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	Mrs. Malani Gunaratnam
University of Wales Trinity Saint David
Winchester House, 11 Cranmer Road
London, SW9 6EJ
m.gunaratnam@uwtsd.ac.uk

	Dear Malani Gunaratnam
We are writing this letter to express our knowledge about babysitting service. We are an agency that connects parents to nannies all around London and concentrates in taking care in the kids that need it more. I our current position, we recruit and train nannies for care kids with patient, responsibility and love.
We are skilled in good management of the presentation between nannies and parents and we make that families feel comfortable with the person they choose for taking care of their children. We really enjoy when kids feel happy and relax with a nannie and we give the parents the best options that start working with them soon. We love the idea of run this business all around the country and if it’s possible, to the rest of the world. 
We are very confident that we are able to make a difference in the city with our company, and make feel a lot of parents very secure with their children care. Please feel free to contact us when you think is convenient and set up a meeting to present and discuss about our business plan with you. 
We look forward to hearing from you and thank you in advance for your consideration and time.

Sincerely,
Bee Bee Kids Company
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3. [bookmark: _Toc39949765]Executive summary. (Samantha Moncayo)
As a future company placed in London, we have seen in our family and friends, the need to contract someone who can take care of their children when they are absent for different reasons that can be work or studies. However, this situation is not only in our close relatives and friends, it is also a huge problem for the whole London community that have the same trouble and this is how the idea of opening a company that specialises in childcare appeared.
Our business consists of an online babysitting service for those parents that need a secure, responsible, well-educated and with experience nannie, for taking care of their children. Through our website or our app in the mobile phone or laptop, you can register as a nanny or as a parent and search for a person that meets your expectations. All our nannies are qualified and have the necessary experience for the role you are looking for.
Our source of income will be selling and providing a childcare service for those who need it. We will attract new customers by a huge amount of publicity all around London that includes social media and magazines advertising. For the creation of our company we will need the amount of £25000 at the beginning. The first month we will have a lost of money but in the next ones, we will profit because of the increase of workers and customers.
The drivers of this project are Samantha Moncayo, CEO of the company and manager of finances, Alexandra Chavez, director of human resources, Edison Romero, director of operations and IT services and Laura Librado, manager of marketing department.
We are convinced that our business is rentable because of the high demand in the market and how our community needs of a service adaptable to their timetables. Childs will never be without care anymore.  
4. [bookmark: _Toc39949766]Skills and experience. (Members of the group)
SAMANTHA MONCAYO
I consider myself a responsible, honest, loyal and hard-working women. Years ago, when I was 17, I started working with my aunt as an assistant of countability. In that year I learned a lot of things that I can apply to the finances department in our company. Also, I worked as a nannie in one of our competitors’ company, Koru Kids and I have the experience of taking care of children since I was 15 years old. I finished my secondary school studies in Ecuador and Spain and I came to the UK to start with my university studies. When I finish this course, I hope I can start my studies in Civil Engineering.
EDISON ROMERO
I have worked in various sectors such as agriculture, catering and hospitality, but the last three jobs are related to aesthetics, the 1st  in a beauty centre and the last two in five-star hotel spas, where I have played roles as a nail technician. , massage therapist, aesthetician, Spa receptionist and Senior therapist, gained knowledge like customer service, teamwork, time management, communication skills and working under stress. Transferable skills that I can use in Bee-Bee kids to make the company successful. My goals are to become an assistant spa director, then be a spa director, and finally create a successful service-related company like Bee-Bee Kids.
LAURA LIBRADO
In my last job, I was a general assistant, but I was also a marketing assistant. There I learned many things and I can put into practice in our company. I also have experience taking care of children between 0 - 14 years old, since I have worked for almost five years in this. Other interesting information about me is that I love volunteering, in 2015 I was a volunteer for 6 months in a nursery home for older people and I also did it in a kindergarten. With this, I want to apply my passions for those around me without marginalizing anyone. I will be a good piece in this company taking charge of marketing and contributing with all my knowledge.
ALEXANDRA CHAVEZ 
I worked in Spain as a nanny for 3 years with children between 0 to 5 years. Also, I worked at Hi-fi Communication company as an Assistant Administrative for 2 years. I graduated in health and social care in Spain in 2010 and then I came to London in 2013 and I got a BTEC level 1 Customer service. Currently, I am studying Skills for the workplace a level 4 diploma. I am punctual, confidence, tidy and flexible in my workplace and I can work with my colleagues as a team. I need to lose the fear of speaking English in public as it causes me insecurity. I believe that once I gain confidence and get more knowledge in the University, I will lose that fear.
5. [bookmark: _Toc39949767]Business description and history. (Edison Romero)
Bee Bee Kids is a limited company (Ltd) babysitting service agency, located at 21 Caledonian, King Cross, Pentonville road, London N1 9NP in a small office, which dedicated to providing nannies´ services at parents´ home to children from 0 to 14 years old, the opening time from office is Monday to Saturday from 8am to 7pm, but Nannies can start 2 hours before and finish 3 hours later of the office opening times.
The firm is managed for a group of four friends, Samantha Moncayo Casanova CEO & Finance Manager and the stakeholders Alexandra Pachamama Chavez Human Resources Manager, Laura Librado Zuluaga Marketing Manager and Edison Ariel Romero Quintero IT & Operational manager, who met at the University Trinity Saint David London Campus when they started the course: Certificate in Higher Education and skills for the workplace in 2019. 
The idea of creating the company was born when the stakeholders and the CEO realized that some of the university classmates were late to class because they had problems leaving their children in charge of someone, also the difficulty that it had to make extra-school meetings due to the fact that the classmates they had no one to leave their children with and the problems we discussed in class of how difficult it is for family and friends to take care of their child in London.
The selling point of the company is the customer service which is monitored frequently and the prices which are lower than the competitors. 
The business is solving the problem of time-distance that people face in their busy lives to find a traditional nursery and addressed to parents who has the need to keep a minimum of social live. According (the Guardian, 2017) “Babysitting apps boom as parents bid to reclaim free time”.
[bookmark: _Toc39949768]5.1. Name, logo and slogan of the company.
BEE BEE KIDS LTD.
[image: ]
” For a world without careless children.”
5.2. [bookmark: _Toc39949769]Mission.
We are a childcare service company that work hard to achieve a world without careless children.
5.3. [bookmark: _Toc39949770]Vision.
As a childcare enterprise in London, we see ourselves facing up the challenges of a constantly changing society, becoming in the next five years owners of franchises in cities with characteristics like London, in the childcare sector and with the same problem to solve. As well get by the company leader in the sector.
5.4. [bookmark: _Toc39949771]Objectives.
· Become the leader company in the sector.
· Provide excellent customer service.
· Get full employee satisfaction. 
