[image: Text

Description automatically generated]
 Module Name: Enterprise and Entrepreneurship
Module Code: LCLM4006
Assignment title: Individual Written Business Plan
“Introducing Ed-Friend Ltd.”
Student Name; Leticia Reyes De Leon  
Student Number; 2443004



Executive Summary
Ed-Friend Ltd is an innovative e-learning platform designed for GCSE and A-level students in the United Kingdom. The platform provides AI-based personalised study plans, past paper practice, and peer mentoring to improve academic performance and reduce student stress (Farhood et al., 2025). The demand for online education platforms has increased significantly in recent years (Chen et al., 2022). The company aims to achieve sustainable growth through strategic partnerships, strong financial planning, and scalable technology.
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Figure 1: Entrepreneurship in Ed-tech
Source: (Chen et al., 2022)
Ed-Friend Ltd operates as a Private Limited Company (Ltd) in the UK, providing limited liability to its owners. The business focuses on delivering personalised and accessible education support aligned with the UK curriculum (Akintayo et al., 2024).
[bookmark: _Toc225641074]Product Description
The platform offers AI-generated study plans, exam practice questions, progress tracking, and peer mentoring. These features enhance student engagement and academic performance (Farhood et al., 2025; Collier, 2022).
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[bookmark: _Toc225641076]Market analysis
The target market includes GCSE and A-level students in the UK who require additional academic support. Competitors such as Seneca Learning and BBC Bitesize dominate the market; however, Ed-Friend differentiates itself through AI personalisation and mentoring (Bishop, 2022).
[bookmark: _Toc225641077]PESTEL Analysis
Political: Government support for digital education initiatives (Akintayo et al., 2024).
Economic: Increased spending on private education and tutoring services.
Social: High levels of student stress and demand for personalised learning (Collier, 2022).
Technological: Growth of artificial intelligence in education platforms (Farhood et al., 2025).
Environmental: Reduced paper usage through digital learning.
Legal: Compliance with UK data protection regulations.
[bookmark: _Toc225641078]SWOT analysis
Strengths include innovative AI features that personalise teaching (Farhood et al., 2025). Weaknesses include being a new entrant in a competitive market. Opportunities arise from the growing demand for online learning platforms (Chen et al., 2022). Threats include strong competitors and changing education policies.
[bookmark: _Toc225641079]Marketing Mix
Product: AI-based learning platform with mentoring features (Farhood et al., 2025).
Price: Tiered subscription model (£5, £10, £15) based on industry standards.
Place: Online platform accessible via mobile and desktop.
Promotion: Social media marketing, partnerships with schools, and online advertising (Bull,
2025).


[bookmark: _Toc225641080]Management team
[bookmark: _Toc225641081]Management Team and Legal Structure
The management team includes a CEO, CTO, Operations Manager, and Marketing Lead, all contributing to business growth and strategy (Akintayo et al., 2024). As a Private Limited Company (Ltd), the business benefits from limited liability and a formal legal structure.




[bookmark: _Toc225641082]Financial planning: 
Start-up costs are estimated at £50,000 based on industry benchmarks and similar digital platforms (Chen et al., 2022). Revenue projections are supported by growth trends in online education platforms (Akintayo et al., 2024).
	Source
	Amount (£)
	Notes

	Founder Capital
	10,000 (Farhood et al., 2025)
	Initial setup and small operations.

	Angel Investors
	25,000
	For tech development and marketing

	Education Grants
	15,000
	UK digital learning grants

	Total
	50,000 (Palshkov et al., 2024)
	Covers first-year expenses and start-up


Table 3: Sources of finance
Source: Self-creation
[bookmark: _Toc225641083]Cash flow forecast
	Month
	Inflow (£)
	Outflow (£)
	Balance (£)

	Month 1
	5,000
	10,000
	-5,000

	Month 2
	8,000
	6,000
	-3,000

	Month 3
	12,000
	8,000
	1,000

	Month 4
	15,000
	9,000
	7,000

	Month 5
	18,000
	10,000
	15,000

	Month 6
	20,000
	12,000
	23,000 (Josué et al., 2023)


Table 4: Cash flow forecast
Source: Self-creation
[bookmark: _Toc225641084]Sales forecast
	Month
	Users
	Revenue (£)

	Q1
	500
	3,500

	Q2
	1,000
	7,000

	Q3
	2,000
	14,000

	Q4
	5,000
	35,000

	Total Year 1
	5,000 (Granić, 2022)
	35,000 (Chen et al., 2022)


Table 5: Sales forecast
Source: Self-creation
[bookmark: _Toc225641085]Production cost forecast
	Item
	Monthly Cost (£)
	Notes

	Platform Development
	5,000
	App and website maintenance

	Marketing
	3,000
	Ads, partnerships, promotions

	Salaries
	10,000
	CEO, CTO, Operations, Marketing

	Miscellaneous
	2,000
	Legal, admin, software tools

	Total
	20,000
	Covers operational expenses


Table 6: Production cost forecast
Source: Self-creation
[bookmark: _Toc225641086]Breakeven analysis 
The break-even point is calculated using the formula: Fixed Costs / (Price per unit). Based on fixed costs of £20,000 and an average price of £7 per user, the business requires approximately 2,857 users to break even. This method aligns with standard financial planning techniques.
Breakeven users = Fixed costs/ (Selling price per user – variable costs per user)
Here, fixed cost is £20,000, SP per user is £7 and variable cost is £0 (because, in service-based business, serving one extra user is so insignificant, that it is treated as 0).
So, the breakeven users = (£20,000/£7) = 2857 users.
	Item
	Amount (£)
	Notes

