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Business Description and History 

According to (Haag, 2013), Business Description and History gives us the inside about the business and how the creator will run it. In case the business is new, this section should also answer questions such as: (Bangs, 1995)
– Business name, legal form of it, mission and geographic location, its operating days and time, if it will be sessional or not sessional., what is the product or services that it provides, it succession and growth potential, the experience of people involved along with their position in the company, type of professionals required? Its unique selling points? The financial status, and business structure, which we will develop in the next chapter, why it will grow or be lucrative? Types of licenses, copyrights, trademark, or patents are required? 

For an existing business, according to (Haag 2017), Business Description and History requires that the entrepreneur should describe whether the business is expanding, or an existing business is being incorporated. Here can be verified a concentration of the effort and an effective usage of the resources by entrepreneurs, once they are clear about their goal, and aim of the business. which will automatically influence positively their knowledge and advantage their performance on the business. Naming the business is a very important part of the process and requires a legal search. It should be a something which is related to what the business does and easy to memorise and spell. This is the first introduction to the potential customers and making it easy to find on a google search, telephone books and directors, is very important and what it implies should also be considered. 


We are an online dating company with human interaction. Our business name is MagiClick, and our vision reads as a click that will change the rest of your life, because we focus on single individuals that are looking to get into a relationship to build family and once they solicit our service, our mission is literally change the rest of their life. We operate with 3 packages, (Silver, Gold & Diamond) and we partner with transport companies and restaurants, that are associated with each package according to its level. An individual interested in our service starts by registering into our online app, and once he/she is registered, he/she is able to select 5 potential matches based on the similarity, future goal, location and interest that they have mentioned in the registration. The selected potential match will then get an option to choose the desired person also and once both have selected each other it’s a match. They are not able to talk to each other via app, however they are able to register and invite each other for a safe date managed by our company. The invited match will only be able to accept the invitation by also registering and pay for one of the available packages by the inviter who will also have the option to pay or upgrade the package of the invited person if different.  Once the date is set, our company will then do a background check on each one of them, and once all clear, according to their package, book a restaurant, transport collection and other services such as hairdresser or stylist for the date.  Transport collection varies from 5 miles radius to 10 miles radius depending on each package. After the date, our company will collect feedback of each party to find out which step to take next. If both or one of the parties are not interested to carry on with romance, both will have the option to return to the selecting process, with a fee of only 30% of the previous selected package. If both parties are interested in carry on with dating, they have the option to leave the restaurant together by signing an agreement waving our responsibility with any incident that might happen and keep having our support with relationship coach, phycologist during the early period of the romance. This support can be added as extra after the date being successful, or in case the package selected from the beginning was diamond, this support is included.  Our Operating days will be from Wednesday to Sunday, from 0900:1700, and we will initially be operating in London.



Business Structure
 
Business Structure section should describe the historical facts regarding financial, or acquisition objectives, legal form of business, past and present success.  (Haag, 2013).
 
Our company have started with a capital social of £60000, as investment of 15000 each of the 4 board members described below and our responsibility are limited, hence we trade as a ltd company, with each member owning 25% of the shares.
 


The board has elected Justin Sanches as CEO of the company, who is also responsible for technology holding the position of technology manager, Irina as Health and Safety Manager, Ezequiel as Marketing Manager and Teodor as Finance Manager. We as small limited
 
 
company have opted for a plan structure, and we will not be hiring any staff for the first year.
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Pestel Analyses
 
Pestel analyses is a framework that inspect six macro environment aspects, considering both market and non-market factors (Regner et all, 2019)
 
Those factors are:
P- Political – within this factor, tax policy is relevant to our company
 

E- Economic – Within this factor, unemployment rate and disposable income are relevant to us because considering that the unemployment rate is relatively low, people are more likely to have disposable income so they can spend on our service.
 
