

[image: ]


Managing Enterprise in the 21st Century
(BMSW4006_LON)

Business Plan



Trainer-Cycle
STUDENT NAME: JERICHO MAPOY
STUDENT ID: 2132597
LECTURER: EJIRO ESOHWODE



Market Analysis
Targeting, positioning, and market segmentation are all elements in the market analysis process. Through into the market analysis procedure, it will be simpler to comprehend the status of the market along with the performance of the company and position.
Competitors
· Shoes of the highest calibre from manufacturers like Nike, Adidas, New Balance, Puma, and others. famous stores like JD, Schuh, Footlocker, etc.
· Online retailers like Amazon, Ebay, and StockX are examples.
· Like Nike, Adidas, and Footlocker, some of them provide online delivery and customised footwear.
They are all quite successful, and their growth will only increase.
Customers
· Any age may be a model, athlete, fashionista, sneakerhead, or fashionista. Sneaker collectors and traders are known as sneakerheads. They frequently have extensive knowledge of the footwear's past.
· After 5 years, we London, UK, residents are now focusing more on global opportunities.
· Those who enjoy constructing their own shoes. We'll utilise top-quality leather, rubber, foam, as well as other materials because most individuals prefer to create their own pair of shoes. In approximately a week or two, the shoes will be finished, and we'll send the product out as quickly as we can.
Target Market
· We want to be operating online within the following one to five years; after that, we'll think about expansion. We wish to grow our business both domestically and abroad by adding more locations.
· Around 75' by 120' in size, the retailers at Oxford Circus will be there. We would set a shop in Oxford Circus, followed by more openings throughout London.
· The cost of the customised shoes is determined by the materials used and the customer's choices. We also value improvements made to name-brand footwear.
PESTEL ANALYSIS
Political
· The UK government is expected to spend a significant amount of money to enhance job chances. Due to having greater discretionary income, the middle-class group will be more likely to purchase goods that fit their lifestyle, in this case, shoes.
· As a result of more potential customers due to a rise in disposable income, consumption patterns would shift. The economy has a multiplier impact, to put it simply.
· Promoting exports in the leather industry.
· Everything in this circumstance suggests that product demand will increase.
Economical
· The UK footwear market is projected to expand by 10% by 2023, creating new market prospects.
· There is a sizable demand for the products, as evidenced by the fact that both the garment and leather sectors are growing generally.
· According to the UK Leather Federation, the leather industry in the UK brings in £195 million annually. Over 8,000 people are working in the industry, of whom more than 1,300 make leather, more than 2,500 make leather items, more than 4,200 make footwear, and more than 150 make clothing.
· There is a sizable demand for the products, as evidenced by the fact that both the garment and leather sectors are growing generally.
Social
· the rise in disposable money among consumers, which fuels the desire for branded items. This is brought on by an increase in nuclear families, which now account for around 47% of all households, as well as a rise in the number of women who are taking on the position of family provider. Together, these two factors imply that there are more wage workers and fewer mouths to feed, which raises consumer demand for branded items.
· Similar conclusions may be drawn about the rise in outdoor activity interest, which is further supported by the fact that younger folks between the ages of 18 and 25 account for a sizeable portion of the population in the UK.
· The supply will rise to match the demand by improving technical developments or expanding plant capacity. However, the shoe market will grow in the next years.
Technological
· People use the internet more and more frequently these days. This may indicate a favourable environment for online product advertising that will increase visibility and sales prospects.
· In the UK, 54% of smartphone owners actually make purchases, compared to 91% of smartphone users who check things out on their devices.
Environmental
· Strict waste management rules are in effect for leather tanneries. In addition, strict regulations apply to the production of leather.
· Furthermore, there are stringent regulations and limitations on the ETP and STP equipment used by industrial enterprises.
Legal
The institutions and legal framework of the UK are insufficiently robust to protect an organization's rights to intellectual property. A corporation should carefully weigh its choices before joining such markets as doing so could result in the stealing of its unrealized competitive advantage. Trainer-management Cycles should think about a few legal issues when entering a new market.

· Discrimination law
· Consumer protection and e-commerce
· Employment law
· Health and safety law
· Data Protection
· Anti-trust law in Retail industry and overall in the country
· Copyright, patents or Intellectual property law





