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[bookmark: _Toc518914974]Executive Summary
Not Too Shabby is a furniture company that upcycles preloved furniture. We sell trendy, in demand furniture that is reasonably priced. Our demands are based around the growth in trends in social media. These are things such as upcycled drawers, side tables and upholstered ottomans.
From 2019, Not Too Shabby opened from the garage at the side of my home as a side-line from my full-time job. My aim is to provide eco-friendly furniture and reasonable prices.
My main target market would-be middle-aged homeowners with a more disposable income, the main trends of 2020 were that people wanted more unique furniture at affordable prices. Our unique selling point that I feel makes us stand out from competition is that we offer the opportunity to design your own upcycled furniture. You can get in contact with Not Too Shabby where together with the potential customer we can come up with a personal design.
The key people in my business currently are my father and I, occasionally my partner Ryan voluntarily helps in the busier periods. We have had help from external sources for support and advice in ways to best market and improve the business. In the future, I hope to expand the business and be in a position to employ staff and upgrade our current workshop.
Practical issues that could potentially arise would be mainly down to time, working full time during the day means myself I am limited in the amount of time I can physically design and create in the workshop. I oversee social media for the business, so I do my best to respond as efficiently as I can throughout the day even when I am not in the workshop. 
Financially Not Too Shabby is currently making a profitable income and there is a positive cash flow, this means that as long as the growth of the business keeps increasing steadily, we will be able to expand and employ another member of staff and also explore the options of either a shop to sell completed furniture products or potentially both.
To be able to expand Not Too Shabby further, I am looking into a potential government funded business loan. If the business is eligible for this, we will also receive support and monitoring to aid the growth of the business with a competitive repayment rate of 6% between 1-5 years.
My SMART objectives for Not Too Shabby:
· To aim to sell between 6-8 products a week by 6 months’ time.
· Have a positive cash flow.
· Myself and my father able to be receiving £600 a month or more in wages.


[bookmark: _Toc518914975]Business Overview
I started developing ideas for this business in 2018 and then we opened from my garage in 2019. I restore and upcycle preloved furniture into vibrant and modern furniture. We offer many different products, most popular being drawers, coffee tables, tv units and dressers. Many of these can be custom designed to the customer’s choice. I also offer the option for people to donate used furniture to us that has life left in it, we are then able to restore and upcycle it.
The main features of my business are to restore and bring preloved furniture back to life. Its eco-friendly and contributes to doing out bit for the environment. A third of the UK adults throw away furniture that could be reused or recycled. As well a selling upcycled furniture, we also offer a drop off service for people to get rid of used furniture as too many adults throw them away. This is known as “fast furniture” according to leading charities (A third of UK adults throw away furniture which could be recycled or reused, 2021).
In the future, permitting on the development of Not Too Shabby I would like to expand my business further and to hopefully have a warehouse to restore old furniture and a potential shop to be able to sell them. This in turn could then increase footfall which could also increase sales. I would also aim to employ people so that we can increase the number of pieces of furniture we will be able to restore over the weeks. This in turn will then also increase sales and allow further room for expenditure.
[bookmark: _Toc518914976]Potential risks that we could face is due to COVID-19 as this could decrease the change of opening a shop. There has been an increase in online shopping with more people being reluctant to visit the local high street or even being in a lockdown. This could be a potential threat; however, this could be overcome by increasing our social media presence and over all presence online. Improving our website and advertisement.
Markets and Competition
[bookmark: _Toc518914977]Target Markets

There is a large market segment that would find this business appealing. Firstly, I would focus on the largest sub sector first, being the younger generation falling into the first-time buyer’s category. There is a trend within the younger generation for upcycled and preloved items, especially furniture, they tend to have a more disposable income and therefore more willing to spend money on furniture that is specifically what they are looking for and not something that would typically “do for the time being”.

After focussing on this sub sector, I hope to broaden it once marketing is underway to increase my footfall. I hope that word and mouth will help increase my market share. I would like to market my business so that it is appealing to all ages and be able to accommodate for most budgets too.

Key market trends typically in 2020 and what are expected to go beyond into the future is the interest in eco-friendly furniture. Sustainability has had a major impact on many industries, furniture being one of them (Schmidt, 2021). Pre-existing and potential customers thrive on the fact that the furniture they can purchase is sustainable, eco- friendly and their way of giving back to the environment.

