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Introduction 
The purpose of this report is to reflect on the commercial awareness and entrepreneurial skills I have developed by participating in the "Enterprise in the 21st Century" module. This study was intended to appreciate the knowledge needed to predict the future outcome of new business and in which the benefits of self-employment were assessed as a ploy to increase private funding or in the event of unemployment. The question addressed in this self-reflection is to evaluate and analyze the group dynamics in which I participated in the brainstorming of a profitable idea to investigate the market and the financial analysis of the chosen industry in order to produce a Business Plan to attract investors through a 10-minute PowerPoint Group presentation to see if I possess the emotional intelligence to successfully consider  self-employment 


Forming to perform 
Taking in consideration that many students took this learning path not seriously enough to demonstrate a correct behaviour in class, disrupting the many lessons they attended and few others were family-related or from the same ethnicity, most groups formed from the ability to communicate in their native language or to relate to each other. Leaving a small percentage of students of different backgrounds, including myself to begin the work individually, hesitant with who pair up, in Learning the fundamental of a good plan and how to apply the concepts obtained from this module, such as Pestle/swot analysis, marketing strategies, competitors and financial management of a business, till the lecture reminded us it was a group work.
Quite happy to work with someone and finally share the burden, making sure the young student did not have any better idea, I roughly explained the concepts of the business, our competitiveness and opponents in the market ending with the most exciting part of the project, the possible turnover. Showing the powerpoint template chosen for the presentation introducing her into the vision of the business, we then completed the work as we learned during the lesson. My role was to research the marketing strategies adopted in the Children Entertainment Industry, and all the information related the opening of a children centre – license, qualification and security check to obtain for and from the employee and the industry analysis. The young student was to gather information on the marketing segmentation and the financial issues of our competitors to prepare a complete turnover from the predicted objectives for our business plan. We agreed on the homework to be completed and to keep in touch through email and WhatsApp for updates.  Meantime, when most of the project had been roughly completed, two Bulgarian students with poor communication skills had joined us from another group to support us sharing our findings at the examination day.

Therefore, it was more of an internal debate taking inspiration from my work experience than a group brainstorming for which the idea of an indoor activity centre and restaurant facility Kids Lounge began to take shape. Location choice: Croydon, Westfield shopping centre, for the new opening in 2020. The Unique Selling Point was the idea of a creche service for children from two up to eleven years old, while the restaurant/coffee thought as a meeting place for parents. Following the “Recommended adult to child ratios for working with children” (NSPCC-Learning) to predict the number of employees required  and the labour cost which allowed me to calculate the objectives and the target leading to: 50 children max-capacity per-hour, fifteen employees, three directors and a predicted monthly turnover of £126k with a 60k profit as a good plan to attract these investors.

My knowledge vs reality
My knowledge of the task ahead was just about the idea of the business. Through my personal and work experience in the sector, blending the two activity was just a tactful move to have more material to investigate, a more predictable outcome and why not,  a  plan to make money. When paired with a 19 years old student with not much experience being young and lost in the naivety of her age, it was not difficult to believe her being in a blind spot if compared to my 20 years work in the sector and still finding hard to complete the demanded tasks.  I did not have any clue on the whole investigation beforehand the opening of a business listening to the lecturer was enlightening. Although due to my poor knowledge about these never used English terminologies either in my language, I found many words hard to digest. I was lost in a limbo where I knew what the lecturer was saying, but I did not possess the skills to word my thought, I relied on the young student to paraphrase these notions in bullet points as we learned during lessons to complete the slides. Till the dreadful moment at the mock presentation, when we finally the powerpoint was completed, we discovered that our work missed a logical flow. Many slides had been processed by literally explaining the meaning of the concepts resulting in impossible to expand the information as we talk. 
A less than a week from the deadline, overwhelmed by the task and responsibility for the group outcome, mainly for the two students I was trying to help, I started to re-do the whole work. Frantically researching on the internet something to help me understand what to do, i found a business template which was not just a copy of someone else results but actually  explaining what to write and why — finally getting a grasp on how to extrapolate and apply  the meaning of the theories to convey a clear message clear of the right information.  Feeling like I hit the jackpot, I rectified the many slides and showed to the young student, pictures of the competitors turnover and the linked-page on Company-house for her to have an idea on how a company turnover should look like on a business plan. The two Bulgarian students was a tactful good deed; Time was going fast and mostly wasted  by  many, so they didn’t really know if their group were doing anything and knowing how  awful it feels to be uncertain and confused  by anything going on , I suggested them to join our group. What has constantly exasperated me, was the incapacity to discuss with the other students their thought on this study, what was their breakthrough, felling like I was the alien and that was wrong to enjoy the subject, unable to share or gain any insight from these learning as nobody was showing much interest or because they were being secretive on their finding like it was a winning competition, which in my opinion made this academic journey dreadful. 



