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[bookmark: _Toc502699662]Part B: Business Plan
[bookmark: _Toc502099797][bookmark: _Toc502699663]Business Description and Introduction
The overall business will be named as Nature’s Candy. The focus of the business is to incorporate the e commerce platform for the purpose of selling naturopathic and homeopathic dietary and nutrition supplements for the UK population. The goal of the start up business is to effectively emerge as one of the key leaders in the e commerce market in selling and marketing of the homeopathic and naturopathic dietary and nutrition supplements whole concentrating in the UK market. The business will sell mainly antioxidants and other supplements for the UK population and is expected to increase their product lines and categories once a successful year of business is completed in the UK market. The business will sell privately labelled homeopathic and naturopathic food and dietary supplements through the incorporation of the e commerce platform for effective product distribution (Adekola, 2016). 
Mission 
The mission of the business of Nature’s Candy is to operate within the UK market and deliver high quality and natural food or dietary supplements to the consumers or customers through e commerce platform at competitive pricing so as to serve the health needs of the UK population.
Vision
The vision of the organization is to become one of the leading pioneers in the UK market considering the e commerce sales of different homeopathic and naturopathic supplements for the UK population(Wainwright, 2013). 
[bookmark: _Toc502099798][bookmark: _Toc502699664]Management
The success of the business is well dependent upon the management structure or hierarchy that can help the business of Nature’s Candy in running smooth business operations in the UK market. Considering the aspect of management, the founder will act in the position of CEO of the organization. In addition the management will also comprise of a specific representative from the concerned investors, an operations manager, along with sales and marketing manager and human resource (HR) manager. Other ground kevel staffs and employees will be assigned in different departments and will report to the respective management. This specific management structure is correctly justified for the organization of Nature’s Candy as it will enable the organization in development and implementation proper business planning and strategies or decisions that can cater to the high growth and development in the UK market(Mariotti, 2014). The structure of the management has been depicted in the figure below;

                                           Fig: Management for Nature’s Candy (source: self)
[bookmark: _Toc502099799][bookmark: _Toc502699665]Business Funding and Start UP Capital
The estimated start up capital of Nature’s Candy is around 500000 GBP. Thus it is required for the organization to obtain the required from the following sources;
· Nearly 20 percent of the start up capital amounting to 100000 GBP will be acquired through self investment or funding (Erasmus, 2016).
· Investors will be consulted for obtaining another 20 percent of the start up capital amounting to 100000 GBP. 
· The remaining 60 percent of the overall funding accounting to 300000 GBP will be obtained through bank loans on specified interests’ rates.

                         Fig: Breakup of the business funding for Nature’s Candy (source: self)
[bookmark: _Toc502099800][bookmark: _Toc502699666]Analysis of the Industry
Considering the UK market, there has been a high shift in the consumer preferences towards food and dietary supplements for healthy living and lifestyle. The consumers have a higher acceptance rate for the natural and healthy products that are considered to be much safer than that of the synthetic alternatives available in the respective market. Now considering the UK industry insights, in the year of 2016 the sale of the food supplements were seen to reach a figure of over 421 million GBP which was 2 percent more than that of the year of 2016. In addition statistics also highlights the fact that the overall food supplement market in United Kingdom (UK) has been experiencing a steady growth and development and is expected to be growing by 28 percent by 2018 (Allen, 2014.). In addition the aging population of UK also seen to be preferring nutritional and food supplements for a better and healthy living standards. The above analysis clearly suggests the fact that the UK market has a high growth and development prospects or opportunities for the organization of Nature’s Candy, through proper utilization of the medium of e commerce for better and improved product distribution. 
[bookmark: _Toc502099801][bookmark: _Toc502699667]Competitive Landscape
Considering the UK market landscape, Nature’s Candy can face high competition in the UK market. The health care retailer of Holland and Barrett is considered to be the major market leader with having over 13 percent of the market share in the year of 2016. Other competitors of Nature’s Candy include the privately labelled brands that include Boots having 10 percent of the market share in 2016, Vitabiotics and other health retailers working independently in the UK market. 
[bookmark: _Toc502099802][bookmark: _Toc502699668]Macro Environment Analysis
The analysis of the macro environment helps Nature’s Candy in properly identifying or determining the external parameters which can have large impacts upon their business operations in the UK market. This can be effectively accomplished through application of the model of PEST analysis. The implementation of PEST analysis has been depicted as below;
Political and Legal factors: The stability of the political and legal system holds high opportunity for the organization of Nature’s Candy in the UK market. In addition the relaxation of the laws on import and export also opens upon higher business opportunity for the organization. In addition the government also supports the development of the e commerce platforms that can prove to be advantageous for Nature’s Candy in sustaining of the business oeprations (Hill, 2014). 
Economic Factors UK has a proper stable economy with the enhancement of the disposable incomes among the population. This in turn effectively leverages the spending or buying power of the consumers offering high opportunity to Nature’s Candy in generating improved sales and revenues (Longenecker, 2013). 
Social factors: The aging demographics of the UK have resulted in a shift in consumer preferences towards health and dietary supplements that can fulfil their respective health needs and requirements. In addition there has also been a rising trend in online purchasing and buying among the UK population. This can help Nature’s Candy in obtaining high market success through their e commerce business model. 
Technological factors: The UK market is technology is well developed with the availability of large information technology (IT) resources. This can help the organization of Nature’s Candy, to utilize the technical expertise in the market and strengthen their e commerce model for achievement of better business sustainability and growth.  

