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[bookmark: _Toc1903200151]Executive Summary
MJA Home Furniture Ltd is a furniture retail business that I have established to provide high-quality, affordable and stylish furniture to customers across Walsall, Birmingham and the surrounding areas. My vision is to become a trusted local furniture retailer by combining excellent customer service with modern furniture designs at competitive prices.
I identified an opportunity in the local market because many consumers are looking for quality furniture without paying premium prices. At the same time, customers increasingly value convenience, fast delivery and personalised service. My business will meet these needs by offering a carefully selected range of sofas, dining furniture, bedroom furniture, office furniture and home accessories through both an online platform and local delivery service.
As the business owner, I will oversee the daily operations, supplier relationships, marketing activities and customer service while expanding the business as sales increase. Initially, the company will operate as a Private Limited Company (Ltd), protecting my personal assets while allowing opportunities for future growth and investment (Companies House, 2025).
A significant part of my business strategy focuses on sustainability. MJA Home Furniture will work with suppliers who prioritise responsible sourcing, minimise unnecessary packaging and encourage customers to recycle or donate unwanted furniture whenever possible. These practices not only reduce environmental impact but also demonstrate corporate social responsibility, which is becoming increasingly important to UK consumers (Department for Environment, Food & Rural Affairs (DEFRA), 2023).
The purpose of this business plan is to demonstrate that MJA Home Furniture is commercially viable, financially achievable and capable of establishing a strong position within the competitive furniture retail market.
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[bookmark: _Toc498021303] 1. Business Overview
MJA Home Furniture Ltd is a new furniture retail business that will operate from Walsall in the West Midlands. The business has been developed from my passion for quality home furnishings and my ambition to create a company that offers customers both value for money and excellent service.
The furniture industry continues to experience strong demand due to population growth, increased home ownership, rental property investment and consumer interest in improving living spaces (Office for National Statistics, 2024). While large national retailers dominate parts of the market, many customers still prefer dealing with independent businesses that offer personalised advice, flexible delivery and better after-sales support.
My business will specialise in supplying:
· Sofas 
· Dining tables and chairs 
· Wardrobes 
· Coffee tables 
· TV units 
· Home office furniture 
· Decorative home accessories

Unlike many larger competitors, I aim to provide a personalised shopping experience where customers receive individual advice before and after purchasing. This approach will help develop long-term customer relationships and encourage positive recommendations through word-of-mouth marketing.
Initially, MJA Home Furniture will operate using a combination of online sales, social media marketing and local delivery services throughout Walsall, Birmingham and neighbouring areas. As the business grows, my long-term objective is to establish a physical showroom where customers can view products before purchasing.


[bookmark: _Toc586681582]Vision Statement
My vision is for MJA Home Furniture to become one of the most trusted independent furniture retailers within the West Midlands by offering excellent value, sustainable products and outstanding customer care.

[bookmark: _Toc1518850045]Business Objectives
During the first three years I aim to:
· Establish MJA Home Furniture as a recognised local furniture retailer. 
· Achieve annual sales growth of at least 20%. 
· Build a loyal customer base through excellent service and competitive pricing. 
· Develop partnerships with reliable UK and European furniture suppliers. 
· Expand the business by opening a dedicated showroom within five years. 
· Reduce environmental impact through sustainable business practices. 


[bookmark: _Toc147705112]2. Market Research
[bookmark: _Toc785865998] Market Analysis
Before developing MJA Home Furniture Ltd, I carried out research into the UK furniture retail industry to understand customer demand, market trends and competition. The UK furniture market continues to perform strongly despite economic challenges, with consumers consistently investing in furniture when purchasing new homes, renovating existing properties or replacing older furniture (Statista, 2025).
Walsall is an ideal location for my business due to its growing population, excellent transport links and proximity to Birmingham, one of the UK's largest retail centres. The area includes a wide range of homeowners, private tenants, landlords and first-time buyers who regularly purchase furniture for their properties.
Consumer buying habits have also changed significantly in recent years. Many customers now begin their purchasing journey online before visiting a showroom or placing an order. For this reason, MJA Home Furniture will operate through a professional website supported by Facebook, Instagram and TikTok, allowing customers to browse products, ask questions and purchase conveniently (Kotler and Keller, 2022).
My target market will include:
· Young professionals purchasing their first home. 
· Families looking to upgrade furniture. 
· Landlords furnishing rental properties. 
· Students and young adults requiring affordable furniture. 
· Customers seeking stylish furniture at competitive prices. 
Rather than competing purely on price, my business will differentiate itself by providing excellent customer service, reliable delivery, quality products and personalised advice throughout the purchasing process.

