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[bookmark: _Toc130764397]Summary of the business idea and our product

ERGA is a limited company based in the UK, and our aim is providing a unique and high-quality fly-killing device, we are offering innovative and effective solutions to keep homes and business free from flying insect in any season of the year. We specialize mainly in outdoor fly-killing devices that are sleek very durable and equipped with powerful UV lights and highly voltage electric grids to eliminate flying insect quickly and efficiently. At the heart of our company is commitment to strong business values and principles, which include a very dedication to customer satisfaction, innovation, and sustainability.  We believe that our unique product where we will discuss later in more details, are not only very effective but also very elegant, with a stainless-steel construction with nice ERGA logo that adds an upscale touch to any outdoor setting. Overall, ERGA LTD is a company what will bring to the market an innovative technology, unique product, and strong business values. We are committed to providing our customers with the best possible solutions to their pest control needs and look forward to continuing to lead the industry in innovation and excellence.
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[bookmark: _Toc130764398]ERGA’s legal format

ERGA is a limited company by shares based in the UK, committed to providing innovative and high-quality solutions to keep homes and businesses free from flying insects throughout the year. Our commitment to strong business values and principles drives our compliance with laws and regulations set forth by the UK government. To operate in this industry, we must acquire and held different types of licenses, including premises license, health and safety licenses, liability license, and any other licenses required by the law. The ERGA commitment to respect all legal requirements and regulations will ensures the safety of our customers and the success of our business. Additionally, ERGA is registered as a private limited company. This structure offers several advantages, including limited liability protection, shielding owners or shareholders from personal liability in the event of business debt or legal action. Registering as a Ltd will add credibility and trust to our business among stakeholders, including customers, suppliers, and future investors. It also opens more funding options, including bank loans, grants, and venture capital. By being a Ltd company, investors and lenders are more willing to invest due to the limited liability structure, which prevents their personal assets from being at risk. (Lennox, 2023)
[bookmark: _Toc130764399]Team Management

To create a long-term and sustainable company we will make sure that our team is working together effectively and efficiently, we encourage open communication, collaboration, and mutual respect. We think that a strong team not only encourages creativity and innovation but also produces a productive and encouraging work atmosphere. According to the research conducted by Hackman and Katz (2010), Teams with a same objective and vision and members from a variety of backgrounds are more likely to succeed.

[bookmark: _Toc130764400]Elena Banica - Operations Manager

 Elena will bring her expertise in managing operations, she is a strategic thinker who will oversee the overall operations of the company and make critical decisions that will help the company to grow and achieve its goals.  She is very devoted and ambitious person and with her leadership skills, she will ensure that the company stays on track and remains competitive in the market. 

[bookmark: _Toc130764401]Gabriel Vilcu - Marketing Manager

Our enthusiastic marketing manager who pays attention to the smallest details has a keen eye for trends and consumer behavior. He will be responsible for creating and implementing our innovative marketing strategies that will help ERGA LTD to promote its unique product. Gabriel is a creative thinker who will use his expertise to develop targeted campaigns that resonate with the company's target audience. He will collaborate with Andreea to identify new opportunities and improve the company's market share and make our brand known.
[bookmark: _Toc130764402]Andreea Tudorache - Marketing Analysis

Andreea is our marketing analysis specialist who will work alongside with Gabriel to create and implement successfully marketing strategies or to find the best ways to promote our brand. She will be responsible for conducting market research, analyzing customer data, and giving information to the team that will influence the marketing team's choices. Andreea will be instrumental in identifying emerging trends, analyzing customer needs, and predicting future demand. She will work closely with Gabriel to ensure that the company's marketing campaigns are optimized to maximize results.

[bookmark: _Toc130764403]Ifzal Hussain - Sales Manager

Ifzal as a sales manager will ensure that the company meets its sales targets, and the company will be profitable. He is a strategic thinker who will work closely with the marketing team to develop sales strategies and achieve the company's overall aims. Ifzal will monitor our sales metrics to ensure that the company is meeting its targets given by Elena Banica. He will also ensure that the company's sales efforts are aligned with customer needs and expectations.
[bookmark: _Toc130764404]Target Market

The market research conducted by our two Marketing specialists involved a very detailed analysis of the market trends, consumer behavior, and preferences. Based on their findings, we concluded that our product is well-suited for outdoor and camping enthusiasts. Our potential customers are likely to invest in high-quality products that offer effective solutions to control and eliminate flying insects. Furthermore, our Marketing specialist indicated that people passionate about fishing are also a key target audience for the product. Fishing enthusiasts spend long hours outdoors, often in areas with high insect activity, and would benefit greatly from a product that effectively keeps flying insects at bay. By targeting this specific audience, our company can leverage the passion and expertise of its team members who are avid fishing enthusiasts with extensive networks in the fishing community. Overall, the target market research highlights the significance of understanding the target audience's needs and preferences when developing marketing strategies for a product (Waller, 2020). By catering to the specific requirements of outdoor enthusiasts, gardeners, camping enthusiasts, and fishing enthusiasts, the company can establish a strong market position and increase its market share in the long run.
[bookmark: _Toc130764405]Marketing strategies