S- Social – Within factor, Age, Cultural barriers, and lifestyle are relevant to our company, because we target single individual during their active age, 18 and 45 years old, and considering London a multicultural city, we can assist individuals with important insights and support to overcome those cultural barriers. London is also a busy city where conventional dating is disappearing due to the busy lifestyle, with our service customers can still select their potential match online and arrange trough us a romantic date without waste of time.
 
T – Technology – Within this factor Data Storage, Network Access and Coverage are relevant to us, because is easy to story data securely from customers that are consulted by other customers, with easy access and internet coverage throughout the whole city.
 
E – Environment – this factor is not relevant to our company.
 
L - Legal – Within this factor, Discrimination Laws, Health and Safety and GDPR are relevant to us because we are complying with non-discrimination law, health and safety of our customers and team member and GDPR is a legal requirement.

 




Technology Plan
As a small company, we will start with minimum technological plan and investment to get the company running and after a meeting we have decided to start as follow:

· Domain and remote data storage, 
· Company app development
· 4 laptops one each & 
· A company website
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Marketing Analysis and Trends

In this section we will be analysing one of the most important aspects, if not the most important, of a business such as the marketing and market analysis part with everything that these include such as product analysis, analysis of the price, the strategy to trust the prices, the analysis of the place where our company will work and on how we are going to promote our product. In order to have a broader and more global vision of the market situation, our competitors and also to be able to know if our company can be viable and the risks that we face.

First of all I would like to start by explaining the tools used to analyse the market and thus be able to create a strategy. To achieve this objective, I have used the most basic tools in marketing called; marketing mix 4ps. This tool consists of analysing very important aspects such as the product, price, place and promotion.

Before applying the 4ps marketing mix tool, we are going to analyse the industry in which we are going to work, in order to know how our company is going to start, how we can position it, what expectations for improvement we have and who are our competitors.

First of all I would like to start by explaining the tools used to analyse the market and thus be able to create a strategy. To achieve this objective, I have used the most basic tools in marketing called; marketing mix 4ps. This tool consists of analysing very important aspects such as the product, price, place and promotion.

Before applying the 4ps marketing mix tool, we are going to analyse the industry in which we are going to work, in order to know how our company is going to start, how we can position it, what expectations of improvement we have and who are our competitors.

Magiclick is a company dedicated to the dating apps sector. This is one of the sectors with the most growth in recent years and with the greatest expectations to grow due to the little time that people have to get to know and that they have less and less. In these years of pandemic, it has helped this sector a lot, which has grown exponentially and in which it has more and more users, with which we have a great niche to exploit and a great margin for improvement, which translates into great possibilities to embark on a great business with an upward vision of the future.

In the dating app industry, we can find great competitors such as; Tinder, Hinge, Orchid Romance, Amour Feel, Jolly Romance or Elite Singles. All of them are focused companies that are focused on connecting people without offering any other service.

At Magiclick we have the vision of offering a much more complete connection of people service focused on those people who are looking to form a family or simply looking for a much more serious relationship and who do not have the time to organize a romantic date. With Magiclick this is over, our company will consist of a group of expert psychologists to guarantee optimal quality and help our clients as much as they need, we will also work with restaurants and transport services to organize everything necessary, and that the user does not need to worry for nothing and thus make life easier for our busy clients.

                                        Marketing MIX 4PS 

To start talking about this tool, I would like to start with one of its most important aspects, such as the product.
 
We refer as a product to what we want to sell, and that people are willing to buy, this is almost the most important thing in a company because no matter how good a company it is, if the product is not good, it does not have much chance of being successful.
 
In the product there are several factors that we must focus on when analysing a product from a company as you can: service, feature, quality and warranties.
 
Service: As I have already said before, there are several companies that offer a service similar to ours, but more than offering a service or a product, we offer a concept, the concept of family, something of utmost importance for everyone and that is becoming more and more makes it harder to get.
 
