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Task 1: Business Plan
1. Company Name & Unique Selling Proposition (USP)
The business will trade under the name Northlight Media Wales. The name joins the concept of "Northlight"—which represents the clear, steady natural light that classical photographers and artists always preferred to capture true details—with a clear regional identity centered in South Wales.
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Figure 1: Company Logo
Unique Selling Proposition (USP)
In line with standard frameworks on competitive positioning discussed by authors like Graham Hooley and John Rudd (2020), a small business must find a distinct way to add value. Northlight Media Wales achieves this by offering photography, video production, and digital branding services through a single, trusted local point of contact. By combining these skills with smart, software-assisted workflows, the business can deliver high-quality content without the massive overhead costs or high entry prices of traditional corporate marketing agencies. This creates an accessible, personal service built on close client relationships.
The long-term plan is to expand this model steadily across the region, moving from Northlight Media Wales to Northlight Media UK, and eventually consolidating into Northlight Media Group.
2. Product / Service Description
· Commercial Photography: E-commerce imagery, corporate headshots, and local event coverage.
· Video Production: Short-form vertical video assets optimized for Instagram Reels and TikTok.
· Graphic Design: Corporate branding assets, logos, menus, and promotional flyers.
· Digital Presence: Basic website configuration using platforms like Google Sites.
3. My Story
Northlight Media Wales was established following independent market observations in Cardiff, which revealed that small cafés and independent retail shops often lack a cohesive digital presence due to the prohibitive pricing structures of large marketing agencies. The venture transforms technical photography and design workflows into an affordable B2B model designed to support grassroots enterprises.

4. Legal Status (Pros and Cons)
The venture will trade as a Sole Trader registered with His Majesty's Revenue and Customs (HMRC, 2026). Enterprise textbooks by authors like Bryan Davies and Robert Cooper (2023) suggest that choosing a startup structure requires balancing legal simplicity against personal risk. Below is an overview of the advantages and disadvantages of this approach in the UK market.

	Pros as a Sole Trader
	Cons as a Sole Trader

	Simple and Free Registration: Setting up is free with HMRC, avoiding the complex corporate forms and ongoing filing fees required by Companies House (Companies House, 2025).
	Unlimited Personal Liability: The business is not legally separate from the owner. If the business faces debts or legal claims, personal assets are exposed to cover them (Mazzarol and Reboud, 2020).

	Total Operational Control: As the sole owner, I retain full decision-making power over services, rates, and cash management without needing board approval (Burns, 2016).
	Limited Access to Capital: Raising large sums of investment is more difficult because a sole trader cannot issue company shares, and securing traditional bank loans can be challenging.

	Administrative Simplicity: Accounting is straightforward. Taxes are filed once a year through the standard HMRC Self Assessment process, and business expenses can be directly deducted from gross revenue.
	Perception of Scale: Some high-value corporate clients or public sector bodies maintain procurement policies that restrict them from working directly with sole traders.



4.1 Phase 1 Action Plan: Sole Trader
To set up the business legally and ensure standard compliance from day one, the following action plan will be executed:
	Action Item
	Functional Channel
	Cost Allocation
	Deadline

	Self-Employed Registration
	HMRC Online Portal
	Free
	Right at the start of trading

	Secure Unique Tax Reference (UTR)
	HMRC Post Mailing
	Free
	Arrives within 10 working days

	Open Business Bank Account
	Digital Business Provider (Starling or Monzo)
	Free
	Within the first week of trade

	Commercial Insurance Setup
	Simply Business Marketplace Brokerage
	£12.43 / month
	Before any on-site client shoot

	Data Protection Registration
	Information Commissioner's Office (ICO)
	£40.00 / year
	Before collecting client data



