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AI Acknowledgement  
statements if you have used AI.
 I acknowledge the use of ChatGPT (https://chatgpt.com/) on 17 February 2026 to assist with paraphrasing and improving the clarity, grammar, and structure of my writing using the prompt(s):
1. Please paraphrase the following paragraph while keeping the original meaning.
2. Please shorten this paragraph without changing the main ideas.
I confirm that I have not presented AI-generated content as my own original ideas. The ideas and core content are my own work. I confirm that I have copies of my drafts, notes, and other resources used before and after the use of AI tools, which I may be asked to provide as evidence.
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1. WHAT MY BUSINESS OFFERS
Oea Digital Invites creates personalised digital invitations for weddings, birthdays, baby showers, graduations, corporate events and any special occasion. Customers pick a design or tell me exactly what they want, and I create something just for them — delivered digitally so they can share it instantly via WhatsApp, email or social media. It’s convenient, affordable, and kinder to the planet (DEFRA, 2024).

2. THE MEANING BEHIND MY BUSINESS NAME
I chose the name "Oea" because it’s the ancient name of Tripoli, Libya — my hometown and heritage. It connects my roots to my creativity and gives the business a special, meaningful identity.

3. WHERE MY IDEA CAME FROM
I’ve always loved design and being creative. But what really gave me the idea was noticing how much money people spend on printed invitations that just get thrown away after the party (Mintel, 2025). At the same time, almost everyone I know organises everything through their phone now (Ofcom, 2025) so why are we still using paper?
I wanted to offer something modern, affordable and eco-friendly. 
Naming it after the ancient city where I come from felt like the perfect way to celebrate my culture while building something new. Oea Digital Invites isn’t just about invitations it’s about helping people celebrate beautifully, simply and sustainably (Eventbrite, 2024).

4. WHAT MAKES ME DIFFERENT
Anyone can buy generic invitations online. At Oea:
· Every design is made just for them
· Prices are fair and affordable
· Fast digital delivery
· Zero paper waste
· They speak directly to me — the designer
Unlike big template websites, I design each invite around their personality and their event theme (Mintel, 2025).

5. HOW MY BUSINESS WILL BE SET UP
I’ll run Oea as a Sole Trader — it’s simple to start, costs very little, and means I keep full control of every decision (GOV.UK, 2026a).
The good parts:
· Easy and cheap to get started
· Very little paperwork
· I make every decision myself
· I keep all the profits
The things I need to be aware of:
· I’m personally responsible for any business debts
· I carry all the financial risk myself (HMRC, 2026)

6. WHAT I AIM TO ACHIEVE
My Mission:
“To provide affordable, creative, and personalised digital invitations that make event planning easier while reducing paper waste.”
My Big Aim:
To become a trusted name across the UK for beautiful, custom digital invitations (CBI, 2025).
My Clear Goals (SMART):
· Launch on Instagram and Facebook so people can find me
· Get 100 happy customers in my first year
· Make it happen by keeping prices reasonable and designs beautiful
· Match what people want — eco-friendly, stress-free planning (DEFRA, 2024)
· Hit that 100-customer target within 12 months of launching

7. WHERE I’LL OPERATE
Oea is fully online and home-based — no shop, no rent, just me working from home. I’ll serve customers all over the UK and even internationally through Instagram, Facebook, WhatsApp Business and email (FSB, 2025). Working this way keeps costs low, lets me work flexibly, and means I can reach anyone, anywhere.

8. WHO RUNS THE BUSINESS
At the start, just me. I’ll be the designer, customer service rep, marketer, order manager and bookkeeper. It’s hard work, but it means I keep quality personal. As I grow and get more orders, I plan to bring in freelance designers to help — so I can keep up without letting standards drop.

9. RESEARCH: WHAT THE MARKET WANTS
I didn’t just guess this — I looked at what people actually want:
· 68% of UK people now prefer digital invites over printed ones — they’re cheaper, faster and greener (Statista, 2025)
· The eco-friendly events market is growing fast — up 18% a year (Eventbrite, 2024)
· My customers will be couples planning weddings, parents organising parties, graduates, and small businesses — anyone who wants something personal without the high price tag
· The gap I’m filling: Free sites give generic templates. Professional designers charge too much. I sit right in the middle — personal design at a price people can actually afford.

