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	[bookmark: _heading=h.gjdgxs]1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
     Bulgarian Festivities UK is a pioneering party agency poised to revolutionise the event planning industry in the United Kingdom. Our business idea was sparked by the Bulgarian community's longing for cultural celebrations and authentic cuisine, prompting us to establish the first-of-its-kind agency dedicated to organising Bulgarian parties and events.
Led by a dynamic team comprising Irina Dode, Gergana Nikolova, Gabriela Zosllei, and Catalin Cocos, each bringing a unique set of skills and experiences, Bulgarian Festivities UK is positioned for success. With expertise ranging from hospitality and marketing to party planning and finance, our team is committed to delivering exceptional experiences and exceeding customer expectations.
Our vision for the business encompasses a comprehensive strategy to achieve significant growth and market penetration over the next 3-5 years, guided by Klofstens Business Platform. We aim to establish Bulgarian Festivities UK as the premier destination for Bulgarians living in the UK, expatriates, and cultural enthusiasts seeking authentic Bulgarian celebrations.
Key components of our business plan include meticulous market research, customer profiling, and strategic partnerships to effectively reach our target audience. By offering standard and premium party packages tailored to our customers' preferences and needs, we differentiate ourselves from competitors and deliver unparalleled value.
In our first year of operation, we aim to achieve a turnover of £150,000 by prioritising customer satisfaction and brand recognition. Through a multi-channel marketing approach, including social media advertising, targeted email campaigns, and participation in cultural events, we will promote our services and expand our reach.
Managing operational risks, such as economic fluctuations and supplier performance, is integral to our success. We have developed robust strategies to mitigate these risks, ensuring the safety and satisfaction of our guests and the continuity of our business operations.
In conclusion, Bulgarian Festivities UK is poised to become the leading provider of authentic Bulgarian celebrations in the UK, driven by a passionate team, a clear vision, and a commitment to excellence. Thank you for considering our business plan, and we look forward to bringing the joy of Bulgarian festivities to audiences across the United Kingdom.


	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _heading=h.30j0zll]2 Business details
[bookmark: _heading=h.1fob9te]Company name:   
                                                         [image: A logo with a crown and fireworks

Description automatically generated]
Bulgarian Festivities UK ltd.


	

	
	[bookmark: _heading=h.3znysh7]
Address:
Waterside Court, Neptune Way, Medway City Estate
Rochester, Kent
ME2 4NZ
	

	
	Primary contact method
Mobile Number – 07506 839345
Phone number – 01634 123456



	

	
	Email – bgfestivitiesuk@gmail.com
	

	
	[bookmark: _heading=h.2et92p0]The business will:

"Bulgarian Festivities UK," will provide in organising and managing a wide range of events, infused with Bulgarian traditions, cuisine, music, and decor. By focusing on authenticity, customisation, and community engagement, Bulgarian Festivities UK aims to become the go-to destination for Bulgarians seeking to celebrate their milestones and preserve their cultural identity in the UK including Traditional Bulgarian Music, Dances, Food & Beverage.

	

	




	
	
	
	
	
	

	
	[bookmark: _heading=h.tyjcwt]3 Key personnel
[bookmark: _heading=h.3dy6vkm]Details of owner(s):
Name: Irina Dode
	

	
	Position/main responsibilities: Host/ Organiser
	

	
	Experience and knowledge of our industry: Hospitality
	

	
	
	

	
	Previous employment: Cleaning Company
	

	
	Key skills brought to the business: Strategic thinking, Leadership, Communication Creativity, Collaboration
	

	
	Business experience and any training undertaken: Academic Online
	

	
	Academic/professional qualifications: Hotel Management
	

	
	Salary expectations £ 25 000
	

	
	












Name: Gergana Nikolova
Position/main responsibilities: Owner, Marketing manager

	
	Experience and knowledge of our industry: Organising and Promoting Events, Team leading, Customer service in Restaurants, Direct, Verbal, and online communication with guests and customers.

	
	Previous employment: Agency Supervisor, Restaurant Manager, Receptionist, Hostess, Waitress.

	
	Key skills brought to the business: Organised, focus on details, Innovative, Leadership skills, Communication skills, Ability to think outside the box, Problem Solving, Understanding customers’ requests, Time management.

	
	Business experience and any training undertaken: Agency Supervisor, Restaurant Manager, Receptionist, Waitress, Hostess.  Trainings - GDPR Essentials, Equality and Diversity, Environmental Sustainability, Health and Safety, Waste Reduction, Handling difficult conversations, Time management and Prioritisation, Leadership styles, Learning and Development.

	
	Academic/professional qualifications: GDPR Essentials, Equality and Diversity, Environmental Sustainability, Health and Safety, Waste Reduction, handling difficult conversations, Time management and Prioritisation, Leadership styles, Learning and Development, International Hotel Management

	
	Salary expectations £ 41 000 annual














	
	Name: Gabriela Zosllei
Position/main responsibilities: Party Planner

	
	Experience and knowledge of our industry: Hospitality, Private events, Wine Ambassador

	
	

	
	Previous employment: Restaurant Supervisor, Retail Sales Assistant  

	
	Key skills brought to the business: Creativity, Problem Solving, Negotiation and Budgeting, Multitasking

	
	Business experience and any training undertaken: Alcohol licence, Supervisor trained, Wine Ambassador

	
	Academic/professional qualifications: International Hotel Management Course

	
	Salary expectations £ 30 000



	

	Name: Catalin Cocos
Position/main responsibilities: Financial Manager

	
	Experience and knowledge of our industry: Bartender, Chef, Waiter, Hospitality industry experience

	
	

	
	Previous employment: Restaurant Supervisor, Head Chef, Bartender, Waiter

	
	Key skills brought to the business: Communication skill, Team worker, Punctuality 

	
	Business experience and any training undertaken: Health & Safety, Driving Licence, Taxi Driver

	
	Academic/professional qualifications: N/A

	
	Salary expectations £ £35 000









[bookmark: _heading=h.1t3h5sf]Vision
	
	
	

	
	[bookmark: _heading=h.4d34og8]4 The business idea
	

	
	[bookmark: _heading=h.2s8eyo1]Sum up your business idea:

The Business idea was inspired by the Bulgarian Community in the UK which is looking for events where they can celebrate their special occasion and to enjoy the Bulgarian cousin. Our business highlights cultural authentic experience for the Bulgarian community in Medway, Rochester, Kent, UK, and it’s the only party agency that organises and plan Bulgarian Parties.  

Please see Mind Map (Appendix 0)











	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _heading=h.17dp8vu]5 Business goals
	

	
	1. What do you want to achieve in your first year of business?
As a Start-up Business we would like to achieve turnover of £150 000 by the end of first year. To achieve this amount, we are more focused on higher customer satisfaction as well as wider brand recognition.
	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?
Klofstens business platform

	Time-Period
	Idea
	Product 
	The Market 
	Organisation 
	Expertise 
	Driving Forces 
	Customer Relations 
	Other Relations

	Now 
	7
	6
	8
	7
	5
	6
	8
	7

	5 years later
	8
	8
	9
	10
	9
	8
	10
	9




Table: Scores for Klofstens Business Platform
(Source: Created by the learner)




Figure 1: Bulgarian Festivities UK projected position using Polar Diagram
From the application of Klofstens business platform, the business is expected to improve in its operations especially in customer relations and expertise whose projected scores were observed to be at 9 and 10 respectively. This is the outcome that is expected from Bulgarian Festivities UK 5 years later. 



