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Task.1. Business Plan
1.1.  Business name, propositions and background story
The business of my dreams is a florist called Luara's Gifts that will offer various bouquets of flowers made of chocolate, wax, knitted or recyclable materials, dried natural flowers, soap, personalised bouquets and the list goes on. These products can be offered to everyone and especially can be adapted to the needs and requirements of customers. 
 [image: ]      [image: ]       [image: ]                                                                  
                                              (Jurje, personal creation March 2025)
[image: ]              [image: ]                [image: ]      
  (dyaevents.ro)                                                  (eMAG, March 2020)       

A new venture should demonstrate viability, market orientation and focus, customer and user acceptance for investor engagement while integrating a prescriptive environmental positioning logic for sound opportunity placement (Barrow, et al., 2018) (Whittington, et al., 2019). The naming combines the themes of thoughtfulness and a bond of friendship which awakened my passion for redefining bouquet combinations i.e. to be experimental with bouquet solutions that forever remain
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etched in memories. An adaptive blend of options without compromising sustainability and eco-friendly sourcing will be part of the product value proposition.    
1.2. Business details and ownership 
I have adopted the name Luara's Gifts (LG) for my company, and the business will become operational as a sole trader where the risks related to the business are limited, including the profits generated and the availability of finances.  However, risk aversion coupled with my singular ownership (interpreted as cons) can jeopardise the posterity of the business (WealthFit, 2025). Properly navigating these obstacles, which are usually associated with a unique form of business, would be crucial to Luara’s Gifts success. 
1.3. Mission statement, aim, objectives and USP
The mission statement of Luara’s Gifts can be outlined as: A venue giving expression to thoughtful bouquet creation for lifelong memories. 
The aim and objectives of the business will embed the venture’s focus on creative customisation, shared work, resource usage maximisation and durability extending to the logistics. The combined professional artistry expertise shall be the USP of Luara’s Gifts streamlining its future growth while aligning with market testing and requirements as part of entrepreneurial venture development (Barringer & Ireland, 2022). Moreover, by combining the uniqueness of LG with addressing the conventional hurdles in the competitive space of bouquet solutions, LG can create an optimistic trajectory of sustainable competitive advantage (Hooley, et al., 2020). Besides, a consistent focus on LG’s speciality, the venture will be able to build and nurture a dedicated client base. 
1.4. Physical location details
 The business will start from the house where I live, and its entrepreneurial operations shall continue from the free space within its premise. The choice of space and the subsequent decision-making while being confined by bounded rationality, the space shall give freedom to experiment with new knowledge and agency while propelling beyond endogenous opportunity creation for the venture (HS Talks, 2025).
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        [image: ]              [image: ]                (jurje.weebly.com)                           (Etsy.com)                                 

 1.5. Human resources
LG has the passion to create something new in the bouquet space and acknowledges the associated risks concerning the venture’s operations and future progress, especially human resources (Hisrich, et al., 2023)
The business will hire 1 full-time employee, who will start working from the first month, and the payment will be £12 per hour plus a bonus of 5% of the total monthly profit.  The organisational structure shall develop with time, benefiting from the employment optimism in the creative industry wherein additional personnel (catering to product development, services and administration) shall be employed with care given to their benefits, wellbeing, fairness and productivity (ACAS, 2021) (CIPD, 2025). 
1.6. Marketing activities
Marketing remains a crucial aspect of propagating the business. In essence, entrepreneurial marketing can be taken as the dominant medium to accomplish LG’s short and long-term trajectory in the face of market dynamicity (hold of competition and macro-environmental landscape in the bouquet sector) which requires flexibility and agility along with the traditional customer-driven approach (Alqahtani & Uslay, 2020) (Kotler, et al., 2019).
The 4Ps of my business (Product, Price, Place and Promotion)
Product
The products I offer for sale are bouquets made of different types of sweets and chocolate products, bouquets made of wax in the form of scented candles, bouquets of knitted flowers, bouquets of dried natural flowers and we provide customers the opportunity to create their own bouquets with personalised items or gifts on request.
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Price
For a successful business, price is an important pillar in creating a loyal customer base. I offer premium prices for unique artisanal designs, seasonal discounts (Valentine's Day, Mother's Day, etc.), package prices, and loyalty rewards.
Place
The products will be available for sale on the florist's website, social media and customers will have the opportunity to schedule delivery or receive the desired product on the same day.
Promotion
Transparent communication and display of product propositions mainly using social media promotions along with clear pricing indications and distribution uniqueness shall be furnished (Eagle, et al., 2020) (Kotler, et al., 2019).
 The use of popular social media platforms in the UK such as Facebook and website launch posts and branding for content outreach and continuing dialogue will be part of the PR communication to promote LG and its reputation while the latter can be exclusively tapped for more opportunity recognition and further exploitation by LG (Pakura & Rudeloff, 2023) (Barringer & Ireland, 2022) (Kingsnorth, 2019). Besides, flyers and business cards will be posted at major intersections in the city of Cardiff to gain traction for the business. 