Many existing customers that I have dealt with have expressed their opinions on how they love the fact they can put their own stamp on this upcycled furniture. It is unique and personal to the buyer which is a big thing in today’s day in age, many people want products that you cannot just go out and buy in one of your local high street stores. They want products that time, love and effort has gone into it. Shop local, support local!
[bookmark: _Toc518914978]



Competition

I have conducted some research and from this I have found that there is a massive gap in the business industry for this type of business. Locally there are two business which are similar to mine., apart from these two the closet one is situated in Barry which is roughly a 60-minute drive.
Green in Mind being the first one. This business sells reworked and upcycled furniture. They are in Port Talbot and are open between Monday- Saturday 9-6 and Sunday 10-6.
The second business is Gower Vintage. They sell upcycled vintage and other furniture in Wernffrwd, Swansea. Gower Vintage is open Monday- Friday 9-5.
I will aim to complete with these businesses by having competitive yet profitable prices. The opportunity for the customer to design furniture on request, they will be able to have a free no obligation quote on design requests. I think this would be a unique selling point as it is not something any other business offer locally. I will also ensure that we have more of a social media and online presence. I feel that this would be beneficial as we will be able to reach our target audience through many different audiences. I want to ensure they will be able to order via our website, Etsy and possible even through social media. 
I will have set pricing for premade furniture and open Monday – Sunday 9-6. Throughout opening it will be vital for a member of staff to be active online to ensure that the business is being promoted and we can pick up any potential orders straight away.


[bookmark: _Toc518914979]Sales and Marketing
[bookmark: _Toc518914980]Product Positioning

Compared to competition locally we offer a unique opportunity to be able to design your own furniture as well as the premade stock. This as a business is our unique selling point as we are catering to the biggest trends in furniture of 2020. People want eco-friendly, trendy and furniture with personal touches implemented in them.
Today’s day in age customers thrive off business having a social media presence, which I think this something that local competition lack. BY having a social media presence, they can see review, pictures and even interact with us. Sometimes I have found that customers are not always able to get in tough via the typical 9-5 opening times due to work and other commitments. So, by having a platform they can contact you on out of these hours proves very successful and allows customers to have the best experience with Not Too Shabby possible. This can then result in future sales with these customers or even be recommended by them to more potential customers.

[bookmark: _Toc518914981]Marketing

One of the main forms of marketing for this business will be through the use of social media platforms. This will be key for advertising products. I will create pages on both Facebook and Instagram, on there will be pictures of products and information about us. Potential customers will also have the option to message the business via these pages and reviews can be left. I will also aim to advertise the page on Facebook through an add so we will be able to reach a wider audience.

I also think it would be vital to cover all avenues by making business cards, leaving them in local shops, including with every purchased order and try and advertise as much as possible offline. A potential option would be to get in touch with a local radio station in hope that they could advertise the business while on air.

By covering all avenues, it will ensure that we are reaching as many potential customers as possible and reaching our target market in order to increase purchases. By having a presence on social medica I feel it will convince potential buyers to be persuaded in to purchases as they are able to see the range of products and quality of what they could buy.

[bookmark: _Toc518914982]Sales

I aim to actively sell my business to potential customers by possibly distributing leaflets, advertising through social media and possibly even shop windows. By doing this I hope to reach and attract more than just one target audience. 
I feel that a lot of custom may come from reviews and recommendations, so maybe an introductory offer and refer a friend offer could be put in place, I think this would have a positive effect on the business and potentially increase custom instantly from when the advertisements have been published.
Potential prospects for the business which I think would be a hot design when advertisement would be photo frames made from used paint cans. It is something that as a business we will go through a lot of so would be a good eco-friendly way of reusing them. This would be something unique and it would stand out to potential customers.
[bookmark: _Toc518914983]
Management
[bookmark: _Toc518914984]Key Personnel

I am the director of Not Too Shabby, I oversee marketing, financial aspects and a certain degree of the design and creation of the products in the business. I have many transferrable skills as well as experience in woodwork and design. I have exceptional customer service skills and time management. This business has my all and I give it 100%. I have reduced my hours in my day job to ensure that I can divide my full attention to the business. 

