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[bookmark: _Toc518914974]Executive Summary
Guidance Notes:
You write this section last, summarising each of the main sections of the business plan. The summary helps readers quickly understand what your business plan is about, makes them feel that you know what you are doing, and encourages them to read the whole plan.
· Explain your business and what it does
· Outline your target market and how you stand out from the competition
· Explain how you market your business and make sales
· Describe the key people in your business
· Identify any key practical issues
· Present your financial forecasts
· Summarise what financing you need
[bookmark: _Toc518914975]
Business Overview
The Luxe Wax Co. is a home fragrance company, that has a variety of ethically sourced products. We pride ourselves that all our products are handmade, vegan friendly and cruelty free. In addition, we like to do our bit to help the planet by using 100% recyclable packaging. My business will be registered with HMRC as a sole trader because there are many advantages for myself. Sole traders maintain full control of their business, all private data about my business will remain private and I can retain all my profits from my business if needed.  Although there are many advantages to becoming a sole trader, there are some negatives I needed to consider. Sole traders struggle to raise finance to fund their business and are not seen as a separate entity by law (The company warehouse, 2010). Therefore, the business must not get into any debt because I would be liable, and my personal assets would be at risk. I have evaluated the advantages and disadvantages and have concluded that registering my business as a sole trader is most suited for myself. I have attached an updated my cv in my appendix (Appendix S).
I started developing the business idea last year because I am infatuated with my home smelling nice and I have always been interested in making my own wax products. In the past I used to buy home fragrance products in shops and online, but the products were neither strong enough nor lasted. In addition, the products I used to purchase came inn single use plastic packaging. Which was not environmentally friendly or value for money. I decided to research the candle industry and how I could produce handmade products that catered for everyone, while helping the planet. The key factors that affect sales in the candle industry that are scent, variety, price, size, shapes, and fragrance according to the National Candle Association, (No Date). I agree that variety, scent, price, shape, and fragrance play a key role for your business to become successful in the candle industry. Therefore, it is important that I get all the key factors in place and have uniqueness for the business to stand out, because the candle industry is a saturated market.	Comment by Lucy: 
We are a new business and are planning on launching our products on the first of September 2020. Initially we will be trading online via a craft website called Etsy, we will offer a collection and drop off service for local customers and we will be accepting direct orders through Pay Pal. As the business progresses, I will introduce a website, small businesses will stock my products and I will be pitching my business to online businesses like Pretty Little Thing, to stock my products. Additionally, I plan on expanding my fragrance range as I progress in the business, depending on my gross profit for the tax year. I have undertaken a personal development plan on how I will identify my business goals and how I will achieve the goals (Appendix H). My biggest goal I would like to achieve is to run a shop in my local town. I would need a substantial customer base and gross profit from the business to achieve this goal by 1st of September 2023.
[bookmark: _Toc518914976]In future I will be funding my business by using 40% of my gross profit and putting it back into the business for advertising, stock etc. If needed I can fund The Luxe Wax Co with my salary from my cleaning business, and my father has agreed to fund the business. We will be offering a wide range of Eco-friendly products soy wax melts, soy wax candles, reed diffusers, natural based carpet deodorisers and room sprays. I believe there are several reasons why my business will succeed in the home fragrance and candle industry. We offer a personalised message on every order at no extra cost to the customer and the customer’s order can be shipped straight to the recipient if the order is for a gift. All our wax melts will have unique deigns, and every scent will have a different design and colour to stand out, compared to competitors. We will offer a wide variety of scents, including aromatherapy and house blends to cater to everyone’s taste. In addition, we take great care and detail regarding packaging. From experience of purchasing online, I have never come across a small business that has beautiful packaging, unless you are buying from an expensive brand like Jo Malone. When you purchase from The Luxe Wax Co, we like to make a good first impression. From research, 34 percent of consumers questioned by Dotcom Distribution admit that a branded package or a gift box improves the brand’s image significantly (Wright, No Date). Our packaging plays a big role in branding our business, your order will come boxed, hand wrapped with ribbon and sealed with a bow. Inside the box your product will be wrapped in recycled tissue paper and sealed with a personalised message from myself, thanking the buyer for their purchase. I consider this will build rapport with my customers and adds a personalised touch. 
There will be many threats, weaknesses and risks associated with selling candles and wax melts. They can burst into flames or spit if you make them with the incorrect oil to wax ratio. Consequently, it is important to test each to ensure they are safe and fully tested before selling to the public. The Luxe Wax Co will need product and public liability insurance to protect the business and to reassure customers that I have the right insurances in place, although it is not required by law. I have undertaken a SWOT analysis to see the strengths, weaknesses, threats, and opportunities for the business (Appendix B). The biggest strengths are unique designs, personalised orders at no extra cost to the customer and vegan friendly, cruelty free and eco-friendly products. I believe these are the biggest strengths in my business because we can cater for everyone and customers will love the free personalisation for gifts. The weaknesses for my businesses are we do not sell a wide variety of shapes in the wax melts and we only use one type of wax. Although our main reason why we sell soy wax is because it is vegan friendly, we could overcome this by offering customers more than one wax type. In addition, I do not stock a wide variety of shapes of wax melts, but I could overcome this by buying new moulds and trailing new shapes of wax melts when I start trading. My biggest threats for the business are competition due to being a saturated market. Although this is a threat to my business most new wax melt businesses are unreliable, not CLP compliant nor professional looking. I can overcome this by making my business look professional, being trustworthy and providing excellent customer service. Moreover, I discovered there are endless opportunities for my business. I could open a shop, employ staff, expand my scent list, provide wholesale products and online shops could stock my products. All our wax-based products will be hand poured by myself, using a plant based high quality soy wax. Soy wax comes from the soya bean it is environmentally friendly, sustainable and a renewable source. There are several key benefits to using soy wax it has a lower melting point to other waxes, releases no known carcinogens, non-toxic, burns slower resulting in the fragrance lasting up to 50% longer with zero soot (Lesatele, 2015).
Markets and Competition
[bookmark: _Toc518914977]Target Markets
[bookmark: _Toc518914978]The Chandelier (No Date) states that 90% of all candles are purchased by women. This demonstrates a difference between the buying patterns of men and women for some of our products. Although I agree with the above statement, I have personally had several potential male customers show interest about gifts for loved ones or family members. Therefore, my target audience will be both male and female for all my products. I have produced a questionnaire for market research purposes, to analyse my target audience. I have asked potential customers across all our social media platforms if they would kindly fill in the questionnaire. I have produced several pie charts and graphs from the data of my questionnaire (Appendix A). From my results I had thirty-six responses, I had hoped for a larger response for my data to be analysed more accurately. This will enable me to evaluate what age my customers are, what scents they prefer, what online platform do they prefer to shop and what gender they are. From my results 91.43% were female and 8.57% were male, 48.57% were between 25-34 years old and 31.43% were 45 years old or older. This will help determine what sex and age my customers are more likely to be and what my target market is, based on age and sex. Moreover, I asked my potential customers what type of scents they buy most of. Fresh scents had the highest score of 34.29%, with perfume scents in second place with 22.86%, this enables me to determine what types scents to stock most and to produce higher quantities in these scents. In addition to this, I asked potential customers what type of wax melts or candles they buy. Soy wax had the highest vote with 77.14% and this response has reassured me that my decision to use soy wax is in the best interest for my customers. In addition to this, I asked customers what home fragrance product they would buy most, and the highest vote was wax melts at 57.14%. I am so pleased with this result because the main product is going to be wax melts. Furthermore, I asked potential customers when buying online what is your preferred choice of online store. The highest vote with 57.14% was a website with Etsy coming joint last alongside eBay. Although I am initially opening my shop via Etsy, I will be progressing into having a website designed once I have built a customer base. 