	Fixed Costs
	20,000
	Salaries, platform, marketing

	Revenue per User
	7
	Monthly subscription

	Breakeven Users
	2,857
	Users needed to cover costs

	Breakeven Month
	Month 6
	Expected based on growth


Table 7: Breakeven analysis
Source: Self-creation
[bookmark: _Toc225641087]Finance summary
In order to finance the platform development, marketing, and operation of the business, Ed-Friend requires £50,000, which will be covered by the founder capital, angel investors and a small business loan (Chen et al., 2022). The investment in the initial six months of cash flow will be greater than the revenue but by the sixth month it will be generating growth in the number of users and subscriptions hence generating positive balance. It will experience a steady increase in terms of sales and achieve the highest revenue levels at the close of the first year. The monthly operation cost includes the maintenance of the platform, salaries, marketing and administration (Farhood et al., 2025). The seventh month will be the breakeven point in the first month where there will be adequate number of subscriptions to meet the fixed costs as well as the variable costs. The plan demonstrates the path towards the sustainable revenue and growth.


[bookmark: _Toc225641088]Operations and management plan
[bookmark: _Toc225641089]Competition
As Ed-friend operates in the UK Ed-tech industry, there are several levels of competitors in the UK Ed-tech industry with similar services for the students. Coursera, Duolingo and Photomath are some well-known examples in the market that will have indirect impact upon the operation and success of Ed-friend (Chen et al., 2022). Ed-friend needs to ensure affordability and personalised learning to stay competitive in the market.
[bookmark: _Toc225641090]Target customer
The targeted customers of Ed-friend are categorised in two segments. The first and primary segment is the school and college students who needs academic supports in their studies on a daily basis outside of classes (Bishop, 2022). The second segment is the enthusiast but budget-conscious learners who are looking for skill improvement courses to develop personal skill-set.
[bookmark: _Toc225641091]Marketing strategies
Social media marketing is the main tool of promotion of the platform for Ed-friend. Social media posts like posting on LinkedIn, Instagram and Facebook to promote the business, and offering various promotional offers through them is the primary marketing strategy (Jayalath and Esichaikul, 2022). However, referral programmes are also a good way to aware the students about the services.
[bookmark: _Toc225641092]Production of good and services
The operations strategy is designed considering competitors and focuses on delivering personalised learning to GCSE and A-level students. The platform uses AI and cloud technology to ensure accessibility and efficiency (Palshkov et al., 2024). Marketing strategies include digital campaigns and partnerships with educational institutions
[bookmark: _Toc225641093]Technology plan
It has AI to build personal study plans and track the progress. The cloud storage is secure and accessible to all the data. Students can use smart phones and tablets since they fit the design (Bishop, 2022). Software upgrades and bugs fixing are done with full continuity to run smoothly. The security and privacy comply with the UK data protection laws.
[bookmark: _Toc225641094]Human resource plan
The staff members include CEO, CTO, Operations Manager and Marketing Lead. The content creators are other employees who include IT and customer service assistants. The employees work at home and in the office on demand basis (Akintayo et al., 2024). Training is done on a regular basis to teach as well as to control periodically. Jobs are highly flexible to permit growth and output.
[bookmark: _Toc225641095]Expansion plan
In the UK, Ed-Friend will market its services in the schools and learning institutions within a span of 12-18 months. It will be increased with extra topics over time, serve more boards in exams and bring higher AI functionality of customised learning and the output of progress (Jayalath and Esichaikul, 2022). It is also going to spread the mentor network to provide more personalised care to students. It will have high end subscription packages that will enhance learning activities. It is the objectives of growing the number of users that the marketing campaigns would be done, as well as, school partnerships, yet high quality and reliable and tailor-made learning services should be maintained (Palshkov et al., 2024). A long-term goal is the overall improvement of the student body and performance.



[bookmark: _Toc225641096]Conclusion
 Ed-Friend is a free and user-friendly platform designed to enhance students’ learning experiences and help them achieve better academic results. The business focuses on meeting the needs of students in the UK by offering personalised study plans, peer mentoring opportunities, and curriculum-based content that aligns with their academic requirements. This approach not only supports individual learning styles but also encourages collaboration and motivation among students. Furthermore, Ed-Friend demonstrates strong potential for success due to its clear value proposition and well-structured business model. Ed-Friend Ltd presents a strong business opportunity supported by market demand, innovative technology, and a clear growth strategy (Chen et al., 2022). The platform is supported by a capable management team, detailed financial planning, and a strong commitment to innovation and technological development. These elements make the business both sustainable and scalable in a competitive educational market. Overall, Ed-Friend represents an attractive opportunity for investors, as it combines social impact with business growth potential. Its focus on improving education while leveraging technology positions it as a forward-thinking solution that can adapt to future changes in the learning environment and continue to expand its reach.
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