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Business plan: Digital marketing agency for SME’s
1. [bookmark: _Toc181625842][bookmark: _GoBack]Introduction
The world over, digital transformation has changed the nature of interaction with the market, hence the need for a different form of marketing known as digital marketing, which is suitable for any business regardless of their size. Unfortunately, small and medium enterprises (SMEs) are unable to do digital marketing because of various constraints such as lack of control spans, financial restrictions, and high burn rates (Peter and Dalla Vecchia, 2021). By providing specific services such as social media management, SEO, and web analytics and reporting, one would be able to equip SMEs with capabilities that would make them elevate their online presence and compete. This document elaborates on the concept of the consultancy, its financial plan, marketing strategy, and growth prospects providing an outline of how success can be achieved. 
2. [bookmark: _Toc181625843]Overview of the business idea, product and service 
Digi Hub a consultancy agency, will be designed focusing on providing digital marketing services to small-medium enterprises (SMEs) in the United Kingdom. Many SMEs do not have the capabilities to fully exploit the potential of digital marketing. For this reason, to fulfil the needs that every business has, the agency seeks to provide a solution to the existing problem by offering bespoke digital marketing services (Beccarello D'Amico, 2023). The main services Digi Hub will be offering are social media management, social media marketing, search engine optimization, content writing, and email campaigns. These services are important for businesses in this era, which seeks to once and even hold potential clients. At Digi Hub, every business will be perceived as unique and therefore solutions will be developed that are compatible with the client's objectives and resources.
Digi Hub’s targeted clients are not limited to or exclusive of retail, hospitality, and other professional services available in the UK. Keeping in mind that there are over 5 million SMEs active in the UK, this promises good things for expansion in this region. It is worth mentioning however that our typical clients are those who want to improve their principles of communication with the customers through digital marketing but do not have such qualities in the organization (Beccarello D'Amico, 2023). The direction in which we provide and engrain value is that we want to see SMEs making it. This includes assisting the clients, strategizing, and doing everything to ensure that the clients are able to reach the particular audience, improve sales, and of course brand recognition. Digital marketing services are provided by experienced staff who are aware of all trends in the industry and the best practices making sure the client benefits from the applicable and latest strategies and tools available.
3. [bookmark: _Toc181625844]Legal format of the start-up 
Maximizing professionalism and reducing the likelihood of personal risk on the part of the founder, shall require Digi Hub to be registered as a Limited Liability Company (LLC). It is possible for the business to trade as a separate entity, thus bringing in a layer of protection within the personal assets from the business liabilities. The importance of this is that in the occurrence of any debts incurred in the business or even legal battles, the founders will not lose any of their private money (Papadopoulou and Phillips, 2020). Also, the possibility of setting up Digi Hub as an LLC serves to give assurance to potential clients business partners, and investors as well. This is because regards to the established perception, a limited company is more stable and credible than a sole proprietorship or any other informal setup. Moreover, with the growth of operations and clientele base at Digi Hub, the firm will be in a position to introduce new partners or investors to the business which will ease growth. This flexibility provides a competitive edge to Digi Hub as it ensures its survival strategies are viable over time. 
4. [bookmark: _Toc181625845]Management of the company 
Digi Hub will function with a simplified management hierarchy in order to ensure fast and efficient decision-making and flexibility to the changing market trends (Eid, Abdelmoety, and Agag, 2020). The Company will be established by a digital marketing guru who will own the Company and serve as its Managing Director. Among the duties of the founder are the leadership of the digital strategy, building and managing customers, and directing all marketing in relation to the business aims. This leadership style approach will encourage creative and flexible thinking which is essential in this particular consultancy.
In order to enhance the initial growth, the management team of Digi Hub will also apply a flexible workforce model that will combine the use of freelancers and part-time employees in areas needed (Mohamed and Weber, 2020). This will allow the Company to keep its lean structure and still be able to provide the necessary services without incurring too many costs. These roles may be tailored for instance to social media specialists, or content writers and data analysts who will be involved in preparing specific marketing strategies for the clients. As planned, given the growth of the business, there is a plan to evolve to a more established team system, building the capability to offer a wider range of services, and maintaining a house quality of service consistent with Digi Hub’s aim of assisting SMEs bravely in their digital transformation and beyond.
5. [bookmark: _Toc181625846]Evaluation of the business idea using SWOT analysis
	Strengths:
The owner's professional experience in digital marketing is a great advantage for Digi Hub in carrying out the important task of comprehending the concept of small and medium-sized business management (Ologunebi and Taiwo, 2023). Owing to such knowledge and experience of the target market, the company is able to provide flexible service packages that are specifically geared to the problems that most SMEs come across.
	Weaknesses:
The most important one is the low level of funds that can be spent on large advertising campaigns. This, however, means that it may take longer for the firm to build a wide client base (Ologunebi and Taiwo, 2023). And, at least in the beginning, such clients may have difficulties in trusting Digi Hub. Since it is a consulting firm, that is just beginning, clients will be reluctant to trust engagement without concrete outcomes to show.

