of being totally dependent on recurring meal-kit subscriptions while Instant pot on the other hand is generally seen as reliant and affordable. It can be inferred that selling point and manufacturing cost determine the profitability.
The Cook-Ease will follow the differentiation strategy; this will allow product capabilities to become standalone in comparison to direct competitor products. Final design should include a combination of direct competitor features at a reasonable price with the addition of being AI driven. Direct competitors shouldn't easily replicate product design. Overall, success of the Cook-Ease is dependent on how affordable and better consumers find it in relation to other products already on the market.
[bookmark: _Toc1904607443]7 P’s
	Product
	Price

	Cook-Ease is an all-in-one cooker that makes cooking convenient. AI finds recipes online, gathers relevant list of ingredients for the user then automates the cooking process accordingly.

	Cooker should be priced in the mid-to-high range, combing quality from high end cookers with the price of a lower priced product. Customers should purchase outright, with subscriptions as an option.


	Place
	Promotion

	Should be sold online through the company’s web domain (www.Cook-Ease.com) and any major e-commerce sites like Amazon. Once enough have sold, the product should aim to sell through retailers.

	Marketing focus on how product saves time. Videos demonstrating should be shown on social media and ads should highlight how the cooker does work for you.

	Physical Evidence

	Process

	Packaging and design should look modern while the app and website should be easy to navigate.
	Cook-Ease set-up and ease of use should be simple and clear to understand. Instructions and customer support also available.

	People

	Higher management within the company should consist of individuals with a foot in the tech industry, they should understand how the product impacts the customers lives and be conscious of company decisions, as they represent the company, they should also show passion for the product and its success. Regular employees that work closely with or are seen by customers should be friendly, persuasive, and knowledgeable.



[bookmark: _Toc611541026]Year 1 Management / Operations Forecast
In the short term (2026-2029): 
· Develop AI to correct identify portion sizes, dietary needs, allergies, and cooking capability. 
· Assemble finalised prototype that is integrated with company AI. 
· Trial run the prototype to a test group and record results. 
· Improve product based on findings to minimise flaws. 
· Patent finalised product design. 
· Work towards establishing a brand image that is trusted and recognisable. 
· Start advertising our product following a market strategy. 
· Source small assembly factory to start production on a larger scale. 
· Ensure product meets standards and certification requirements. 
· Launch the product on company website and slowly start to market cooker across retail stores.
· Integrate reporting/feedback system inside interface so bugs can be rectified. 
· Partner with big time influencers/celebrities, well known bloggers, and popular food sites to expand the brand image. 
·  Collaborate with meal-kit companies (HelloFresh).
· Further expand AI recipe database. 
In the long term (2029 onwards): 
· International availability (switch languages) 
· Improve AI so it can learn and make suggestions. 
· Make product more accessible. (Text-to-speech, Volume control, Mobile App, Voice recognition.) 
· Develop a range of appliances that can co-exist and be operated using the same app such as a smart-microwave, smart blender, etc. 
· Incorporate an optional subscription service that sends fresh ingredients to your home. 
· Get help from experts to help AI provide dietary advice and healthier meal plans for a wider audience. 
· Start more factories across the country.
During the first year of launch (2029), Cook-Ease should deliberate roles for a management team to spearhead the company, this should include a combination of founders as their salary for the first year is dependent on how well the company performs and may need to take a pay cut to keep the company financially stable.
From the cash flow statement we can expect to be left with £334K at the end of year 1, which is enough for the management team to take a reasonable amount and still leave enough for company ventures.
Taking away the management teams cut from the final balance we can see that we have £160,320 to now invest into the future of the company.
	MANAGEMENT ROLE
	CUT OF £334K
	YEAR 1 SALARY (£)

	Technology Officer
	10%
	£33,400

	Operating Officer
	10%
	£33,400

	Marketing officer
	10%
	£33,400

	Financial advisor
	10%
	£33,400

	CEO
	12%
	£40,080

	TOTAL
	£173,680


· Technology officer to lead development of company AI.
· Operating officer to support logistics and oversee site.
· Marketing officer to advertise product.
· Financial advisor to handle economic decisions.
· CEO to represent company values and communicate with investors.
Initial investments should be a combination of seed investments, founder capital, early cash flow, etc. Total aimed investment roughly £1.3M.
	Investor Type
	Details / Role
	Investment (£)
	% of Total Funding

	Founders
	Personal capital invested by founders
	50,000
	4%

	Angel Investors
	individuals investing in early-stage hardware startups
	300,000
	23%

	Seed/Pre-Seed Venture Fund
	fund providing initial capital
	500,000
	38%

	Crowdfunding / Pre-orders
	Early adopters pre-purchasing units
	200,000
	15%

	Bank Loan / Convertible Note
	Debt or convertible loan to cover factory setup and source equipment
	250,000
	20%


Once workplace is established, a small workforce should be employed in each sector.
Employee Wages:
	Job
	People
	Annual Salary (£)
	Total (£)

	Factory manager
	1
	£40K
	£40K

	Assembly Team 
	4
	£28K
	£112K

	Quality Control
	1
	£32K
	£32K

	Logistics
	1
	£30K
	£30K

	HR
	1
	£30K
	£30K


The goal is to sell at least 2500 units at £300 within the first year minimum to keep company afloat.