	

	
	
	

	
	
	

	
	

	
	
	

	
	[bookmark: _heading=h.3rdcrjn]6 What the business does

	Product/service
	Features
	Benefits

	· Standard and Premium packages
	· Packages related to list of product and services provided by the company based on the customer request
	· For providing high quality experience and gaining value for money. 
· Encourages the business

	· Registration and deposit fees 
	· Verifying the names of the customers. 
· Anticipating the date of departure. 
	· Ensuring that all the damages are covered. 




	

	
	[bookmark: _heading=h.26in1rg]7 What makes the business different?

Our business is unique due to the lack of competitors in the area which helps the customers in providing a higher level of satisfaction and Bulgarian party nature experience. The conception of our agency is to provide a traditional Bulgarian atmosphere even in another country with cost-effective prices.
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _heading=h.lnxbz9]8 Legal requirements
The legal and insurance requirements that apply in your business are:

1. Public Liability Insurance - needs to be covered in case if any guests face any injury within the premises. 

	

	
	You will meet your legal and insurance requirements by:
1. Paying a monthly insurance of £3.19 to cover the risks of the employers. 

	

	
	
	



[bookmark: _heading=h.35nkun2]Marketing
	
	
	

	
	[bookmark: _heading=h.1ksv4uv]9 Market research
	

	
	[bookmark: _heading=h.44sinio]Trends in your chosen market are:

1. Cultural Trends and Traditions: In the UK, there is a growing interest in multicultural events and experiences, including those that celebrate different cultural traditions. The demand for authentic cultural experiences, such as traditional Bulgarian festivities, is increasing (Smith, 2020).
2. Digitalisation and Technology Integration: The use of technology in event planning and management is becoming increasingly prevalent. This includes online ticket sales, event apps for engagement, and virtual event platforms. Integrating technology into our services will enhance customer experience and streamline operations (Jones et al., 2019).
3. CRM (Customer Relationship Management): Building strong relationships with customers is essential for repeat business and positive word-of-mouth referrals. Implementing a CRM system will allow us to effectively manage customer interactions and tailor our services to their preferences (Chen & Popovich, 2003).

	

	
	[bookmark: _heading=h.2jxsxqh]How you know this: (Provide examples with references)
· Please see the PESTEL Analyse (Appendix 1)

	

	
	[bookmark: _heading=h.z337ya]10 Profiling customers
[bookmark: _heading=h.3j2qqm3]The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. Please see the BMC (Appendix 2)
2. Please see 4 Customers profiles (Appendix 3)

1. Cultural Enthusiasts: Individuals interested in experiencing authentic cultural events and traditions.
2. Event Planners: Professionals seeking unique and diverse options for their clients' events.
3. Bulgarian Diaspora: Bulgarians living in the UK who wish to celebrate their heritage and traditions.
4. Tourists: Visitors to the UK looking for unique cultural experiences beyond mainstream attractions.

	

	
	[bookmark: _heading=h.1y810tw]Your customer research has shown what your customers want is: 


	

	
	1. Based on the research of Similar Web our customers want  (What research did you undertake and what were the results?) 

Based on data from Similar Web, our analysis indicates a high volume of online searches related to Bulgarian cultural events in the UK. This suggests a strong demand for such experiences among our target audience. Additionally, surveys conducted among Bulgarian diaspora communities and cultural enthusiasts revealed a desire for more opportunities to participate in Bulgarian festivities and traditions in the UK.
	

	
	
	

	
	[bookmark: _heading=h.4i7ojhp]How you know this:
· [bookmark: bookmark=id.2xcytpi]      (What evidence can you offer)
· Please see Similar Web analyses (Appendix 9)
	

	
	[bookmark: _heading=h.1ci93xb]Number of customers you expect to win in each group and what they might pay:
	[bookmark: _heading=h.3whwml4]Group
	[bookmark: _heading=h.2bn6wsx]Number of customers
	[bookmark: _heading=h.qsh70q]Price they might pay per unit

	Male
	53%
	[bookmark: _heading=h.3as4poj]£40

	Female
	47%
	[bookmark: _heading=h.1pxezwc]£30

	18-24
	11%
	[bookmark: _heading=h.49x2ik5]£20

	25-34
	26%
	[bookmark: _heading=h.2p2csry]£30

	35-44
	19%
	[bookmark: _heading=h.147n2zr]£40



	

	
	
	



	
	
	

	
	[bookmark: _heading=h.3o7alnk]11 Profiling competitors

Please see Appendix 4, Appendix 5 and Appendix 6

	

	
	
	Competitor name
	Strengths
	Weaknesses

	· Wedding Planner Kent
	·     Variety offers for Weddings with great value of the money 
	·   Focused only on Wedding venues   

	·   	Platinum Event   
	·      Professional touch to detail for Weddings and great partnership
	·     Operating only in London, not in Medway area 



[bookmark: _heading=h.23ckvvd]How you can improve on their offer and/or price(s) unique offerings:
	

	
	·      We can improve their offer by unique packages Standard and Platinum where our customers can do their best choice. As we are specified to the Bulgarian community only, our packages are unique due to Lack of competitors.
	

	
	
	

	
	
	

	
	[bookmark: _heading=h.ihv636]12 Managing market risks
[bookmark: _heading=h.32hioqz]Write down the risks you have identified:
1. Risk Identification: One identified risk is the potential impact of economic fluctuations on discretionary spending for cultural events.

	

	
	[bookmark: _heading=h.1hmsyys]How will you manage these risks so that they become less of a threat:
	

	
	Risk Management Strategy:
To mitigate this risk, we will diversify our revenue streams by offering a range of services, including event planning for corporate clients and cultural workshops. Additionally, we will closely monitor economic indicators and adjust our marketing and pricing strategies accordingly.

	

	
	[bookmark: _heading=h.41mghml]13 Pricing
	

	
	[bookmark: _heading=h.2grqrue]How you can calculate your prices:
	

	
	We will calculate our prices based on a combination of factors, including the cost of venue rental, catering, entertainment, and our desired profit margin. Additionally, we will conduct market research to benchmark our prices against competitors offering similar services while ensuring that our pricing remains competitive and attractive to our target customers.


	

	
	
	



	
	
	

	
	[bookmark: _heading=h.vx1227]How your prices compare with the competition:
	

	
	
	Product/service
	Your price(s)
	Range of competitor prices (per unit)

	Deposit Fee
	40% non-Refundable
	30-50% non-refundable

	Consultation Fee
	£50
	£45-£75

	Standard Package
	£50 per head
	£50 per head

	Premium Package
	£100 per head
	£130 per head




	

	
	[bookmark: _heading=h.3fwokq0]Reasons for the difference between your price(s) and your competitors’ price(s):

· The reason for difference between our prices and competitor prices is due to specific and individual party packages which we have more focused on the Bulgarian community where the culture takes priority and the specific services and products that we offer such as Bulgarian atmosphere, Bulgarian Traditions and cuisine.
	