	Opportunities:
Most of the SMEs are increasingly appreciating the need to market their businesses online thereby the clients’ demand for digital marketing services is on the rise (Ologunebi and Taiwo, 2023). This is enough justification for Digi Hub to strategize on how to meet this demand. There is also the likelihood of extending service provisions to other sectors which would result in growth in the number of revenues.
	Threats:
Establishing Digi Hub will compete with a mature digital marketing structure that allocates more resources and maintains a more complex reputation (Ologunebi and Taiwo, 2023). Also, the recession will cut down SMEs' expenditure on marketing services. The volatility of the external environment is also a threat to the growth of the client base of Digi Hub and its sustainability.



6. 4ps of marketing 
Product: Digi Hub will provide digital marketing services tailored for small and medium enterprises (SMEs). Such services will include Search Engine Optimization (SEO), social media, content writing, and Pay-Per-Click (PPC) advertising. Each of the above services contributes to enabling the clients to enhance their internet presence, drive more traffic to their websites, and ultimately sell more (Aydoğan, 2020). Adopting a customer-centric approach, we will have packages that can be altered depending on the available finances and the particular business. This minimizes the risk of wasting the money on ineffective strategies. This commitment to personalized approaches indicates the seriousness of ensuring that SMEs thrive and form effective bonds with their clients.
Price: Digi Hub’s pricing strategy will provide as much value as possible and, at the same time, stay competitive (Karpenko, and Ivannikova, 2021). Scale pricing strategies according to the level and extent of service created so that the clients can order what best fits the constraints. Similarly, the company will have consultants on an hourly basis for corporations that require expert counsel infrequently. This will eventually lead to more new clients being attracted and the old ones being satisfied.
Place: Digi Hub will largely be an online business, ensuring that we can reach all the Small and Medium Enterprises in the United Kingdom (Aydoğan, 2020). Moreover, the organization will go ahead and enhance online marketing by meeting and networking at industry events and using sites like LinkedIn that are business-oriented. The aim of participation in these precise events is to make acquaintances, win people over, and create business opportunities with desired clients. This audience will also be addressed through digital marketing techniques such as social media, search engine marketing, and others. This orientation towards chiefly online operations concurs with what modern-day consumers prefer – which facilitates communication and enhances the experience of our clients.
Promotion: Digi Hub will employ a number of promotional strategies to create awareness and entice the clients. This approach will entail social networks, content enhancement, and focus-driven digital incidence marketing (Karpenko, and Ivannikova, 2021). The targeted audience will be informed via blog posts, webinars, and newsletters where we exhibit knowledge and experience in the particular industry. Hiring SME advocates will broaden our reach and enhance credibility. 
7. Cash flow forecast 
[image: ]
Figure 2: Cashflow Forecast of Digi Hub from April 2024 to March 2025