As a brand of our company, we offer a completely complete service in which our clients will not have to worry about anything, we will do everything for them, we will take care of transportation, restaurant reservation, dinner and transportation back home and also It will consist of psychological support as a couple to help establish a stronger relationship. Everything will depend on the quality according to the pack that has been chosen previously but all of them will have these services as basic services.

Feature: our characteristics are quite simple, our philosophy is to help people as much as possible in something as important as family, so we can provide the client with everything they need to find what they want so much.

Quality: In Magiclick we are working very hard to offer our clients a service with the highest possible quality, for this we have a group of experts that is why our prices will be very little higher than the competition but offering a totally complete service.
 
In order to maintain a more effective control over quality, we will create a feedback and scoring system for clients to know what is working and how we can improve.

Warranties: By working with expert psychologists in relationships we make sure that our service will be of the highest quality, we are so sure of it that if you do not find love in the first five, we will give you one like that, but we guarantee the effectiveness at least we guarantee ourselves of that our clients are happy at all times.








Now we turn to one of the most important factors especially for marketing such as prices. For our company to be successful we must choose the price correctly, which is not too expensive for the client but also has some profit margin.
 
In order to create a fair price that is suitable for both the client and the entrepreneur, we must know and analyse some factors that influence the price, such as: positioning marketing mix, willingness and ability to pay, goals and profit.

Positioning marketing mix: This is the aspect on which we are going to focus the least because almost all of our commercial activity will be online, although we will take care of organizing dinner and other aspects of the date for them, we will have an agreement with a restaurant that will help us with the organization of the that is why we will not have many physical offices.

willingness and ability to pay: For this aspect of the price strategy, we must be quite clear to which niche of people our product is directed, at Magiclick we are quite clear about it, our product is directed towards single people between 25-45 years old, workers, professionals or students of middle or high middle class.

Goals: The price must be in accordance with the goal offered so that the customer can buy the product.
 
Benefits: The price must be adjusted to the variable expenses and fixed expenses so that it can give benefits.

According to the above factors, we have created a price list divided into different 3 packs with different 3 prices in order to reach a larger niche of people and attract more customers.

1. Silver: initial price 250 pounds - standard restaurant - 5 matches -  free meal – 5 miles radio transport – standard car.
2. Golden: initial price 500 pounds – medium restaurant – 7 matches – free meal – 7 miles radio transport- medium car. 
3. Diamond: initial price 1000 pounds – luxury restaurant – 10 matches – free meal – 10 miles radio transport – luxury car.


Each client will have a 30% discount on each appointment until the last one, once the dates are finished and the objective has not been met, the client will receive a free date.

Place: to analyse the place and how to promote ourselves we have to take into account different factors:
channel: the channel that we are going to use will be mainly online, this is how we are going to promote our product and try to attract new customers.
 
location: In our first 5 years we are going to focus on the UK and then expand later.
 
To create a marketing strategy and promote our product, it is necessary to know what type of audience we are going to have, what sales promotions we are going to use as a strategy, what market coverage we want and what type of ads we are going to use.

Public: our public will be a public between 25-45 years old, singles and workers or students.

sales promotions: As we said before, our prices will be divided into several packs to reach more people, we will also have some extra services for people interested as they are; personal styling ethic classes, weekend activities etc.

Market coverage: For market coverage we are going to use a strategy called selective market coverage, this gives us the opportunity to segment what type of public we want to reach, classifying them by age, sex, tastes and location.

Promotion: to promote our product we are going to use Facebook and Google ads because they are perfect to segment according to different criteria such as age, sex, city and tastes with these tools we are going to try to reach more than 10,000 of which we hope to attract as new clients a 10% of them, which gives a figure of 1000 new clients in the first year.
 
We will also use other options such as influencers since they are a very cheap option and with a lot of performance since most of our clients are young and are connected most of the time to social networks, this will not help to reach a large number of people and directly. With them we plan to make ourselves known and attract a client but on making a name for ourselves in the industry.
 