	
	
	



	
	
	

	
	[bookmark: _heading=h.1v1yuxt]14 Promotion and advertising
[bookmark: _heading=h.4f1mdlm]How and where will you promote your product/service?

We will utilise a multi-channel approach to promote our services, including social media advertising, targeted email campaigns, partnerships with relevant influencers and organisations, and participation in cultural festivals and events. Additionally, we will invest in search engine optimization (SEO) to improve our online visibility and reach customers actively searching for Bulgarian cultural experiences in the UK.
Please see Appendix 7 and Appendix 8
	

	
	
	

	
	







	

	
	
	

	
	
	



[bookmark: _heading=h.2u6wntf]Running the business
	

	
	

	
	[bookmark: _heading=h.19c6y18]15 Staff

	Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	· Manager/ Marketing
	£ 41.000 annual
	· Project management
· Marketing
	· International Hospitality Management

	· Party planner
	£ 30.000 annual
	· Event’s organiser 
	· Level 2 certificate in events planning

	· Catering/ Hostess
	£28.000 annual
	· Hospitality / Food and beverage
	· Hospitality and catering level 1

	· Security
	£ 20.000 annual
	· Front door, Crowd management, Sectioning, Communication 
	· NVQ level 2 spectator control, qualification and possibly fire Marshal trained

	· Cleaner
	£15.000 annual
	· N/A
	· Healthy hygiene





	

	
	[bookmark: _heading=h.3tbugp1]16 Premises

	
	Cost £

	Premises required at start-up: Waterside Court, Neptune Way, Rochester Kent, Office
	£6996 annual
£583 p/m

	Premises required in the future (if different): N/A
	£ N/A



	

	
	[bookmark: _heading=h.28h4qwu]17 Suppliers

[bookmark: _heading=h.nmf14n]Your key suppliers and their credit terms


	Supplier
	What you’ll buy from them
	Number of days’ credit

	· Venue and Marquee hire
Pop top Rochester
	· Marquees and Tents 

	· 30

	· Staging and dancefloor Dance factors Kent
	· Staging, Display panels and dance floors
	· 90

	· Outdoor event furniture 
My furniture hire Kent
	· Outdoor/indoor furniture, linen, accessories 
	· 90

	· Audi-video and lighting specialist
ALD audio light design
	· Amplifier, Microphone, Sound mixer, Speakers
· Disco effect, Generics, LED, lighting console, Moving lights 
	· 90

	· Theming and decorations
Ashley Gladman Events Kent 


	· Planning Services, Décor fit for every occasion 
	· 30

	· Catering
Coco Basil Catering Rochester
	· Events Menu, Canapes, Finger foods, Bowl foods, Dessert Canapes, Barbecue
	· 30

	· Bar specialist
Brooks Bar Kent

	· Fully stocked bar, dry bar, 
	· 30

	· Florist
Ginger Lilly Rochester
	· Flowers for every occasion 
	· 30



	

	
	
	

	
	
	




	
	
	

	
	[bookmark: _heading=h.37m2jsg]18 Equipment

	Resource 
	When
	How funded
	Cost £ per unit

	· Tables
	· Day 1
	· Credit
	£370.34

	· Printers & Scanners
	· Day 1
	· Credit
	£314.98

	· Shredders 
	· Week 3
	· Credit
	£420.28

	· Seating
	· Day 1
	· Credit
	£250.08

	· Storage
	· Week 1
	· Credit
	£219.60

	· Desking
	· Day 1
	· Credit
	£208.74

	· Digital Projectors
	· Week 1
	· Credit
	£356.70

	· Safes & locks
	· Week 1
	· Credit
	£514.80

	· Writing instruments
	· Day 1
	· Credit
	£4.38



	

	
	
	

	
	
	

	
	
[bookmark: _heading=h.1mrcu09]19 Managing operational risks.

	Risk
	Solution

	Staff
· Calling sick
· Being late
· Not being professional

	
· Event risk management is the process of identifying, assessing, and controlling foreseeable risks that could impact the success of an event. These foreseeable risks include any incidents or issues that could impact attendees, suppliers, staff, or the venue itself.

	Suppliers
· Poor supplier performance
· Supply chain disruptions
· Quality issues
· Avoidable cost increases in materials, services and project costs 
	
· Define what information you need to collect. It is important to establish the data you need to collect, and why.
· Engage your organisation.
· Prioritise your suppliers.
· Identify the solution that best suits your needs.
· Define processes for dealing with supplier responses.






	

	
	
	



[bookmark: _heading=h.46r0co2]Finance 
Please double click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.			
	
	
	

	
	[bookmark: _heading=h.2lwamvv]20 Start-up costs
	

	
	[bookmark: _heading=h.111kx3o]Calculate how much money you need before you start trading



Workings
Total Wages = £(41000 + 30000 + 28000 + 20000 + 15000) / 12 = £11,167
Equipment: 
Tables = £(370.34*5) = £1,851.7
Printers and Scanners = £(314.98 * 2) = £629.96
Shredders = £(420.28 * 3) = 1,260.84
Seating = £(250.08 * 4) = £1,000.32
Storage = £(219.60 * 2) = £439.2
Desking = £(208.74 * 4) = £834.96
Digital Projectors = £356.70 
Safes and Locks = £514.80 
Writing Instruments = £(4.38 * 2) = £8.76
Total = £6,897.24

Analysis
Relative to the analysis of start-up cash, the total start up cash required for Bulgarian Festivities UK is £30450 Out of these, the most expensive amount is equipment for the business. The amount for the equipment is £6897.24 followed by stock of £2500. A stock of £2500 is a demonstration that the business has been focused on providing more on raw materials.   


                  * Total from here should be used in 22 Sourcing finance below
	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	

	

	
	21 Profit and loss forecast


Workings 
Printing and stationery = £629.96 
The amount of printing and stationery is deducted from the total costs of equipment which is = £ (6,897.24 – 629.96) = £6,267.28 + Vehicles = £7267.28

Analysis 
From the above income statement, it is observed that the gross profit of Bulgarian Festivities UK in the first year is £100,000 which gradually increased to £150000 in year 3. The breakeven analysis on year 1 and 2 were observed to £402347 and £400437 meaning that this the amount that the company needs to achieve in order to gain a break-even point in sales. 

	

	
	
	

	
	
	

	
	
	

	
	
	




	
	
	

	
	[bookmark: _heading=h.206ipza]22 Sourcing finance
	



	
	[bookmark: _heading=h.4k668n3]

Total borrowing requirement for the business



Analysis
The total start-up costs for the business is £30450 meaning that the business will require this amount to commence its operations. However, there were deductions from person and any other start up contributions that includes a contribution of £500 and £600 respectively. The final required amount is £29350 to commence the operations. The assets which have been available as security is worth £5000 meaning that these assets can be useful in times of financial crisis. 


	



	
	[bookmark: _heading=h.1egqt2p]





23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
[bookmark: _heading=h.3ygebqi]The risks that you have identified for your financial forecast are:
	

	
	1. Actual expenses being higher than that of forecasted amount: It was observed that the actual expenses were considerably higher than that of the amount that was forecasted in the profit and loss statement which brought down the profits. 
2. Cost of production risk: Cost of production risk is the risk that arises due goods being damaged and outputs being higher than that of the estimated output. 
3. Employee Risks: Employee risks covers all the aspects that an employee is capable of doing who can even damage the business of the employer in some other way. 













