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The business is all about the brand called 'Nutraherbal protein supplement'. It involves different protein supplement types in a range of categories, the main objective of the Nutraherbal protein supplement is that it includes the richness of herbal ingredients, and the brand claims its product is 100 per cent natural and made with herbal nutrition and ingredients. The Nutraherbal Pvt ltd. Is the company that holds the brand ownership of Nutraheral protein supplement. The world has recently been suffering from a pandemic of COVID 19 (Drewery et al., 2021). It is required to have good immunity to fight the COVID 19 virus. The Nutraherbal protein supplement is richly built with herbal nutrition that helps the human body in the process of improving immunity.  
Mission statement: The mission statement of the company is 'developing life with herbal and natural components. 
Reasons for choosing this business: The target audience of this business idea is youth. Majorly the business focus on the range of customer that lies between the age of 17-40, and those who have interests in health and gymnasium. Alongside it being a big market, the global protein supplement market has a size of USD 20.47 billion in the year 2021. So the business was specifically investable and enough good to proceed with. 
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Segmentation: It can be segmented into 5 major categories.
Legacy ready-to-drink product: It includes the traditional protein-forwarded kind of product. The company has less focus on this segment.
Performance beverages: It includes the sports nutrition range of protein products for the athletes. The company has a high focus on performance beverages product.
Breakfast beverages: The company is looking forward to performing good in this emerging category as it has no clear market leader currently (Heffernan, 2020). 
Recreational beverages: The company focuses on this category for the awareness of protein mainstream-focused consumers. 
Plant-based sources: The company has a main focus on this category. This category includes the products that are majorly sourced from a diverse form of a set of raw form of ingredients.
Targeting: As per categorising based on age group, the millennials are generally expected to account for the ideal share in terms of consumption for the business of protein supplements. Therefore the millennials are generally known for being the favourite customers of various products for protein supplements (Kabulov et al., 2020). 
Positioning: Here the company focuses on marketing toward the ideal integrity, sustainable form of growth. The aspects of strong marketing generally give a better positioning probability. This way of brand positioning will ensure the quality and specified balance, a strategic combination of fat, carbs and protein. 
The legal status of the company: The legal status of Nutraherbal protein is a Private limited company. 
Private limited company:  It is one of the types of a company whose specific shares are not gets traded on the stock market and might only be generally sold if other shareholder gets agree. The specific move from the private limited company to the public will generally facilitate further factors of investment from its key shareholder. In other words, the private limited company can also be described as the type of entity for business in the module of private ownership that is used in many jurisdictions, specifically in the contrast to the publicly listed organisations and companies, with some specific differences from nation to nation. 
Advantages of Private Limited company
Separate legal entity: The specific entity generally means something that has the real form of existence; a thing with major distinct existence. The organisation is the legal form of entity and the general juristic person established under the factor of the act. The entity of the juristic person is the major person who is not the factor of a human being or natural being. Hence the organisation form of the company has a wider legal capacity and can generally own the property and also incur debts (Katsikeas et al., 2019). The member of the organisation has no specific liability to the aspects to creditors of the organisation for such kinds of debts.
Uninterrupted existence: The organisation has the specific 'perpetual succession, that is generally continued or the existence (uninterrupted) until it is getting quite legally dissolved. The organisation, getting the spate entity of legal person, is also going quite unaffected by the specific death or another form of irrespective of the major changes in the entity of membership. The aspect of perpetual succession is one of the most significant characteristics of the organisation. 
Limited liability: The aspects of limited liability generally mean the major status of getting legally responsible only to the limited form of the amount of the debts of the organisation. Unlike the factor of partnerships and proprietorships, the aspects of limited liability organisation of the members in respect of the debts of the organisation are quite limited. In other words, the factor of liability of the entity of members of the organisation only to the aspects of extending of the facing the value of shares that have been taken up them. Hence, where the organisation is limited by the entity of shares, the entity of liabilities of the members in the process of winding up is quite limited to a specific amount quite unpaid on their entity of shares (Keogh et al., 2019). 
Disadvantages of a private limited company
Registration process: The registration of a private limited company on averagely takes regarding 10-15 days. Therefore, the process of registering the specific private limited organisation includes the costs and processes that are not majorly applicable for the unregistered form of entity such as proprietorship. Although once generally registered, the private limited company generally enjoys a wider variety of rights and powers, the process of making process for the process of opening the bank account or the process of getting the payment gateway. The aspects of partnership and proprietorships firms generally proceed to encounter quite a difficulty post registration aspects while proceeding to leave having to opening the bank account or obtaining the gateway of payment. 
Compliance formalities: The private limited organisation needs a specific range of compliance post factor of incorporation. All major organisations are needed for holding the board meeting, the general form of meeting, getting the accounts specifically audited, maintaining the statutory registering and filing the annual form of return with the factor of the ministry of corporate affairs every year. In addition to the aspects of the corporate compliance factor of formalities, the organisation will also have to proceed to maintain compliance with labour and tax laws (Katsikeas et al., 2019).
Division of ownership: The key disadvantage of the aspects of the private limited organisation is that it needs the minimum form of two persons for acting as the shareholders and directors, so, a kind of sol entrepreneur who generally wishes for starting and operating the business by her/himself cannot begin the private limited company. Therefore, any kind of major decision being taken by the organisation will always need the consent form of two persons. The organisation will need for having two factors of shareholders, even if one generally persons holding the negligible form of shareholding (Lamsal et al., 2019). 
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Value: Here the business requires offering the major resources that generally add value for the entity of the range of customers. Here the business is generally providing the plant-based factor of protein supplement, which generally works equally and effectively as another form of other protein power but the factor of value that comes with no other form of side effect and advantages.
Rarity: Majorly animal-based protein supplements have their side effects, but the products of nutraherbal protein are based on the true essence of herbal and natural ingredients. It does not have any kind of side effects. 
Imitability: It generally seemsgenerally seems to be very expensive for duplicating the capability and resourcesresources of the protein supplement Nutraherbal and it is a business plan. Since all the significant operations of the business plan generally focus on the aspects of eco friendly factors in the process of making the products. 
Opportunties: For the process of reducing the major consumption of the normal whey protein in the western nations. The products of nutraherbal protein gare generally concernedrding nutrition factors. The business also specifically increases the specific concern regarding environmental factors and sustainability (Lamsal et al., 2019). 
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Analysis of threat of new entry: The business must proceed with building up the economies of scale so that it can proceed to lower the factor of fixed cost for every unit. 
The threat of substitutes – The business should focus on the process of switching costs, as per the analysis of product life cycle, this can be evaluated that the factor of switching costs will be really important here for the organisation for dealing with the issue of the threat of substitutes. 
Bargaining power of customers – The organisation must proceed with building an effective supply chain with major key suppliers. Satisfying the requirements of the customer will help the organisation to come over the issue of the bargaining power of the customer. And for this, having the products to supply to the customer according to its chosen place and requirement is important that is why here the supply chain factor is really important. 
Bargaining power of suppliers – The suppliers could generally proceed to dominate the position that can decrease the margin for profit for Nutraherbal protein in the market. It is required for a company to take care of the competition. 
Competitive rivalry – Here the company must focus on building the factor of sustainability and building the scale so that it ideally works better (Li et al., 2021). 
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	Name of competitor
	Differentiation