Presentation day-  “Thought in Action.”
The business plan per se it was good, objectives and target clearly stated were positively judged by the examiners, the PowerPoint slides have been considered good in design although certain slides had small font size.
My group performance was tremendous; the two Bulgarian students could not properly convey the message because their difficulty reading in English. So the purpose of the business, executive summary went lost uncomprehend. Taking over i explained the marketing strategies , opportunity and solution to innovate the business, I had to turn away from the audience to read from the board but still able to convey the message clearly demonstrating very good presentation skills and body language till had to talk about the analysis of the industry where I lost my confidence and happened not to expand the information correctly;  terminating the proposal with the young student on the financial aspects of the company. One question has been addressed to the reasoning of objectives and target which I was able to correctly answer proving my finding reliable.  


Reflection upon action.
According to Gibbs reflective cycle, after relived the experience and thought occurred taking part in this project I should be now at the stage to analyse what went well and wrong and from the reasoning used in applying the concepts of this learned theory to achieve  a better outcome  would reveal the  wisdom I gained from this academic journey.  A little bit like the moral of the story and learn from it, this project has gave me the insight to foresee the opportunity and risk to consider when evaluating a business idea before investing money. According to Covello & Hazelgren (1995), failing to produce one is the reason behind the numerous bankruptcies in the first five years of opening, which started making sense if I had to consider the unethical behaviour most students showed in the forming stage (Tuckman 1972) of this academic environment. They where the living example of the noise learned in Shannon and weaver model of communication, a disturbance which led me to agree with Collins(2001)pg 35suggestion “getting the right people on the bus”  is more important than the journey itself cited by Griffits B.A. and Dunham, E.B..  Therefore I believe this behaviour has influenced my experience negatively losing the chance to gain any in-depth from other students. Which I believe is part of the reason behind such a delay for me to process the information and not to consider a different approach into study till the very end, where business in a Box had come to the rescue — missing the opportunity to focus on the presentation itself. Just as an example, on the examination day, reading something for the first time made not much sense either to myself, showing how rehearsal is vital to deliver an excellent presentation and to improve our verbal and para verbal communication as studied in employability skills (Morgan, P. p183). On the positive side, I do not think I could have done anything better than I did in that circumstance then trust my judgment. Being a new contest, and lacking many of academic skills i am proud of myself and the good grade I managed to achieve  keeping self-motivated and goal minded which showed my hardworking and enthusiastic side and proved my reliability. Although I found it hard to motivate others as I believe that people should always put the effort spontaneously.

Conclusion
From this self-reflection about myself, I showed the maturity of my age, which show an ability to overcome the many issues I faced during this learning. Understanding the complexity of a business plan, I will keep to investigate this business and might consider the idea when kids are older and work full time. Believing this project could be a life change. Meantime I will keep an eye open to the many possibilities and how to make it profitable for a better employment future.
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FRANKIE, FABIHA, IVAN & IVAN 
Kids lounge 

Creche’

Kids Entertainment 

Café 





		Industry Served		Children Entertainment

		Headquarters		Croydon, UK

		Area Served		Surrey

		Monthly Revenue		£81,000 

		Key people		 3 Directors

		Services		Indoor activity center

		Number Of Employees		15

		Website		www.kidslounge.co.uk







Kids Lounge is a private limited company (ltd) with 4 directors on board. (Due to being a private limited company, we have limited liability being a huge advantage for our business.)

Nature of business (SIC)

 Other amusement and recreation activities not elsewhere classified

Previous company names 

New business



Business Description







Kids Lounge
Play Centre includes 



Soft play area  2yrs to 5yrs

Recreational play area  6yrs to 10 

Kids lounge entertainment  11yrs to 15 

Delicious Meals, Desserts, Milkshakes



Westfield Shopping Center, New opening 2020 

   Croydon







Kids lounge ltd Executive Summary

Mission statement



Kids Lounge offers children the chance to play, learn, explore and party in an exciting indoor play venue. Superbly designed to cater for all ages and are packed full of variety and innovation to ensure that no two trips are the same!
Bring the children to Kids lounge while you are free to go and let them play in a healthy, fun and above all safe environment whilst learning some of the most valuable development skills at the same time!





Kids Lounge Brand Promise

“Child’s play for everyone”



Kids lounge Mission

Our mission is to be the greatest, quality indoor play provider in the UK.



Kids Lounge Vision

Through our expertise we offer children the opportunity to play, run free and explore in a fun, safe and stimulating environment.