Competition
From research I discovered a successful business called Flamingo Candles. Flamingo candles were established in 2013 and are a limited company based in Porth south Wales (Appendix W). The company are approximately twelve miles from my business address (Appendix Q). Flamingo candles have been trading for seven years, have built up an impressive customer base and contacts within the candle industry. They are one of my competitors and an inspiration to myself because they have grown significantly over the years, the branding is colourful and unique. Their key feature is brightly coloured soy candles and unique deigns. Flamingo candles products are handmade by a small team, in a workshop in Porth. Other products Flamingo Candles stock are wax melts, keyrings, notebooks, and desk plates. This business has many advantages, they have built up a large following in social media, have a wide range of candle designs, a workshop, large customer base and have been featured in many magazines, for example Cosmo Politian and Marie Claire. In addition to this, Flamingo Candles have many retail stockists throughout the United Kingdom and online stockists. These are some of their main stockists Miss Guided, Forever 21, Moon Pig and Asos. Although they have a big following, stockists and a wide range of candles, the wax melts the company sell are plain and not unique like the candles they stock. I can use this to my advantage because I will be selling colourful and unique soy wax bars. In addition to this I believe that customers would prefer to support smaller companies during the pandemic, this would be an advance for my business to gain a customer base. 
From additional research I discovered another small candle business called Thornebush Hill (Appendix O). Thornebush Hill is a small candle business based in Bridgend, established in 2016. The small business is operated solely by Kirsty and she has several local stockists across Bridgend, Llantwit Major, Narberth, and Cardiff. The advantages of her business are all her products are handmade, her branding is professional, and she has a few local stockists. Although her business is successful, I believe the disadvantages to her business are her prices. Her wax melts are priced at £8.00 for ten 6-8g wax melts, this can be off putting for a customer when the product is very expensive. Opposed to my price of £5.99 for ten 6-8g wax melts. An Added disadvantage is that her scent range is limited opposed to my extensive scent list, customers like choice and would potentially shop elsewhere with more choice. The companies wax melts are plain opposed to my unique eye-catching designs. 
The candle industry is a saturated market, although this can be daunting when I started researching the industry. I believe if you get your branding right, your products are unique and stand out from the crowd, you can progress in the industry. Firstly, I undertook a PESTLE analysis to reduce business threats, by analysing the Political, Economic, Social, Technological, Legal and Environmental aspects (Appendix C). From my results I discovered that if the United Kingdom experience hot summers it could potentially cause damage to wax melts and candles. This is because I use soy wax and it melts at a lower temperature, I can overcome this by adding a natural additive called natural palm stearin. Although this is a natural additive, I would refrain from using this product because of the stigma associated with palm ingredients. Furthermore, wax melts and candles are used significantly more during the colder months. This could result in a decrease in sales during the warmer months. I could overcome this by promoting our room sprays and carpet fresheners. In Scotland, England, and Wales it is illegal to make products that imitate food. I can overcome this by avoiding food shapes and labelling my products correctly. Furthermore, the economy may be affected due to the pandemic, it is important I take this into consideration.