   We will also use a specialist company in digital marketing such as Three Whiskey with which we estimate to reach a number of over 7000/10000 people, but above all this company will help us to position ourselves optimally on the internet and on social networks so that our name is what as visible as possible and thus form a base for it to grow as the years go by.
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Management and Organization 
 
Management is a set of principles relating to the functions of planning, organizing, directing and controlling, and the application of these principles in harnessing physical, financial human and informational resources efficiently and effectively to achieve organizational goals.
According to Harold Koontz Management is an art of getting things done through and with people in formally organized groups. It is an art of creating an environment in which people can perform and individuals and can co-operate towards attainment of group goals.
A leader has certain inherent qualities and traits which assist him in playing a directing role and wielding commanding influence which others. Leadership is an integral part of management and plays a vital role in management operations while management is an integral component of technical as well as social processes. The practice of management is as old as human civilization.
However, the study of management in a systemic and scientific way as a distinct body of knowledge is only of recent origin.
Management in some form or other is an integral part of living and is essential wherever human efforts are to be undertaken to achieve desired objectives. The basic ingredients of management are always at play, whether we manage our lives or our business.

There are basically five primary functions of management
1.Planning 
2.Organizing 
3.Staffing 
4.Directing 
5.Controling 

Planning Organizing Staffing Directing and Controlling are widely recognized functions of management.
Planning is future -oriented and determines an organization’s directions.
It is a rational and systematic way of making decisions today that will affect the future of the company. It is a kind of organized foresight as well as corrective hindsight. It involves predicting of the future as well as attempting to control the events. It involves the ability to foresee the effects of current actions in the long run in the future.
An effective planning program incorporates the effect of both external as well as internal factors. The external factors are shortages of resource both capital and material general economic trend as far as interest rates and inflation are concerned dynamic technological advancement increased governmental regulation regarding community interest unstable international political environments.
The internal factors that affect planning are limited growth opportunities due to saturation requiring diversification changing patterns of the workforce more complex organizational structures decentralization.
Organizing requires a formal structure of authority and the direction and flow of such authority through which work subdivisions are defined arranged and coordinated so that each part relates to other part in a united and coherent manner so as to attain the prescribed objectives.
The functions of organizing are 
1. Identifying the tasks that must be performed and grouping them whenever necessary.
2.  Assigning these tasks to the personnel while defining their authority and responsibility.
3.  Delegating this authority to these employees.
4.  Establishing a relationship between authority and responsibility.
5.  Coordinating these activities 
Staffing is the function of hiring and retaining a suitable workforce for the enterprise both at managerial as well as non-managerial levels. It involves the process of recruiting training developing compensating and evaluating employees and maintaining this workforce with proper incentives and motivations. Since the human element is the most vital factor in the process of management it is important to recruit the right personnel.
Directing is about actuation of the methods to work efficiently to achieve the set organizational objectives. The function goes beyond organizing the employees to their specific roles and involves ensuring they can perform the tasks through a variety of means. Directing in essence is looking after productivity and ensuring productivity is going up instead of decreasing. The function delves deeper inside human interaction making the manager motivate communicate and inspire his or her personnel At this stage you are meeting and connecting with your employees to find out how the tasks are going. You would talk to them about the new marketing program get their feedback on the project and spend time inspiring them with new ideas. The directing function is all about the day-to-day interaction between the management and the staff.
The function of directing has strong links to things such as leadership. A good manager will be able to inspire the workplace to work towards the goals not because they must do it but because they are driven to achieve these objectives.  The manager ‘s role is not just about ensuring the workplace has the right resources and employees know what they are doing is also important to create an environment of friendship. The manager wants to be someone who can encourage and motivate the personnel and not fear them into submission. 
Controlling is the most important function is the risk reduction ability. Since you are essentially monitoring the performance of the team and comparing it against the objectives you’ ve set you can react to problems more easily. Instead of realizing at the end of the month that you missed your sales target by a huge margin you can keep on eye on the situation during the process.
Organization refers to a collection of people who are involved in pursuing defined objectives. It can be understood as a social system which comprises all formal human relationship. The organization encompasses division of work among employees and alignment of tasks towards the ultimate goal of the company. It can also be referred as the second most important managerial function that coordinates the work of employees procures resources and combines the two in pursuance of company goals. The five steps of organization are.
Determination and classification of firm’s activities.
Grouping of the activities into workable departments.
Assignment of authority and responsibility on the departmental executives for undertaking the delegated tasks.
Developing relationship amidst superior and subordinate within the unit or department.
Framing policies for proper coordination between the superior and subordinate and creating specific lines of supervision.
Organization is a goal-oriented process which aims at achieving them through proper planning and coordination between activities. It relies on the principle of division of work and set up authority responsibility relationship among the members of the organization.
For our Magiclick company we are managing our roles and our duty.
Planning for our company to be the best on the market every time to come up with a new idea of making the business flow. Managing contracts with our partnership restaurants and with taxi companies. Managing agreements for our customers so they can feel safe when they are dating and when they are in the restaurants we are providing.
Controlling our team so everyone has to know what is doing and what our goal is.
Swot Analysis 
Swot analysis is defined as the review of an individual company product or industry by assessing strengths weaknesses opportunities and threats of the object of study. It is essential for revealing the internal and external constraints that affect a business performance and growth. While the internal environment poses strengths and weaknesses which are controllable the external environment exhibits uncontrollable elements that are opportunities and threats. The analysis is visualized in the form of a matrix with four quadrants usually set in a 2*2 format. 
For our company strengths are Strong demand, nice target audience, partnership with reputable brands several independent ways to generate revenue personalised services.
Opportunities are Quick sign up and check out process background check based on social profile ability to improve matching algorithms using face recognition technology ability to create a niche dating experience premium plans can expand popular features.
Weaknesses are Lack of experience financial limitation difficult to enter in the market privacy concerns long subscription progress.
Threats are better price on the competitors’ strong competitors that offer similar product exclusive social media engagement inimitable app function poor government policies.

