
                             
                       

LCBB5001 Entrepreneurship

Assessment 2 (Business Plan)

Student Name: Valentina Stefanovska

Student ID: 2123930

Lecturer Name: Nishi Ramsurrun

Session June Term 20223


Table of Contents 
    Business Description ………………………………………………………………………………………………………………………………3
Objective	3
Relevance and Originality in the Age of COVID 19	3
Products	3
Segmentations, Targeting, & Positioning	4
Ownership Structure & Legal Status	4
INDUSTRY ANALYSIS	5
Threat of New Entry (VRIO)	5
Competition from Alternatives	5
Customer Bargaining Position	6
Suppliers' Bargaining Position	6
Competitive Rivalry	6
OPERATIONS AND MANAGEMENT TEAM	8
Operations	8
Chain of Supply	8
Production	8
Transportation and Distribution	8
Profits Generation	8
Reducing Financial Losses	9
Management Team	9
MARKETING: The Four P	11
Product	11
Price	11
Promotional Mix	11
Place	11
FINANCIALS	13
Funding Origins	13
Use of Funds	13
Research Methods	14
REFERENCES	14



	[bookmark: _Toc140407934]BUSINESS DESCRIPTION 

Dazzle, the jewellery company, is dedicated to giving consumers dazzling pieces that are uniquely them. The mission is to present the customers with beautiful jewellery that resonates with them and becomes a cherished keepsake. The mission is to establish this business as the go-to jewellery brand in the industry via dedication to quality and dedication to the consumers.
[bookmark: _Toc139741769][bookmark: _Toc140407935] Objective
The mission is to create one-of-a-kind jewellery for each of our customers that reflects their own sense of style. 
The goal is to give the customers with heirloom-quality goods that are unique to them thanks to the meticulous attention to detail, personalised service, and time-tested designs.
Objective of Dazzle is providing a unique and exquisite jewelleries, tarnish free to the contemporary target audience by September 2024
[bookmark: _Toc139741770][bookmark: _Toc140407936]Relevance and Originality in the Age of COVID 19
The business have integrated state-of-the-art components into its offerings to address the challenges provided by the Covid-19 pandemic. Its user-friendly website lets customers buy jewellery whenever it's most convenient for them, from the comfort of their own homes. When compared to other online stores, it stands out because to the interactive virtual consultations and personalised recommendations. In the post-Covid 19 era, when convenience, safety, and individualised attention are highly prized, it has adapted the business model to emphasise on online sales and customised user experiences.



[bookmark: _Toc139741772][bookmark: _Toc140407938]Segmentations, Targeting, & Positioning
It has settled on focusing on a certain subset of style-conscious consumers that value originality, workmanship, and customization in their products and services. Stylish and quality-conscious ladies in the age range of 25 to 45 make up the bulk of our clientele. Because of the importance they place on originality, they are always on the lookout for jewellery that might help them express that (Boone, 2022). The more we learn about this demographic, the more we are able to customise the products and marketing to fit their requirements and preferences. Dazzle will position their products and services through various means of communication to reach an exquisite market aiming to indulge themselves in quality jewelleries through various touch points such as promotional mix activities, sales mix and communication mix strategies 
[bookmark: _Toc139741773][bookmark: _Toc140407939]Ownership Structure & Legal Status
Dazzle is a closely owned corporation. The company is currently owned by its creators, who may seek more funding from outside sources in the future. This setup is beneficial since it enables us to keep making important business decisions. The founders may find it difficult to get money if the firm is not publicly listed.
A limited- liability company (LLC) registration exists for Dazzle. Owners benefit from limited liability and the firm has the option of filing its taxes in a manner that best suits its needs while operating under this structure (Donn, 2018). One drawback is that an LLC, unlike a sole proprietorship, requires more paperwork and compliance measures to set up and manage.