5. Mission Statement, Aims, SMART Objectives
5.1 Mission Statement
"To support small businesses, local creators, and community groups across Wales by providing high-quality, affordable, and authentic media services that improve their digital presence and support local growth."
5.2 Aims
· To formalize, legally register, and build a recognizable visual presence for the brand across South Wales.
· To achieve consistent financial self-sustainability and cover all running expenses within the first quarter.
· To build a trusted, reliable local network based on strong, long-term relationships and organic client referrals.
5.3 SMART Objectives (Year 1)
To make these goals operational, the business has set five specific guidelines based on management objectives discussed by George T. Doran (1981):
1. Client Acquisition: Secure 15 individual commercial clients for photography, design, or video projects within the first six months of operation.
2. Retainer Revenue: Convert at least 3 initial project clients into regular monthly content management retainers (£350/month tier) by month eight to build a predictable income stream.
3. Digital Growth: Launch the official business website on Google Sites using a custom domain within the first month and build an audience of 1,000 local business followers across Instagram and LinkedIn by month nine.
4. Financial Safety: Generate enough gross revenue to completely cover the initial start-up costs (£100) and recurring monthly expenses within the first three months of operation.
5. Community Support: Complete at least 2 pro-bono or low-cost media projects for local charities or community faith groups by the end of Year 1 to establish the business's community roots.
6. Location
The business operates from a low-cost, home-based office in Cardiff, South Wales, eliminating commercial property overheads (Burns, 2016). Service delivery is fully mobile, with client consultations and digital production executed directly on-site at customer venues across the region.
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Figure 2: Geographical Service Coverage across South Wales.
7. Human Resource Strategy
The Human Resource Management (HRM) plan is based on a flexible, variable-cost model to keep fixed labor costs low and protect cash flow, matching human resource literature by John Storey (2014).
· Year 1 (Launch Phase): The business will run as a single-person enterprise. The founder takes care of all essential roles, including shooting content, editing files, managing social media posts, answering customer queries, and handling the accounts.
· Years 2–3 (Growth Phase): The business plans to collaborate with local freelance creators and university students in Cardiff for larger, technical contracts that need extra production support (such as large events or complex web development). This expands capacity on a flexible basis without adding fixed salary commitments.
· Years 4–5 (Expansion Phase): The long-term plan is to build a small, permanent creative team of 3 to 5 specialists as the business expands into Northlight Media UK.

8. Marketing Activities & Pricing Strategy
The promotional plan uses a lean, hyper-local marketing mix based on marketing strategy principles highlighted by Philip Kotler and Gary Armstrong (2023) to establish immediate trust with small business owners in Cardiff.
Northlight Media Wales adopts a relationship-based marketing strategy focused on trust, visibility and long-term customer relationships.
Current marketing channels include:
• Official website:
https://davidrodriphoto.wixsite.com/northlightmediawales
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Figure 3: Website Screenshot
• Instagram:
https://www.instagram.com/northlightmediauk/
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Figure 4: Instagram Screenshot
• Facebook
• Word-of-mouth referrals
• Networking events
• Google Business Profile (future development)
• Business cards and QR codes
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Figure 5: Northlight Media Wales - Business Card Front Design Blueprint (Standard 8.5 x 5.5 cm Print Dimensions).
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Figure 6: Functional Business Card Back Tier with Integrated QR Area
The existing website acts as a digital portfolio and provides a foundation for future online growth and customer engagement.
8.1 Marketing Channels
	Channel Option
	Strategic Operational Activity
	Associated Cost

	Outreach
	Identifying local independent businesses with inconsistent social media feeds, creating a brief piece of complimentary sample content (like a short vertical video edit), and reaching out to show them what can be achieved before discussing a paid project.
	Free

	Paid Social Advertising
	Running targeted, low-budget local ad campaigns on Instagram and Facebook Meta Ads, focusing strictly on small business owners, café managers, and independent creators within a 15-mile radius of Cardiff.
	£50.00 / month

	B2B Networking
	Attending independent business meetups and joining local networks like the South Wales Chamber of Commerce (2026) to connect directly with owners.
DOCX
	£150 / month (inc. coffee/meetings)