· Give a service to the community.
5.5. [bookmark: _Toc39949772]Business location and production facilities.
Bee Bee kids’ office is located at 21 Caledonian, King Cross, Pentonville road, London N1 9NP which has:
· The reception.
· The CEO and Stakeholders Office
· The Training, Meetings and Events Room
· The kitchen´s room.
· The bathroom. 
[image: ]
6. [bookmark: _Toc39949773]Business structure. (Alexandra Chávez)
We are defining our organisational structure by departments with the aim to reach our goals as we are going to explain now:
a) Department of Financial Manager – Chief Executive Officer
Managed by Samantha Moncayo, her function is the responsibility of the economic and financial planning based such as rising finance in our company. Also, the main function is ensuring the vision and mission of it, verify if it is necessary to do any change to achieve them. Plan and execute the necessary strategies to get the goals.
b) Department of Human Resources
Managed by Alexandra Chavez, her function is administrative personal management such as: payroll, contracts, time control, recruitment and selection of the nannies. Also has responsibility the reception plan for the new nannies and provide all trainings and make sure that they understand and learning it.  Health and safety regulations.
c) Department Operational and IT
Managed by Edison Quintero, his function is gives constant maintenance of our own application online for parents and nannies and the website. Know how many work shifts will be required, strategic decisions, productions. Also buying raw materials, control and establish of the quality, looking for failures, breakdowns.
d) Department of Marketing Manager
Managed by Laura Librado, her function is establishing our services, analysing and development strategies in new markets. Promote our services such as nannies’ services by internet or any method. Be focus on advertising for increasing profits, market research, promotion with an attractive designed product, selling Products and that people know our brand.
7. [bookmark: _Toc39949774]Products and services. (Edison Romero)
Bee-Bee kids provides babysitting services for parents in London. The Service is pre-contracted for customer and they put in contact with the company, through different channels as phone, email, what´s app and the Bee-Bee Kids App.  According to the Guardian in 2017 “Babysitting Apps are especially popular for late-night and evening requests and they even do overnight sits. What is really increasing is early morning sitters, parents who want a lie in at the weekend. So, sitters coming at 6 o’clock or 7am to look after their babies”. 
Once the clients get in contact with the company the first step is giving a warm welcome, Bee-Bee kids good morning/afternoon/evening this is (name of the person who answer them) how may I help you? ensuring us that company provide a well first impression. 
Second step to follow is to actively listen to find customers´ needs and requirements such a kind of nanny they are looking, what days the child or children should be cared for, demonstrating customers that we are listening their petitions. 
The third step is finding the appropriate nanny who match with that description provided from customer, guaranteeing the clientele that this is an effective business. Company counts with twenty nannies at the beginning and in the same call we can give an answer, telling them who will be their babysitter, as company knows very well every nanny, as they had a previous interview letting us know what are their strong points, education, skills, attitudes and the profile of each of them is in the database of our  system. 
The fourth step to follow is ask clients about the service the want to contract. If they want the company´s flexible package three months where they get two days free when they get at least three day per week or if they want just to contract the service per hours. The rates are the next:
· Per one Baby from 0-3 years old £16/h.
· If the client has two or more babies, we make the discount of the 15% in the second and third baby.
· Per one child from 4-14 years old £13/h.
· If the client has two or more child’s, we make the discount of the 15% in the second and third child.
The fifth step is asking personal information to customer such as name, surname, phone number, address, children age, children name, if any disability or allergies. 
The sixth step to follow is arranging an appointment between parents and nanny to get a feedback from customers letting the company knows if the aspirant is to your liking, If so company and client proceed to decide how many hours and at what time they want nanny take care of their children  and deciding if they want to pay daily, weekly or monthly and how they want to do it by transfer or direct/credit card. If not, another appointment is arranged with a different nanny.
The seventh step is helping parents and nannies through the Bee-Bee kids App:
· If nannies must stay overtime it will be managed through the application where nanny can add it herself. If parents are outside and want to see the nanny´s location, they just need access to the App. 
· If the nannies have any emergency, they can access to the app to the health and service and first aid training.
· If a nanny wants to see what kind of activities are good for the children´s age, she can access to the App. 
· The App has videocall to put in contact parents and Nannies or vice versa.
The Final step is to ensure that services is being provided with high-quality standards, as this is one of the Unique selling, being frequently monitored by Family of the stakeholders and CEO as mystery clients. 
The service is given by twenty nannies at the beginning of our business, which are covering the opening hours of the schedule and getting a salary of £9.20 an hour. Nannies are well trained presential by Human Resources Manager and online with a designed training by IT and HR Managers.
8. [bookmark: _Toc39949775]Market Analysis and needs. (Laura Librado)
Childcare is a service that has become fundamental today. The demand for Child care in London has experienced an overall important growth over the last thirteen years. As a result, there are more than 300 services that provide child care, for example; nurseries, nannies, day-care centres, kindergartens… Most of this businesses has a large number of customers, therefore there are no doubts that the child care industry is growing fast in the society, is a profitable business and it is taking an important piece of the local market, that is why we see a great opportunity to set up a new business in this field. 
Trends in the demand for Childcare, proportion of 0-14 years old children, London, 2004/5 to 2017.
[image: ]
As it can be seen in this graph the demand for childcare in London services has had an overall growth approximately of 15% in the last 30 years, having an increase from approximately 47% to 62% in this period. This demand had a big plunge in 2011 of approximately 10%, however only one year after the childcare market recovered with a rocked in its demand from 45% to 55% and this numbers have been rising until today.
Figure 1: Percentage of live births by age group of mother and father, 2017
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8.1. [bookmark: _Toc39949776]Potential customer.
According to the last statistics of the ONS (2017) the age range of fathers and mothers giving birth in England and Wales is between 20 and 45 years. With this data we can start making our customer profile. Bearing in mind that the population of London is 8.982 million of inhabitants (Eurostat 2019) and the percentage of people between 20 and 45 years old is 47% (Trust for London 2020) we can assume that the number of potential fathers and mothers are 4,221,540 people. 
If we want to be more precise, we have to take in care that the 17.7% of the population in the capital are children between 0 and 14 years old (Trust for London 2020), exactly the age of the children that we provide our services. Assuming that each child has two parents we will end up with a figure of 3,179,628. Furthermore, according to a survey of childcare by the Department of Education (2018) the 75% of this families used childcare at some point in the year 2018. Therefore, being all the data mentioned the most updated, and considering all the circumstances given remain unchangeable we can forecast the number of our potential customers for the financial year 2020-2021, giving us a final figure of 2,384,721 of potential customers in the region of London.
8.2. [bookmark: _Toc39949777]Target customers.