[bookmark: _Toc518914980]Product Positioning
All my products will be priced using the penetration pricing strategy. This implies I will be introducing my products at an introductory cost, to gain a customer base and attract new customers. Once this has been achieved, I will increase the product cost to the established price. Although for many businesses this will result in a significant loss of profit, I have priced my products carefully ensuring I still receive a substantial profit, from introductory prices. In addition to this, I will be pricing my bars using the odd value pricing strategy. This strategy is a physiological method of pricing because the price range is more appealing to customers, it can generate more sales, appear in lower price bands, and create customer loyalty (Gray, 2019). When I open my business on the 1st of September 2020, I will be retailing my wax bars at an introductory cost of £2.99 for a period of four weeks. After the four weeks the price of this product will increase by fifty pence to £3.49. I am going to be using the penetration pricing strategy on our soy bars because these are the cheapest product we sell, and we predict we will sell this product in a large quantity. I will attract customers by ensuring our packaging is professional, pretty and has a personalised touch. Furthermore, I will be offering a wide range of scents and my business will be cruelty free, vegan friendly, eco-friendly and paraben free. Moreover, I will be hand decorating each box, each wax bar will have a different colour scheme and I will also offer a free personalised message for all customers. In My Opinion, I believe that these factors will attract custom. 
[bookmark: _Toc518914981]Marketing
Due to my business being an online business it is crucial to market my business correctly, efficiently, and on a regular basis. Brand identity is an important visual element for your business because it helps keep your company in the mind of your potential customers and helps build customer loyalty. As a customer, I form an instant opinion about a company based on my visual representation of their brand. Developing a cohesive and professional brand identity is crucial for my business to stand out from the crowd, therefore it is vital for me to use a variety of marketing materials that include a professional logo, business cards, product packaging and flyers. I will be sending a business card in every order, placing business cards in local shops, and handing flyers to potential customers in my local town. This will help spread the word of my business and potentially gain custom. Photographing my products correctly, is another crucial element to be able to market my business to gain custom. Consequently, I will need to use a good quality camera for the image to be good quality. For my products to stand out I will be using a plain white background, this is important so that the customer does not get distracted when looking at my products.
Moreover, I will be marketing through social media platforms, and I will use them to my advantage. Firstly, I will be promoting posts through Facebook and Instagram via paid adverts, this allows me to set a budget price to what I can afford and refine the settings to reach my target audience. Facebook is a fantastic platform to promote your business. Family and friends can share your business page to help build your following, you can share your products on marketplace and local groups and customers can leave reviews on your page. Furthermore, I will be creating competitions on my Facebook and Instagram business pages for customers to win products for sharing my page, liking my page, and tagging three friends. This can potentially grow your customer base, build rapport with your customers, and gain more traffic towards your page. Personally, I feel this is a great way to promote your business if you are a new company with a small marketing budget. Instagram is an additional social media platform I will be using to promote my business. Instagram for business is a fantastic way to market your business, because you can hashtag your products, measure your growth, grow your target audience, and post content for your target audience. In addition to this, customers can post your products on their page and tag your business in their stories. This can market my business at no cost, can potentially gain custom and build trust.
Secondly, I will be using Etsy to market my business because I will be selling my products via my Etsy shop. Etsy is a fantastic way to market my business because you can hashtag your products to reach your target customers, and you can encourage customers to sign up to a weekly or monthly email that will offer special discounts. Positive ratings and reviews are incredibly important to have on your Etsy store, by having positive reviews it can help convert visitors to customers when browsing my Esty store. I will be marketing my products using Etsy’s SEO tools, when tagging products with the correct keywords it can help gain custom and drive traffic to your shop. When the tags match a potential customer’s search words, your page will appear in that person’s search results with a link directly to your shop.
[bookmark: _Toc518914982]Sales
Actively selling my products would be difficult for me to do as I am an online business and customers do not provide me with telephone numbers. From research, when sales assistants have actively tried to sell a product to the customer sixty eight percent say they are put off buying anything from the company, twenty one percent say that it really bothers them and the remaining eleven percent state they do not mind either way (Gough, 2016). After researching actively selling, I have decided it is not in the best interest for my customers and I could potentially lose custom. 