	Digital Portfolio Display
	Displaying clean visual case studies on the official website to show clear "before and after" examples of managed social feeds.
	Free

	Hyper-Local Print
	Handing out high-quality business cards with integrated QR codes at local business gatherings and regional networking events.
	£40.00 (initial print)



8.2 Pricing Strategy
To match the real spending limits identified in the primary survey data, the service rates are modular and transparent:
· Tier 1 (Social Starter) — £95.00: Includes 10 professional product photos OR 2 fully edited vertical videos for social media. This targets the large group of micro-businesses with budgets under £100.
· Tier 2 (Growth Content Pack) — £195.00: A combined package offering half-day event coverage, 15 edited image assets, and 3 social video edits.
· Tier 3 (Premium Brand Launch) — £450.00: A full visual setup combining a custom Google Sites design with a professional graphic branding asset kit, keeping costs safely below the market's absolute £500 budget limit.
9. Market Research
9.1 Primary Research Analysis
Primary data was gathered through an online pilot survey sent to independent business operators, café owners, and trade managers across South Wales. As discussed in methodological articles by James Crick (2023), collecting targeted local feedback helps a new business align its offerings with real customer habits. The survey results indicate:
· Service Demand: 71.4% of local businesses named professional photography as their most valuable creative need, showing it is the best entry service to offer first to gain a client's trust.
· Budget Realities: The local market operates on tight budgets: 42.9% can spend under £100 per project, 28.6% can spend between £100–£250, and another 28.6% fall into the £250–£500 bracket. This data directly shaped the pricing structure, placing Tier 1 at £95 and Tier 2 at £195 to perfectly match these budget brackets.
· Local Trust: 57.1% state a clear preference for working with an independent local media partner over a national remote agency, validating the regional positioning of the brand.
9.2 Secondary Research
· According to the Office for National Statistics (ONS, 2025), micro-enterprises make up over 95% of all active businesses in Wales, showing a large pool of potential local clients.
· The Federation of Small Businesses (FSB Wales, 2024) reports that high agency costs and digital adaptation are major barriers to growth for independent Welsh firms.
· Sector summaries from Creative Wales (2025) show that vertical video optimization and digital visual content are the fastest-growing areas in the Welsh creative economy.
10. Financial Overview
10.1 Start-up Costs
The business model is highly capital-efficient because the core camera, lens, and computing equipment are already owned, keeping initial setup costs low:

	Item Description
	Functional Category
	Cost Allocation (£)

	Google Workspace & Domain
	Initial Digital Setup & Hosting
	£60.00

	HMRC Sole Trader Registration
	Legal Compliance
	£0.00

	Business Cards & Printed Cards
	Marketing / Networking Assets
	£40.00

	Photography & Computer Hardware
	Operational Equipment
	£0.00 (Already Owned)

	TOTAL INITIAL START-UP CAPITAL
	
	£100.00


10.2 12-Month Cash Flow Forecast Table
This table presents a mathematically clean 12-month forecast. Total monthly expenses are fixed at £484.43 (including the new £50 social media ad budget). In Months 10 and 11, business cards (£50) are printed, increasing costs to £534.43.
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10.3 Financial Narrative
The financial plan uses a bootstrap financing strategy backed by a £500.00 personal savings injection at the start of Month 1 (Burns, 2016). The growth curve shown in the forecast directly reflects the corporate acquisition goals. During the first six months, marketing activities focus on securing smaller, local projects, expanding the client base at a steady rate. Because of this, the initial average revenue per client stays at £145, capturing the lower-budget independent market identified in the primary research data.
During the second half of the year, the customer acquisition strategy becomes more proactive. Supported by a consistent £50.00 monthly social media advertising budget, the business targets regular, higher-value monthly retainers and small corporate contracts across Cardiff. This shifts the acquisition rate, increasing the average revenue per client from £160 in Month 7 to £185 by Month 12.
Because total monthly operational expenses remain controlled at £484.43, adding new clients directly increases profitability without causing a corresponding rise in overheads. The business achieves a positive net cash flow from its very first month and ends Year 1 with a mathematically clean and highly sustainable cash balance of £19,676.84, demonstrating strong long-term commercial viability and investment potential.
10.4 Future Investment Priorities
The business is designed to start small and grow sustainably through its own profits without needing large upfront funding. However, if accelerated funding or extra revenue becomes available, future investment will be allocated toward:
· Upgrading professional mirrorless camera gear and studio lighting sets.
· Purchasing a dedicated business vehicle to expand travel capacity across the surrounding valleys.
· Increasing the local social media ad budget and running targeted B2B online campaigns.
· Renting shared creative studio space in central Cardiff to host product shoots.
· Collaborating with local university students and freelance assistants on a project basis.