In order to be more efficient while applying our methods of Marketing we have to narrow down our customer profile. This include a selection process of people in the chosen market. We can start classifying them for the income they earn, type of employment and races.
Because our prices, realistically talking, we need to find people who earn enough money to cover their personal expenses and the cost of the childcare service. We are looking for couples with a joint income over 50K such as nurses, executives’ assistants, physiotherapist, social workers, teachers and any other people who earn up to 25k per year. Moreover we have to assess the possibility that lonely parents or tutors are rising their children without any economic help and this suppose a bigger amount of money expended in their lives, for this reason we look for lone-parents or tutors with and income up to 50k per year such as Pharmacists, neurosurgeon, physician, project manager, phycologists.
 Our company does not discriminate against race, level of education or occupation because London is a multi-racial city, however according to a survey by GLAECONOMICS the 70% of Indian families and the 69% of white families with children hire childcare services, while only the 25% of Bangladeshi families take this service, therefore there is a reason to specifically target Indian Families and White families.
Table 1: Demand for any childcare, London, by child’s ethnicity, (2017)
[image: ]
8.3. [bookmark: _Toc39949778]Problem solved.
Currently, families are more dependent on two incomes to live in good conditions, this situation causes the parents to be full-time workers and a necessity of someone who looks after their kids. There is a lack of time for them to research a good nanny, but this is not the only problem they have, they also are concern about the availability, closeness and trust ability of the nannies.
Our company will find the perfect nanny that is going to fit perfectly in their families, someone who is available at the time parents are requesting, someone who lives near to their home, someone who loves kids, is going to bring tranquillity and security to their family. We care about the safety of the kids and the homes, that is why our nannies are going to be specialised in childcare. We will achieve all of this providing training to them before they start to work with any family.  
8.4. [bookmark: _Toc39949779]Approach to pricing
In order to set prices businesses can take three different approaches (tutor2u 2016): 
· Cost based pricing when we add a profit to the unit cost of the service. In the case of Bee Bee Kids, the price will be determined by the costs incur of the company providing the service for example the rent we pay for the office, the bills and the payments for the nannies plus a profit add to this cost.
· Customer based pricing when we set the prices based in what customers are able to pay, in this case costs are irrelevant in the pricing process. For example, if customers are able to pay £30 per hour for our service, we will charge £30 per hour, no matters if the cost of providing the service is very low.
· Competitor based pricing when the price is set depending on the competitors’ prices. For example, if we decide to set the price of our service only taking in care the price of our competitors.
Bee Bee Kids will take a mix of this approaches to set   its prices because we think all of them are important to cover costs and produce revenues, to keep customers happy, loyal and to overcome our competitors with price strategies.
9. [bookmark: _Toc39949780]Competitors profile. (Edison Romero)
London is a business city where there are a lot of companies and all kind of markets, creating an environment of continue competition. Now, talking about the childcare market there are different competitors such as Nurseries, Au pairs, Childminders and nannies. Let´s see the profile of each one of them and advantages and disadvantages to know how the competitors are:
· Au Pairs, which normally come from different country to live with families to take care of the children and sometimes cleanings whiles continue studying in England to improve their English and learn about culture. Au Pairs has a little qualification and not need professional experience but cannot take care of children under three years age. Getting a salary around £70-£100 per week and working part time around 25 hours obtaining the sleep and food from the family.