Social responsibility and sustainability 
Social responsibility means that businesses in additional to maximizing shareholder value must act in a manner that benefits society. Social responsibility has become increasingly important to investors and consumers who seek investments that are not just profitable but also contribute to the welfare of society and the environment. However, critics argue that the basic nature of business does not consider society as a stakeholder. Socially responsible companies should adopt policies that promote the wellbeing of society and the environment while lessening negative impacts on them. Companies can act responsibly in many ways such as promoting volunteering making changes that benefits the environment and engaging in charitable giving. Consumers are more actively looking to buy goods and services from socially responsible companies, hence impacting their profitability. Critics assert that being socially responsible is the opposite of way businesses exist.
Benefits of social responsibility company 
Wining new businesses Enhanced relationship with stakeholders Attracting retaining and maintaining a happy workforce Media interest and good reputation Access to funding opportunities Enhancing your influence in the industry Differentiating yourself from the competitor Saving money on energy and operating cost Increase in customer retention.
Economic Be profitable maximize sales minimize cost.
Legal Obey laws and regulations.
Ethical Do what is right fair and just.
Philanthropic Be a good corporate citizen.
Social Responsibility for business
Resources Responsibility Goal Long Term Sincerity Self- Policing Ethics Market Sustainability 
Business has a responsibility beyond its basic responsibility to its shareholders a responsibility to a broader constituency that includes its key stakeholders’ customers employees government the people of the communities in which it operates.
Sustainability in business refers to doing business without negatively impacting the environment community or society as a whole.
Sustainability in business generally addresses two main categories:
The effect business has on the environment.
The effect business has on society.
The goal of a sustainability business strategy is to make a positive impact on the least one of those areas. When companies fail to assume responsibility, the opposite can happen leading to issues like environmental degradation inequality and social injustice. Sustainable businesses consider a wide array environmental economic and social factors when making businesses decisions. These organizations monitor the impact of their operations to ensure that their short-term profits don’t turn into long term liabilities.
Beyond helping curb global challenges sustainability can drive business success. Several investors today use environmental social governance metrics to analyse an organization s ethical impact and sustainability practices. Investors look at factors such as a company’s carbon footprint water usage community development efforts and board diversity. Research shows that companies with high ESG ratings have a lower cost of debt and equity and that sustainability initiatives can help improve financial performance while fostering public support. Although sustainability is usually somewhere on the corporate agenda there are often problems with execution even in the most committed companies. To find and deliver real strategic opportunities leaders should consider applying four organizational practices. These principles aren’t new they are associated with performance management, but they are not often used to address sustainability challenges. Sustainability also offers an interesting way to scope out product innovations that use fewer resources or that meet specific social needs. Redesigning products and services around sustainability can drastically increase profits or reduce cost. An emphasis on sustainability can also reveal opportunities for process innovations. It is not uncommon for companies to complain that different units do not collaborate well. By its cross functional nature sustainability brings different divisions together and provides a common motivation the results can be new profitable ideas.
Sustainability an integrated approach 
Social Respect the individual Equal opportunity diversity Employee assistance Human rights.
Socio Environmental Health and Safety Climate change Comah Seveso Crisis management Business continuity.
Environmental Permit and licence Compliance Biodiversity management Carbon management Emissions.
Eco Economy Resource Efficiency Energy Efficiency Reuse Recycling.
Economic Consistently profitable Growth Rise management Shareholder’s return.
Socio Economic Employment Training Development Local Economy Entrepreneurship Social Community Sponsorship.
Sustainability is the careful and efficient stewardship of resources by businesses communities and citizens. It is the practice of meeting our needs in way that are respectful of future generations and restorative of natural cultural and financial assets. Sustainable management is a whole systems approach to achieving superior performance in delivering desired outcomes to all stakeholders by business government and civil society. It is achieved by implementing the three principles of Natural Capitalism.

