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BUSINESS DESCRIPTION / MARKET OPPORTUNITY
Market conditions are favourable right now. A company's business prospects determine its success or failure. Growth may be hindered by barriers. Continuous growth is crucial to a company's long-term success (Hannigan, 2018). One must develop unique perspectives for the organization as a way to stand out from your competitors. An organization's ideas are its core, and its insights allow it to recognize and resolve client and customer problems. With a simple adjustment of viewpoint, some ideas can become feasible business proposals. Using natural ingredients and alcohol-free, Aroma will be created to broaden the fragrance store's product line and boost its sales. Perfume oil will appear in the first case, while a regular spray bottle will appear in the second case. A chocolate flavour and a floral scent will also be available. Furthermore, it will keep its distinctive smell for 24 hours. A distinctive product will attract more clients, leading to a higher growth rate.

INDUSTRY ANALYSIS – Porter’s 5 forces 
Threat of new entry 
Companies are under pressure from new players in the consumer durables and apparel industries who use price reduction strategies, cost cutting measures, and the introduction of new value propositions. Aroma must overcome all of these challenges and erect strong barriers in order to maintain its competitive edge. (Mladsi et al., 2023).
Threat of substitutes
An industry's profitability is adversely affected when new products or services satisfy comparable client needs differently. There are alternatives to hardware storage devices, such as Google Drive. Replaceable products and services pose a strong threat if they deliver value propositions that are unique to the industry.
Bargaining power of customers
Often, a buyer's requirements are stringent. They want to spend the least amount possible for the greatest available goods. Consumers with a smaller and stronger client base will have higher negotiating power and may take advantage of increased discounts and offers (Adeleke, 2020).
Bargaining power of suppliers
There is a wide variety of raw materials available to Consumer sector companies. Market margins might be reduced by suppliers with a dominant position. With Consumer Aroma's formidable suppliers, Consumer businesses can negotiate higher prices. Consumer profitability is negatively affected by more supplier negotiating power.

Competitive Rivalry
Profitability in an industry will decline if current companies engage in severe competition, resulting in reduced pricing. Aroma Ltd. operates in an intensely competitive market for consumer durables and apparel. Competition has an effect on long-term profitability (Lednev & Volnov, 2020).
	Name of competitor
	Differentiation

	The Fragrance shop
	Price, ingredients

	Gucci 
	Price, design

	Hugo Boss
	price





OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
ENSURING THE SMOOTH DELIVERY OF A FRAGRANCE FROM FACTORY TO SHELF. 
Identifies new scents, evaluates current scents, negotiates costs, locates appropriate suppliers, ensures items are delivered on schedule, manages stock, and budgets, and maintains relationships with new suppliers (Avalos et al., 2018). Here are a few operational strategies:
· Prepare a scent description and a plan.
· Identify your target audience and clientele by conducting research.
· Select the right target audience for your message.
· Advertisements should be considered.
· The power of the Internet can be understood and used.
The profitability of a perfume company depends on many factors, including its industry, location, and other factors. The good news is that I can help make the perfume company more profitable by introducing a few changes.
MANAGEMENT TEAM
	Name 
	Skills
	What do they bring to the firm

	Valentin
	Management and leadership
	The provide the competitive edge

	Sergiu
	Human resource management skill
	Motivate the employee

	Alina
	Skilled at finance and accounting
	Monitor the company's financial health.



MARKETING:
A marketing department's responsibility is to meet market expectations, while a sales department's responsibility is to meet the organization's objectives. After the marketing process has been completed, it is time to begin the sales process (Chandra & Rahadian, 2019). When it comes to marketing campaigns, visuals are most important, whereas when it comes to sales efforts, connections are more important. Marketers, as opposed to salespeople, must possess analytical skills in addition to their ability to persuade and interact with others. New ideas should be introduced at the same time as new products are launched in order to introduce new ideas. As a marketing strategy, aroma is one of the most innovative approaches available today.
Product: Just as important as marketing's comprehension of the product life cycle during the development of a new product is a leader's approach towards product management throughout the product life cycle. "Aroma" will be a new fragrance being introduced by the fragrance shop in order to keep up with the current trends and to expand its product line. There will be no alcohol in this product, and all the components will be made from natural ingredients. There are two kinds of perfume sprays available: one has a perfume oil and the other has a normal perfume spray. Aside from this, three distinct flavours will also be available, including chocolate flavoured and ones with floral scents. Furthermore, it is a unique product, but once you leave it for twenty-four hours, it will still smell the same. It is clear that the growth rate of the company will be higher due to the uniqueness of the product that attracts customers.
Price: Last but not least, the buying habits of consumers play an important role in deciding the price of a product. Market penetration can be used to analyse pricing based upon price skimming, market saturation, and market pricing. The pricing approach for a new product is going to be dependent upon market conditions due to the fact that it is a new product. By using the pricing strategy described above, you will ensure that your prices are competitive on the market.
Place: It is important to consider a number of things when designing the physical location of a product, such as the location of the exhibit and whether the product is going to be sold online or in a physical shop. Locations are not distinguished when discussing them based on whether they are online or offline. The company will also offer perfume as an additional product along with the aforementioned one. The product will be available for purchase at a wide range of retail locations.
Promotion: The most important thing to increase sales of these goods is to convince buyers that they are an indispensable part of the business, and that they can be purchased at a reasonable price. The media plan plays a major role when it comes to marketing a new product or advertising it (Ekiyor & Altan, 2020).
[bookmark: _Toc120500161]Funding plan
Budget breakdowns will include how much of their budget is devoted to development capital expenditures, how long these expenditures are expected to last, how much money must be generated from each source for the project, and how long it will take for these expenditures to be incurred (Bierkens, 2022).
Financing Plan for Five Figures – Bootstrapping
Attempting to generate finances at this level may be best accomplished with the assistance of family and friends. Self-funding is the definition of bootstrapping. This definition discusses microloans or grants offered to community organizations by governments or non-profit organizations. Typically, a small company loan, home equity loan, or line of credit is utilized to finance bootstrapping.
Crowdfunding as a Six-Figure Financing Strategy
There are a lot of approaches for a six-figure company to secure finance. The most popular aspect of crowdsourcing is its success and accessibility. Crowdsourcing is available through Kickstarter, Indiegogo, and GoFundMe. Additionally, groups with a budget of five figures may profit from these sites. Using these means, the technology sector has sponsored a variety of commercial items (Du, 2022).