SWOT ANALYSIS UA PAIRS
	STRENGHTS
	WEAKNESSES

	· Family doesn’t need a registration as an employer if they earn £116 gross per week.
· Children can benefit if they speak a different language.
· Flexibility of time.

	· Government doesn’t provide financial help.
· Family have less privacy.
· Provide asleep, alimentation and trips.
· Communication barrier if English isn’t the first language.
· No children under 3 ages.

	OPPORTUNITIES
	THREATS

	· Families increasingly acquire this type of service.
· May teenagers from outside want to do this type of service.
· The government provides facilities to process temporary resident papers.
	· Brexit complicates this method.
· COVID-19
· Nannies, childminders and nurseries.



· Childminders works as a self-employee at her own house charging more less £200 per week. They normally care numerous kids from separate families at the same time, establishing their own term and conditions and fees. Arriving to agreements with family around 8 to 6 y hours. they must register in the applicable force, have the paediatric first aid certificate and courses such as health and safety, food hygiene, and child nutrition.
SWOT ANALYSIS CHILDMINDERS
	STRENGHTS
	WEAKNESSES

	· Enhance social interaction ability as per reduced group of kids mixed ages.
· Government provide financial help if childminders is registered as a regulatory body.
· Is monitored and inspected by 
competent body.
	· Don’t provide a variety of hours and they aren’t too much flexibility of extra time.
· Childminder is who organised the activities.
· May not labour festive.

	OPPORTUNITIES
	THREATS

	· Easy to create the business.
· Lot of families like this system.
· You don’t need to rent a place.
	· Competitors as nannies, nurseries and au pairs.
· Brexit, less clients.
· COVI-19, not a good time to be in groups.



· Nannies are hired by the family to work in family´s home being this system on of the most flexibles way depending in the recruiter demand. Their salary differs on number of hours, type of nanny, and location, but must be above the National Minimum wage. There are not legal qualifications required but normally they register in Ofsted.
SWOT ANALYSIS NANNIES
	STRENGHTS
	WEAKNESSES

	· Financial help if nanny is registered.
· One of the most flexible form of childcare.
· Childcare one to one which the family can help with the framework.
· Can help with siblings.
	· The recruiter must be register as the nanny’s employer and legal responsibilities a pay their tax, provide a contract, arrange workplace pension and national insurance.
· Family to have get an extra support if nanny is ill or in holidays.

	OPPORTUNITIES
	THREATS

	· More clients, the population increases rapidly.
· It’s the traditional site, so it’s better known by people. 
	· Competitors as nannies, Au-Pairs and childminders.
· Brexit.
· COVID-19.



9.1. [bookmark: _Toc39949781]Market share.
Regarding (Full Fact, 2017) “79% of families in England with children aged 0 to 14 used some form of childcare, based on government estimates for a given term time week in 2014/15. 66% used formal childcare, and 40% used informal childcare. 28% used both”.
Based in this analysis the next question is how the competitors share the market. Regarding (Full Fact, 2017) “from 80.659 provider´s childcare the 53% of the market is taken for Childminders,34% Childcare outside the home and 13% home childcare”.  Being the last one where Bee Bee is located. 
[image: ]
Please see next pie chart (Full Fact, 2017)
9.2. [bookmark: _Toc39949782]Sales numbers.
This is known that families expend a lot of money in childcare services. According (Andrews, 2017)” Childcare 'wipes out more than half of salaries' – the financial crisis facing working families and where to find help”
[image: ]
(Mirror, 2017)
This are the percentages that each city spends in England. According (Mirror, 2017)  

“Bristol: 55.5%
London: 55.2% 
Newcastle: 53.2%
Southampton: 51.8%
Nottingham: 50.9%
Birmingham: 46.6%
Cardiff: 45.2%
Liverpool: 44.3%
Plymouth: 44.2%
Edinburgh: 43%
Manchester: 42.7%
Cambridge: 40.9%
Glasgow: 40%

After the above information is time so see how this quantity from the salaries are reflected in the sales numbers of the competitors. 
According (Witney, 2018) “A profitability analysis on the sector from a pool of 992 leading UK-based Day Nurseries revealed the following points:
374 companies in the industry increased in value over the last year, 187 of these increased by more than 25%
388 companies decreased in value, 179 of these decreased by more than 25%
The most profitable 449 companies made an average profit margin of 8.4%
The least profitable 543 companies made an average profit margin of -0.1%; the industry average was 2.6%”
Now let see how much the worth in the market is
[image: ]
(Witney, 2018)
9.3. [bookmark: _Toc39949783]Competitors business strategies.
Nowadays, parents look for childcare places who give an extra mile, taking care and teaching and the same time instead just taking. So, babysitting must make a marketing basing in this need. According to Geteduca in 2017, “Parents are asking more questions about early education. They are becoming more informed about the different curriculum choices available. And quality service is more in demand. These days, many parents are looking for more than the convenience of the nearest service or the one with the best drop-off and pick-up times. They are looking services that have something special to offer.”
The methods of marketing that they usually use are:
· Host an even: especially if they are new in the area and to make themselves known to the community.
· Advertise your business through your marketing channels: customers are everywhere so they communicate for different platforms assuring that whole details are correctly and with a link that goes to the website.
· Make a connection with parents via media social: Medial social is a great tool and nurseries and babysit-ting knows about that. 
· Enhance touchtone: they know that this ancestral method is a potent marketing.
· Provide a good job: to be sure that touchtone works they must provide an excellent service being recognized for governmental bodies, community and parents. 
· Look beyond the property and make contacts: going and fishing the customers, otherwise arrive to can be tough.
10. [bookmark: _Toc39949784]Company SWOT analysis. (Alexandra Chávez)
	STRENGHTS
	WEAKNESSES

	· Qualified personnel.
· Attending 24/7/365.
· Access to the profiles (parents and nannies)
· Facilities according to health standards

	
· Low capital
· Organizational structure.
· Location staff.