SWOT Analysis
A SWOT analysis is the process of identifying a company's strengths, weaknesses, opportunities, and threats.
Strength
· Strong online presence is provided through user-friendly websites and high brand recognition.
· There are several products available, including running, tennis, golf, football, basketball, and other sports footwear.
· Because automation can maintain product quality, the organization's ability to expand up or down in response to change market conditions.
· The organization's reliable sources of raw materials offer a solid base from which to solve any supply chain issues.
· Because of its excellent free cash flows over the past few years, Trainer-Cycle has the funds required to expand into other endeavours.
· Highly skilled personnel to efficient learning and training programmes. Due to Trainer-significant Cycle's dedication to employee training and development, the crew there is highly skilled and motivated to do more work.
· Strong returns on investment in capital. Trainer-Cycle will be be able to carry out new initiatives with a fair level of success and offer considerable returns on investments by creating new income streams.
Weakness
· The marketing for the products could have done a lot better. Although the product's sales are likely to be successful, it is vulnerable to attacks from competitors in this market since its position and special marketing strategy are not well defined.
· Compared to its competitors, Trainer-Cycle has a greater incidence of employee turnover, necessitating higher costs for staff development and training.
· The structure of the company precludes it from growing beyond the limitations of its existing business strategy.
· The corporation will have to find more money for channel activities since their days inventories would be higher than those of their competitors. This could have an impact on how Trainer-Long-Term Cycle evolves.
· In terms of growth, R&D spending underperformed the leaders in the sector. Trainer-Cycle invests more in R&D than is customary for the industry, yet it lacks the competitive edge necessary to compete with leading vendors in the market. It appears to be a seasoned business keen to introduce products with tried-and-true features.
· Since only the present business model is compatible with the organisational structure, expansion into adjacent product categories will not be permitted.
Opportunities
· Thanks to new technology, Trainer-Cycle is now given the opportunity to create price plans that stand out in a new market. It will enable the company to attract new customers with a range of value-added services while retaining its current clients with first-rate help.
· As the market expands, competitors' advantages will become less favourable and Trainer-ability Cycle's ability to compete with rivals will rise.
· To increase its customer base, the company has made major financial investments in its online presence. This investment has opened a completely new sales channel for Trainer-Cycle. Future use of big data analytics by the company to better understand and serve its clients may allow it to capitalise on this promise.
· Stable free cash flow opens investment options in other product segments. The company may make investments in new market segments and technical developments if it has additional cash on hand. There should be additional product categories where Trainer-Cycle may compete.
· The new possibilities will equalize the playing field for all industry players. new rules governing the environment. Trainer-technological Cycle has a fantastic opportunity to show off its superiority and increase its market share in the newly growing product category.
· The implementation of the new tax legislation may fundamentally alter how businesses operate and provide long-standing enterprises like Trainer-Cycle the opportunity to increase their profitability.







Threats
· The company may face legal action in some regions because of the various restrictions and constant modifications to the product specifications.
· The shift in client purchasing habits from online channels might put the present supply chain design, which is driven by physical infrastructure, in danger.
· Because the marketplace for these highly expensive items is seasonal, any unusual occurrence during the busiest season in the year might have a short- to moderate negative impact on the bank's earnings.
· Britain's increasing economic isolationism might influence other governments to implement similar policies, which would harm exports.
· Currency fluctuations will be a concern as the company grows internationally, especially given the unstable political climate in many global markets.
· In some markets where the opposition is offering them better margins due to their expanding influence, distributors are having difficulty.
Marketing Mix (4Ps)
Product
· Offers footwear that is famous for its timeless style and usefulness for customers.
· Its footwear is claimed to be of a higher calibre than that of its competitors. As a result, customers are willing to pay extra for these.
· Sells special products that come with such a variety of services that distinguish them from the products offered by competitors. Its products are regarded as unique as a result.
· Provides customers with a variety of items to pick from, allowing them to find the one that best suits their needs.
· Each of the five main categories it delivers its products in is linked to a specific product line. The entire collection is marketed using the brand.
Price
· Costs for the finished product have been established. As wholesalers and merchants, users of the app or website spend less for the product and preserve their own profit margins.
· It charges more for the items it provides for online shopping. This is accurate because the cost of delivery is already included in the product price.
· Additionally, on occasion, it will use a product pricing model that is optional and charges customers separately for the primary item and any extras.
· It also takes advantage of product price bundling, wherein related items are bundled and provided at a lower cost than the total of their individual costs.
· The price point that will be employed is now decided using a competitive pricing strategy. This is a result of the industry's wide range of competitors, whose information is easily available.
· Costs also are taken into account while establishing the cost of some things. For competitor information, some items are lacking or have greater production costs.
Place
· Two marketing channels will be used to advertise and market the company's goods. A customer-direct online transaction is shown in the first illustration. The next is the sales to distributors, who then market to a wide variety of retailers dispersed across the country. There, buyers will purchase them.
· It has a significant number of online sales and a strong online presence. To handle its online operations and guarantee on-time deliveries, the firm will collaborate with a variety of different delivery service providers.
· The products will be sold in between 20 and 50 outlets around the country. It will use a clever marketing strategy to distribute its products to as many venues as it can. This ensures that customers can easily locate the company's products across the country.
Promotions
· Uses a range of media to sell its goods. There are only two forms of advertising that will be used in the major media: radio and television. Due to its wide appeal and ability to gather a huge audience, this is beneficial. Online social networking and inexpensive online advertising are becoming more and more common due to the internet's rising popularity.
· It mostly promotes on YouTube, Facebook, and Twitter because of their high monthly usage rates. These websites provide access to constantly updated material and attract more over 100,000 followers or subscribers.
· Engage social media influencers, such as well-known bloggers or performers from television or movies, to promote your company. Bloggers may advertise by publishing content to your social media accounts. Advertisements may use stars from television and movies to increase customer acceptance of the products.
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