	

	
	[bookmark: _heading=h.2dlolyb]How you will minimise their impact:
1. Reduction of supply expenses: Supply chain expenses can be reduced through proper inventory management, boost in operational efficiency and clearance of the procurement strategy (Akinlabi, 2021). This can also be implemented in Bulgarian Festivities UK by bringing down excess supply costs. 
2. Regular reviews and updating the controls: For mitigating the production risk, it is important for the management of Bulgarian Festivities UK to identify the risks and monitor them accordingly. This includes conducting a risk assessment plan to avoid scope creep risks related to financial forecasts. 
3. Clear communication with the employees: For clearly communicating with the employees, it is important to allow the employees in stating their opinions which can reduce employee related risks in the company’s finances. 











	

	
	
	




	
	
	
	
	
	

	
	[bookmark: _heading=h.sqyw64]24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 



	

	
	
	



	


	
	

	
	
	

	
	
	
	
	
	



Analysis
From the figures of the cash flow statement, it was observed that actual income was significantly higher than that of forecasted income. In this scenario, both the sales figures were observed to be £87600 and £112000 respectively. This is an indication that the Bulgarian Festivities UK is performing efficiently and that the sales are considerably higher. However, the management team needs to keep a check on the rise in expenses where the actual expenses were observed to be at £188178 whereas the forecasted expenses are at £188839 respectively
25 Conclusion. 

In conclusion, the business plan for Bulgarian Festivities UK is a testament to our team's dedication, expertise, and passion for bringing authentic Bulgarian cultural experiences to the United Kingdom. Led by a dynamic group of individuals with diverse backgrounds and skills, our team is well-equipped to establish and grow a thriving party agency that caters to the Bulgarian community and beyond.
With Irina Dode's leadership and experience in hospitality, Gergana Nikolova's marketing prowess, Gabriela Zosllei's creativity as a party planner, and Catalin Cocos's financial acumen, we have assembled a formidable team capable of delivering exceptional events and exceeding customer expectations.
Our business idea, inspired by the Bulgarian community's desire for cultural celebrations and traditional cuisine, fills a unique niche in the market. We aim to provide memorable experiences that highlight Bulgarian traditions and create a sense of belonging for Bulgarians living in the UK, expatriates, and cultural enthusiasts alike.
In our first year of business, we aspire to achieve a turnover of £150,000 by prioritising customer satisfaction and brand recognition. Looking ahead, our vision for Bulgarian Festivities UK is ambitious. Utilising Klofstens Business Platform, we project significant growth in our operations, expertise, and customer relations over the next 3-5 years.
Our product and service offerings, including standard and premium party packages, set us apart from competitors by delivering authentic Bulgarian experiences tailored to our customers' preferences. We are committed to meeting all legal and insurance requirements to ensure the safety and satisfaction of our guests.
Through thorough market research and customer profiling, we have identified key customer groups and their preferences, allowing us to tailor our offerings to meet their needs effectively. By leveraging digital marketing strategies and partnerships with influencers and organisations, we will promote our services and expand our reach.
Managing operational risks, including economic fluctuations and supplier performance, is integral to our success. We have developed strategies to mitigate these risks, such as diversifying revenue streams and prioritising reliable suppliers.  Managing Financial Risk with reduction of supply expenses and clear employee communication.
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Appendix 3

	Customer segments/
Search Type
	Customer profile
1
	Customer profile
2
	Customer profile
3
	Customer profile
4

	
	Similar Web Search
(Appendix 10)
	BMC
(Appendix 2)
	Organic Search
	Direct search

	Demographics
	Age 25-34 
	Age 25-34 
	Bulgarians 24-34
	Adults over 40 age

	Location
	UK
	Rochester, Kent, UK
	Medway, Kent, UK
	Maidstone, Kent, UK

	Hobbies
	Internet tools
	Music and Party 
	Dance, Music, Party
	Traveller

	Job Title
	Software Engineer
	Full time employees,
lower executives
	Full Time employees
	Higher Executive

	Purchase habit
	1 per 3 months
	1 p/m
	1 per 3 months
	1 per 3 months

	Challenges
	Art and Entertainment
	Limited time prioritisation
	Occupancy
	Family

	Goals
	Computer and Electronics
	Friendships,
Personal Development
	Friendship,
Enjoy Bulgarian culture
	Dining and
social experience

	Turnover
	Food and Beverages
	Time
	Bulgarian Traditions 
	Luxury Cuisine

	Income
	£49k - £50k 
	£22k - £25k
	£25k - £32k
	£40 000 - £50 000
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START UP COSTS

						£

		IT and computers				800

		Telephones and broadband				600

		Equipment				6,897

		Stock				2,500

		Tools				850

		Vehicles				1,000

		Professional fees				600

		Insurance				3

		Rent/rent deposit				583

		Stationery				500

		Marketing				750

		Consumables				500

		Licences				700

		Training				800

		Association fees				600

		Wages/recruitment				11,167

		Security/health and safety equipment				600

		Market research costs				450

		Other (Finance Costs)				550

						0

						0

						0

						0

						0

		TOTAL  £				30,450
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Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 150,000 180,000 210,000

Less variable costs 50,000 55,000 60,000

Gross profit (sales less variable 

costs) = 

100,000 125,000 150,000

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

1 1 0

Salaries/wages (survival income + 

any staff

134,000 134,000 134,000

Premises (including rent, rates, 

utilities)

6,996 6,996 6,996

Telephone and broadband 7,200 7,500 7,800

Printing, post and stationery 630 630 630

Advertising and promotion 9,000 9,500 10,000

Bank charges 1,200 1,300 1,400

Professional fees 7,200 7,800 8,500

Insurances 38 38 38

Bank/HP/Interest (payable to your 

bank)

1,100 1,200 1,300

Stock 30,000 32,000 34,000

Consumables 6,000 6,800 7,500

Equipment and vehicle leasing 7,267 7,267 7,267

Depreciation 1,000 1,050 1,100

Other (Finance Costs) 6,600 7,000 7,500

Total fixed costs 218,232 223,082 228,032

Net profit (gross profit less fixed cost)

-118,232 -98,082 -78,032

Calculate your net profit margin (net 

profit divided by total sales x 100)

-1 -54 -37

Calculate your break even Year 1 (£) Year 2 (£) Year 3 (£)

Total variable costs + total fixed costs 

(B)

268,232 278,082 288,032

Break even (B) divided by (A) 402,347 400,437 0


Microsoft_Excel_97-2004_Worksheet1.xls
Sheet1

		

						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		150,000		180,000		210,000

				Less variable costs		50,000		55,000		60,000

				Gross profit (sales less variable costs) =		100,000		125,000		150,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		1		1		0