	OPPORTUNITIES

	THREATS

	· Growing market demand
· Growing confidence
· Getting knowledge and experience.
· In the future open more nurseries outside of country.
	· Competitions by other nurseries adversaries.
· Government regulations.
· Tax
· High competition.




STRENGHTS
Bee - Bee Kids is a webpage created to find the best trained nannie with excellent qualifications to care your children and in this way the parents could continue their day relax and sure for it. Your nannie can work the hours you need.
Currently, is highly needed by parents because it is an alternative for parents who do not have the time to care their children.
For parents is difficult to trust in others persons to care their child, for this reason, we have created our app with a personal profile for each nannie where parents can access at any time and selected the nannie, look their experience, some personal details.
WEAKNESSES:
At the beginning we have low capital, that means, right now we cannot focus on investment in technology but in the future, we need to investment in technology because we have planned to expand to other countries.
Also, other weaknesses can be the location staff, because if the nannies do not live near the areas of the parent’s home it may take more time to go to work and this may affect their balance between life and work.
Other weaknesses for us can be the organizational structure because may cannot have a good communication between members of company and do not have a correct feedback.
OPPORTUNITIES:
We expect to grow in the market because According to Macrotrends.net the birth rate for United Kingdom in 2019 was 11.448 births per 1.000 people that means we will have a high demand of our services since every year the population is increasing.
We believe that with the time We will gain confidence of our customers because we will bring good customer service, training for our nannies and others needs of parents.
We have as a vision opening and extended to other countries once our company be recognized by people locally.
THREATS:
Now we have a high competition in this sector because our principal rivalry is Kuru kids and is a recognized company with good references.
Other of threats for us are the Government regulations because there are very strict and if we do not fulfil the laws such as get all register, licences, legal contract we would have fears and lost profits.
11. [bookmark: _Toc39949785]Company PESTLE analysis. (Alexandra Chávez)

POLITICAL: 
· Currently, the private childcare is a big political issue.
· The Government has given facility to initiate this kind of business such as: ease to register the company, tax pay, licences, etc
ECONOMIC:
· According to the Prospect magazine, only 0.2% of families with children employ nannies of 120,000 working in Britain.
· Private childcare is now the fastest growing small business sector in Britain.
· Can be expensive for parents to obtain these private services.
SOCIAL:
· The population is growth.
· Parents who work full time or do not have time to care their children.
· Diversity of nationalities and religion.
TECHNOLOGICAL:
· Impact of technology transfer: The industry of technology transforming very fast, so we have created our own online app to communicate between nannies and parents.
LEGAL:
· Rules and regulations: need to obtain all registrations process because is a very sensitive issue.
· Intellectual property laws and other data protection laws are in place to protect the ideas and parents of companies.
ENVIRONMENTAL:
· Health and safety: Nannies need to have done all the trainings.
· Contamination: To avoid environment pollution, we are used recycle paper.
· Physical: The physical environment of childcare at home has the potential to either positively or negatively influence physical activity and the overall health and development of children in care.
12. [bookmark: _Toc39949786]Company PORTERS FIVE FORCES. (Alexandra Chávez)

Threat of new entrants is HIGH:     
· Because the new competitors can enter the market easily.
· Can put lower price than us.
· Can offer better services.
Rivalry among existing competitors: HIGH   
· Current, our rivalry is Kuru kids because this company will have enough capital to invest in other countries and improved their services. They have everything built into one cost, that means it can be a strength rivalry for us. 
· Kuru kids has established itself as one of the best leaders amongst owned childcare company in other countries.

