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[bookmark: _Toc77769430]Introduction
[bookmark: _Toc77769431]This assignment will Reflect on the skills developed during the Business plan Project.

This will be done using the Gibbs reflection model. The Gibbs model will give some structure to the reflection and produce an action plan at the end to improve on what was learnt.
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The Gibbs Reflection model will categories the reflection on the project process in order to identify each step of the process in isolation. With the structure of the reflection in place it is then possible to formulate an action plan to make improvements and identify and embrace skills learned.
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The idea of the project was to create a business plan for a new business. The sections and details that the project was tasked with providing is shown below:

Executive Summary – should be approx. half a page in length, short and to the point. Who are you? What is your Business Plan about? 

Introduction 
– business idea, legal status, owner 
– management team details, product / service details 

Financial Information: 
-Give realistic figures for your projections 
– turnover, cash flow, profit and loss (monthly over a 12-month period is usual) 
–Financial aspects to focus on 
- may vary slightly depending on your business. 
– How many customers or products sold do you need to break even? 
– What is the ideal number of customers/products sold you need to make a comfortable living? 
– What is the maximum number you can accommodate per session/for size of establishment/per day/week etc.? 
– How much profit do you need to make for the business to be sustainable? 



Marketing: – How will you market your business? 
– What is your USP (Unique Selling Point)? 
– PEST and SWOT analysis 
– Competitor Analysis 
– What is your specific market segment? 
– Who, what, where are you targeting? 
– What is the size of your market? 
– Marketing objectives 

Revenue and Pricing Strategy: 
– How did you arrive at your pricing strategy? 
– How much will you charge for your goods and services? 
– How many income streams will you have? 
– How much will you get from each income stream? 

Operations 
– How much will you get from each income stream? 
– Locations, premises, equipment 
– Production and distribution processes 
– People, staff, suppliers 
– Systems and processes 
– Health & safety, legal compliance
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Having not done anything like this before the initial feeling was quite daunting to begin with. 

The first difficulty was deciding what business to pursue as my main interest did not seem finically viable. A lot of my interest revolve around helping people who are at disadvantage, whether that be physical, financial or emotional.

 Unfortunately, when I began to research these options it quickly became apparent that there would be little financial profit and stability in these projects.

I felt I had to come to a compromise to help people and make a profit at the same time.

This led me to researching low cost breaks for families who either could not afford expensive international holidays or wanted to avoid international travel due to the current pandemic.

I felt that this satisfied both the need of the project to be profitable and my desire to offer something low cost to families or travellers that need a cheaper alternative to the spiralling cost of international holidays.
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There were several things that went well with the project. Firstly, as mentioned before, I felt I was able to provide a product that was financially advantages to the customer whilst creating a profit. This is not easy to do in today’s economic climate.

The main reason I was able to accomplish this is due to the project being set up in under the umbrella of an already thriving business, namely Bunn Leisure.

Their programme that allows you to purchase a static caravan and then lease it out is perfect for a project trying to set up for the first time.

The project does not need to worry about staff, maintenance or marketing due to all of this being done in house by Bunn Leisure themselves.

This allows a much higher profit margin than would normally be achievable.

Also, the expansion can happen a lot quicker under this model as costs are kept to a minimum and are stable.

Research also went well as a result of the Bunn Leisure caravan purchase facility. The direct research has already been done as peak and off-peak attendance numbers are already generated. Prices are already set for similar units and can be undercut to give a unique selling point.

What did not go well was the length of time it took to come to a business model I felt I could proceed with. This caused a time constraint on chosen project that made it a lot more difficult to get everything together by the deadline. 

Another area which did not go well was not being able to personalise the unit to give an additional unique selling point. It is great to have a better price than other units, but the product would have been stronger if some additional selling points could be introduced. I really struggled to come up with any others due to Bunn Leisure providing the marketing and maintenance of the unit for me.
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On analysis of the project, it is clear that the product is strong as it has good foundations:

Firstly, the project is positioned in a wider project that is already established and thriving, namely the Bunn Leisure project. As an established project Bunn Leisure provides a support basis for the project and removes some of the barriers to setting up a business.

Secondly, the project’s market has been boosted by the current pandemic. People’s desire to go on holiday has not been diminished by the current pandemic, rather it has been re-routed to domestic holidays given the static caravan market a boost in bookings.

Thirdly, the project has benefited from the maintenance and marketing already in place from the Bunn Leisure project. This means not only is there less work to do for the project to function, but also there is a wider profit margin due to the lack of wage and marketing costs from the balance sheets.

It is a project that needs initial financing but needs no further investment once it is up and running. There is no need for re-investment to expand and the initial loans would be cleared by the beginning of year 3.

On analysis the expansion could have taken place earlier or even at the beginning by purchasing an additional unit at the outset. This would have required a higher initial loan and though and caused additional risk.

On reflection the way the project started was the safest way to proceed and minimising risks.
The project would have been a lot more difficult to research if this was a standalone static caravan with no support from Bunn Leisure. It would also have been more expensive as there would be marketing costs to consider and wages for cleaners and booking agents. 

Making a profit in this scenario would have been a lot more difficult and would have pushed the possibility of expansion back a few years.

So on analysis the project was constructed in a way that maximum profits could be achieved whilst providing a low cost alternative for customers. This was the goals that were important to achieve to make the project a viable one.
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In terms of improvement it is worth exploring the restrictions of using Bunn Leisure as a support to the project. By doing so the project does not have an identity of its own which restricts branding and limits unique selling points.

Although there are clear benefits to using Bunn Leisure in terms of set up costs, marketing and wage elimination, it is worth exploring the possibility of providing additional benefits for customers using the project rental rather than the Bunn Leisure rentals.

To explore the possibility of providing additional benefits I have done a SWOT analysis to discover if it is viable to create my own brand within the static caravan market and whether the perceived benefits will be advantages to pursue.

On reflection of this analysis, the first thing to notice is that the Strengths of the current system are numerous and the threats to changing to personal branded project are also numerous.

There is a little amount of weaknesses and a little amount of opportunities to benefit from also. The threats however are significant and together would cause a significant risk to the business being profitable. These being marketing costs, wages for staff and an increased amount of loan payments.

On analysis of this SWOT report there is very little benefit to expanding the project to allow more unique selling points and to create a personal brand for the company. The risks are too high and the rewards are too low.

In conclusion then the current project model serves the two main purposes of high profit margins and low cost to the customer and to alter the model to have more control and more unique selling points would actually be counterproductive.



Therefore, the process in all was successful and the project achieved its main goals. There is little worth changing if the process needed to be done again in the future. Having said that it would be a slightly different process if the project was done as an individual enterprise as apposed to being part of a larger project.



















	Strength
	Weakness
	Opportunities
	Threats

	No Wages.
No Marketing costs.
Low cost rental.
Maximum profit.
Quick expansion.
Very low maintenance. 
Stable Market.
No booking management.
No complaint management.
Small Loan.
Quick loan repayment.

	No personal branding.
Limited unique selling points.
Does not stand out.
	Create brand.
Create unique selling points.
Stand out from the crowd.
More control of bookings.
	Complaint management. 
Higher outgoings.
Marketing and booking management.
Lower profit.
Staff management.
Slower expansion.
More liability risks.
Site maintenance.
Large loan.
Long loan repayment.
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_ ‘Whatwas the task given? ‘
_ ‘What was the feelings and thoughts during the process? ‘
_ ‘What was good and bad about the experience? ‘
_ ‘What sense was made from the task? ‘
_ ‘What else could have been done to Improve the experience and results? ‘
_ ‘If this task was done again what would be done differently? ‘