				Salaries/wages (survival income + any staff		134,000		134,000		134,000

				Premises (including rent, rates, utilities)		6,996		6,996		6,996

				Telephone and broadband		7,200		7,500		7,800

				Printing, post and stationery		630		630		630

				Advertising and promotion		9,000		9,500		10,000

				Bank charges		1,200		1,300		1,400

				Professional fees		7,200		7,800		8,500

				Insurances		38		38		38

				Bank/HP/Interest (payable to your bank)		1,100		1,200		1,300

				Stock		30,000		32,000		34,000

				Consumables		6,000		6,800		7,500

				Equipment and vehicle leasing		7,267		7,267		7,267

				Depreciation		1,000		1,050		1,100

				Other (Finance Costs)		6,600		7,000		7,500

				Total fixed costs		218,232		223,082		228,032

				Net profit (gross profit less fixed cost)		-118,232		-98,082		-78,032

				Calculate your net profit margin (net profit divided by total sales x 100)		-1		-54		-37

				Calculate your break even		Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total variable costs + total fixed costs (B)		268,232		278,082		288,032

				Break even (B) divided by (A)		402,347		400,437		0
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30450

Personal start-up contributions           - 500

Other start-up contributions            - 600

Total required = 29,350

= 5,000



Start-up costs

The assets you have available as security
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								£

				Start-up costs				30450

				Personal start-up contributions		-		500

				Other start-up contributions		-		600

				Total required		=		29,350

				The assets you have available as security

						=		5,000
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Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 12,500 14,000 12,500 14,000 12,500 14,000 12,500 14,000 12,500 14,000 12,500 14,000 12,500 14,000 87,500 98,000

Cash received from debtors 100 200 100 200 100 200 100 200 100 200 100 200 100 200 700 1,400

Capital/loans received 2,000 1,800 2,000 1,800 2,000 1,800 2,000 1,800 2,000 1,800 2,000 1,800 2,000 1,800 14,000 12,600

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 14,600 16,000 0 16,000 14,600 16,000 14,600 16,000 14,600 16,000 14,600 16,000 14,600 16,000 102,200 112,000

EXPENDITURE

Wages to staff (incl. PAYE & NI) 11,167 11,000 11,167 11,000 11,167 11,000 11,167 11,000 11,167 11,000 11,167 11,000 11,167 11,000 78,169 77,000

Premises (rent, rates & utilities) 583 583 583 583 583 583 583 583 583 583 583 583 583 583 4,081 4,081

Telephone & Broadband 600 650 600 650 600 650 600 650 600 650 600 650 600 650 4,200 4,550

Printing, post & stationery 630 550 630 550 630 550 630 550 630 550 630 550 630 550 4,410 3,850

Advertising & promotion 750 750 750 750 750 750 750 750 750 750 750 750 750 750 5,250 5,250

Bank charges 100 110 100 110 100 110 100 110 100 110 100 110 100 110 700 770

Professional fees 600 500 600 500 600 500 600 500 600 500 600 500 600 500 4,200 3,500

Insurances 38 50 38 50 38 50 38 50 38 50 38 50 38 50 266 350

Bank/HP 92 100 92 100 92 100 92 100 92 100 92 100 92 100 644 700

Equipment & vehicle leasing 606 650 606 650 606 650 606 650 606 650 606 650 606 650 4,239 4,550

Payments relating to variable costs 4,167 4,200 4,167 4,200 4,167 4,200 4,167 4,200 4,167 4,200 4,167 4,200 4,167 4,200 29,169 29,400

Capital Expenditure 500 600 500 600 500 600 500 600 500 600 500 600 500 600 3,500 4,200

Other Payments 600 550 600 550 600 550 600 550 600 550 600 550 600 550 4,200 3,850

VAT 400 350 400 350 400 350 400 350 400 350 400 350 400 350 2,800 2,450

Owner's wages/salary 800 700 800 700 800 700 800 700 800 700 800 700 800 700 5,600 4,900

Owner's National Insurance 700 600 700 600 700 600 700 600 700 600 700 600 700 600 4,900 4,200

Loan repayments (incl. interest) 1,000 1,200 1,000 1,200 1,000 1,200 1,000 1,200 1,000 1,200 1,000 1,200 1,000 1,200 7,000 8,400

Stock 2,500 2,667 2,500 2,667 2,500 2,667 2,500 2,667 2,500 2,667 2,500 2,667 2,500 2,667 17,500 18,669

Consumables 500 567 500 567 500 567 500 567 500 567 500 567 500 567 3,500 3,969

Other (Finance Costs) 550 600 550 600 550 600 550 600 550 600 550 600 550 600 3,850 4,200

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 26,883 26,977 26,883 26,977 26,883 26,977 26,883 26,977 26,883 26,977 26,883 26,977 26,883 26,977 188,178 188,839

Income less expenditure -12,283 -10,977 -26,883 -10,977 -12,283 -10,977 -12,283 -10,977 -12,283 -10,977 -12,283 -10,977 -12,283 -10,977 -85,978 -76,839

Opening bank balance 0 0 -12,283 -10,977 -39,165 -21,954 -51,448 -32,931 -63,730 -43,908 -76,013 -54,885 -88,295 -65,862 -88,295 -65,862

Closing bank balance -12,283 -10,977 -39,165 -21,954 -51,448 -32,931 -63,730 -43,908 -76,013 -54,885 -88,295 -65,862 -100,578 -76,839 -100,578 -76,839

6 TOTAL



Start-up 0 1 2 3 4 5


Microsoft_Excel_97-2004_Worksheet3.xls
First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		12,500		14,000		12,500		14,000		12,500		14,000		12,500		14,000		12,500		14,000		12,500		14,000		12,500		14,000		87,500		98,000

		Cash received from debtors		100		200		100		200		100		200		100		200		100		200		100		200		100		200		700		1,400

		Capital/loans received		2,000		1,800		2,000		1,800		2,000		1,800		2,000		1,800		2,000		1,800		2,000		1,800		2,000		1,800		14,000		12,600

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		14,600		16,000		0		16,000		14,600		16,000		14,600		16,000		14,600		16,000		14,600		16,000		14,600		16,000		102,200		112,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		11,167		11,000		11,167		11,000		11,167		11,000		11,167		11,000		11,167		11,000		11,167		11,000		11,167		11,000		78,169		77,000

		Premises (rent, rates & utilities)		583		583		583		583		583		583		583		583		583		583		583		583		583		583		4,081		4,081

		Telephone & Broadband		600		650		600		650		600		650		600		650		600		650		600		650		600		650		4,200		4,550

		Printing, post & stationery		630		550		630		550		630		550		630		550		630		550		630		550		630		550		4,410		3,850

		Advertising & promotion		750		750		750		750		750		750		750		750		750		750		750		750		750		750		5,250		5,250

		Bank charges		100		110		100		110		100		110		100		110		100		110		100		110		100		110		700		770

		Professional fees		600		500		600		500		600		500		600		500		600		500		600		500		600		500		4,200		3,500

		Insurances		38		50		38		50		38		50		38		50		38		50		38		50		38		50		266		350

		Bank/HP		92		100		92		100		92		100		92		100		92		100		92		100		92		100		644		700

		Equipment & vehicle leasing		606		650		606		650		606		650		606		650		606		650		606		650		606		650		4,239		4,550

		Payments relating to variable costs		4,167		4,200		4,167		4,200		4,167		4,200		4,167		4,200		4,167		4,200		4,167		4,200		4,167		4,200		29,169		29,400