[bookmark: _Toc2116417215]3. PESTLE Analysis
A PESTLE analysis helps identify the external factors that may influence the success of my business.
	Factor
	Impact on MJA Home Furniture


	Political
	UK trading regulations, employment law and consumer protection legislation ensure furniture retailers meet quality and safety standards. Compliance with these regulations will help build customer trust (Department for Business and Trade, 2024).


	Economic
	Inflation and rising living costs may reduce customer spending on non-essential items. However, furniture remains an important household purchase, particularly for homeowners and landlords. Offering different price ranges and finance options can make products more affordable.


	Social
	Consumers increasingly value stylish homes and spend more time researching furniture online. There is also growing demand for environmentally responsible businesses, creating opportunities for companies that promote sustainable practices (DEFRA, 2023).


	Technological
	E-commerce, digital marketing, online payment systems and social media allow businesses to reach larger audiences at relatively low cost. Technology will enable MJA Home Furniture to compete with larger retailers by building a strong online presence.


	Legal
	My business must comply with the Consumer Rights Act 2015, the General Data Protection Regulation (GDPR), health and safety legislation and employment law to protect customers and employees.


	Environmental
	Customers increasingly expect businesses to minimise waste and reduce environmental impact. MJA Home Furniture will work with suppliers using responsibly sourced timber, recyclable packaging and environmentally friendly manufacturing processes.



Overall, the PESTLE analysis demonstrates that while economic conditions present challenges, technological developments and changing consumer preferences create significant opportunities for my business.

[bookmark: _Toc485114555] Competitor Analysis
The furniture industry is highly competitive; therefore, understanding competitors is essential when developing my business strategy.
[bookmark: _Toc764629246]Direct Competitors
IKEA Birmingham
IKEA is one of the UK's largest furniture retailers, offering affordable flat-pack furniture with a wide product range. Its strengths include strong brand recognition and competitive pricing. However, customer service is often less personalised, giving independent businesses like mine the opportunity to provide a better buying experience.
DFS Wednesbury
DFS specialises in sofas and upholstered furniture. The company benefits from national advertising and finance options, but its product range is narrower than MJA Home Furniture, which will supply complete home furnishing solutions.
Furniture Village
Furniture Village offers premium-quality furniture with excellent showroom experiences. However, higher prices may discourage budget-conscious customers. My business will provide quality furniture at more affordable prices while maintaining excellent customer service.
[bookmark: _Toc1323885751]Indirect Competitors
Indirect competitors include retailers that sell selected furniture alongside other household products.
· Argos 
· Dunelm 
· B&M 
These retailers attract customers through convenience and lower prices. However, they typically provide fewer specialist furniture services and limited personalised advice.

[bookmark: _Toc1162806491] Competitive Advantage
Although national retailers dominate the furniture market, I believe MJA Home Furniture has several competitive advantages.
Firstly, I will provide personalised customer service by helping customers choose furniture that suits their needs, budget and available space. Secondly, I will focus on building long-term relationships through honest communication and excellent after-sales support.
My business will also maintain an active presence on Facebook, Instagram and TikTok to showcase new products, customer reviews and promotional offers. Social media provides a cost-effective way to reach local customers while building trust and increasing brand awareness (Chaffey and Ellis-Chadwick, 2022).
Finally, sustainability will form part of my competitive strategy. By working with responsible suppliers, reducing unnecessary packaging and encouraging furniture recycling, I hope to appeal to environmentally conscious consumers while reducing waste.

[bookmark: _Toc402005624]4.  Management Structure
During the first year of trading, I will manage MJA Home Furniture as the owner and director. My responsibilities will include purchasing stock, negotiating with suppliers, overseeing marketing activities, managing customer enquiries and monitoring the financial performance of the business. Taking on these roles myself will allow me to reduce operating costs while maintaining control over the quality of service provided.
As the business grows, I plan to recruit additional employees, including a sales assistant and a delivery and warehouse operative. This will enable me to focus on business development, supplier relationships and expanding the company's presence throughout the West Midlands.
To ensure the business operates efficiently, I will also work closely with an external accountant to manage payroll, tax returns and financial reporting. Outsourcing these specialist services will help ensure legal compliance while allowing me to concentrate on growing the business (Companies House, 2025).