Digi Hub’s cash flow projection from April 2024 through March 2025 has all the details necessary for an understanding of the financial status of the business. Total revenue is forecasted to increase in a gradual manner commencing from £700 in the month of April and climbing to £1,700 in the last month of March. This expected increment in revenues goes in hand with the company’s strategic approach to marketing and acquiring customers, as explained in marketing theory, that advertising is part of the steps that create awareness and eventually sales (Shah, et. al., 2021). Digi Hub’s revenue model consists of service packages, consultations as well as retainer agreements. This is due to the fact that multiple sources of income can be beneficial to a business in improving its overall profitability. As the firm expands its clientele base through word of mouth and networking, it is logical to assume that there will be an upward trend in revenue due to effective marketing, which is indeed able to bring back great returns. The forecast also shows that there will be fixed monthly operating expenses of £1,700 summing up to £20,400 in a year. 
This caters to important expenses such as marketing and advertising costs amounting to £3,600, software subscriptions worth £2,400, and freelance work costing £6,000. These costs are in line with the existing theories of advertising that seek to explain advertising's impact on customers and ultimately on the profits earned by the firm. Also, effective advertising should encourage the consumers to take the desired action which helps to explain the awarded budget for marketing activities (Shah, et. al., 2021). Although total expenses are higher than total revenues, the cash flow forecast indicates a rather deliberate effort which borders on corporate finance management. By having an inflow of cash as well as providing a clear breakdown of the operating costs, it is clear that Digi Hub is able to keep a hand on the pulse of its cash flow. Possessing a healthy closing balance throughout the months of February and March shows that finances were well managed, where the return on investment in advertisement and marketing was expected to be fruitful. 
8. [bookmark: _Toc181625847]Conclusion 
In conclusion, the strategic purpose of Digi Hub Refers to specific goals aimed at good implementation of a modern marketing strategy because SMEs mainly small and medium enterprises have faced a lot of challenges due to the changing trends in the market by offering personalized services which will make the sites more effective. There is also room for growth because of the adaptive nature of the consultancy at any given time since client's needs differ from time to time. In its quest for stable revenue streams and wholesome growth of the business, Digi Hub concentrates on the right tactics and market experience. In the end, the vision of the agency is to enable small and medium-sized enterprises to operate efficiently in the online platform, that is, assist them in achieving their business objectives and tapping all their available market opportunities.
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Apr-24 May-24 Jun-24 Jul-24 Aug-24 Sep-24 Oct-24 Nov-24 Dec-24 Jan-25 Feb-25 Mar-25

Opneing  Balance £25,000 £22,300 £19,600 £16,900 £14,200 £11,500 £8,800 £6,100 £3,400 £700 £2,500 £5,200

Revenue 

 Service Packages £300 £500 £500 £600 £600 £600 £700 £700 £700 £700 £700 £700

 Consultations £200 £300 £300 £400 £400 £400 £400 £400 £400 £400 £400 £400

Retainer Agreements £200 £200 £200 £200 £300 £300 £300 £300 £300 £300 £300 £300

Total Revenue £700 £1,000 £1,000 £1,200 £1,600 £1,600 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700

Total Inflows £25,700 £23,300 £20,600 £18,100 £15,800 £13,100 £10,500 £7,800 £5,100 £2,400 £4,200 £6,900

Monthly Operating Expenses

Marketing and Advertising £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300 £300

Software and Subscriptions £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200

Freelancer/Part-time Assistance £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500

Office/Utility Expenses £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200

Miscellaneous £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200

Total Monthly Operating Expenses £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700

Total Outflows £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700 £1,700

Closing Balance £24,000 £21,600 £18,900 £16,400 £14,100 £11,400 £8,800 £6,100 £3,400 £700 £2,500 £5,200

Digi Hub 

Cashflow Forecast 2024-2025