11. Competitor Analysis
The creative industry in Cardiff is active, but a review of local operators reveals clear gaps that Northlight Media Wales can exploit:

	Competitor
	Strengths
	Weaknesses
	Lessons Learned

	WCS Agency(Cardiff Central)
	Strong local brand; high profile campaigns; handles major corporate clients.
	Very expensive; minimum monthly fees are too high for small independent traders.
	High-quality social content is in high demand, but micro-businesses need a scaled-down, affordable option.

	Wolfget Media(South Wales)
	Specialized in food/restaurant video content; high-quality cinematic style.
	Narrow focus on higher-end restaurants and medical brands; less accessible to small startups.
	Niche visual targeting works well, but there is an opening for an all-round media partner for smaller businesses.

	Sian Trenberth Photography(Cardiff)
	Established professional reputation; excellent corporate portraits and headshots.
	Focuses almost entirely on traditional static photography; lacks vertical video production.
	Traditional businesses still value clean photography, but they also need vertical video (Reels) to survive online.

	Northlight Media Wales(Proposed)
	Low overheads; combined offering (photo + video + design); budget-friendly pricing.
	New to the market; low brand recognition initially; limited transportation at start.
	Offering a hybrid service (photo + video) at low entry prices is the best way to win local clients from larger agencies.





12. Critical Feasibility Analysis (SWOT)
A SWOT evaluation based on strategic industry frameworks discussed by Michael E. Porter (2008) shows that the business proposition is practical and resilient:
· Strengths: Core technical equipment and editing hardware are already owned, resulting in zero debt; low running costs keep the risk minimal; ability to offer multiple visual services as a single partner.
· Weaknesses: Low brand recognition in Cardiff initially; time limits as a solo operator if multiple large contracts land at once; dependent on local transport links during the early months.
· Opportunities: Survey data shows 71.4% of local firms value professional photography, and 57.1% prefer working with local partners; high market demand for vertical video assets (Reels).
· Threats: High density of independent creative freelancers in Cardiff; frequent shifts in social platform delivery algorithms; tight promotional budgets for small businesses due to inflation.

Feasibility Conclusion
Northlight Media Wales is commercially feasible. The low financial break-even point means the business only needs to secure one or two small projects a month to cover its running expenses. The primary research directly validates the demand for affordable photography locally. By maintaining a lean home-based structure and scaling through freelancers only when project income is secured, the financial risk is minimized, making the enterprise sustainable.

13. Conclusion
The business plan confirms that Northlight Media Wales is a sustainable and realistic enterprise. The primary research validates the local demand, the setup costs are minimal, and the lean running model ensures a reliable cash flow position within the first year of trading.

14. AI Statement
In accordance with the academic honesty guidelines established for the BMSW4011 Managing Enterprise module assessment, this business plan acknowledges the collaborative use of Large Language Models (LLMs).

I acknowledge the use of ChatGPT (https://chatgpt.com) on 19th June 2026 to act as an administrative assistant to help format text layouts, clean up sentence grammar, structure the financial tables, and ensure alignment with British English standards.

I used the prompt(s):

· "Help me format my business plan sections according to the Managing Enterprise module guidelines and ensure correct academic British English grammar."
· "Create a mathematically balanced 12-month cash flow forecast table for a creative media business based on specific client acquisition milestones."
· "Review my market research percentages and help me structure a clean competitor analysis table for creative services in Cardiff."