		Capital Expenditure		500		600		500		600		500		600		500		600		500		600		500		600		500		600		3,500		4,200

		Other Payments		600		550		600		550		600		550		600		550		600		550		600		550		600		550		4,200		3,850

		VAT		400		350		400		350		400		350		400		350		400		350		400		350		400		350		2,800		2,450

		Owner's wages/salary		800		700		800		700		800		700		800		700		800		700		800		700		800		700		5,600		4,900

		Owner's National Insurance		700		600		700		600		700		600		700		600		700		600		700		600		700		600		4,900		4,200

		Loan repayments (incl. interest)		1,000		1,200		1,000		1,200		1,000		1,200		1,000		1,200		1,000		1,200		1,000		1,200		1,000		1,200		7,000		8,400

		Stock		2,500		2,667		2,500		2,667		2,500		2,667		2,500		2,667		2,500		2,667		2,500		2,667		2,500		2,667		17,500		18,669

		Consumables		500		567		500		567		500		567		500		567		500		567		500		567		500		567		3,500		3,969

		Other (Finance Costs)		550		600		550		600		550		600		550		600		550		600		550		600		550		600		3,850		4,200

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		26,883		26,977		26,883		26,977		26,883		26,977		26,883		26,977		26,883		26,977		26,883		26,977		26,883		26,977		188,178		188,839

		Income less expenditure		-12,283		-10,977		-26,883		-10,977		-12,283		-10,977		-12,283		-10,977		-12,283		-10,977		-12,283		-10,977		-12,283		-10,977		-85,978		-76,839

		Opening bank balance		0		0		-12,283		-10,977		-39,165		-21,954		-51,448		-32,931		-63,730		-43,908		-76,013		-54,885		-88,295		-65,862		-88,295		-65,862

		Closing bank balance		-12,283		-10,977		-39,165		-21,954		-51,448		-32,931		-63,730		-43,908		-76,013		-54,885		-88,295		-65,862		-100,578		-76,839		-100,578		-76,839





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		87,500		98,000		0		0		0		0		0		0		0		0		0		0		0		0		87,500		98,000

		Cash received from debtors		700		1,400		0		0		0		0		0		0		0		0		0		0		0		0		700		1,400

		Capital/loans received		14,000		12,600		0		0		0		0		0		0		0		0		0		0		0		0		14,000		12,600

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		102,200		112,000		0		0		0		0		0		0		0		0		0		0		0		0		102,200		112,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		78,169		77,000		0		0		0		0		0		0		0		0		0		0		0		0		78,169		77,000

		Premises (rent, rates & utilities)		4,081		4,081		0		0		0		0		0		0		0		0		0		0		0		0		4,081		4,081

		Telephone & Broadband		4,200		4,550		0		0		0		0		0		0		0		0		0		0		0		0		4,200		4,550

		Printing, post & stationery		4,410		3,850		0		0		0		0		0		0		0		0		0		0		0		0		4,410		3,850

		Advertising & promotion		5,250		5,250		0		0		0		0		0		0		0		0		0		0		0		0		5,250		5,250

		Bank charges		700		770		0		0		0		0		0		0		0		0		0		0		0		0		700		770

		Professional fees		4,200		3,500		0		0		0		0		0		0		0		0		0		0		0		0		4,200		3,500

		Insurances		266		350		0		0		0		0		0		0		0		0		0		0		0		0		266		350

		Bank/HP		644		700		0		0		0		0		0		0		0		0		0		0		0		0		644		700

		Equipment & vehicle leasing		4,239		4,550		0		0		0		0		0		0		0		0		0		0		0		0		4,239		4,550

		Payments relating to variable costs		29,169		29,400		0		0		0		0		0		0		0		0		0		0		0		0		29,169		29,400

		Capital Expenditure		3,500		4,200		0		0		0		0		0		0		0		0		0		0		0		0		3,500		4,200

		Other Payments		4,200		3,850		0		0		0		0		0		0		0		0		0		0		0		0		4,200		3,850

		VAT		2,800		2,450		0		0		0		0		0		0		0		0		0		0		0		0		2,800		2,450

		Owner's wages/salary		5,600		4,900		0		0		0		0		0		0		0		0		0		0		0		0		5,600		4,900

		Owner's National Insurance		4,900		4,200		0		0		0		0		0		0		0		0		0		0		0		0		4,900		4,200

		Loan repayments (incl. interest)		7,000		8,400		0		0		0		0		0		0		0		0		0		0		0		0		7,000		8,400

		Stock		17,500		18,669		0		0		0		0		0		0		0		0		0		0		0		0		17,500		18,669

		Consumables		3,500		3,969		0		0		0		0		0		0		0		0		0		0		0		0		3,500		3,969

		Other (please specify)		3,850		4,200		0		0		0		0		0		0		0		0		0		0		0		0		0		4,200

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		188,178		188,839		0		0		0		0		0		0		0		0		0		0		0		0		188,178		188,839

		Income less expenditure		-85,978		-76,839		0		0		0		0		0		0		0		0		0		0		0		0		-85,978		-76,839

		Opening bank balance		-88,295		-65,862		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839

		Closing bank balance		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839		-100,578		-76,839





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		50,000		56,000		37,500		42,000		0		0		0		0		87,500		98,000

		Cash received from debtors		400		800		300		600		0		0		0		0		700		1,400

		Capital/loans received		8,000		7,200		6,000		5,400		0		0		0		0		14,000		12,600

		Other Payments		0		0		0		0		0		0		0		0		0		0

		TOTAL £		43,800		64,000		43,800		48,000		0		0		0		0		87,600		112,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		44,668		44,000		33,501		33,000		0		0		0		0		78,169		77,000

		Premises (rent, rates & utilities)		2,332		2,332		1,749		1,749		0		0		0		0		4,081		4,081

		Telephone & Broadband		2,400		2,600		1,800		1,950		0		0		0		0		4,200		4,550

		Printing, post & stationery		2,520		2,200		1,890		1,650		0		0		0		0		4,410		3,850

		Advertising & promotion		3,000		3,000		2,250		2,250		0		0		0		0		5,250		5,250

		Bank charges		400		440		300		330		0		0		0		0		700		770

		Professional fees		2,400		2,000		1,800		1,500		0		0		0		0		4,200		3,500

		Insurances		152		200		114		150		0		0		0		0		266		350

		Bank/HP		368		400		276		300		0		0		0		0		644		700

		Equipment & vehicle leasing		2,422		2,600		1,817		1,950		0		0		0		0		4,239		4,550

		Payments relating to variable costs		16,668		16,800		12,501		12,600		0		0		0		0		29,169		29,400

		Capital Expenditure		2,000		2,400		1,500		1,800		0		0		0		0		3,500		4,200

		Other Payments		2,400		2,200		1,800		1,650		0		0		0		0		4,200		3,850

		VAT		1,600		1,400		1,200		1,050		0		0		0		0		2,800		2,450

		Owner's wages/salary		3,200		2,800		2,400		2,100		0		0		0		0		5,600		4,900

		Owner's National Insurance		2,800		2,400		2,100		1,800		0		0		0		0		4,900		4,200

		Loan repayments (incl. interest)		4,000		4,800		3,000		3,600		0		0		0		0		7,000		8,400

		Stock		10,000		10,668		7,500		8,001		0		0		0		0		17,500		18,669

		Consumables		2,000		2,268		1,500		1,701		0		0		0		0		3,500		3,969

		Other (please specify)		2,200		2,400		1,650		1,800		0		0		0		0		3,850		4,200

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		107,530		107,908		80,648		80,931		0		0		0		0		188,178		188,839
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Brexit Impact: Changes in
immigration policies and
trade agreements post-

Brexit may affect the
availability and cost of
imported Bulgarian goods,
such as food, beverages,
and decorations,
potentially impacting
event planning costs.