10. HOW EXTERNAL FACTORS AFFECT MY BUSINESS (PESTLE)

	What affects me
	What it means

	Politics
	The government supports small businesses; I won’t need to pay VAT at first (GOV.UK, 2026b)

	Economy
	Money is tight for many people — that helps me, because I’m the affordable option (FSB, 2025)

	Society
	Everyone lives on their phone now, and people care more about the environment — that’s exactly what I offer (Ofcom, 2025; DEFRA, 2024)

	Technology
	Almost everyone has a smartphone; sharing files is instant; design tools are affordable

	Law
	Rules for sole traders are simple; I must keep customer details safe (ICO, 2024)

	Environment
	Cutting paper waste is my selling point — I’m matching what the planet needs (DEFRA, 2024)



11. SWOT — WHAT I’M GOOD AT, WHAT I NEED TO WATCH
	 Strengths
	Almost no running costs; eco-friendly is rare and relevant; delivery is instant; I keep most of what I earn

	Weaknesses
	Nobody knows my brand yet; unlimited liability as a sole trader; working alone means I can only go so fast

	 Opportunities
	More people going digital every day; I can partner with venues, photographers and planners later; sell to other countries too

	 Threats
	Free design tools exist; social media might hide my posts; people spend less in hard times



What I think about this: My weaknesses are real but fixable. I’ll tell customers clearly “your invite will be ready in 2–3 days” so they know what to expect. I’ll build trust through my portfolio and reviews. And people will still choose me over free templates , because they want something made just for them.




12. WHAT CUSTOMERS GET & WHY IT MATTERS
	What I Offer
	What It Means For Them

	Designed just for their event
	Feels personal and special, not like everyone else’s

	Delivered as a digital file
	No printing or postage costs — saves them money

	Instant shareable file
	Send it to guests straight away — no waiting

	100% paperless
	They’re making an eco-friendly choice

	Prices from £8 to £45
	Fits any budget







13. HOW I’LL GET THE WORD OUT
· Instagram & Facebook -  show my designs, behind-the-scenes, and ideas
· TikTok - short videos showing how designs come together
· Referrals -if they recommend me, they get money off next time
· Special offers - discount for first orders, seasonal deals, wedding bundles
· Show my work - keep a public gallery and share what customers say
· Team up - work with photographers and venues to recommend each other

14. MONEY — IS THIS REALLY FEASIBLE?
What I need to start:
· Design software: £14.99/month
· Website address: £25/year
· Launch marketing: £50
· Total to get started: roughly £90
What I’ll charge:
· Simple invite: £10
· Custom design: £18
· Premium / wedding design: £35
· Average order: around £18
Does it add up?
· After costs, I keep roughly £16.50 per order
· That means I break even after about 6 orders — very doable
· In my first year, hitting 100 customers = roughly £1,800 revenue and £1,650 profit
· Verdict: Very realistic. Very low risk. Strong potential.
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16. MY REFLECTION 
Before starting this plan, I honestly just thought people wastepaper, everyone uses phones digital invites are a good idea. But doing the research taught me there’s actual proof behind what I thought. It’s not just me the whole market is moving this way. That gave me real confidence that Oea could work.

I learned that my strengths being creative, caring about details, understanding social media are actually real business advantages. And having a genuine reason for what I do reducing waste makes me different from everyone else selling invites.

The hardest part was being honest about what I can’t do. I had to admit I’m one person. I can’t do everything instantly. Instead of pretending that doesn’t matter, I learned to plan around it tell customers clearly when they’ll get their design, price fairly for my time, and grow slowly rather than promising everything at once.

Looking at SWOT and PESTLE changed how I think. I stopped just being excited about my idea and started asking: what could go wrong? That was uncomfortable but it made the plan stronger. Overall, this process taught me: a great idea is a start, but evidence, honesty, and careful planning are what make it real. I feel ready and much more prepared to run this business.
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