All core business choices, including the name Northlight Media Wales, the specific service structures, target Cardiff locations, and the local marketing ideas remain the original, authentic work of the student founder.

I confirm that I have not presented any AI generated text as my own work. I confirm I have copies of my drafts, notes, and other resources I used before, and after the use of AI tools which I may be asked to provide in evidence.
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Task 1: Part 2 - Self-Reflection
Entrepreneurial Skills Development
Completing this business planning process for Northlight Media Wales has provided an invaluable opportunity to critically evaluate my personal development and entrepreneurial capabilities. Applying the strategic frameworks explored in the Managing Enterprise module allowed me to transition from viewing media production purely as a creative hobby to evaluating it as a structured commercial enterprise (Mazzarol and Reboud, 2020). Before starting the module, my primary strengths were located within technical and operational creative domains. I possessed a strong practical skill set in digital photography, videography, and graphic design, alongside advanced proficiency in modern post-production editing software. Operating as an independent practitioner had also developed a baseline level of personal resilience, problem-solving agility, and self-motivation—traits essential for managing independent workflows (Storey, 2014).

However, compiling this business plan developed critical business management skills that I previously lacked. Most notably, constructing a detailed 12-month cash flow forecast enhanced my financial literacy and analytical capabilities. I learned how to realistically balance monthly income targets against recurring overhead expenditures, shifting my mindset towards strict cost control and financial prudence.

Furthermore, designing and analyzing a targeted primary market research survey taught me how to base business decisions on quantitative customer feedback rather than personal assumptions. For example, discovering that 42.9% of local respondents had a spending threshold under £100 forced me to redesign my service pricing structure to remain highly accessible. I also developed a stronger understanding of regulatory risk management, particularly concerning UK tax requirements for sole traders and commercial public liability insurance selection (HMRC, 2026).

Personal Investment Evaluation
Based on this comprehensive analysis, I would confidently invest my own personal savings into Northlight Media Wales. The business plan proves that the the venture is highly sustainable due to its initial capital investment of £500 and managed monthly running expenditures of £484.43. Because I already own the primary production equipment, the business avoids heavy debt burdens, drastically lowering the break-even threshold (Burns, 2016).

The primary market research confirms a clear regional demand for affordable commercial photography (71.4% of respondents) and highlights a strong preference for local providers (57.1%), validating the market gap. By raising the initial investment to £500, the business secures an excellent financial safety buffer that fully protects operations during the first months. Although operating as a solo entrepreneur presents early capacity limitations, the built-in strategy of utilizing a flexible freelance network and AI accelerators provides a safe, low-risk path toward scaling the business. Therefore, the enterprise represents a highly practical, low-risk, and commercially viable proposition worthy of investment.

16. Appendix
16.1 Survey Link
Market Research Pilot Survey – Live Digital Form: SURVEY
16.2 Cash Flow Forecast Excel Spreadsheet
The mathematically balanced 12-month financial model, incorporating the initial £500 bootstrap capital and £484.43 recurring expenditures, is available for full data audit: 
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INCOME

Number of clients 3 5 6 8 9 11 13 15 17 19 21 23 23

Avg Revenue per Client (£) |£145.00 |£145.00 |£145.00 ]£150.00 |£150.00 |£155.00 |£160.00 |£165.00 [£170.00 |£175.00 £180.00 £185.00 £160.43
Total sales revenue (£) £435.00 |£725.00 |£870.00 |£1,200.00{£1,350.00{£1,705.00{£2,080.00]£2,475.00|£2,890.00|£3,325.00 |£3,780.00 |£4,255.00 |£25,090.00
Loans £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Grants £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Investment £500.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £500.00
TOTAL INCOME £935.00 |£725.00 |£870.00 |£1,200.00{£1,350.00{£1,705.00{£2,080.00]£2,475.00]£2,890.00|£3,325.00 |£3,780.00 |£4,255.00 |£25,590.00
EXPENDITURE