To reach and build a trust base of customers, ERGA LTD identify and adopt two marketing strategies witch we believe are the most suitable for our company. 
Direct approach, we leverage the passion and expertise of our team members who are avid fishing enthusiasts with extensive networks in the fishing community. Using our personal contacts and recommendations, we can promote our product and demonstrate the product efficiency to potential customers. This personalized approach will allow us to connect with our customers and demonstrate them the high efficiency of our product. Moreover, we will expect to attend fishing expos and different fishing events to promote our product and engage with potential customers in person. This allows us to not only expose our product but also to build relationships with our customers and to meet them in person. 
Secondly, the company will use an indirect approach that includes paid search advertising on platforms like Google, Bing, and Facebook. Our Marketing team will also create high-quality content on platforms like YouTube, Tik-Tok, and Instagram to attract potential customers. Sreejesh et al. (2020) found that consumer response towards social media advertising is influenced by media interactivity and its conditions. Lastly, the company will use affiliate marketing by partnering with fishing blogs and bloggers to promote their product to their target audience in exchange for a commission on sales. 
[bookmark: _Toc130764406]Opportunity for our company in the future
The weather is changing, and Britain is becoming warmer, and this may create a long-term opportunity for our company. Climate change has been identified as a important key driver of shifts in the distribution and abundance of insects worldwide, including flies (Sánchez-Bayo and Wyckhuys, 2019). In the UK, it is predicted that climate change will make the environment warmer and will lead to increasing in the number of flies, especially in outdoor areas such as gardens, terraces, and campsites, due to the expected warmer weather conditions (Birkett et al., 2020). 
[bookmark: _Toc130764407]SWOT summary
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In this part briefly we will analyze the SWOT presented in the PowerPoint presentation. Our team boasts several key strengths that have helped our company establish a strong presence in the market. Firstly, our high-quality product is unique and is energy-efficient, this feature will help reducing the energy consumption and maintenance cost, which sets us apart from our competitors. (Iqbal et al, 2019)
[bookmark: _Toc130764408]Strengths

Our product offers effective control and elimination of flying insects, and also has a smart design and ease of use. Moreover, our staff members are highly experienced and have good knowledge, which will allow us to make and take important decisions and create strategies that drive our business forward to success. Having a very devoted team we establish a strong distribution network which is a very significant advantage, and will enabling us to reach a wider audience and ensure our product is readily available to our customers. This production and delivery chain is critical in ensuring that we can deliver our product quickly and efficiently, which will help growing our reputation. Finally, our product has an attractive price, providing excellent value for money to customers and allowing us to remain competitive in the market. 
[bookmark: _Toc130764410][bookmark: _Toc130764409]Weaknesses

Maybe the most important aspect of any SWOT is to closely examine and understand the weaknesses and threats, because these two can have a major negative impact on any company. Our team is aware of weaknesses which we identified. Because our product is designed for killing flies, we expected to have a high demand during spring and summer season. Also, a limited market can be another potential problem and the company should explore opportunities to expand our distribution network. Furthermore, we will examine the Threats which we identified. These threats are external factors and are the most difficult to influence but may have a major impact on our company and can harm our performance and disrupt our operations. 
Opportunities 

We identified several opportunities which can easily become our strengths and can be leveraged to drive growth and profitability of our company. We can easily expand into new markets such as outdoor and festivals during summertime. Also, there are many partnership opportunities for us which we can explore and will offer us a wide range of customers and new distribution channels. Furthermore, in recent years in the UK is an increasing demand for eco-friendly and sustainable products like ours, which will present us a huge opportunity to ERGA Ltd.
[bookmark: _Toc130764411]Threats

Are external factors which we cannot really influence and may have a major impact on our company performance and affect our revenue and profitability. Threats are external factors that can potentially harm our company performance or disrupt our operations. It is important to be aware of our weaknesses and threats in order to develop different strategies that can mitigate or overcome these challenges. Changes in government regulations and policy related to pest control could affect our operations and profitability. These changes usually come without any work and the recent years in the UK where we had 3 PM’s create political instability. Moreover, our distribution chain can be disrupted by the trade war between UK and China.
[bookmark: _Toc130764412]PESTLE summary

Analyzing our PESTLE, we believe that this can have a major impact on performance and sustainability of our company. We are very aware that additional norms and laws pertaining to environmental protection and product safety may have an impact on our business. Due to the current state of political instability, where the government and UK MPs frequently change, it is very impossible to foresee how these regulations and environmental standards will be implemented. Furthermore, Brexit and discrepancies in trade agreements may have a huge influence on our chain supply. An ongoing trade war between the West and China may have an influence on the price of importing the parts for our product (Chunding et al 2018). Furthermore, the economic downturns and current volatility may have an impact on our clients in spending money on non-essential items like our product. However, our team predicted a rise in interest in eco-friendly and energy-efficient products over the past few years from consumers in the UK (Deloitte 2022). These modifications in customer behavior will be beneficially for our company. By being aware of these elements, we may attempt to forecast the consumer behavior trend that will advance our company and guide us through the opportunities and difficulties that lie ahead.