Reference list 
Blackwell E .New business enterprise Planning. 
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R&D
“Any sufficiently advanced technology is indistinguishable from magic.”
(Clarke, 1968)


Our R & D focus will have two main goals: 
To create genetic compatibility tests that will increase the chance of long-term relationships between the people we match together.
To crate algorithm with the help of phycologist. The purpose will be to match the people based on deep phycological profiles.
Human relationships are complicated, and there are many factors for success. Social, psychological, physical, and chemical. Our main objective is to narrow these factors down as much as possible to offer our clients the best possible chance of finding partners for long-term relationships.
Genetic Matchmaking
As Wedekind concluded in his study of 1995, females are more attracted to MHC-dissimilar men. The famous T-shirt study was conducted by having males wear the same T-shirt for two consecutive nights. The female participants were asked to score the males based on body odours. They scored the male odours with different MHC(major histocompatibility complex) as more pleasant. Furthermore, the MHC-dissimilar man reminded the females of their current or former partners. This suggests that the MHC or linked genes influence human partner choice (Wedekind, et al., 1995).
Since 1995 there have been many studies conducted in this field. We can say without a doubt that MHC(major histocompatibility complex) Is an important factor of the partner choice in all mammals. The study of MHC and TAAR genes and their variations over 16 years in bats. Give us hope that we are getting closer to decrypting chemical communication. The study, "MHC-dependent mate choice is linked to a trace-amine-associated receptor gene in a mammal." We can see that they have identified a significant interaction between partner choice and females' TAAR3 genotype, with TAAR3-heterozygous females being more likely to pick MHC-diverse males. The results suggest that TAARs and olfactory cues may be important mediators in mammalian MHC-dependent partner choice. The study may help us identify the ligands involved in chemical communication between potential mates (Santos, et al., 2016). However, human relationships are much more than chemicals, and other studies have controversial results. Genes of the MHC in vertebrates are Integral for effective adaptive immune response and are associated with sexual selection. Evidence supports MHC-based choice for diverse and dissimilar mating partners but has been disparate and controversial evidence from human mate choice studies (Winternitz, et al., 2017)
After consulting with a leading expert in the field, we decided to fund our research. To create viable genetic tests to help us match people together in 18 months. The comprehensive research will most likely take many years and serious investment to decrypt the chemistry that attracts us to each other. However, one year should be enough to create a viable marketing product to increase matchmaking success.
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Psychological Profiling
Our second objective is to create an algorithm that will match people based on deep psychological profiles. We are already working with psychologist experts in the field for the questioners our clients will complete when registering for our service. The I.T. resources needed for this project are relatively low, and we expect it to be a straightforward process, which will allow us to scale up our already proven matchmaking process on a large scale. We will have a working version in 3 months. On which we will keep building and expanding in the future.
Our S.W.O.T. analysis identifies as one of the most significant opportunities we can explore as integrating Artificial Intelligence working as an A.I. Psychologist for our customers. The rapid innovation in the development of A.I. will make this possible. However, we are still to determine If it will be appropriate and beneficial for our service. Our research team will also determine how and when we could integrate Open A.I. or other A.I. alternatives on the market, as a long-term project. For now, a simple matching algorithm will be enough for our business.
 