[bookmark: _Toc518914983]Management
[bookmark: _Toc518914984]Key Personnel
There is one Key individual who will be running the business and that individual is myself. My responsibilities will be manufacturing products, ordering stock, producing spreadsheets to manage stock levels, customer service, marketing, distributing orders, packaging orders, and managing social media accounts. In addition, I will be managing the company’s finances and accounts. To be able to attain all responsibilities within my business, I will need to assess my skills to ensure I am able to achieve this. I have undertaken a SWOT analysis on my skills (Appendix D).  From my results my biggest weakness was problem solving, because I get stressed in certain situations whereas I am unable to solve a problem. I will overcome this weakness by listing the possible solutions and evaluate the best option to solve the problem. One of my biggest strengths are my customer service skills, I have over eight years’ experience in all aspects of customer service. I feel that this could provide me with several opportunities within my business building rapport with customers, gain an excellent reputation and potentially increase sales. One of my threats is technology, I can overcome this by enrolling in an IT course online by the 1st of August 2020. In addition to this, I have undertaken an entrepreneur quiz, to see if I got what it takes to start my own business (Appendix Y). From my results it states that I could be a successful small business owner, due to having most of the attributes needed to be a successful entrepreneur. In additional to this it states that my business may not grow substantially due to family commitments, or not spending enough time on the business. I agree that I could have a small successful business because I have one small cleaning business that has not grown significantly within five years.  The reason it has not grown considerably is due to my choice of keeping the business small, not because of family commitments nor spending enough time on the business. Therefore, I agree and disagree with my results.
Experience is essential when starting your own business and researching your market is equally important. I have five years’ experience in running a cleaning business called Extreme Clean and I manage the business solely. Furthermore, I have attended a business course with Business in focus and I am currently studying a business management degree in University. I believe I have the skills, knowledge, and experience to run a successful business. Commitment in business is key and occasionally the signal sent by a major commitment, an investment in production capacity or brand recognition, can freeze competitors in their tracks according to Sull (2003). Committing to the business is crucial for it to succeed, I will be setting time aside each day to check emails, post on social media and prepare orders. Initially I will spend two hours a day making stock, but this can increase as the business grows and demand increases. 
[bookmark: _Toc518914985]Advisors and support services
In the first four years of trading I will be managing my accounts myself to save on overheads. I will not require any advice from a business advisor because I am currently studying business, have experience in accounts, attended business courses and own a small successful cleaning business. If I need addition help with my business, I can contact Business in focus to attend addition courses or receive one to one help.  
[bookmark: _Toc518914986]Operations
[bookmark: _Toc518914987]Premises and Equipment
[bookmark: _Toc518914988]My business premises will be located at my home address in my garage for the first four years or trading, but if my business grows quicker than I anticipated, I will rent a workshop within a five-mile radius of my home. I decided to start my business in my garage because it has little running costs, electricity, and plenty of storage space to store my stock. This will allow me to spend more of my profits on stock for my business to grow. 
I will require several pieces of equipment to be able to start trading. Consequently, I will need a laptop to manage emails, social media, and my online shop. A mobile phone to take work related calls, monitor emails, social media, and online shop when I am not in the office. In addition, I will require a camera to take professional photographs of my products, a sticker printer for the CLP labels and a printer to print off receipts and invoices. To manufacture wax melts and candles I will require a thermometer to monitor the temperature of the wax, a double burner to melt the wax and a pouring jug. Moreover, for packaging my products I will be using paper bags for the wax melts and glass jars for the candles, to comply with our recyclable packaging promise. I will be using postal boxes, acid free tissue paper and packaging peanuts to ensure all products are packaged correctly to avoid damage. For branding I would need to purchase stickers, business cards and leaflets. IT equipment is a key factor for my business therefore it is important to have the latest software updates and anti-virus protection, to keep the equipment running efficiently and effectively. My business will require technology that is functional, easy to use, within my budget and have the ability to be upgraded and expanded (Haag, 2013). The health and wellbeing of my customers are my priority, I will be using gloves and a mask when prepping orders and making stock. 
When running a business that sells products, it is vital to have an established procedure for stock control. I will be producing a spreadsheet on Microsoft Excel, to record the quantity of items I got in stock for each product. I will always update this daily to ensure I have a sufficient stock. This is an effective procedure to managing my stock. By implementing this I can meet customer demand, have the correct amount of stock, and manage stock levels effectively. Furthermore, quality control is a key element to running a well-run, small business. I will be applying a quality control procedure into my business to ensure I am delivering consistent products and customer service. When businesses do not use a quality control procedure, it could cause a detrimental effect on your business and you could gain a bad reputation for selling poor quality products. I feel this is an important element to my business, therefore I will be applying this procedure to all products before they retail online to the public. All my products must weigh the correct weight stated on the product label, wax bars must have a high-quality finish with no air bubbles or sink holes, packaging must be presented to the highest standard. All products must be well made and match the advertised photographs, to avoid customer complaints.
I have undertaken a contingency risk plan on my business, to lessen the damage of the risk when it occurs (appendix X). From my results I can identify my risks within my business, but this does not reduce the possibility of the risk happening, it reduces the impact if any risk did occur. 

