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AI Acknowledgement  
Examples of statements If you have not used AI
I confirm that I have not presented any AI generated materials as my own work. 
I confirm that I have copies of my drafts, notes, and other resources I used, which I may be asked to provide in evidence.
Examples of AI statements if you have used AI
Example 1: 
I acknowledge the use of Grammarly (https://www.grammarly.com/) on Date to check my work using the prompt(s): 
1. Please check the following text for readability, grammar and syntax. 
I confirm that I have not presented any AI generated text as my own work. I confirm that I have copies of my drafts, notes, and other resources I used before, and after the use of AI tools which I may be asked to provide in evidence. 
Example 2: 
I acknowledge the use of SciSpace (https://typeset.io/) on 7 March 2024 to support my research using the prompt(s): 
1. Please provide me with materials on the biology of the liver. 
2. Please provide me with materials on liver cells. 
I confirm that I have not presented any AI generated text as my own work. I confirm that I have copies of my drafts, notes, and other resources I used before, and after the use of AI tools which I may be asked to provide in evidence. 
Example 3: 
I acknowledge the use of ChatGPT (https://chatgpt.com/) on 13 April 2024 to write my notes into submission format using the prompt(s): 
1. Please write up these bullet points as an essay paragraph at university level. 
I confirm that I have not presented any AI generated text as my own work. I confirm that I have copies of my drafts, notes, and other resources I used before, and after the use of AI tools which I may be asked to provide in evidence. 
*You must provide an AI statement





Introduction
The proposed business is Ascend Martial Arts Academy Ltd, a martial arts and fitness facility located at 1b Lonlas Industrial Estate, Lucy Road, Neath. 
Product/Service Propisition
The business will provide Taekwondo, Muay Thai, circuit training, yoga and fitness classes within a professional and welcoming environment. The academy’s slogan is “Train. Improve. Ascend. Building Confidence Through Martial Arts.”
The academy aims to differentiate itself from competitors by offering multiple disciplines under one roof. Customers will be able to choose specialist martial arts training or combine their training with fitness-based services. Membership packages will include Taekwondo (£40 per month), Muay Thai (£40 per month), Unlimited Martial Arts (£55 per month) and Fitness Membership (£25 per month). Additional income will be generated through refreshments, merchandise and a Brazilian Jiu-Jitsu (BJJ) subletting arrangement.
The Idea behind the Business
The idea for Ascend Martial Arts Academy was developed from my personal experience within the fitness and martial arts industry. I am a qualified Personal Trainer, hold a black belt in Taekwondo and have trained in Muay Thai for approximately seven years. Through my experience, I have developed a strong understanding of both customer needs and the operational requirements of a successful martial arts facility.
I have also worked alongside business owners and entrepreneurs within the fitness industry, which has helped me understand the importance of customer retention, service quality and business sustainability. Through my own experiences and observations of local martial arts providers, I identified opportunities to create a facility that offers a broader range of services while maintaining a strong community atmosphere.
Primary market research consisting of 53 survey responses indicated demand for affordable, accessible and high-quality martial arts and fitness services. Competitor analysis further identified opportunities to provide multiple training disciplines, flexible memberships and enhanced customer experiences.
Business Ownership Structure
Ascend Martial Arts Academy will operate as a Private Limited Company (Ltd). This structure was selected because it provides limited liability protection, meaning personal assets are protected from business liabilities. Furthermore, operating as a limited company creates a more professional image and supports future growth opportunities.
Initially, the business will be managed entirely by the owner, who will act as Managing Director and Lead Instructor. This approach reduces labour costs during the startup phase and allows close control of service quality and business operations.
Mission Statement and Business Aims
To provide high-quality martial arts and fitness training that develops confidence, discipline, health and personal development within a safe, inclusive and community-focused environment.
My business aim: to establish Ascend Martial Arts Academy as a leading martial arts and fitness provider within Neath and the surrounding area. 
My SMART Objectives 
To achieve 20 active members within the first month of operation. Increase membership to 40 members by Month 3 and 70 members by Month 6. Achieve 100 active members within the first 12 months. Develop a strong online presence through social media marketing and community engagement.
Location Chosen
The selected location is 1b Lonlas Industrial Estate, Lucy Road, Neath SA10 6RR. The premises provide approximately 4,516 square feet of usable space and include office facilities, kitchen facilities, storage areas and parking provision.
Several alternative properties were considered during the research process. However, the Lucy Road location was selected because it offered the strongest combination of affordability, accessibility and future growth potential. Its proximity to the M4 motorway improves access for customers travelling from Neath, Swansea and surrounding communities.
The available floor space will support multiple training areas, a reception area, parent waiting facilities and future business expansion.