Threat from substitute services is MEDIUM. 
· Because, other nannies only want to look after the child and not cook or not clean up after the child. But Bee Bee kids provides trainings to cook, clean, customer service and more for their nannies who looks after all the needs and wants.
· Bad experience with nannies, parents do not trust them and prefer to leave their children with their relatives or in a day care.
Bargaining power of suppliers is LOW.
· Because although the nannies are essential in the development of the business to provide high standards and ensure the satisfaction of parents are not indispensable.
· There are plenty of other nannies to choose from and switch can be made easily if there are any issues.
· The nannies do not give the price for their services, but the company is the one who gives the payment price.
Bargaining power of customers is HIGH: 
· Because the new customer seeking to pay the minimum price for a high- quality care.
· In a new company with few customers, they can take advantage of this and demand discounts and offers.
13. [bookmark: _Toc39949787]Marketing and sales plans. (Laura Librado)
 The main objective of the promotion is to transmit information to the customers and convince that we are the ones who have the suitable service in the best place, with the right price and most competitive in the market. To bring this ahead we will use the advertising which will the strategy that we will use to advertise the service and, in this way, attract possible customers. 
To advertise our services the company has chosen the following methods
SOCIAL MEDIA (FACEBOOK)
Considering that Facebook is the biggest social media in the world and has many users, we decided to create a profile, to make ourselves known and expand faster. In this profile we will find a brief of the service offered and our contact details. This page will allow us to have a closer contact with the customers. We can post all the upcoming changes in the company, information about the welfare of the children and educational information. We can also inform the parents about any events going on for the kids across London. For this reason, we believe that this page will generate a positive impact in our company because the parents or nannies that uses our service can leave a review of their feelings about being part of Bee Bee Kids. 
ADVERTISING (MAGAZINE) 
We have chosen Baby London and Little London magazine because is a luxury lifestyle magazine addressed to parents with children between 0 and 10 years old. They include shopping advice, fashion shoots, education section and food pages. With this magazine we pretend to arrive to our target customers because the magazine shares our values and target a very similar people to Bee Bee kids. The Marketing department has decided to adopt an increasing strategy, publishing an advertisement of Eight page size in the first two weeks of each month occurring in a cost of £800, a quarter page in the third week of each month with a cost of £700 and for the last week of each month an advertisement of a half page with a cost of £1200. This marketing strategy will have a total cost £2700, however, after talking with the Advertising Manager, we agree to pay £2500.
We plan to change the advertisement weekly, however we pretend to follow the same line of design with bright colours, being clear and creative pretending to leave a memory to our customers. 
EVENT 
The marketing plan includes one event for the opening of our company. This is going to be a vibrant event where parents, children and staff of Bee Bee Kids will be invited. The party is going to be on a Friday evening because is when most of the children and parents are free. This party is going to be made to persuade our potential customer to hire our services. At the beginning there will a welcome with some snacks and an introduction of our operating system. We will have habilitated the training room with toys, customs and storytellers to entertain the kids, they also will have the opportunity to meet other children and who might be their nannies in the future. At the same time the children are having great time, the parents will be able to meet our staff.
With this event we pretend that our customers will hire our services because they know they can trust in our company and they feel comfortable and well treated. with this experience we pretend that the parents invited to the event persuade other parents with the method word of mouth to engage with our service.
LEAFLETS
The Leaflets are going to be our best allies because between all the chosen methods they are the cheapest, they include a lot information, they are visually pleasing and they are easy to read. Our company is going to be opened on the 1st of September but we will start to distribute them at the beginning of August in order to have some customers to start running the business, in addition we have to distribute at the same time the leaflets for the event going on the 28th of August to allow enough time to the families for the planning of the meeting. 
We will design two different types of leaflets one of them will be the belonging to the party in which we will put the date and location of the event. It will be made with the company colour (Yellow and orange)
The rest of the leaflets will be made with general information of the service, we will set it out in a creative way, making questions that parents normally use to wonder and giving the solution for these problems.
We think to distribute this leaflet in places where we can find people within our target customers like Canary Wharf, The City of London, Waterloo, Paddington, and Marylebone and in near areas.
14. [bookmark: _Toc39949788]Operations. (Alexandra Chávez)
For our company, we decided is going to be a limited company because we want that this enterprise be distinct from the owners and enter into contracts and be responsible of the decisions, finances and liabilities with the name “BEE BEE KIDS”.
14.1. [bookmark: _Toc39949789]Privacy policy.
The privacy policy in Bee Bee Kids is:
Once the nanny decides to stop to work with us and not continue working for us, She / He cannot work with any of our clients for 6 months.
14.1.1. [bookmark: _Toc39949790]Nannies recruitment.
We expect that all nannies will be passionate about working with kids. 
We have the following procedure to recruitment of nannies:    
Requirement:
· Personal Bank account. 
· Send to our website the personal Curriculum vitae.
· Provide 2 references that we will be contacted with they.
14.1.2. [bookmark: _Toc39949791]Nannies contract.
Our nannies will have a Zero- hours contracts: piece work or on call work, with right to holidays, maternity leave, sick pay according to the Legislation and regulations of the Government.
14.1.3. [bookmark: _Toc39949792]Trainings.
Once the nannies have the DBS check for them. All of our nannies must pass our essentials training to attended in our office before to start to work:
a) Practical demonstrations:
· Paediatric first air training course: choking, bleeding, primary survey, CPR.
· Dislocations.
· Fractures.
· Burns.
· Health and safety guidelines and legislations.
· Cook for children.
· Allergic reaction.
· Extreme body temperatures.
b) Customer services training
c) Online training about Covid-19
14.1.4. [bookmark: _Toc39949793]Data protection.
We use in a responsible way the personal information of the nannies and parents and follow the data protection principles according with the Data Protection Act 2018. 
Also, nannies and parents can request that their personal data be deleted. For more information visit the website of the government: www.ico.org.uk
14.2. [bookmark: _Toc39949794]Risks.
· Reputation risk: Some nannies may be not responsible and can put in risk to lose our clients.
· Financial risk: May be needed to appoint an accountant to help with our tax affairs, that’s meaning that can be an extra cost for us.
· The competition can offer better pay for nannie’s service than we do.
14.3. [bookmark: _Toc39949795]Incident report.
The nannies are mandated reporters of child, including abuse from parents and guardians.
Parents also should be reported immediately in case of suffering their children or themselves some abuse or any incident by the nannies.
15. [bookmark: _Toc39949796]Management and organisation. (Alexandra Chávez)
In the company, our job is act as intermediators between nannies and parents.
15.1. [bookmark: _Toc39949797]Bee Bee Kids website structure.
In our web page you can have access for these three profiles

Once we get an agreement and accept our services and conditions, we will create an online profile for parents and nannies by our website. and have access by our own application or website. Both parents and nannies will have their own username and password. 
· Parents:  In this profile the parents can specify their needs, how many children have, child ages, allergies, genders. They also have access to the profile of our nannies that they have chosen and find information such as the time available of nanny, address, work experience and the CV. Also have access in our website or application for all our Staff and meet Us.
· Nannies: Will have access to our website and their profile and show for parents contact details, experience details, skills like language. In this way we will send the information of the news vacancy for care children with the description of the task that their perform and the address data where the nanny will have to go. Also, they have access to meet each of our Staff. 
· Staff: Where we have access for both profiles: parents and nannies. Where we selected the best nannies’ s profile that the parents are seeking, then pass the job vacancy to the nannies according to their needs. Also, in this platform we use to recruitment nannies, contact with our customer and nannies.
15.2. [bookmark: _Toc39949798]Bee Bee Kids Enterprise structure.
	CEO- Samantha Moncayo