Conclusion
We can conclude that our R & D goals are important and achievable and will be the steppingstone for our future. It is impossible to predict the increase in matchmaking success each will provide. We expect both psychological profiling and genetic matchmaking to improve significantly over time. On top of their actual benefits, we expect a serious boost from the placebo effect. One of the main difficulties many single people have is a lack of confidence, which prevents them from pursuing long-term relationships. Implementing scientific methods into our matchmaking process will give our customers more confidence when dating. The placebo effect on its own will significantly increase the chance of long-term relationships between the people we match together.
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Development & Milestones
 
We are prepared for different scenarios.
When a high uncertainty level in the business environment arises from rapid change or complexity, developing a single view of how the environment influences the organization's strategies is impossible and dangerous. Scenario analyses open us to different possibilities and help managers be open-minded to alternatives. Thus, scenarios help us understand how the environment of an organization might develop in the future and provide us with plausible alternative views. They usually build on P.E.S.T.E.L. analyses and the critical drivers for change and offer more than a single forecast of how the environment will change (Johanson, 2008).
We have identified the key drivers in the industry and have prepared for different scenarios to ensure ourselves or every possible outcome. As you had read in our R & D plans, we have high expectations to step in front of the competition, and our goal is to change and lead the industry in a different direction. Thanks to the progress in technology and a better understanding of the psychological aspect of the matchmaking process, we feel confident we can accomplish our objectives. Mr. George Doran says both the objective and the action plan are essential. Therefore, good management should focus on both and not only on the objective (Doran, 1981). All our objectives are S.M.A.R.T, and we firmly believe they are achievable. We prepared for different scenarios with public acceptance and rejection of our Genetic Matchmaking project and technological fail or success. We feel confident that whatever the outcome of one of our research projects is, the other one will protect the future of our company. Physiological profiling and Genetic Matchmaking can work in synergy for the best possible outcome or cover each other in case of failures and setbacks.
As we grow and develop, it will be essential to stay true to our vision and why we started our company. Opening our online service in three months with psychological matching on a large scale will be straightforward. Our IT department will be responsible for ensuring all data our customers provide is encrypted, and no one will have access to the sensitive information. We expect high "buzz" in both social and traditional media, and our PR department is prepared to translate our vision to the public.
The Genetic Matchmaking, which we expect to start offering in 18 months, will be more controversial and sensitive for the public. As you can see in our P.E.S.T.E.L analysis, there will be social and ethical ramifications although it is legal. We expect "bad" PR and a lot of "noise" when we start our service and challenges on moral grounds. Our objective will be to explain our vision and mission. To bring back the Magic many of us are looking for in one cold digital world. We are not trying to genetically breed people only to crack nature chemical code that attracts us to each other. As the studies show, the dissimilar attracts us, and we feel confident this will put to rest any fears the public may have.
"It would be an oversimplification to assume that the promotional mix contains only the elements of advertising, public relation (PR), sales promotion and personal selling." (Blythe, 2006)
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The Future of Magic Click
Our offline business providing restaurant packages for our customers will remain operational as we see it as a great marketing opportunity. We will create a YouTube channel where we can make short videos for couples we match together. However, in the near future, we do not plan to expand outside London, and we consider it to be a low percentage of our future revenue. As we see it challenging to scale, and we generally plan to move away from it. Instead, we will charge our online customers only when we match them together, and both parties have agreed on a date, which will be another important aspect of our business. The only communication we will allow between the people we match together is to offer and accept a date proposal after both parties have liked each other. We will not accommodate the dates and will only give our recommendations as a guide. Some of our suggestions for a place will be the park, art gallery, museum, or just the nearby coffee. Our goal is to make our service widely accessible for people of our backgrounds. And to remove the financial limitation from the dating experience. This is critical for our vision to make the online dating experience more analog than digital and to bring back the Magic many of us are looking for. Our target group only includes people looking for a serious relationship. 
When we launch our Genetic Matchmaking, we will expand and start offering casual dating, which will increase our revenue potential significantly.
 