[image: ][image: ][image: ]
                           (Flyer, CANVA personal creation 10 March 2025)
[image: ]     [image: ]
                          (Business card, Canva personal creation March 2025)
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   (Facebook page, Laura 2025)                                     (jurje.weebly.com)

1.7. Market research
I tested the business idea using the quantitative research method. A close-ended questionnaire has been distributed among 10 young peer groups for their bouquet preference and purchase decisions (Saunders, et al., 2019). The interpreted compiled data has moulded the business proposition. [image: ]         [image: ]      [image: ]         [image: ] 
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 	         Figure.1. Data findings
The data indicates a mixed response towards purchase frequency while a favourable proportion of participants showed interest regarding handmade products alongside less chances of perishability, value for price & variety and quality. Among the participants, chocolate remains a popular choice followed by dried and knitted flowers then soap flowers. The data patterns underscored the popularity of chocolate bouquets and LG’s distribution hold while further products can be incorporated depending on the volume of orders received. 
 
1.8. Financial resources
 LG venture creation and working expenses & finance source                                               [image: ]         
                                             Figure.2 
The running costs and finance sources (personal savings) are an actual representation of the business creation and operationalising process excluding rent
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 and staff expenditures. The working capital estimation of LG is meant to capitalise on the venture concept and streamline the business returns on investment (Lee, 2023).                               
                                    Cash flow statement for 12 months
[image: ]                          
                                                               Figure.3
Estimated 50 orders per month, average pricing between £50-£100. Sales per month are taken at the baseline figure of £2500, increasing by 10% quarterly. The monthly expenses (taken at the maximum value) also increase accordingly per quarter. Based on the cash flow forecast, the business will be able to demonstrate a positive return on investment from the third quarter of 2026-2027. 

 1.9. SWOT analysis of the business[image: ]   
                                                        Figure.4
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For LG, the highly competitive landscape especially from traditional florists along with customer preference for freshness and high perishability and overhead costs can be construed as major threats to the business. Enhanced attention to distribution inclusive of packaging and transportation to preserve freshness and longevity can minimise the encroachment of the threats.
Task.2. Reflection
2.1. Reflections on business skills and knowledge
Working on the entrepreneurially oriented business plan has been a watershed moment enabling me to practically apply academic knowledge about the discipline which I initially had considered a rather straightforward effort. This exercise gave me a realistic clarity of business creation and its development, its associated components while weaving together the different parts to streamline its market-aligned growth. I was clear about the goal of creating a flower-based business, which allowed me to further understand my position in terms of entrepreneurial business skills. 
I also realised the importance of experiential learning through this exercise allowing me to decisively incorporate business and entrepreneurship concepts and theories. As a result of my efforts, I was able to handle essential business skills, namely, recognising and exploiting opportunities, problem solving, operational requirements, project management, and marketing, along with market and data analysis.

2.2. Evaluation of entrepreneurial strengths
During the business creation exercise, I was able to maintain a clear goal and the ensuing SMART (specific, measurable, achievable, relevant and time-bound) plan development. This was beneficial to ensure that my business achieved a return on investment inertia rather than an abstraction. A deeper insight into business planning exposed my entrepreneurial strengths in the areas of business management including market research and marketing requirements, a high disposition to be creative, adaptability and problem-solving skills.  Equipped with these skill sets, I was able to give proper shape to the business including its planning and execution. This also incorporated proper customer profiling and appropriate marketing mix development while aligning with changing market trends as well as customer standards and expectations. However, I remained uncertain at times in problem-solving regarding the business environmental influences and its planned execution while the risk of failure to meet customers' expectations regarding the high aesthetic requirements of bouquets also added to my concern. Hopefully, I will be able to address the gap in my entrepreneurial skill sets and qualities through informed learning and applied development opportunities.  
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2.3. Development of one identified entrepreneurial trait
As an entrepreneur, I was able to streamline my problem-solving trait during the initial stage of the ideation. In repeated occurrences throughout the venture journey, I was able to variably exercise this trait- a coveted competence, which got polished during my earlier professional engagements. I wish to develop this area further for potential business execution projects and refine my customer engagement and feedback loops. Considering that the market is constantly changing, I adapt easily and quickly learn the new trends, standards or demands that customers may impose. I believe participation and investment in entrepreneurship training courses would be beneficial to enhance the trait.


