Employees
When I start trading, I will not need any employees because I am able to manufacturer, package and deliver the products myself. Customer service is one of my strengths, I have several years’ experience in customer service, and I will also be taking on the customer service side of the business myself. When the business grows and I am unable to run the business solely, I will take on one employee for packaging and delivering orders as this requires the greatest time. Depending on the rate the business grows I will employ more staff if needed and a personal assistant to manage business emails and phone calls. There are several soft skills I will be looking for in a potential employee ability to work under pressure, flexibility, problem solving, communication and teamwork. In addition, hard skills I would like a potential employer to possess are marketing, writing, and typing speed. These skills are vital for any future employees in my business, because without communication and not being able to work under pressure it could cause errors.
Suppliers are important within my business because without a supply of materials I am unable to manufacture stock. Having a reliable supplier that provides me with high quality stock, at prices within my budget is vital to running my business efficiently. The three main suppliers are Supplies for Candles, Randall’s Candles, and Candle Shack. I have chosen these suppliers because they stock a variety of materials that are paraben free, vegan friendly and are not tested on animals, which mirrors my brand. I have ordered samples of oils and wax from all businesses to test the quality of their products, communication, and delivery times. Moreover, all suppliers have good reputations and are reliable. A supplier that provides quick delivery, good communication and high-quality materials is vital for my business. If demand increased, I could get new stock delivered quickly and manufacturer products in line with demand. If any of the suppliers increased the prices, I would adjust my pricing accordingly and explain to customers that my material cost has increased. Offering customers, a discount for a period when increasing prices as a good will gesture, can help my business.  If any suppliers went out of business, I have three additional suppliers I can get my materials from. If several suppliers were to shut their business, I would need to market research for a new supplier. Randall’s candles offer a points system when you have an account set up with the business. When buying items, you get points that equal to money off your next purchase. This can be helpful for my business, especially if my business grows when I will be ordering in bulk for materials. Resulting in saving a significant amount of money. Additionally, Randall’s candles offer ten percent off when you review three products on their website. This is one of the reasons why I chose this supplier, as well as the quality of their products and fast delivery times. 
[bookmark: _Toc518914990]
Financial Forecast
[bookmark: _Toc518914991]Sales
I have produced a bar chart graph based on my predicted sales forecast for the next four years (Appendix G). From my graph I can predict a 10% growth in the second year of trading, increasing to 15% in the third year and 20% in the fourth year. In addition, I have produced a bar chart graph of my predicted turnover for the next four years (Appendix Z). From the results, I was able to identify a pattern that my predicted sales growth mirrored my turnover growth in my bar chart graphs. I anticipate that my business will continue to grow sufficiently. I have worked out the costs for each product and how much profit I will receive from each product (Appendix M) (Appendix N) and (Appendix P). By knowing how much profit I get on each product is important because this enables me to price my products accurately within my market. 
[bookmark: _Toc518914992]Cashflow
[bookmark: _Toc518914993]I have undertaken a cash flow forecast over a twelve month period (Appendix I)
Profitability
My total predicted net profit for 12 months is 
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Financing
	