S.M.A.R.T Objectives
Increase our Matchmaking success to 20% with psychological profiling in 3 months.
Increase our online customer base to 1 million in 12 months.
Increase our Matchmaking success to 39% with genetic tests in 18 months.
Increase our customer base to 10milion in 24 months



7 of 11

Financial Data
 
In the financial part, we will provide our business data for the first six months we had operating to crate our proof of concept and show our Matchmaking methods can be profitable.
 
All successful businesses have three main objectives in common, showing how well they are doing: strong financial position, growth, and a reasonable investment return. (Barrow, 2001) We have decided not to withdraw money from the company as our goal is to achieve fast growth and expand. However, in six months, we manage to generate enough profit to withdraw the initial investment if we choose to. We will provide the necessary financial data to show that our business has met all objectives we have set to accomplish. Have limitless growth opportunities and will have a solid financial position. We hope that this will help us convince future investors In our solid business
 model and growth potential.
[image: ]

 
As you can see from this chart our Break-Even point was around £91,000. Our fix cost remain very low, because we start our endeavour working from home. We did not have to pay rent, bills and did not take salaries for the first 3 months. After that we agree on to take minimum salary of £800 for each of the 4 owners. Our variable cost main source Is the restaurant packages we provide for our clients and the transport. As we increase our customer base and become more relevant, we will be in position to negotiate better contract with the restaurants we are working with. This will allow us to both increase our profit margin and provide better price and service to our customers.
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The future of the company
 
What we need for the future of our company is an investment of £2,000,000. Half of which will go into our Genetic Matchmaking research, for which we estimate to spend 1,000,000 in the first year. The rest will be used as shown below to open an office in London expanding our IT Department and lunch our Online business.


[image: ]



Here we can see the projected expenses starting from 01.2022. We expect our restaurant packages to increase significantly. However, projectiles are to be a low percentage of our revenue. Our Online matchmaking starting from March should generate enough profit for our growth. We expect to reach a break-even point in 14 months.
 
Our business model for our online part will be freemium. For the first 18 months, our main revenue will be the matchmaking we provide for our customers, £15 per date from each of our customers. We estimate the average of 3 dates per customer for the first year. Once we launch our Genetic Matchmaking, we will charge between £70-100 per test, which will be for 12 months, after which the test will have to be repeated. That will serve as a subscription and generate additional revenue. The variable cost of the test is expected to be low, and after we reach the break-even point, we expect a profit of £50 per test.
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