[bookmark: _Toc543202392]5.  Legal Structure
After considering the different business structures available, I have decided to register MJA Home Furniture as a Private Limited Company (Ltd).
This legal structure offers several advantages. Firstly, it provides limited liability, meaning my personal assets are protected if the business experiences financial difficulties. Secondly, operating as a limited company increases credibility with suppliers, customers and financial institutions. Finally, it allows greater opportunities to attract future investors should the business expand.
As a limited company, MJA Home Furniture will comply with all relevant UK legislation, including the Consumer Rights Act 2015, Health and Safety at Work etc. Act 1974, General Data Protection Regulation (GDPR) and Companies Act 2006. Adhering to these legal requirements will ensure customers receive quality products while protecting employee welfare and customer data.

[bookmark: _Toc2069270434]6.  Marketing Communications Strategy
Marketing will play a vital role in building awareness of MJA Home Furniture and attracting new customers. My strategy combines digital marketing with local community engagement to establish a strong and trusted brand.
The primary marketing channels will include:
· Facebook 
· Instagram 
· TikTok 
· Google Business Profile 
· A professional e-commerce website 
These platforms will allow me to showcase new furniture collections, customer reviews, promotional offers and home styling ideas. Social media advertising will target customers within Walsall, Birmingham and neighbouring areas, ensuring marketing expenditure is focused on my local market.
To encourage repeat business, I will introduce referral discounts, seasonal promotions and exclusive offers for returning customers. I also intend to collaborate with local property developers, estate agents and interior designers, who can recommend MJA Home Furniture to new homeowners.
My pricing strategy will focus on offering excellent value rather than simply being the cheapest retailer. Customers are often willing to pay slightly more for reliable delivery, quality products and excellent customer service (Kotler and Keller, 2022). By building trust and maintaining strong customer relationships, I believe MJA Home Furniture can develop a loyal customer base and generate positive word-of-mouth recommendations.









[bookmark: _Toc2132197374]7. Funding and  Financial Plan 

Month 1 Cash Flow
 
Cash In                                                              MONTH  1  (£)
Loan /Start-up capital                                15,000
Sales (Furniture )                                              4,500
Total Cash In  (A)                                             19,500
                                                                                   
Cash Out ( Expenses )                              Month 1 (£)
	
	

	Initial furniture stock                              8,000
	

	Warehouse/showroom deposit        3,000
Rent                                                               1,200
Utilities                                                              250
Marketing                                                         500
Fuel & deliveries                                            600
Insurance                                                        200                                                    Wages (my own)                                       1,200 
Total Cash Out (B)                                  14,950
	


Net Cash Flow 
Total Cash in ( A )                                      £19,500
Total Cash Out  (B)                                    £14,950
Net Cash Flow (A-B)                                 £4,550

My objective is to achieve profitability during the first 12 to 18 months by carefully managing costs, maintaining healthy profit margins and increasing sales through effective marketing.

[bookmark: _Toc1845253402]8.  Sustainability and Community Impact
Sustainability is a key part of my long-term business strategy. I recognise that customers increasingly choose businesses that demonstrate environmental responsibility.
MJA Home Furniture will source products from suppliers who use responsibly managed timber and sustainable manufacturing processes wherever possible. I will also reduce unnecessary plastic packaging by using recyclable materials and encouraging suppliers to minimise waste.
To support the local community, I plan to partner with charities that accept unwanted furniture donations, helping customers dispose of old furniture responsibly while supporting families in need. These initiatives reflect my commitment to balancing commercial success with social and environmental responsibility (DEFRA, 2023).

[bookmark: _Toc2083427662]9.Conclusion
Developing this business plan has demonstrated that MJA Home Furniture has strong potential to establish itself within the competitive furniture retail industry. Although competition from national retailers is significant, I believe my focus on personalised customer service, affordable pricing, high-quality products and sustainability will enable the business to attract and retain loyal customers.
By combining a strong online presence with local delivery, effective marketing and responsible business practices, MJA Home Furniture aims to become a trusted furniture retailer throughout Walsall and the wider Birmingham area. Careful financial planning, continued market research and excellent customer relationships will support the long-term growth and profitability of the business.
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