		
	


 
 


I will be financing The Luxe Wax Co. myself with £2,000 profit from my cleaning business, therefore I will not require any business loans. I will be personally investing an additional £500.00 into the business to purchase additional stock and equipment, if needed. I have conducted a breakdown of costs in my appendix (Appendix F). From the breakdown of costs, the total cost to get my business up and running is £1751.82. As the business grows, I will be putting 40% of my profits back into the business, this allows me to have funds available when needed or to purchase bigger amounts of stock as my business grows. If sales are disappointing resulting in no profit being made, I can fund the business further by using my profit from my cleaning business. I would use this money for advertising and marketing purposes to increase sales. Additionally, my father can fund the business if needed. He has agreed to fund my website domain and website after I have been trading for two years. All overheads for the first year of trading will be covered by myself and within my £2000.00 budget. I will have a reminder of £248.18 leftover from my start-up costs and an additional £500.00 to keep for extra materials, advertising, or emergency funds. 
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Appendix B
	                Strengths

· Experience in retail and customer service.
· Variety of scents for customers to choose from.
· Vegan friendly, cruelty free and Eco-friendly.
· Unique deigns and colours.
· Recyclable packaging.
· Personalised orders at no extra cost to the customer.
	                            Weaknesses
· We only sell one type of wax.
· Small business.
· No room for massive quantities of stock.
· Working from home, I could get distracted.
· I only have myself to produce stock, package stock, order materials, manage customer service etc.
· We do not sell a wide variety of shapes.

	                          Opportunities 

· Expand product range.
· Expand scent list.
· Employ employees.
· Open a shop.
· Website.
· Stockists.
· Wholesale.

	                               Threats
· Competition
· Hackers taking over my business page.
· Saturated market.
· Shrinking economy due to the pandemic.
· New regulations.
· Raw material shortages.




Appendix C

Political 
All products must be labelled correctly within the CLP regulation, which is a European regulation on classification, labelling and packaging of substances. This is a legal requirement and came into force on 20th of January 2009 (Gov, No Date). In addition, I would need to adjust my pricing, if the government increased tax and national insurance contributions. Changes in regulations and laws could affect my business. 

Economic 
If I needed to expand my business in future, I will need to take into consideration the increasing labour cost, product cost and inflation. In addition, I would need to consider the economic impact the 2020 pandemic has had on our economy. The pandemic could result in an economic recession in United Kingdom, this could potentially affect my sales resulting in a loss of earnings.

Social 
The social factors I need to consider would be the population growth rate in the United Kingdom. In 2019 the growth rate was 0.5%, the slowest growth rate since mid- 2004. Moreover, attitude towards green and ecological products has significantly changed over recent years due to environmental conditions, climate change and global warming (Khoiriyah and Toro, 2018). Helping the planet is something I feel strongly about, and I have implemented this into my business. I use renewable, eco-friendly products and recyclable packaging. From experience I believe consumers will pay more for ecological products that help the planet.

Technological
Advertise through social media and market the business online. I will be selling my products online due to the increased growth in internet retail sales. It is vital I use modern technology for my business because it can improve my work ratio, production and the amount of staff needed in future.