My father took early retirement from his job to come and help me with my business venture. He too has a lot of experience and so he was the right person for the job. He has many years of experience in this line of work.

Myself and my father have invested time and money into this business. Both saving as much money as possible and investing it into the business to be able to buy equipment and the initial stock to be able to restore, paint and accessorize the recycled furniture.

[bookmark: _Toc518914985]Advisors and support services

I have used many support services and external advisors to help aid the start up and running of Not Too Shabby. One of these being support from gov.uk- business wales. You can gain 121, independent and impartial support from this team of people (Get help and support for your business, 2021). They can help with financial management and cashflow, business planning, marketing and branding and even advise on the legalities side of things. I found the colleagues I spoke to very helpful and advised me on the best avenues on how to market by business and to effectively plan it. 
Currently I am using an online service for small businesses accounting with sage accounting, it is simple yet very effective and caters for all my needs currently while running as a small business (Sage 50cloud | Accounts Software | Sage Store, 2021). However, in the future I would like to look in to getting a personal business accountant when the business grows bigger, I feel that this would help to allow me to take a step away from the account management and allow me to focus more on my passion of the designing and making aspect of the business.
By getting in touch with external advisors it has allowed myself and my father to broaden our knowledge with running the business. Despite this my father is extremely expired and has previous been a manager for 2 different business before retiring. So, from this he was able to bring some of his knowledge over to Not Too Shabby which in turn has helped the managerial side of it.

[bookmark: _Toc518914986]Operations
[bookmark: _Toc518914987]Premises and Equipment
Currently my father and I are working from a garage a long side my home, it has been kitted out with all the necessary equipment and accessories needed to bring preloved furniture back to life. By working my garage, it allows us to store the furniture in the same place. However, we are looking for someone bigger in the future. Somewhere that is easily accessible for customers to both for potential customers and for people to donate used furniture to be upcycled. We want to find somewhere that is the right price and location so that we will be able to keep afloat after expanding from the garage.

Currently we have a lot of tools and equipment to aid upcycling furniture, however when we have a positive cash flow, I would like to increase the amount of equipment we could potentially even upmarket. Potentially equipment that can help speed up the process and make the upcycling a less lengthy process. For example, upgrading to a mitre saw from a regular saw, this will allow quicker and smooth cuts when altering or adding to the furniture. It will make the process much quicker and efficient. Another upgrade would be to invest in a sanding machine, this would mean less sanding would need to be done by hand and the furniture pieces could even be finished to a much higher standard. This then in turn could also increase out foot fall in the business.

We also use a lot of small-scale equipment currently, these are things like paint brushes, sanding block, hammers etc. These are things that will be in constant use and things that will be in constant need of replacing too as they can only be used a certain number of times before you notice deterioration in the equipment. For example, holes in the sanding paper on the block, the paint brush bristles falling out and sticking to the furniture.
[bookmark: _Toc518914988]

Employees

Currently the main employees are myself and my father. However, occasionally my partner Ryan will come in voluntarily and help us complete orders.

However, in the future if we were in the position to hire employees to work alongside us. They would need to be committed and be able to pay attention to details. We desire to cater to the customers specifications, so it is important that we can put trust in employees to fulfil those expectations to the highest standard. Experience and qualifications in woodwork would be desired but not needed. As long as they are prepared to learn on the job.

[bookmark: _Toc518914989]Suppliers

Currently the main supplier we use is trade1st.co.uk, they are 1st for decorating supplies and allows us to buy the majority of our stock from one place (Painting and Decorating Supplies / Equipment | Trade 1st, 2021). We are able to buy tools, paints and coatings, brushes, varnishes, cleaning and removal stock, tapes and many more. We tend to buy in bulk as it means we receive a discount of around 5% or more, so this makes it much more cost effective for the business. This supplier is extremely reliable and very helpful. They will do their utmost to aid you with your purchases. There are many delivery options, mainly we choose standard delivery. However, if we do need supplies urgently there is an option for next day delivery at a slightly extra cost. If trade 1st.co.uk were to increase their prices I would look elsewhere for more competitive pricing. We also have the option of paying via sage pay which is the accounting service we use, so rather than having to pay with a company card we can do it directly through there. There are many different companies online offering similar and reliable services. So, if the inevitable was to happen I would still be able to order supplies and the business should not be affected too much.