	Competitor 1 

	Optimum Nutrition
The expertise of the organisation: Specifically known for their good supply chain.

	Competitor 2

	Muscle Tech
The expertise of the organisation: The company is popular for the quality of its products. 

	Competitor 3

	Innovacare health
The expertise of the organisation: The organisation is specifically for a variety of range of products (Morgan et al., 2019).  
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	Name 
	Skills
	What do they bring to the firm

	Strategic Level CEO -  Director – GM
	Leadership, communication skills, focus to make changes, numeracy, and skills of problem-solving
	The CEO is responsible to look out for all the operations being done properly. 

	Tactical – Finance Manager, HR manager, Marketing and advertising 
	Social marketing skills, digital marketing skills, Employee management, and Accounts management.
	Responsible to look out for the social media management, and financial management of a company.

	Operations – General Staff, Kitchen porter, delivery
	Operation handling, supply chain (Mothersbaugh et al., 2020) 
	Responsible to fulfil basic operational requirements for the company. 
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Product: The company has different supplements in various categories, the main focus here of protein supplements is the addition of herbal protein.
Price: The company would majorly target the retailers for better and ideal placement of the protein. 
Promotional Mix: The major objective of the organisation is to communicate to the consumers. The strategy for the promotion of the organisation is to focus on digital marketing and internet marketing for ideal and less expensive marketing. Since the main aim of the organisation is to make the communication with the targeted audience, and digital marketing is the best technique to communicate with the target audience, it eliminates unnecessary and non-targeted audiences to market or promotes the brand. And therefore it becomes the ideal and cheaper way to advertise the market (Rutz and Watson, 2019). 
Place (Distribution strategy): Here the organisation will be focusing on the price penetration strategy. The technique of price penetration will help the organisation to make its place in the market. Since it becomes quite tough for a new company to make its place in the market, price penetration helps the organisation to get potential customers.
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Sources of funds: The business will focus on Angel investors and venture capital as the major sources of funding. 
Use of funds 

	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue (from your operations and marketing section)
	$2187
	$2210
	$2500
	$2498
	$2598
	$2509

	Fixed Costs
(List out your fixed costs)






	$210
	$250
	$200
	$230
	$220
	$245

	Variable Costs
(List out your variable costs)








	$1234
	$1234
	$1564
	$1432
	$1147
	$1400

	Profit 
	$693
	$726
	$736
	$836
	$1231
	$864
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