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[bookmark: _Toc222320759]Task 1 

1. [bookmark: _Toc222320760]Proposition of business 

The business will operate under the name SebFix. SebFix will provide repair services for mobile phones, gaming consoles, laptops, and computers.
The services offered will include screen and battery replacement, charging port repairs, software diagnostics, console servicing, and drive cleaning or replacement.
The business will operate from a home-based location, which will reduce operating costs.(Tanrısever, Erzurumlu and Joglekar, 2012) This will allow SebFix to offer competitive repair prices while maintaining quality service.

2. [bookmark: _Toc222320761]Story 

The idea for the business developed from a hobby that began several years ago, when the founder repaired his own mobile phone using online video tutorials. Over time, this hobby developed into more than a personal interest, and the founder began repairing phones for friends and family. Technical expertise is important for business owners as it impacts organisational growth, sustainability, and the ability to compete effectively in the market.(Jongwe, Seeletse and Ladzani, 2024)
Another important factor that influenced the choice of this business was problem-solving. The founder has always felt that possesses strong analytical thinking skills and has enjoyed solving puzzles.(Hayati et al., 2025)
In electronics repair, these skills are closely connected, as it is not possible to identify a fault without carefully analysing all the possible causes that could have led to the failure.
In a world where technology has become an essential part of everyday life, SebFix aims to offer affordable repair services with a repair turnaround guarantee of up to 48 hours.

3. [bookmark: _Toc222320762]Type of business

SebFix will operate as a sole trader. (Become a sole trader, 2026) This structure is suitable for a start-up business operating on a small scale. One of the main advantages is that the cost of running the business at the beginning is lower.(Charles Doyle, 2016b)
All profits will belong to the founder. During the first year, it is important to keep costs as low as possible to allow the business to grow and succeed.(Marion and Meyer, 2011)
One of the main disadvantages of operating as a sole trader is personal liability.(Jones, 2019) In the event of business failure or legal action from a customer, the founder would be personally responsible for any debts. This means that personal money and savings could be used to cover these liabilities, not only the business income.

4. [bookmark: _Toc222320763]Mission statement 

SebFix mission statement would be as follow: To provide affordable, fast, and high-quality electronics repair services while promoting low-cost device repair. 

Aim: To establish a trusted repair service with a strong reputation for quality and customer satisfaction.

The company’s objectives will be as follows: 

· Repair at least 30 devices per month within the first six months
· Search for and compare suppliers daily within the first three months to find the best quality parts at the lowest cost.
· Generate a minimum monthly revenue of £2,500 by month 12.
·  Build a social media following of at least 500 within one year.

As noted by Daniel Chandler and Rod Munday, (2020) USP focuses on specific benefits that attract customers, helping start-ups stand out and gain attention in a competitive market. For SebFix, Unique Selling Proposition will be the 48-hour repair guarantee. Repair prices will be lower than those of competitors due to the business operating from home. In the technology repair market, many service providers specialise in specific devices. SebFix will differentiate itself by offering repairs for all key devices used for both work and entertainment in one place.
5. [bookmark: _Toc222320764]Location 

The business will operate from home. This minimalizes rental and utility costs and allows flexible working hours. On the founder’s private land, a container will be used as a dedicated workspace. A sign will be placed in front of the house to inform customers how to access the garden and during which hours the gate will be open and closed. A Google Maps listing will be created to improve local visibility and trust.

6. [bookmark: _Toc222320765]Human resources 

The business will operate as a sole trader. If demand increases, the company will employ a part-time technician to support repair services. The employee will be recruited through online job platforms. The employee will be required to carry out basic repairs, device testing, customer reception, and repair cost estimation.

7. [bookmark: _Toc222320766]Marketing activities 

In today’s market, marketing is mainly carried out online, so the main promotion for SebFix will take place on social media platforms.(Deak and Szabo, 2025) A business profile will also be created on Google to improve visibility and customer reviews.(Tips to improve your local ranking on Google - Google Business Profile Help,2026)
To attract new customers and retain existing ones, discount offers, and a referral scheme will be introduced.
8. [bookmark: _Toc222320767]Market Research 

Primary and secondary research were conducted to asses’ future customers of SebFix.(Primary market research methods, 2021) A questionnaire was distributed online and received 13 responses. Secondary research was also undertaken to analyse local repair prices in Swansea.
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69% of respondents would choose to repair device, indicating strong demand for repair services.
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The results show that 59% repair their devices to save money, highlighting price as the key decision factor and that 54% of respondents are willing to pay £30–£40, supporting SebFix’s £40 pricing strategy.
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This graph shows that 85% prefer a repair service that fixes multiple devices in one place, supporting SebFix’s multi-device offering.