FINANCIALS
Sources of Capital
Debt Capital
Companies can obtain private debt financing through bank loans. Additionally, public debt may be used to raise money. The issuer purchases debt securities as part of the debt financing process. Securities that are mortgaged, leased, debentured, or otherwise backed by debt are known as debt issues. (Toporowski, 2022).
Amount: £10,00000
Equity Capital
Once investors purchase stock, the corporation becomes a shareholder. The shares issued by corporations are a form of capitalization. If necessary or if funds are required, companies or people that are part of the company's or directors' network may be able to get private equity finance.
Total: £8,000,000
Additional Funding Sources
The only kinds of finance that exclude grants, contributions, and subsidies are private equity and venture capital. Also known as crowdsourcing and soft fundraising (Gallo & Verdoliva, 2022).
Amount: £5,00000
Financial objectives
The financial objectives are numerically set targets that Aroma aims to attain. How "Aroma" earns, saves, invests, and spends depends on her short-, medium-, and long-term financial objectives.
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue 
	8,00000
	8,00000
	10,00000
	5,00000
	10,00000
	10,0000

	Fixed Costs
	2,00000
	2,00000
	2,00000
	2,00000
	2,00000
	2,00000

	Variable Costs
	4,00000
	4,0000
	5,00000
	4,00000
	4,00000
	4,00000

	Profit 
	200,000
	200,000
	300,000
	80,000
	400,000
	400,000



There is an expectation that by 2027, direct product expenditures will range between 50 and 62% in order to strengthen the price-value proposition and increase the top-line revenue growth of the company. There are a number of reasons why the firm will benefit from simplifying the global retail network, not only in terms of operating expenses but also in terms of improving its productivity and saving money as well. Moving, downsizing, opening new stores, and renegotiating contracts are some of the ongoing actions of the company. The Fragrance Store has the potential to generate a substantial amount of free cash flow between now and 2027. Increasing free cash flow is possible by making the most of trade net working capital and capital expenditures by wisely and effectively using them. A large part of the company's free cash flow would be reinvested into the business by 2027, or dividends would be paid to shareholders on a monthly basis. Thus, by the end of 2027, the Corporation expects to have distributed between 25% and 50% of the net income attributable to shareholders of the Corporation.
MARKET RESEARCH 
[bookmark: _Toc120500158]The target market and the competitive landscape
Many firms throughout the globe fight for market share in the fragrance sector, which comprises a huge number of worldwide participants. There are established and well-known manufacturers in every market area, making it harder for newcomers to grab customers' attention. A new brand's launch is a challenging process that takes a lot of effort and resources. Marketing expertise is one of the most important components of brand promotion. With market research data, one may design an effective brand strategy in order to get a competitive edge. Fragrance and perfume market research companies will use the sociodemographic and psychographic characteristics of the target audience to create a unique commercial proposal. It is crucial to realize that the Fragrance Shop will be able to communicate successfully with its customers by identifying critical communication phases as well as identifying key communication phases. There are various criteria that play a crucial part when identifying target audiences, such as the age, gender, and geography of the audience. Marketers employ a targeted marketing approach to divide a market into smaller parts in order to target a specific set of purchasers inside that market. As a consequence of this distinction, it caters only to the demands of the various customer groups based on their unique qualities (Singh et al., 2019).
Targeting for the new product ‘Aroma’

	Age
	15 to 90 and above

	Gender
	All Genders

	Lifestyle
	nature, accomplishing, experiencing
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