Kids lounge would be the new way to in the children entertainment business where Guardians can leave their kids of all ages happily playing while supervised by qualified personnel. (expand)







Kids lounge

		activities		Group age 		Price 

		Sensory soft play 

		2yrs/3yrs
4yrs/5yrs
		£5.50
(hourly)

		Climbing wall
eBook
Board game 
CONSOL game
WIFI

		6yrs /13yrs		£5,00
(hourly)

		Sofas lounge 
iTunes 
Internet Café 
Games 
WIFI
Charging station 		11yrs/15yrs		£2
(hourly)
Free with purchasing food on site




		 Target		Objectives

		£ 33000		20kids allowed x hour

£110xhr
£1100xday
£33k pcm

		£ 45000		30kids allowed x hour

		£ 50,000		English bkfst
Panini-pizza
Waffles
Pancakes
Milkshakes



Targets & Objectives
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Industry  Analysis

No new competitors  

 

Market increased by 7% this year



35% of related small businesses have closed down between 2015/19



3 Main  large established competitors for a large market  are within 5 miles 



Having our USP should get us to overcome the risk of being confronted by those established corporations



The introduction of learning tuition in the premises 



Our aim is to improve  the quality of service used from this companies as our selling point 







Marketing Segmentation





Geographic 

Being based in the new Westfield shopping center in Croydon, we will be accommodating to potential customers within 5 to 20miles as they will be our target customers. 



Demographic 

Our target market will be aimed at parents and guardians, We offer parents the freedom and assurance to accommodate a child’s needs within our care 

 



Psychographic 

- Being aware of the different lifestyles and social statuses of our customers to be able to provide to their needs and wants more efficiently.  



Behavioral

- We will offer incentive promotions to gain loyal customers. We will accommodate to each of their preferences.





Competitors vs Kids Lounge

fixed Timed session <  flexible hours 

supervision required by guardians < supervision provided by efficient staff (unique selling point)

membership  <  fidelity cards – Exclusive offers for returning customers

		COMPETITOR NAME 		   SALES  		MARKET SHARE		NATURE/TYPE

		Gambado ltd		£1.9m		6 Directors		Other amusement and recreation activities

		Kidspace ltd		 £2.5m		 10 Directors		 Other amusement and recreation activities


		Flip out 		 £800,000		 2 Directors		 Other amusement and recreation activities







Opportunity

 the problem or the pain that the customer feels in order to establish that your businesses is really offering value to the customer 

For parents the prospect of  leaving their children unattended within a  short time period is inconceivable, as most of the competitors promote the business as family activities. We offer the opportunity to use the facilities at competitive prices to all  ranges of people who need their children cared for, while the guardians can use the time to their better advantage.





Solution 



Our solution is to innovate the market, where our competitors have targeted parents and children to use their attraction as family time to spend time together , we offer the opportunity to have individual fun for then having time together while enjoying our delicious food in the café 'in a more calm and relax environment. 

No need for guardians supervision 

Age appropriate section to the contentment of every guest 

Freshly prepared food and variety of desserts.





Marketing Strategies 



Pre booked Free 30min session on the opening day  

 Sibling discount applied 

Off peak discount 

point loyalty card with rewards 





Pricing plan offers flexible timed sessions charged a hourly rate

We focus on individual and personal development w

Reliable ,Warm and friendly child environment 

Infants and toddler service offered 



 





Management team



Francesca………  Director 

Creator of this project , with years of experience in the children entertainment and in hospitality, sector have brought the new idea to incorporate great food in the children entertainment .  

Fabiha ………….Vice Director  

The mind behind the Operating and financial sector   she will use her accounting knowledge and management skills to process interview, hiring and admin of the business. 



Ivan & Ivan Sales and Marketing assistants 









		 		Year 1		Year 3		Year 5

		Revenue 		£960k		£1.8m		£2m

		Operating Cost		£150K		£250k		£300k

		Sales &Marketing		£10k		£20k		£25k

		Total expense 		£160k		£270k		£325k

		 		 		 		 

		Income before Tax		£800k		 		 
£1.6m

		Less: Income Tax		£160k		 		£320k

		Net Income		£700K		 		£1.2m



Income Statement Summary





		Start-up costs		Actual 		budgeted

		Advertising and Promotion for Opening		£1000		£1000

		Architectural Design		£5.k		£5.k

		Decorating		£10.k		£10.k

		Deposit For Utilities		£20.k		

		Equipment		£7.k		£15.k

		Installation Equipment		£2.k		£2.k

		Insurance		£2.k		£4K

		Legal Costs		N/a		

		Rent Deposit 		£10k		£10k

		Salaries 		n/a		£20k

		Software 		£3k		N/A

						

						

						



Operating Costs





Capital Requirements 

		        Source 		       Amount		           Percentage

		Owners’ contribution		         £50k		             75%

		Term loans		          N/A		             N/A

		New Equity Financing 		         £25k		             25%

		Total		         £75k		
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