[bookmark: _Toc518914990]Financial Forecast
[bookmark: _Toc518914991]Sales

Over the next year, I am expecting a big increase in sales and popularity, I have planned to increase our social media presence through adds and business accounts on many platforms. So, if we experience further set back due to COVID-19 we are still able to trade.
I am expecting the biggest boom in sales via social media, as I want to really focus on marketing and getting Not Too Shabby’s name broadcasted and become well known.
We are also looking to possibly extend our furniture range and explore other avenues; this would then possibly attract further customers which would help increase our sales. Another potential business venture we are looking in to is the recycling of paint cans and turning them in to photo frames. They would fit in with the trendy, unique look that our target market thrives off.
To break even we need to be selling at least 3 or 4 products dependants on the size of them every week. Ideally to live comfortably we would need to be selling 6 or 8 products. The maximum number of products, especially if they need to be personalised would be no more than 10. 
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	Cash Inflows
	January
	February
	March
	April
	Total

	Investment
	5,000
	
	
	
	5,000

	Social media sales
	1,000
	1,200
	1,000
	1,200
	4,400

	Online sales
	500
	500
	700
	900
	2,600

	Total inflows
	6,500
	1,700
	1,700
	2,100
	12,000

	Cash outflows
	
	
	
	
	

	Project Materials
	2,500
	300
	400
	400
	3,600

	Marketing
	200
	50
	50
	50
	350

	Equipment
	2,500
	100
	100
	100
	2,900

	Katie & Kelvin
	500
	600
	500
	600
	2,200

	Other
	100
	100
	100
	100
	400

	Total Outflows
	5,800
	1,150
	1,150
	1,250
	9,350

	Net cash flow
	700
	550
	550
	850
	2,650

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	



Based on the cash flow above and being realistic of what future sales could potentially look like, Not Too Shabby would have enough money to survive. I have taken into account how long it could take for payments to be received, as from when the customer orders to when the order is complete can sometimes be a few weeks dependant on if it is being made to order or something that has already been premade and advertised that it’s for sale.

[bookmark: _Toc518914993]Profitability

Over the next 12 months, I am aiming that profits will be steadily and increasing gradually, meaning the business with have a positive cash flow, resulting in a sustainable profit. This will then mean that the business will be earning more profits, allowing myself to possibly look at handing in my notice in my daytime job and being able to survive solely form the business. 

Further ahead in the future dependant on profits it will be time to sit down and evaluate the next steps. Can we afford to update and move into a bigger workshop and even a shop on the side too? The cash flow will have to be assessed to be able to work out if we would result in a negative cash flow and mean that the business is loss making as the over heads are too high.

With the increase in sales and potential in moving into a bigger workshop and a shop to sell the furniture, something that would have to be evaluate is the price of the furniture. Currently the pricing is worked out dependant on the piece of furniture and what has been done to restore it. These prices usually range for £150, so possibly we may have to assess whether a slight increase in price will be necessary to ensure we are still making a profit and covering all the business over heads.
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Initially the start-up costs for Not Too Shabby were quite high. The first month of trading we spent £5,800, £5,000 of this being from investment from myself and my father. Over to first month we had to buy tools and equipment, advertisements and signage as well as purchasing and receiving donations of second-
hand furniture.

I have looked in to a possible start up finance loan for the business, this is government funded scheme where you can loan between £5,000 to £25,000 with a fixed interest of 6% that can be repaid over 1-5 years. If you are eligible for the loan you also receive free support and mentoring for 12 months, which I think would be very beneficial for the business (Apply for a Start Up Loan for your business, 2021).

If Not Too Shabby is eligible for this loan from the government it would mean we would be able to invest in a larger workshop, this then would mean we would be able to increase our workload which in turn would mean we would be able to take on more orders from customers. If this happened, we would also then be able to employ another member of staff to help support the increased in demand of furniture from this business. However, if we were not successful with a government backed loan, we would then investigate other routes. For example, to see if we would be eligible for a business bank loan and possible increase our overdraft.
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