	[bookmark: _Toc140407940]INDUSTRY ANALYSIS

[bookmark: _Toc139741775][bookmark: _Toc140407941]Threat of New Entry (VRIO)
Moderate hurdles to entry exist in the jewellery sector because to a requirement for design experience, availability to high-quality raw materials, and brand recognition. Dazzle will use the following VRIO features to protect itself against potential new competitors:
Value: Customers get more for their money with this than they would at a typical jewellery store because of the original designs, high-quality workmanship, and personalised service. This is what separates this business from the competition and makes it tough for newcomers to copy our service.
Rarity: The jewellery is unique because we design each item to perfectly complement the wearer's own sense of style and character. This scarcity helps us stand out from the competition and discourages potential arrivals (Smith, 2023).
Inimitability: Combining design knowledge, handiwork, and a focus on the consumer results in intangible resources that are hard to imitate. Customers are more likely to stay with us because of our dedication to their happiness, and new competitors have a hard time keeping up.
Organization: Dazzle have an edge in the market because to the expertise, experience, and connections of the staff. It has built solid relationships with reliable vendors and craftspeople, guaranteeing access to superior materials and expert workmanship.
[bookmark: _Toc139741776][bookmark: _Toc140407942]Competition from Alternatives
Accessories like purses, scarves, and watches may stand in for jewellery in the fashion world. However, jewellery has importance to the individual who wears it beyond its function as a mere accessory (Curtis, 2023). We separate ourselves from the pack by specialising in one-of-a-kind jewellery creations. Unique designs that appeal to our target market's tastes allow us to provide them with an unmatched value that rivals just can't match. Pieces of jewellery often represent precious times and feelings (Lisa, 2019). We differentiate ourselves from competitors by focusing on the emotional impact of our products and providing individualised service to each of our clients.
[bookmark: _Toc139741777][bookmark: _Toc140407943]Customer Bargaining Position
Customers' ability to haggle over jewellery prices is highly sensitive to market fluctuations and consumer sentiment. Customers may be more price-conscious and eager for sales during tough economic times. Dazzle will highlight the worth and special qualities of our jewellery to back up the high price tag (Weinstein, 2017). We set ourselves apart from competitors by providing consumers with strong arguments to prefer our goods over less expensive ones.
[bookmark: _Toc139741778][bookmark: _Toc140407944]Suppliers' Bargaining Position
Gemstone wholesalers, precious metal distributors, and packaging factories all make up our list of reliable jewellery material suppliers. Despite the fact that suppliers' negotiating strength varies, we want to retain strong supplier connections by developing partnerships with numerous suppliers (Anton, 2019). This diversifies our supply base and strengthens our negotiating position.
[bookmark: _Toc139741779][bookmark: _Toc140407945]Competitive Rivalry
There are many competitors in the Jewellary market. Among our most formidable rivals are:
	Name of competitor
	Differentiation

	London Jewelers 
	It provides a broad selection of jewellery, but we set ourselves apart by focusing on customised services. The clients may personalise their jewellery purchases by choosing the metal, stone, and other specifics that they like most.

	Gem House 
	It stands out because of the incredible variety of on-trend and attractive jewellery that it sells. In contrast, what sets Dazzle apart is the commitment to traditional, enduring aesthetics.

	Celestial Boutique 
	Dazzle’s jewellery is created by talented artists who pay close attention to every detail. They also focus heavily on providing distinctive styles that express one's personality. They differentiate ourselves from Celestial Boutique by providing jewellery that is both beautifully made and completely one-of-a-kind.






