	Human Resources Manager
Alexandra Chavez
	Operational and IT Manager
Edison Romero
	Marketing Manager
Laura Librado
	Financial Manager
Samantha Moncayo

	
	
	
	

	
	
	
	

	· Recruitment and selection
	· Productions
	· Advertising
	· Rising finance

	· Staff training
	· Buying raw materials
	· Market research
	· Preparing budgets

	· Industrial relations
	· Control of the quality
	· Promotion
	· Preparing finals accounts

	· Health and safety
	· Technology app and website.
	· Selling Products
	




16. [bookmark: _Toc39949799]Financial Plan. (Samantha Moncayo)
16.1. [bookmark: _Toc39949800]Source of finance.
For our company, BEE BEE KIDS LTD., we need an investment of 21960.03 pounds. The money we need will come from our savings. We will divide the amount between the 4 owners of the company, each one will have to pay 5,490 pounds and each one will have 25% of the shares of the company. I must emphasize that we will recover our investment after 2 months of opening our office. 
16.2. [bookmark: _Toc39949801]Personal Survival Budget.
	
Section
	
	
Monthly cost (£)


	A
Estimated costs
	Mortgage/rent

	£1500.00

	
	Council tax
	£116.00

	
	Gas, electricity and oil
	£100.00

	
	Water rates
	£100.00

	
	All personal and property insurances
	£0.00

	
	Clothing
	£150.00

	
	Food and housekeeping
	£300.00

	
	Telephone
	£20.00

	
	Hire charges (TV, DVD etc.)
	£15.00

	
	Subscriptions (clubs, magazines etc.)
	£0.00

	
	Entertainment (meals and drinks)
	£50.00

	
	Car tax, insurance, service and maintenance
	£0.00

	
	Children’s expenditure and presents
	£0.00

	
	Credit card, loan and other personal debt repayments
	£0.00

	
	National Insurance
	£0.00

	
	Other
	£100.00

	
	Total costs (£)
	£2451.00

	C
Estimated income
	Income from family/partner
	£0.00

	
	Part time job
	£0.00

	
	Working tax credit
	£0.00

	
	Child benefits
	£0.00

	
	Other benefits
	£0.00

	
	Other
	£0.00

	

	Total income (£)
	£00.00

	
	Total survival income required (£)
	£2451.00



16.3. [bookmark: _Toc39949802]Start-up costs.
For the beginning of our enterprise, we will require the following amount of money for the initial payments of all we need like rent, licences or utility bills. 
	START UP COSTS
	£££

	Licences
	155.00

	Rent
	5000.00

	Utility bills
	240.00

	Telephone and internet
	43.00

	Council Tax
	124.16

	Furniture, fixtures, equipment, signage.
	12890.90

	Vending machines
	2462.70

	Legal, accounting, consulting.
	19.58

	Insurance
	66.36

	Pre-opening costs
	958.33

	TOTAL
	21960.03



16.4. [bookmark: _Toc39949803]Cashflow projections.
Cash flow is the clear quantity of money and cash-equivalents being moved into and out of a company. At the most essential level, a company’s capability to generate value for stockholders is strongminded by its aptitude to produce optimistic cash flows, or more precisely, maximize long-term free cash flow (FCF).
(Tuovila, 2020)
	[bookmark: _Hlk37763669]
	SEP
	OCT
	NOV
	DEC
	JAN
	FEB
	MAR
	APR
	MAY
	JUN
	JUL
	AUG
	TOTAL
	% SALES

	CASH IN

	[bookmark: _Hlk37694061]Cash in
	39168
	58752
	78336
	97920
	117504
	137088
	156672
	176256
	195840
	215424
	235008
	254592
	1762560
	99.93%

	Accounts Receivable collected
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0.00%

	Other cash received
	100.0
	102
	98
	100
	105.0
	98.0
	99.5
	105.5
	97.5
	101.0
	104.50
	100.5
	1213
	0.07%

	TOTAL CASH IN
	39268
	58854
	78434
	98020
	117609
	137186
	156771.5
	176361.5
	195937.5
	215525
	235112.5
	254692.5
	1763773
	100%

	CASH OUT

	Nannies salary
	26496


	39744
	52992
	66240
	79488
	92736
	105984
	119232
	132480
	145728
	158976
	172224
	1192320
	67.60%

	Company actionists salary
	6305.28
	6305.28
	6305.28
	6305.28
	6305.28
	6305.28
	6305.28
	6305.28
	6305.28
	6305.28
	6305.28
	6305.28
	75663.36
	4.29%

	Rent
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	5000
	60000
	3.40%

	Advertising, promotion
	958.33
	958.33
	958.33
	958.33
	958.33
	958.33
	958.33
	958.33
	958.33
	958.33
	958.33
	958.33
	11500
	0.65%

	Utility bills, telephone, internet
	283
	283
	283
	283
	283
	283
	283
	283
	283
	283
	283
	283
	3396
	0.19%

	Council tax
	124.16
	124.16
	124.16
	124.16
	124.16
	124.16
	124.16
	124.16
	124.16
	124.16
	124.16
	124.16
	1489.92
	0.08%

	Insurance
	66.36
	66.36
	66.36
	66.36
	66.36
	66.36
	66.36
	66.36
	66.36
	66.36
	66.36
	66.36
	796.32
	0.04%