Legal
In Scotland, England and wales it is an offence to provide products that look like food under the food imitations (safety) regulations 1989. Therefore, we must be extra cautious when making our products. Public and product liability is not compulsory or required by law in the candle industry, but I will be purchasing insurance for peace of mind for myself and my customers. Health and safety are an important legal factor I need to consider before I start trading. I will be testing and labelling each batch of candles and wax melts, to ensure they are safe to use before selling to the public.

Environmental 
Our wax melts and candles are made from soy wax, soy melts at a lower temperature than other types of wax. Therefore, hot summers could be a barrier when candles and wax melts are in transit. Resulting inn, the wax becoming soft or damaged. If the UK experiences exceptionally hot summers or long periods of hot weather over 35 degrees Celsius, we would add a wax harder into our wax for it to become durable. Another environmental factor I would need to consider is sourcing our wax. Soy wax is a renewable source that comes from the soybean, if there was a shortage of soybean this could cause problems for our business. In addition, hot weather may affect my business because people do not light candles or burn wax melts as often in the summer. Moreover, in the summer months people are less likely to purchase candles and wax melts, resulting in a lower income during the summer months.


Appendix D 


	Strengths 

· Customer service skills 
· Communication skills 
· Multitasking 
· Financial management 
· Leadership 
· Time management 
· Networking
· Sales and customer relationships
· Interpersonal skills

	Weaknesses 

· Problem solving
· Focus 
· Technical skills
· Critical thinking 



	Opportunities 

· Use my skills to progress and expand my business.
· Build rapport with customers.
· Build a high following on social media resulting in potential custom.
· Industry growth.




	Threats
· Technology
· Competition
· Problem solving 
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Appendix F

	Soy wax for wax melts 15kg 
	£63.09 including VAT and delivery.

	Soy wax for candles 15kg
	£63.09 including VAT and delivery.

	Stickers for wax bars x 1000
	£24.00 

	Paper bags for wax bars 
	£19.75

	Sticker printer for address labels, personalised messages, and CLP labels.
	£99.99

	Printer for printing invoices.
	£129.99

	Bows packaging x 500 units
	£45.00

	Fragrance oils 100ml x 50 scents
	Average cost £385.00

	Delivery for oils 
	£5.00 DPD

	Logo 
	£25.00 

	Business cards (Vista Print) 1000 units
	£27.59 + £3.99 delivery

	Decorative bows x 600
	£53.82

	Bicarbonate soda 5kg
	£12.99

	Labels for sticker printer x 3 (400 labels in a roll)
	£12.57

	Advertising via Facebook 
	£10 a month (depending on profits) £120.00 a year 

	Glass candle jars x 30 100ml
	£40.00 

	PIP postal boxes x 600
	£108.60

	Ribbon (decoration) 46 metres 
	£6.80

	Tissue paper (packaging) 200 sheets
	£20.00

	Liquid candle dyes x 8 (10ml)
	£14.00 

	Insurance product and public liability (one million pounds).
	£80.00 a year 

	Double burner and thermometer 
	£14.99

	Moulds for wax melts 
	£40.00

	Glass candle jars x 30 60ml
	£30.00

	Large logo stickers x 1000
	
£45.00


	Room spray bottles x 50
	£42.99

	Room spray base 5 litres
	£42.00 

	Fuel for postal runs
	£25.00 yearly

	Digital scales
	£13.19

	Eco wicks for candles x 60 
	£9.00

	Gas 
	£30.00

	Electric
	£30.00

	Candle boxes x 60
	£54.00

	Total cost:
	£1,696.44







Appendix H



	What future goals would I like to achieve in my business?
	What will I do to achieve this goal?
	What help and support will I need to help me achieve my goal?
	What will my success criteria be?
	What Date would I realistically achieve this goal?

	· Open a small shop in my local town.


	· Save a percentage of my profit for a deposit on a shop. Market my business effectively to gain new custom. Attend local craft fayres to gain local customers.

	· Support from family and a large customer base.


· Support from my son’s nan for childcare.
	· A high number of orders and high profit margin.
 
· Raise extra funds to buy additional stock for the shop.
	· I would achieve this by 1st of September 2023



	· Introduce a website for customers to shop online.
	· I will need to build a customer base before spending money for a website.
	· I would need help from my father to design the website.
	· Invest profits into a website and a domain name.
· Achieve enough profit to have the money to invest.
	· I would achieve this by the 1st of September 2021.