                                                        Fig: PEST Analysis (source: self)
[bookmark: _Toc502099803][bookmark: _Toc502699669]SWOT Analysis
The SWOT analysis will help Nature’s Candy in determining their core strengths and weaknesses and identifying their threats and opportunities which largely impact their business operations in the UK market. The SWOT analysis has been discussed as below;
 Strengths: The major strengths of Nature’s Candy have been discussed below;
· The natural food and dietary supplements offered have a high preference among the UK consumers (Gollenia, 2016).
· The development of the e commerce platform can help the organization in reaching out to wider audiences in the UK market. 
· The competitive pricing of the products can also help in generation of better sales and revenues for Nature’s Candy.
Weaknesses: The major weaknesses of Nature’s Candy have been discussed below;
· The business does not have a brand image or identity in the market.
· The overall market expertise is low and the business lack proper marketing and distribution channels or networks in the UK market. 
· There is also the issue of lack of well trained and skilled workforce. 
Threats: The major threats that Nature’s Candy can face in the UK market are discussed below;
· The market is prone to high uncertainty and fluctuations.
· The consumer preferences can rapidly change over time.
· The business is faced with high competition in the UK market from the likes of Holland and Barrett, Vitabiotics, Boots and others. 
Opportunities: The specific opportunities for Nature’s Candy in the UK market include the following;
· There is a high demand for food supplements in the UK market which can help Nature’s Candy in catering to the needs and demands of the aging UK population (Karanja, 2013).
· The trend of e commerce has a high popularity among UK consumers enabling the organization to achieve better sales and revenues.

                                                  Fig: SWOT Analysis (source: self)
[bookmark: _Toc502099804][bookmark: _Toc502699670]Target Customers
It is essential for the organization of Nature’s Candy to effectively identify their target or potential customers who are likely to be making future purchases of their products and services. In this context the majority of the targeted customers will be the aging population residing in United Kingdom (UK). In addition the baby boomers reaching their middle age are also among the core customer segments in the UK market that the organization of Nature’s Candy will target with their products and services. In addition the focus will be upon targeting customers who prefer online purchase through e commerce platforms. In addition Nature’s Candy will also target the customers in UK that are focused upon living healthy lifestyles. 
[bookmark: _Toc502099805][bookmark: _Toc502699671]Marketing and Promotions
In terms of marketing and promotion, there is a high need for the business of Nature’s Candy to select the proper marketing and promotional channels that can help in better promotion and marketing of the products and services amidst the segments of customers targeted for the UK market. The uses of different marketing and promotional channels that can be used in thus purpose by Nature’s Candy have been discussed below;
Print and Television Channels and Media: Print media such as newspapers, articles and medical journals and magazines can be used for promotion of the product and the brand among the consumer segments. In addition advertisements can also be displayed through the channels in television for better promotions and branding in the UK market (Keller, 2016). 
Display Channels and Media:  Promotion and branding of the products and services can also be done through displaying of advertisements through posters, hoardings banners and billboards at popular places. 
Digital Media (social media): With the growth and popularity of the digital media among the U consumers makes it a preferable choice for Nature’s Candy to market their products and services in UK. Therefore the incorporation of social media is necessary in this specific context. By using social media it is possible for Nature’s Candy to reduce the overall costs or expenses associated with their marketing and at the same time reach out to larger audiences without any geographical boundaries. In addition, it will also help the business in maintaining of longer term relations with the customers in the market for better branding and promotion of products and services (Hollensen, 2015). 
[bookmark: _Toc502099806][bookmark: _Toc502699672]Primary Research to determine the prospect of the business
The prospects of the business are determined through a comprehensive market survey and analysis among 50 respondents. The results of the analysis have been displayed as below;
Q 1) Do you agree that the business of Nature’s Candy has high growth and development prospects in UK?
	Options 
	Frequency
	Percentage (in %)