[bookmark: _Toc120742988]Financial Highlights
· Total Assets (£425,000) = Total Liabilities (£360,000) + Equity (£65,000) 
· Retail price per unit: £300 
· Production cost per unit: £247 
· Gross profit per unit: £53 (£300-£247) 
· Estimated annual production cost: 988,000 
· Sales goal: 4000–5000 units
· Break-even = 2453 units
(See Appendix A)
(See Appendix B)
(See Appendix C)



Year 1 Cash Flow Statement (2026)
	Cash Inflows

	Investment funds
	£1.3M

	Sales Revenue (4000 units x £300)
	£1.2M

	TOTAL
	£2.5M

	Cash Outflows

	Assembly Cost (4000 x £247)
	£988K

	Employee Salaries
	£263K

	Operational Costs (Utilities, rent, etc.)
	£130K

	TOTAL
	£1.381M

	Capital Expenditure

	Factory Setup
	£60K

	Production Equipment
	£90K

	IT / Software
	£15K

	TOTAL
	£165K

	Inventory Built

	Value
	£620K

	Net Cash Flow

	Total Cash Inflow
	£2.5M

	Total Cash Outflow
	£2.166M

	End of Year 1 Balance
	+£334K


Stress Test (Revenue)
	Scenario
	Units Sold
	Revenue
	Change

	Best Case (+25%)
	5000
	£1.5M
	+£300K

	Base Goal
	4000
	£1.2M
	£0

	Mild Stress (-15%)
	3400
	£1.02M
	-£180K

	Severe Stress
	2400
	£720K
	-£480K







Stress Test (Payments)
	Scenario
	Gross Profit
	Operating Profit
	Net Profit After Loan

	Best Case (5000)
	£265K
	-£128K
	+£137K

	Base (4000)
	£212K
	-£181K
	+£31K

	Mild Stress (3400)
	£180.2K
	-£212.8K
	-£32.8K

	Severe Stress (2400)
	£127.2K
	-£265.8
	-£140.8K


Financial Obligations
	Type
	Cost

	Loan
	£25K

	Operations Cost
	£130K

	Wages
	£263K

	TOTAL
	£418K


Survivability in Each Scenario
	Scenario
	Meets Financial Obligations?

	Best Case
	YES

	Base
	BARELY

	Mild Stress
	NO

	Severe Stress
	NO


Current Assets (Year 1)
	Category
	Details
	Cost (£)

	CURRENT ASSETS

	Cash + Bank
	Less after wages
	£50K

	Accounts receivable
	Pending payments from retailers
	£50K

	Inventory
	500 unsold units + spare materials
	£90K

	TOTAL
	£190K





Non-Current Assets (Year 1)
	Category
	Details
	Cost (£)

	NON-CURRENT ASSETS

	Factory Lease + furnishment
	Facilities, wiring, safety equipment
	£60K

	Assembly Equipment/Tooling
	Machines + Testing equipment
	£90K

	IT Software
	Inventory management, etc.
	£15K

	AI Software + R&D
	Mobile App and integrated AI
	£70K

	TOTAL
	£235K


Liabilities (Year 1)
	Category
	Details
	Cost (£)

	CURRENT LIABILITIES

	Accounts Payable
	Supplier payments due
	£70K

	Accrued Expenses
	Advertising, rent, utilities
	£40K

	TOTAL
	£110K

	LONG-TERM LIABILITIES

	Investment / Loan
	Early stage of financing
	£200K

	Equipment Finance / Lease
	Recuring Payments
	£50K

	TOTAL
	£360K


Equity (Year 1)
	Category
	Details
	Cost (£)

	Founder Capital
	Founder Investment
	£15K

	Retained Earnings
	Reduced by wages
	£50K

	TOTAL
	£65K
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[bookmark: _Toc2075852952]Appendix
A.) Break-Even Analysis 

Break-Even unit = Fixed Cost ÷ 
Selling Price per Unit − Variable Cost per Unit 

Break-Even =£130,000 ÷ £300−£247 
= 2,453 units

B.) Annual Revenue

Total Revenue = £1.2M (4,000 × £300)
Total Production Cost = £988,000 (4,000 × £247)
Gross Profit = £212,000 (£1,200,000 – £988,000)
Annual Net Profit = £82,000 (£212,000 – £130,000)

C.) Gearing

£675K (Loan + Assets) / £350K (Founder + Angel Investments) = 1.92857 = 1.93:1
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