[bookmark: _Toc130764413]Key marketing factors using the 4Ps of marketing model


Identification of the key marketing factors by using the model below is very important because will provide us a framework in term to develop and implement effective marketing strategies. Analyzing the four elements we can ensure that we are addressing all aspects of the marketing strategies and creating and implemented a good approach to reach our target market. (Khan, 2014)
· Product: Our unique product with a smart stainless steel designed specially to adds an elegant touch to an outdoor event also, offer unique features which include a powerful ultraviolet light and high voltage electric grid, together with light sensor that will help every customer to save the battery during the day.
· Price: The price for our product we chose it with great care so that our product would be more attractive than that of our competitors, but also make our company sustainable in the long term.
· Place: Our product will me mainly sold via most recognized online websites and through different specialize outdoor equipment and supplier retailers. We will be only one click away from any customers.
· Promotion: The promotion strategy for our product is the essential key for building our brand awareness and attracting the customers. A mix of advertising and promotional activities which will include social media campaigns, influencers from this domain and an aggressive search engine advertising will put our company below of our competitors which are not considering online advertising important.







Product
Promotion
Price
Place
Marketing 
mix 
Advertising
Partnership
Promotion

Distribution channel
Online marketplace
Outdoor events


Price strategy
Discounts
Payment terms
Allowance
Unique product
Unique features
Energy saver
High - Performance
Attractive design
























[bookmark: _Toc130764414]Cash flow forecast and Income Statement

Using our own capital to funds the start-up has a major advantage of remaining private and will give better financial security. The budget which we allocated to this start-up is £50,000, these funds come from our own saving. The allocation for our capital will be £10,000 for the start-up costs which will be distributed: 20% for website and hosting, 30% for office supplies and equipment and 50% for legal and accounting services. The huge amount for legal and accounting services is because we arranged a partnership with an Accountant company which will cost us £416 per month and they will help us with all the Accounts, Legal and Tax requirements such as: Payroll, bookkeeping, shareholder advise, HR, Corporate and commercial low, corporation tax, VAT return and corporate insurance.
In case of any revenue issue our company can apply in the first three years for UK government start-up grants which is up to £25,000 at a fixed rate of 6%. HM Government. (2023).
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	[bookmark: _Hlk130839105]INCOME STATEMENT

	Sales Revenue
	 £984,000.00 

	Cost of Sales
	 £374,400.00 

	Gross Profit
	 £609,600.00 

	Expenses
	Salaries
	 £152,000.00 

	
	Advertising/Promotion
	 £135,000.00 

	
	Office Supplies
	 £     3,000.00 

	
	Accounting
	 £     5,000.00 

	
	Distribution
	 £     2,000.00 

	EBIT
	 £312,600.00 

	Interest
	 £                 -   

	EBT
	 £312,600.00 

	Tax 25%
	 £ 87,150.00 

	Net Profit
	 £234,450.00 
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Monthly Cashflow Forecast

Business
Name ERGA LTD

Year Ended
30/04/24 Month Month Month Month Month Month Month Month Month Month Month Month
1 2 3 4 5 6 7 8 9 10 11 12 Total
Forecast Forecast Forecast Forecast Forecast Forecast Forecast Forecast Forecast Forecast Forecast Forecast
Cash receipts
Cash sales 37,418 37,418 119,058 119,058 119,058 119,058 119,058 119,058 51,250 51,250 51,250 37,418 980,353
Cash collected from
debtors o
Other income 50,000 o o o o o o o o o o o 50,000
Loan or other cash
introduced o o o o o o o o o o o o o
Sales of assets o o o o o o o o o o o o o
Total cash inflow 87,418 37,418 119,058 119,058 119,058 119,058 119,058 119,058 51,250 51,250 51,250 37,418 1,030,353
Cash cost of sales
Purchases/Mater
ials 14,300 14,300 46,500 46,500 46,500 46,500 46,500 46,500 19,500 19,500 19,500 14,300 380,400
Total cost of

sales 14,300 14,300 46,500 46,500 46,500 46,500 46,500 46,500 19,500 19,500 19,500 14,300 380,400
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