	Strongly Disagree
	5
	10

	Disagree
	5
	10

	Neutral
	1
	2

	Agree
	14
	28

	Strongly Agree
	25
	50




Q2) Q2) Do you agree that e commerce platform; will result in higher sales and profitability for Nature’s Candy in UK market?
	Options 
	Frequency
	Percentage (in %)

	Strongly Disagree
	2
	4

	Disagree
	2
	4

	Neutral
	2
	4

	Agree
	26
	52

	Strongly Agree
	18
	36




Q3). Do you agree that through the business model, Nature’s Candy can achieve competitive edge?
	Options 
	Frequency
	Percentage (in %)

	Strongly Disagree
	3
	6

	Disagree
	4
	8

	Neutral
	3
	6

	Agree
	25
	50

	Strongly Agree
	15
	30



Q4).Can the products and services help in catering to the health requirements and needs of the aging population of United Kingdom (UK)? 
	Options 
	Frequency
	Percentage (in %)

	Strongly Disagree
	5
	10

	Disagree
	4
	8

	Neutral
	1
	2

	Agree
	15
	30

	Strongly Agree
	25
	50




The above analysis clearly depicts that the business of Nature’s Candy have high prospects and opportunity in obtaining of high growth and development in the UK market, through effective fulfilment of the needs and requirements of the UK population relating to the need of healthy living and lifestyles. 
[bookmark: _Toc502099807][bookmark: _Toc502699673]Financial Estimations and projections
Cost of Establishment of the E-commerce Business: 
The cost that is associated with the establishment of the business are depicted below:
	Rent of Office 
	30000

	Office Furnishing and set up
	50000

	Cost of establishment of the E-commerce Website 
	50000

	Yearly  Cost of Human resources and staffs
	250000

	Procurement of License 
	10000

	Purchase of Vehicles for home delivery
	60000

	Other miscellaneous cost 
	50000

	Total 
	500000



Revenue Estimation:
Based on the marketing and promotional campaign undertaken it is estimated that the initial sales will be around £40000 in 1 months. Then from 2nd month onwards the sales will increase by 5 for next 5 months and 10% from 6th month to 12th month. The revenue is also increase by 15% for 2nd year of operation and 20% for 3rd year of operation. 
Monthly Revenue estimation for year 1 :
	Months of year 1
	Revenue (in £)

	Month 1
	40000.00

	Month 2
	42000.00

	Month 3
	44100.00

	Month 4
	46305.00

	Month 5
	48620.25

	Month 6
	53482.28

	Month 7
	58830.50

	Month 8
	64713.55

	Month 9
	71184.91

	Month 10
	78303.40

	Month 11
	86133.74

	Month 12
	94747.11

	Total 
	728420.74



Yearly revenue estimation for 1st 3 years of business operation: 


	Year 
	Revenue(in £)

	Year 1
	728420

	Year 2
	837683

	Year 3
	1005219.6




Profitability Estimation:
Being a ecommerce players which will be delivering the homoeopathic and naturopathic medicine to the customer via e-commerce platform, the gross profit margin of the company would be 20% of the sales. The company will basically market the product via e-commerce with 20 commissions. Moreover the company will incur additional 5% of the profit on operation expense to arrive at the net profit.

	Year 
	Revenue(in £)
	Gross Profit (in £)
	Net profit (in £)

	Year 1
	728420
	145684
	138399.8

	Year 2
	837683
	167536.6
	159159.77

	Year 3
	1005219.6
	201043.92
	190991.724
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