Government Regulations:

Compliance with
regulations related to
event permits, health and

safety standards, and
alcohol licensing can
influence operational
processes and costs
(Johnson et al., 2020).

Economic Stability:
Fluctuations in the UK
economy, including
changes in consumer
spending, inflation rates,
and employment levels, can
impact disposable incomes
and the demand for event
planning services within the
Bulgarian community.
Exchange Rates: Variations
in exchange rates between
the British pound and
Bulgarian lev can affect the
cost of importing Bulgarian
products and services,
impacting overall cost
structures (Todorova et al.,
2019).

Cultural Preferences: Shifts
in cultural preferences,
lifestyle trends, and
demographic characteristics
within the Bulgarian
community may influence
the types of events, themes,
and services in demand
(Georgieva & Avramov,
2021).
Integration and Identity:
Considerations of
acculturation and
integration within the UK
society may influence the
extent to which Bulgarian
cultural traditions are
preserved and celebrated in
events (Bodiroga-Vukobrat
etal., 2018).

Digitalisation Trends:
Advances in event
management software,
virtual event platforms, and
social media marketing
tools present opportunities
to enhance efficiency,
communication, and client
engagement (Kim etal.,
2020).

Data Security: Compliance
with data protection
regulations, such as GDPR,
is crucial when collecting
and managing client
information and
preferences (Yankova et

al., 2021).

Sustainability Practices:
Growing awareness of
environmental issues and
consumer preferences for
eco-friendly practices may
necessitate the adoption
of sustainable event
planning practices, such
as waste reduction and
carbon offsetting
(Gancheva et al., 2020).

Health and Safety
Regulations: Adherence
to health and safety
regulations, including
COVID-19 protocols and
emergency evacuation
procedures, is essential
to ensure the safety of
event attendees and
compliance with legal
requirements (Johnson et

al., 2020).
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successful events.

2. Stong network and
relationships with suppliers,
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3. Creative and innovative
approach in designing
unique and memorable
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skills, ensuring clients
satisfaction.
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The event planning
industry in the UK may
face a moderate threat
of new entrants due to
relatively low barriers to
entry, such as minimal
capital requirements
and easy access to
suppliers (Chen etal.,
2019).

However, established
party agencies may
benefit from economies
of scale, brand
recognition, and
existing customer
relationships, making it
challenging for new
entrants to gain market
share (Smith &
Johnson, 2020).

Suppliers in the event
planning industry include
venues, caterers, decorators,
entertainers, and equipment
rental companies.

The bargaining power of
suppliers may vary
depending on factors such
as the availability of
alternative suppliers,
switching costs, and the
uniqueness of their offerings
(Yankova & Petrova, 2018).
Strong relationships with
reliable suppliers and
strategic partnerships can
mitigate supplier power and
ensure access to quality
products and services at
competitive prices.

Buyers, including
individuals, corporations,
and organizations, have
moderate to high
bargaining power in the
event planning industry.
Buyers may negotiate
prices, demand customized
services, or switch to
alternative event planning
providers if dissatisfied with
service quality or pricing
(Johnson & Brown, 2019).
Building strong customer
relationships, delivering
exceptional service, and
offering unique value
propositions can mitigate
the bargaining power of
buyers and foster loyalty.

Substitutes for professional
event planning services
include DIY event planning,
self-organized gatherings, or
alternative forms of
entertainment and celebration
(Kim etal., 2021).

However, professional event
planning agencies offer
expertise, creativity,
convenience, and peace of
mind that may be difficult to
replicate through substitutes
(Smith etal., 2018).
Differentiating through
personalized experiences,
cultural authenticity, and value-
added services can reduce the
threat of substitutes and
maintain customer demand.

Competitive rivalry in the
event planning industry is
high due to the presence of
numerous agencies
competing for market share.
Factors contributing to
competitive rivalry include
price competition, service
differentiation, marketing
strategies, and geographic
coverage (Chen & Zhang,
2020).

Differentiating through
specialization, niche targeting
innovative services, and
superior customer
experiences can strengthen
competitive advantage and
mitigate rivalry.
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The product aspect for a
Bulgarian party agency in the
UK involves the range of event
planning and management
services offered, including
weddings, birthdays, corporate
events, and cultural
celebrations.

According to Kotler (2020), the
product should meet the needs
and preferences of the target
market while differentiating
from competitors through
factors such as customisation,
cultural authenticity, and
unique value propositions.
In-text Citation: (Kotler, 2020).

Pricing strategies for the
Bulgarian party agency
should consider factors
such as market demand,
cost structures, competitor
pricing, and perceived
value by customers (Smith
and Johnson, 2019).
Suggest that pricing
decisions should balance
profitability with
affordability for customers
while considering the
perceived quality and
uniqueness of the
services offered (Smith &
Johnson, 2019).

Place refers to the
distribution channels and
locations where
customers can access the
party agency's services,
including online
platforms, physical offices,
and partner venues.
According to Armstrong
(2021), effective place
strategies involve
selecting distribution
channels that reach target
customers efficiently while
providing convenient
access to services
(Armstrong, 2021).

MARKETING MIX

Promotion encompasses the
communication strategies
used to create awareness,
generate interest, and drive
sales for the party agency's
services. This may include
advertising, public relations,
social media marketing, and
event sponsorships.
Emphasise the importance of
integrated marketing
communication strategies
that deliver consistent
messages across multiple
channels to engage
customers effectively (Kotler
& Keller, 2016).

People refer to the
employees, event planners,
and staff members who
interact with customers and
deliver the party agency's
services. Their
professionalism, expertise,
and customer service skills
play a crucial role in
customer satisfaction and
loyalty.

Bitner (2017) highlight the
significance of employee
training, motivation, and
empowerment in delivering
superior service experiences
and building strong customer
relationships (Bitner, 2017).

Process

Process involves the systems,
procedures, and workflows
used to deliver and manage
event planning services, from
initial client consultations to
post-event follow-ups. Efficient
processes ensure consistency,
reliability, and quality in
service delivery.

Fitzsimmons and Fitzsimmons
(2019) emphasise the
importance of process design
and continuous improvement
to optimise service delivery
and meet customer
expectations (Fitzsimmons &
Fitzsimmons, 2019).

Physical evidence encompasses
the tangible elements that
customers encounter when
engaging with the party agency,
such as website design,
marketing materials, venue decor,
and event setups. These
elements contribute to the overall
perception of service quality and
professionalism.