The business will initially be operated by the owner. My qualifications as a Personal Trainer, Taekwondo black belt and experienced Muay Thai practitioner provide credibility and relevant expertise.
Human Resources
A BJJ instructor holding a purple belt qualification will operate through a subletting arrangement, increasing service diversity without increasing direct staffing costs. As membership numbers increase, a receptionist will be recruited to manage bookings, customer enquiries and administrative responsibilities.
Marketing activities 
We will focus primarily on social media platforms such as Facebook, Instagram and TikTok. These platforms provide cost-effective opportunities to engage with potential customers and showcase academy activities.
Content will include training videos, student achievements, promotional offers and educational content. Additional marketing activities will include school anti-bullying workshops, community engagement events and referral schemes.
Word-of-mouth marketing is expected to be particularly important due to the relationship-based nature of martial arts training. Delivering high levels of customer satisfaction will therefore be a key priority.
Primary market research 
This was conducted through a questionnaire completed by 53 respondents. The findings demonstrated interest in martial arts and fitness services, particularly where affordability, instructor experience and facility quality were present.
Competitor analysis examined local martial arts and fitness providers, including their pricing, facilities and geographical locations. Distance analysis using mileage measurements identified opportunities to attract customers from areas that are not currently well served by competitors.
The research findings support the viability of Ascend Martial Arts Academy and demonstrate demand for a community-focused multi-discipline training facility.
Financial Resources and Forecast
Startup costs are estimated at approximately £13,233. These costs include equipment, flooring, signage, marketing, stock and initial operational expenses.
The business will be funded through £16,000 of personal savings, leaving approximately £2,767 available as working capital. This funding strategy avoids reliance on external loans and reduces financial risk during the startup phase.
Membership growth targets are 20 members during Month 1, 40 members by Month 3, 70 members by Month 6 and 100 members by the end of Year 1. These targets are considered achievable due to competitive pricing, local demand and the owner’s industry experience.
Strengths include relevant industry experience, professional qualifications, competitive pricing and multiple service offerings. Weaknesses include limited brand recognition and reliance on owner involvement during the startup phase.
Opportunities include increasing public interest in health and fitness, potential partnerships with schools and community organisations, and future service expansion. Threats include existing competitors, economic uncertainty and increasing operating costs.
Overall, the SWOT analysis suggests that the business possesses strong foundations and significant growth potential.

The development of this business plan has significantly improved my understanding of entrepreneurship, business planning and strategic decision-making. Through the creation of Ascend Martial Arts Academy, I was able to combine my personal interests and professional experience with business theory to create a realistic and achievable business proposal.
The most challenging aspect of the assignment was conducting the competitor analysis and SWOT analysis. Researching competing martial arts and fitness providers required detailed investigation into pricing structures, facilities, service offerings and customer experiences. This process helped me identify market gaps and opportunities where Ascend Martial Arts Academy could provide a more practical and customer-focused service. The SWOT analysis further improved my ability to critically evaluate business strengths, weaknesses, opportunities and threats, rather than simply describing them.
Another significant challenge was the financial planning process. Estimating startup costs, operational expenses and projected membership growth required extensive research and careful consideration. Balancing ambition with realism was initially difficult; however, the process improved my understanding of budgeting, financial management and business sustainability. Through effective planning and cost control, I was able to create a realistic funding strategy based on personal savings while maintaining sufficient working capital.
Several important skills were developed throughout the project. My research skills improved through the collection and analysis of both primary and secondary data. Conducting a survey of 53 respondents provided valuable insight into customer preferences and demonstrated the importance of evidence-based decision-making. Furthermore, my analytical skills improved through competitor analysis, financial planning and the application of business frameworks such as SWOT analysis.
The project also strengthened my understanding of marketing and customer retention. Through reviewing competitor activities and consumer behaviour, I recognised the importance of providing high-quality customer experiences and building strong community relationships. This understanding will be valuable in both future academic work and real-world business situations.
If I had additional time, I would expand the market research by increasing the survey sample size and conducting interviews with potential customers. This would provide a deeper understanding of customer expectations and strengthen the overall business proposal. I would also investigate additional revenue opportunities such as specialist seminars, self-defence courses and corporate fitness programmes.
I would personally invest my own money into this business because I possess relevant industry experience, qualifications and practical knowledge. As a qualified Personal Trainer, Taekwondo black belt and experienced Muay Thai practitioner, I have developed a strong understanding of the services being offered. Furthermore, I have worked alongside successful business owners and entrepreneurs within the fitness industry, which has provided valuable insight into business operations and customer management.
Funding the business through personal savings allows me to retain full control of decision-making while avoiding the financial pressure associated with external loans or investors. Overall, I believe Ascend Martial Arts Academy has strong potential to become a successful and sustainable business while making a positive contribution to the local community.
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