                                                                                          11
References
ACAS, (2021). ACAS. [Online] 
Available at: https://www.acas.org.uk/what-the-future-world-of-work-might-look-like
 [Accessed 2025].
Alqahtani, N. & Uslay, C., (2020). Entrepreneurial marketing and firm performance: Synthesis and conceptual development.. Journal of Business Research, Volume 113.
Barringer, B. & Ireland, D., (2022). Entrepreneurship: Successfully Launching New Ventures. Harlow: Pearson.
Barrow, C., Barrow, P. & Brown, R., (2018). The Business Plan Workbook: A Step-By-Step Guide to Creating and Developing a Successful Business. London: Kogan Page Publishers.
CIPD, (2025). CIPD. [Online] 
Available at: https://www.cipd.org/asia/knowledge/factsheets/benefits-factsheet/#our
 [Accessed 2025].
Dyaevents, (2025) [Online] Available at: https://www.dyaevents.ro/en/produs/buchet-cu-flori-uscate-si-criogenate-… [Accessed 2025].

Eagle, L., Dahl, S., Pelsmacker, P. d. & Taylor, C. R., (2020). The SAGE Handbook of Marketing Ethics. Newcastle upon Tyne: SAGE.
EMAG, (2025) [Online] Available at:  https://images.app.goo.gl/ahKVza9n4N31mzwZ9 [Accessed 2025].
Etsy, (2025)  [Online] Available at:  https://www.etsy.com/uk/listing/1593565943/diy-craft-table-plans-budget-friendly  [Accessed 2025].

Hisrich, R., Peters, M. & Shepherd, D. A., (2023). Entrepreneurship. Maidenhead: McGraw Hill LLC.
Hooley, G., Nicoulaud, B., Rudd, J. & Lee, N., (2020). Marketing Strategy and Competitive Positioning. London: Pearson UK,.
HS Talks, (2025). HS Talks. [Online] 
Available at: https://hstalks.com/t/2139/what-entrepreneurs-need-to-know-before-they-start/
 [Accessed 2025].
Kingsnorth, S., (2019). Digital Marketing Strategy: An Integrated Approach to Online Marketing. London: Kogan Page Publishers.
Kotler, P., Armstrong, G., Harris, L. & He, H., (2019). Principles of Marketing. London: Pearson UK.
Lee, D., (2023). Entrepreneurial Finance. London: SAGE Publications.
                                                                     12
Pakura, S. & Rudeloff, C., (2023). How entrepreneurs build brands and reputation with social media PR: empirical insights from start-ups in Germany. Journal of Small Business & Entrepreneurship, 35(2).
Saunders, M., Lewis, P. & Thornhill, A., (2019). Research Methods for Business Students. London: Pearson Education.
WealthFit, (2025). The 45-Minute Business Plan. [Online] 
Available at: https://www.linkedin.com/learning/the-45-minute-business-plan/corporate-structure-and-ownership?resume=false
 [Accessed 2025].
Whittington, R. et al., (2019). Exploring Strategy, Text and Cases,. London: Pearson UK.
  














                                                                   13

	
	
	



image17.jpg
Pyara's Crifts
online shop





image17.png
2026-2027 |Initiation|January |February|March [April |May  |Jume [July  [August |Septemb{October [NovembqDecember
Cash inflow

Ivestment | __10000)

Sales 2500 2500] 2500] 2750 2750 2750 3000] 3000] 3000 3300 3300 3300)
Totalinflowd _10000] 2500

Cash outflow.

Initial ventur] _13,000)

Monttly expense 875|  873| 873| 963  963| 963 1059| 1059] 1059] 1165 1165 1163
Total outflow. 875|  873|  873| 963  963| 963 1059| 1059] 1059] 1165 1165 1163
Net cashflo__-3000] 1625|1625 1625 _1787| 1787] 1787] 1941 1941 1941] 2135] 2135 2133]
Opening balance 3000]  1375] 3000|4625 6412] s199] 9986| 11927] 13868| 15809 20079
Closing balance 1375]  3000] 4625] 6412| s199] oos6| 11927] 13s68| 15800] 17944] 20079] 22214





image1d.png
Fund

Amount

Finance source

Amount (in £)

requirement Estimate (E) or
Actual (A)
Startup cost 10,000 Personal 10,000
savings
Working 13,000 A Reinvestment Making up for
capital (in £) from sales the working
Bouquet capital backlog

making  tools
(1000-2500)
(One-time
expense),
Product creation
materials (4000-
6000)/year,
Marketing &
business  costs
(600-
1500)/year,
Delivery costs
(1000-
3000)/year





image1a.jpg
Welcome to online flower
shop Luara's Gifts!

At Luara Gifts we are all
about making your day
wonderful with
unforgettable memories!
“For a unique surprise,
create the
perfect bouquet! Your idea
can materialise just click

away!”
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What would you mostly purchase from the
categories listed below:

Chocolates Dried and knitted flowers Soap flowers
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Would you like buying bouquets comprising of
edible and handicraft products that leave a
lasting impression?

No Not sure
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How often do you purchase bouquets?
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Do you usually prefer real flowers or hand-made
ones?
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