Zeithaml (2016) discuss the role
of physical evidence in shaping
customer perceptions and
influencing purchase decisions,
emphasising the need for
consistency and attention to detail
(Zeithaml, 2016).
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UPLIGHTER HIRE

LED uplights are a great way to add a pop of color and
transform the ambiance of any space. They come in a
variety of shapes and sizes, from mains powered to
wireless and battery operated options, making them

incredibly versatile and easy to use.

At Audio Light Design, we offer a range of LED uplights
for hire that are perfect for adding a splash of color to
any space. Contact us to learn more about our lighting
hire services and how we can help you transform your

event or venue.

| Find Out More |
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Ashley Gladman Events is a family run business which is dedicated to turning
your ideas into action and making your event come alive. We work with
corporate and private clients with their event planning and management. Our
ethos is designing your perfect day to turn it into the event you have imagined
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and reverses when too much paper is inserted

« Easily shreds multiple documents, even with 4 Add to quicklist
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Office Equipment

Special Offers Office Products Ink & Toners Packaging, Storage & Mailing Furniture Technology Safety & PPE

< Home

Derby

Derby high back executive chair - black
faux leather £208.40 excl VAT

Pack of 1
@ 1 Location: 106 In Stock

incl. VAT £250.08
Product Code: DER300T1-BLK

RRP £402.00
Category Office Chairs

Manufacturer Dams International
+ Back with standard tilt lock I 1

« Deep cushioned seat with waterfall front for

increased comfort Add to basket
N « Faux leather executive chair with leather padded

steel arms
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Office Equipment

Special Offers Office Products Ink & Toners Packaging, Storage & Mailing Furniture Technology Safety & PPE

< Home

Phoenix

Phoenix FC Series FC1003GAK Filing

Cabinet £183.00 excl VAT

Pack of 1
9 1 Location: 50 Stock available
incl. VAT £219.60

RRP £251.00

Product Code: FC1003GAK

Category Filing Cabinets
Manufacturer Phoenix

« ASSEMBY - Delivered flat packed for self-assembly I 1 I
or with the option to have it delivered, built on-

site, positioned and all packaging removed and Add to basket
recycled.

« CAPACITY - 3 Drawers. Each draw has a total filing

<3 Add to atickliet
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Office Equipment

Special Offers Office Products Ink & Toners Packaging, Storage & Mailing Furniture Technology Safety & PPE

< Home

Contract 25

Contract 25 cantilever leg straight desk
Starting from

Category Office Desks

Manufacturer Dams International £173.95 excl VAT
Pack of 1

Top Colour

incl. VAT £208.74
. Beech . Oak White e

RRP £248.00 §I\73ELLY
) Size

O 1000mm

QO 1200mm
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Office Equlpment

Special Offers Office Products Ink & Toners Packaging, Storage & Mailing Furniture Technology Safety & PPE

< Home

Acer Value X118HP 4000 ANSI Lumens 800
x 600 Pixels SVGA Resolution HDMI VGA £297.25 excl VAT

@ . USB Projector Pack of 1

incl. VAT £356.70

29 In Stock

RRP £332.92

S [ -

Category Digital Projectors

Manufacturer Acer 0 Add to basket

A At e
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Office Equipment

Special Offers Office Products Storage & Ma Furniture Technology Safety & PPE

< Home
Phoenix
Phoenix Datacare DS2001E Size 1 Data
Safe with Electronic Lock £429.00 excl VAT
e Pack of 1
{77 ‘_ Q 1 Location: 8 Stock available

incl. VAT £514.80

RRP £680.00
I Category Data Safes

Manufacturer Phoenix
« COLOUR - Finished in a high quality scratch I 1

resistant paint RAL9003 White.
« DROP TEST - Fire and impact tested from 9.1 Add to basket
\ metres for resistance to the impact of falling
- m l.\l ‘ through the burning ﬂjofsffa blul\dllwg. - + Add to quicklist
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Office Equipment

Special Offers Office Products Packaging, Storage & Mailing Furniture Technology Safety & PPE

< Home

ValueX
. ValueX Gel Stick Pen Rubber Grip

Rollerball Pen 0.5mm Line Black (Pack 10) £3.65 excl VAT
_ K2—01 Pack of 10

T — P incl. VAT £4.38
133 In Stock
RRP £9.36
Category Ballpoint & Rollerball Pens I ]
Manufacturer Hainenko Limited

f=] « 0.5mm line
« Gel ink give bold line lay-out Add to basket

« Grip and end-closure denotes ink colour
« Medilim neint <+ Add to quicklist
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Gergana Nikolova (2213953)  - Owner and Marketing Specialist



Irina Dode (2123684) – Host Organiser



Gabriela Zosllei (2133167) – Party Planner (running business)



Catalin Cocos (2214591) – Financial Manager
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Bulgarian Festivities UK is a party agency based in 
Medway area in Kent where we organised events 
for the Bulgarian Community by focusing on 
community engagement and providing events 
infused with Bulgarian traditions, cuisine, music, 
and decor. Our business is unique for our area due 
to lack of competitors and high interest from the 
Bulgarian community. The conception of our 
company is to provide a traditional Bulgarian 
Atmosphere in UK.
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Medway area in Kent where we organised events 

for the Bulgarian Community by focusing on 

community engagement and providing events 
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Atmosphere in UK.
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At Bulgarian Party Agency we have 5 member of staff. We are running our 
business from Rochester Kent, and we accept bookings from all over the Kent 
area. We work with many suppliers from all over the Kent area. Suppliers as 



"venue and marquee hire poptop ", "dance factors for staging and dance floors", 
"audio- video and lighting specialists ALD". We've got a diverse range of 



equipment for our office use. Equipment as: printers & scanners, digital projectors, 
laptops.



Running the Business
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Managing Operational Risk



Managing events is a risky business. Venues often lack effective event 
risk management , which can leave them exposed to potential threats. 
A protective approach to risk management is essential to ensure the 
safe and successful delivery of events.
 Event risk management is the process of identifying, assessing and 
controlling foreseeable risks that could impact the success of an event.










Managing Operational Risk

Managing events is a risky business. Venues often lack effective event 

risk management , which can leave them exposed to potential threats. 

A protective approach to risk management is essential to ensure the 

safe and successful delivery of events.

 Event risk management is the process of identifying, assessing and 

controlling foreseeable risks that could impact the success of an event.


image40.emf



Marketing Research



Our Marketing research includes Marketing Trends, Customer and Competitors 
profiling as well as Pricing, Promotion and Advertising. We are focused on CRM to 
build strong relationships for repeat business referrals, culture trends and traditions 
and digital and technology integration. By offering Standard and Premium packages 
we would like to achieve customer’s preferences and outline our brand is recognised.
In our business we managed to calculate a competitive prices and to promote and 
advertise in the social media.
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Managing Market Risk



Our Risk management strategy focusing on economical factors where 
we identified a potential impact. To manage this, we will offer more 
range of services for corporate clients as well as cultural workshops.



Bulgarian Festivities UK will invest in online visibility to reach the 
customers effectively.
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Financial Management
Our Financial plan define a Start-up Cost of £30k which means that the 



business require this amount to commence in operations. The Risk that we 
identified for the financial forecast is that the actual expenses are higher than 



the profit as well as the employee risk of damage the business. We can 
manage the risk with clear communication with the employees and with 



reduction of supply expenses.
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Q & A



Thank you!
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