Wages (HR) £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Drawings £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Rent £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Elec/Gas (Internet) £35.00 |£35.00 |£35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £420.00
Phone £35.00 |£35.00 |£35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £35.00 £420.00
Materials (Software/Apps) |£77.00 |£77.00 |£77.00 £77.00 £77.00 £77.00 £77.00 £77.00 £77.00 £77.00 £77.00 £77.00 £924.00
Marketing (General) £200.00 |£200.00 |£200.00 |£200.00 |£200.00 [£200.00 |£200.00 |£200.00 ]£200.00 |£200.00 £200.00 £200.00 £2,400.00
Leaflets (Business Cards) |£0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £50.00 £50.00 £0.00 £100.00
Merchandising £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Petrol/ Travel £115.00 |£115.00 |£115.00 |£115.00 |£115.00 [£115.00 |£115.00 |£115.00 ]£115.00 |£115.00 £115.00 £115.00 £1,380.00
Stationery £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
Insurances £12.43 |£12.43 |£12.43 £12.43 £12.43 £12.43 £12.43 £12.43 £12.43 £12.43 £12.43 £12.43 £149.16
Capital spend £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00

Prof. fees £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
HMRC(tax/NI) £0.00 |£0.00 |£0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00 £0.00
TOTAL EXPENDITURE £484.43 |£484.43 |£484.43 |£484.43 |£484.43 |£484.43 |£484.43 |£484.43 |£484.43 |£534.43 £534.43 £484.43 £5,793.16
SUMMARY

Net Cash Flow £450.57 |£240.57 |£385.57 |£715.57 |£865.57 |£1,220.57|£1,595.57]£1,990.57|£2,405.57|£2,790.57 |£3,245.57 |£3,770.57 |£19,776.84
Opening Balance £0.00 |£450.57 |£691.14 |£1,076.71|£1,792.28]|£2,657.85|£3,878.42|£5,473.99]£7,464.56]£9,870.13 |£12,660.70|£15,906.27|—

Closing Balance £450.57 |£691.14 |£1,076.71|£1,792.28|£2,657.85|£3,878.42|£5,473.99|£7,464.56]£9,870.13]£12,660.70|£15,906.27| £19,676.84| —
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Microsoft_Excel_Worksheet.xlsx
12-Month Cash Flow Forecast Tab

		CASH FLOW CATEGORY		MONTH 1		MONTH 2		MONTH 3		MONTH 4		MONTH 5		MONTH 6		MONTH 7		MONTH 8		MONTH 9		MONTH 10		MONTH 11		MONTH 12		TOTALS

		INCOME

		Number of clients		3		5		6		8		9		11		13		15		17		19		21		23		23

		Avg Revenue per Client (£)		£145.00		£145.00		£145.00		£150.00		£150.00		£155.00		£160.00		£165.00		£170.00		£175.00		£180.00		£185.00		£160.43

		Total sales revenue (£)		£435.00		£725.00		£870.00		£1,200.00		£1,350.00		£1,705.00		£2,080.00		£2,475.00		£2,890.00		£3,325.00		£3,780.00		£4,255.00		£25,090.00

		Loans		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		Grants		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		Investment		£500.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£500.00

		TOTAL INCOME		£935.00		£725.00		£870.00		£1,200.00		£1,350.00		£1,705.00		£2,080.00		£2,475.00		£2,890.00		£3,325.00		£3,780.00		£4,255.00		£25,590.00



		EXPENDITURE

		Wages (HR)		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		Drawings		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		Rent		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		Elec/Gas (Internet)		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£420.00

		Phone		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£35.00		£420.00

		Materials (Software/Apps)		£77.00		£77.00		£77.00		£77.00		£77.00		£77.00		£77.00		£77.00		£77.00		£77.00		£77.00		£77.00		£924.00