9. [bookmark: _Toc222320768]Financial Resources

The 12-month cash flow forecast shows that SebFix is financially viable. Good cash flow management allows small businesses to monitor their finances, meet short-term payments, and reduce the risk of financial difficulty.(Przychocka, Sikorski and Milewski, 2024) A £10,000 personal investment helps cover start-up and early costs. Monthly sales of £2,500 reflect the low-cost home setup. As costs are kept low, the business makes a positive cash flow from the first month.
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10. [bookmark: _Toc222320769]Competitor analysis 

Competitor analysis helps a business understand how competitors operate and identify opportunities.(Charles Doyle, 2016a) Competitors include local repair shops in Swansea, where a phone battery replacement usually costs around £60. SebFix offers the same service for £40 by operating from home.

11. [bookmark: _Toc222320770]SWOT

SWOT analysis is a strategic tool used to examine a company’s internal and external factors. (Helms and Nixon, 2010) Sebfix is viable due to low expenses, growing market demand and competitive unique selling proposition. Main role will be playing marketing and reviews from customers which would help expand successful growth. Research shows that marketing plays an important role in improving business performance, although it can vary across different industries and regions.(Kamboj and Rahman, 2015)

Strength – Low costs, experience 
Weaknesses – Sole trader operator risk
Opportunities – Growing repair demand 
Threats – Competition, technology changes 


12. [bookmark: _Toc222320771]Reflection 

During my studies and preparation for the Managing Enterprise module, I was able to gain new experience and further develop my existing knowledge in business planning. As mentioned above, from a young age I have always been interested in problem-solving, and I believe I am quite good at it. I have a character that never gives up and always tries to think outside the box, because what seems obvious is not always the best solution.
One of the new skills I developed was business plan planning. I was surprised by how many processes a new company must go through to ensure that its idea and initiative align with customer requirements. One concept that I found particularly useful was SMART objectives. Everyone should have goals in life, but in this context, these goals exist to ensure that the company survives its first year and, most importantly, continues to grow.

Another important skill I developed was market research. This was something that seemed obvious, but I do not think I would have fully utilised it if I had planned to open my own company before starting my studies, as I would have been confident that I already knew what customers expected from this field. I have been repairing devices for over ten years, but I never officially started this business, so it appeared that I understood what customers were looking for. Through market research, I was able to better understand customer needs and how to adapt my services to meet them.

Cash flow was the biggest challenge. I consider myself to be a person who is confident with technology, however working with this software required more effort than I expected. When it comes to profits and losses, I had always calculated these mentally. Learning how to create spreadsheets and formulas allowed me to see, in real time, how my business would perform if I invested my own money and continued operating from home.

Competitor analysis was something new to me. I already had some understanding of the costs that customers pay to competitors for repairs, as whenever new clients come to me through recommendations, I ask how much they paid elsewhere. However, formally analysing competitors became a challenge because I had to compare prices, evaluate what I offer versus what others provide, and in this way identify what would make me better than them. This process helped me understand that setting low repair prices alone is not enough instead, offering multiple services in one place while maintaining low costs could be a recipe for success.

Managing Enterprise module helped me understand what it really takes to start and manage a business. I learned that having technical skills is not enough on its own. Planning, market research, managing cash flow, and analysing competitors are all essential for success. This module helped me think more realistically about turning my experience into a real business. It showed me that good preparation, clear goals, and understanding customers are key to building a sustainable company.

13. [bookmark: _Toc222320772]References 
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11. Would you prefer a repair shop that fixes multiple devices in one place? More details
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12. What improvements would you like to see from local repair services? More details

8 Latest Responses
"Customer service"

Responses

3 respondents (38%) answered price for this question.

honest . Online booking Clearer pricing

pricing high
Customer service prlce warranty

booking system  warranty on repairs good price critical




image4.png
Income

Sales

Personal Investment
TOTAL INCOME

Costs
Container
Software
Insurance
Marketing
Supplier
TOTAL COSTS

NET CASHFLOW

Opening balance
Closing Balance

January

1500
10000
11500

1490
30|
30

100

1000

1100.00

10400.00

0
10400.00

February

2000
0
2000

0

30

30

50

1000
1050.00

950.00

7563.76
8513.76

March

2000
0
2000

0

30

30

50

1000
1050.00

950.00

12607.52
13557.52

April

2500

2500

0

30

30

50

1000
1050.00

1450.00

17651.28
19101.28

May

2500

2500

0

30

30

50

1000
1050.00

1450.00

22695.04
24145.04

June

2500

2500

0

30

30

50

1000
1050.00

1450.00

27738.8
29188.80

July

3000

3000

0

30

30

50

1000
1050.00

1950.00

28782.56
30732.56

August

3000
0
3000

0

30

30

50

1000
1050.00

1950.00

33826.32
35776.32

September

3500
0
3500

0

30

30

50

1000
1050.00

2450.00

38870.08
41320.08

October

3500
0
3500

0

30

30

50

1000
1050.00

2450.00

43913.84
46363.84

November

3500
0
3500

0

30

30

50

1000
1050.00

2450.00

48957.6
51407.60

December

3500
0
3500

0

30

30

50

1000
1050.00

2450.00

54001.36
56451.36