	Accounting, legal fees
	19.58
	7.60
	7.60
	7.58
	7.58
	7.58
	7.58
	7.58
	7.58
	7.58
	7.58
	7.58
	103.0
	0.006%

	Licences
	155
	155
	155
	155
	155
	155
	155
	155
	155
	155
	155
	155
	1860
	0.11%

	DBS Nannies
	1040
	1560
	2080
	2600
	3120
	3640
	4160
	4680
	5200
	5720
	6240
	6760
	46800
	0%

	Other 
	0
	5490
	5490
	5490
	5490
	0
	0
	0
	0
	0
	0
	0
	
	

	TOTAL CASH OUT
	40447.71
	59693.73
	73361.73
	87226.71
	100997.71
	109275.71
	123043.71
	136811.71
	150579.71
	164347.71
	178115.71
	191883.71
	1393928.6
	76.366%

	Surplus or deficit
	-1179.71
	-941,73
	+5.072,27
	+10.793,29
	+16611,29
	+27910.29
	+33727.79
	+39549.79
	+45357.79
	+51177.29
	+56996.79
	+62808.79
	+369844.4
	

	Opening cash
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Closing cash
	
	
	
	
	
	
	
	
	
	
	
	
	
	







16.5. [bookmark: _Toc39949804]Balance Sheet.
A balance sheet is an economic declaration that reports a company's properties, obligations and stockholders' equity at a precise point of the year period, and offers a base for computing rates of return and assessing its assets structure. It is a financial statement that offers a photograph of what a business possesses and owes, as well as the total of investment by shareholders.
(James, 2020)
	BEE BEE KIDS LTD. COMPANY
BALANCE SHEET
As at August 31, 2021

	ASSETS

	CURRENT ASSETS 
	

	CASH
	254692.5

	PREPAID BUILDING RENT
	5000

	TOTAL CURRENT ASSETS
	259692.5

	NOT-CURRENT ASSETS
	

	EQUIPMENT
	12890.90

	TOTAL ASSETS
	272583.4

	LIABILITIES AND STOCKHOLDERS EQUITY

	LIABILITIES:
	

	NANNIES SALARIES
	172224

	DBS PAYMENTS
	6760

	COUNCIL TAX 
	124.16

	INSURANCE
	66.36

	UTILITY BILLS
	283

	ADVERTISING
	958.33

	TOTAL LIABILITIES
	180415.85

	STOCKHOLDERS EQUITY:
	

	CAPITAL STOCK
	62808.79

	RETAIN EARNINGS
	1093.45

	OWNERS SALARIES
	6305.28

	INVESTMENT PAYMENTS
	21960.03

	TOTAL STOCKHOLDERS
	92167.55

	TOTAL LIABILITIES AND STOCKHOLDERS EQUITY
	272583.4


16.6. [bookmark: _Toc39949805]Break even Analysis.
Break-even analysis involves the calculation and inspection of the side-line of safety for an entity founded on the incomes collected and related prices. Examining different value stages relating to numerous levels of request a business uses break-even study to regulate what level of sales are necessary to cover the business's total fixed expenses. A demand-side analysis would give a seller important vision regarding retailing abilities.
(Scott, 2020)
We will break even when we sell 9949 services of nannies in London.
· Total Revenue: £320000
· Total Costs: £259694
· Net Profit: £60306
· Break Even Units: 9949

	Units
	Variable Costs
	Total Costs
	Total Revenue
	Net Profit

	0
	£0
	£59694
	£00
	-£59694

	1000
	£10000
	£69694
	£16000
	-£53694

	2000
	£20000
	£79694
	£32000
	-£47694

	3000
	£30000
	£89694
	£48000
	-£41694

	4000
	£40000
	£99694
	£64000
	-£35694

	5000
	£50000
	£109694
	£80000
	-£29694

	6000
	£60000
	£119694
	£96000
	-£23694

	7000
	£70000
	£129694
	£112000
	-£17694

	8000
	£80000
	£139694
	£128000
	-£11694

	9000
	£90000
	£149694
	£144000
	-£5694

	10000
	£100000
	£159694
	£160000
	£306

	11000
	£110000
	£169694
	£176000
	£6306

	12000
	£120000
	£179694
	£192000
	£12306

	13000
	£130000
	£189694
	£208000
	£18306

	14000
	£140000
	£199694
	£224000
	£24306

	15000
	£150000
	£209694
	£240000
	£30306



16.6.1. [bookmark: _Toc39949806]Break even Analysis Chart.



16.7. 
17. [bookmark: _Toc39949807]Conclusions. (Samantha Moncayo)
I conclude that a business plan is an instrument used to review the viability of a new business, analysing all the guidelines that must be followed to open a new company. The realization of this business plan has served as a guide for the future creation of our company Also, our company has a high profit margin, as demonstrated in the financial calculation, and also has a large market in London due to the high demand for child care services that exist here. In the future, we believe that we will achieve our objectives, by having a business that will generate jobs for the community, in addition to providing a better service than our competition and always benefiting our employees to ensure the well-being and safety of our clients. The following planning has helped to observe our weaknesses and above all our strengths for the development of an appropriate, possible and viable business.
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19. [bookmark: _Toc39949809]Appendix.
19.1. Presentation Slides.
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PESTLE ANALYSIS
BEE BEE KIDS
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Threat of new  entrants is High
  


Threat from substitute services is Medium.


Bargaining power of suppliers is Low.




Bargaining power of customers is High. 





Rivalry among existing competitors: High
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Nannys 


Staff


BEE BEE KIDS BREAK EVEN ANALYSIS
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