	· Rent a warehouse to produce large quantities of stock.
	· Grow my business significantly.
· Make enough profit to afford to rent the warehouse.
	· I would need help from fellow business owners that have a warehouse. For tips and vital information.
· I would need support from my father if I needed additional funding.
· A business loan (if needed).
	· The business would need to be turning over a significant amount of profit.
	· 1st of September 2025.
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Appendix M

	Candle medium 100ml wax
	£0.42

	Fragrance oil 
	£0.64

	Wick 
	£0.15

	Candle box 
	£0.90

	Sticker logo x 2
	£0.08

	Warning sticker
	£0.03

	Candle jar
	£1.33

	Carboard box
	£0.18

	Total cost:
	£3.73

	Retail price:
	£12.00

	Etsy 15% fee 
	£10.20

	Total profit:
	£6.47



Appendix L

	Predicted turnover over 12 months 
	£6,550

	Initial start-up costs
	£1,666.44

	Taxes
	£0.00

	Gross margin
	£4,883.56

	Predicted Postage costs based on an average order of £6.00 with 1,000 orders.
	£1,700

	Net profit:
	£3,183.56




Appendix N

	Glitter/colour
	£0.10

	Wax 50g
	£0.21

	Fragrance oil 
	£0.32

	Packaging for bar 
	£0.15

	Total cost per 50g bar
	£0.78

	Retail price
	£3.49

	Etsy charge 15% on average
	£2.96 - cost = £2.18

	Total profit (wax bar):
	£2.18


 

Appendix P

	Room spray bottle 100ml 
	£0.85

	Room spray base 100ml
	£0.90

	Fragrance oil 25ml
	£2.45

	Warning Label
	£0.03

	Decorative bow
	£0.08

	Logo sticker
	£0.04

	Total cost:
	£4.35

	Retail price:
	£7.99

	Etsy 15% fee
	£6.79

	Total profit:
	£2.44
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Appendix X

	
	How long can I go without?
	Impact of going without?
	Weaknesses?
	If there was a disaster, what would you do?

	Equipment
IT 
	0 days
	I would not be able to label my stock or send out orders to customers. Additionally, I could not check emails.
	I have only got one laptop in my household.
	I could hand write my labels and address labels on paper, for outstanding orders.

	Materials
	21 days
	Without materials I would not be able to make stock, resulting in items going out of stock and customers purchasing from other companies.
	My customers will not be happy, and I will feel stressed and worried.
	I would run a sale for customers as a good will gesture, until I am able to get materials to produce new stock.

	Stock
	0 days
	Lose customers, profit, and income.
	Without stock I can not open my online shop.
	I would replace stock, but this would take time.

	Utilities
	0 hours water
0 hours gas
0 hours electric
	I would not be able to make stock without gas, electric and water. I would not be able to take orders without my computer or mobile phone.
	No generator or other source of water.
	Buy bottled water to wash my hands.

	Suppliers
	28 days
	No supplies being delivered to make stock.
	Limited suppliers.
	Find several suppliers.

	Personal transport
	28 days
	I would increase processing time on orders.
	Time consuming.
Limited to how many parcels I can carry.
	I would walk to my local post office to post my parcels.

	Personnel 
	0 days
	My business has one employee and that person is myself.
	Limited personnel.
	Train a family member or friend to run the business temporarily.

	Work premises.
	0 days
	Closure of business.
No income.
No production.
	Fire, flood, high winds, burglary.
	Rent a workshop and ask family to lend money to buy stock.
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What type of wax melts or candles do you buy?	
Soy	Parrafin	Bees wax 	Other 	0.77139999999999997	5.7099999999999998E-2	8.5699999999999998E-2	8.5699999999999998E-2	


What scents do you buy most?	
Sweet 	Fruity 	Bakery	Fresh 	Perfume 	Aftershave	Aromatherapy	8.5699999999999998E-2	8.5699999999999998E-2	0	0.34289999999999998	0.2286	0.1143	0.1143	

Predicted sales forecast four years.

Series 1	
Year one	Year two	Year three	Year four	1377	1514	1741	2090	Column2	
Year one	Year two	Year three	Year four	Column1	
Year one	Year two	Year three	Year four	Year of trading 


Amount of predicted sales 


Predicted turnover four years 

 2	Year one	Year two	Year three	Year four	6550	7205	8285	9943	Column2	Year one	Year two	Year three	Year four	Column1	Year one	Year two	Year three	Year four	
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