		Marketing (General)		£200.00		£200.00		£200.00		£200.00		£200.00		£200.00		£200.00		£200.00		£200.00		£200.00		£200.00		£200.00		£2,400.00

		Leaflets (Business Cards)		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£50.00		£50.00		£0.00		£100.00

		Merchandising		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		Petrol/ Travel		£115.00		£115.00		£115.00		£115.00		£115.00		£115.00		£115.00		£115.00		£115.00		£115.00		£115.00		£115.00		£1,380.00

		Stationery		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		Insurances		£12.43		£12.43		£12.43		£12.43		£12.43		£12.43		£12.43		£12.43		£12.43		£12.43		£12.43		£12.43		£149.16

		Capital spend		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		Prof. fees		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		HMRC(tax/NI)		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00		£0.00

		TOTAL EXPENDITURE		£484.43		£484.43		£484.43		£484.43		£484.43		£484.43		£484.43		£484.43		£484.43		£534.43		£534.43		£484.43		£5,793.16



		SUMMARY

		Net Cash Flow		£450.57		£240.57		£385.57		£715.57		£865.57		£1,220.57		£1,595.57		£1,990.57		£2,405.57		£2,790.57		£3,245.57		£3,770.57		£19,776.84

		Opening Balance		£0.00		£450.57		£691.14		£1,076.71		£1,792.28		£2,657.85		£3,878.42		£5,473.99		£7,464.56		£9,870.13		£12,660.70		£15,906.27		—

		Closing Balance		£450.57		£691.14		£1,076.71		£1,792.28		£2,657.85		£3,878.42		£5,473.99		£7,464.56		£9,870.13		£12,660.70		£15,906.27		£19,676.84		—



																																				Competitor		Strengths		Weaknesses		Lessons Learned

																																				WCS Agency(Cardiff Central)		Strong local brand; high profile campaigns; handles major corporate clients.		Very expensive; minimum monthly fees are too high for small independent traders.		High-quality social content is in high demand, but micro-businesses need a scaled-down, affordable option.

																																				Wolfget Media(South Wales)		Specialized in food/restaurant video content; high-quality cinematic style.		Narrow focus on higher-end restaurants and medical brands; less accessible to small startups.		Niche visual targeting works well, but there is an opening for an all-round media partner for smaller businesses.

																																				Sian Trenberth Photography(Cardiff)		Established professional reputation; excellent corporate portraits and headshots.		Focuses almost entirely on traditional static photography; lacks vertical video production.		Traditional businesses still value clean photography, but they also need vertical video (Reels) to survive online.

																																				Northlight Media Wales(Proposed)		Low overheads; combined offering (photo + video + design); budget-friendly pricing.		New to the market; low brand recognition initially; limited transportation at start.		Offering a hybrid service (photo + video) at low entry prices is the best way to win local clients from larger agencies.






image1.png
Prifysgol Cymru
Y Drindod Dewi Sant

University of Wales
Trinity Saint David




image2.png
NNORTHLIGHT

Media Wales





image3.png
~Nantgarw

Mountain View Ranch @

Gwaelod-y-garth

N

Lisvane & Llanishen

Reservoirs @‘

RHIWBINA LLANISHEN ‘

Mar{hﬁeh
BLACKTOWN.

A

St. Mellons )\ 1

~ Llanrumney \

'/ TROWBRIDGE R
[3 l P < Wentl

WHITCHURCH

PWLL-MAWR

, CityHeight’s - Mansion -
&) Student Accommo lI¢:|a.t_Lon

Museum of HIStOW

7 ) A
P‘__.,
StGeorge§ S F
. \\f
-

Dl;ope
CAERAU

e —
© St Fagans ational ‘

A\

Card ‘f;'_)tyls\tadlum @

37
‘,_N‘l

CULVERI;[CLUS
CROSS .-'

- Dyffryn
Gardens





image4.png
Northlight Media Wales

E E E C N N E C

Videography Graphic Design My Story Geta Quote Testimonials

Photography