	[bookmark: _Toc140407946]OPERATIONS AND MANAGEMENT TEAM 
[bookmark: _Toc139741781][bookmark: _Toc140407947]Operations
The administration of our jewellery supply chain, manufacturing, and shipping is an integral part of our operations process.
[bookmark: _Toc139741782][bookmark: _Toc140407948]Chain of Supply
Dazzle work with reliable vendors to get high-quality metals, jewels, and other raw materials. Its strict requirements for dependability, ethical sourcing, and product quality have led them to these specific vendors.
[bookmark: _Toc139741783][bookmark: _Toc140407949]Production
In the manufacturing phase, our concepts are brought to life by talented craftsmen. These skilled artists have mastered the art of jewellery manufacturing using traditional methods. They collaborate closely alongside our design group to guarantee that every item is made to the highest standards of quality. Each step of manufacturing includes quality checks to guarantee consistency and excellence.
[bookmark: _Toc139741784][bookmark: _Toc140407950]Transportation and Distribution
When the intelligent exercise machines are finished, our logistics staff handles shipping and delivery. They work with other shipping companies to guarantee timely and effective shipment. The group also processes exchanges and refunds while keeping customer service at a premium (Baeney, 2016). After each piece of jewellery has been handcrafted and quality verified, it is sent to the purchaser in a branded box or bag. To guarantee secure and quick delivery to our clients' homes, we work with reputable shipping companies. Customers are given the ability to monitor the status of their orders via the use of automated tracking systems.
[bookmark: _Toc139741785][bookmark: _Toc140407951]Profits Generation
Dazzle use several methods to produce income, such as:
· Dazzle aim to please a diverse clientele, thus they have a broad variety of jewellery styles and price points. As a result, it can reach more people and generate more money.
· Dazzle analyse data and connect with customers to find new ways to market to them. When a client buys a necklace, for instance, they may recommend a pair of earring or an accessory to go with it in order to boost the ATV.
[bookmark: _Toc139741786][bookmark: _Toc140407952]Reducing Financial Losses
Dazzle take the following steps to ensure no income is lost:
· Dazzle have streamlined our manufacturing procedures to cut down on inefficiency and waste. As part of this process, they will regularly assess our operations, look for ways to streamline our procedures, and seek for places where we can cut costs.
· Dazzle use rigorous quality control techniques to guarantee that all of their jewellery is of the highest possible quality. Customer discontent, refunds, and possible income loss may be mitigated by putting an emphasis on quality.
[bookmark: _Toc139741787][bookmark: _Toc140407953]Management Team
	Name 
	Skills
	What do they bring to the firm

	Strategic Level CEO -  Director – GM
	One who sets the company's overall direction and strategy.
	· They can effectively convey ideas, motivate others to take action, do complex mathematical calculations necessary for economic evaluation, and solve complex problems. They guide the business towards its ultimate objectives and guarantee its continued success.

	Tactical – Finance Manager, HR manager, Marketing and advertising 
	They control most of the operations and execute the decisions taken by strategic level.
	· Managers in charge of finance, human resources, marketing, and advertising bring a wealth of expertise to bear on day-to-day operations and strategic planning.


	Operations – General Staff, Kitchen porter, delivery
	Production, quality assurance, and distribution logistics are all within their purview on a daily basis.
	· They help with things like keeping procedures running smoothly and keeping operations efficient.


	
	
	







	[bookmark: _Toc140407954]MARKETING: The Four P
[bookmark: _Toc139741789][bookmark: _Toc140407955]Product
[bookmark: _Toc139741771][bookmark: _Toc140407937]Necklaces, earrings, bracelets and rings are all part of our product line, and they're all gorgeous and handmade. valuable metals and gemstones are used in the crafting of each individual item. Necklaces, pendants, wristbands, and rings are just some of the jewellery available at Dazzle.Jewellery is a personal expression, and we strive to capture that diversity in Dazzle’s creations. Piece by piece, precious metals and handpicked gemstones are used in the creation of these works of art. This business take pride in the fact that every one of the clients may discover a piece of jewellery in the shop that is a great fit for their own sense of style.

[bookmark: _Toc139741790][bookmark: _Toc140407956]Price
Dazzle will use a number of variables to determine the prices of our jewellery. Materials, labour, overhead, and targeted profit margins will all be taken into account. They'll be able to set prices after doing a thorough cost study. In addition, they will be able to position our items competitively while preserving the perceived worth and distinctiveness of our offers thanks to market research and study of rivals' pricing. The prices of each item will vary from £20 to £200 depending on the design and cost involve, there will also be implicatyions of th materials and time we used to construct those pieces 
[bookmark: _Toc139741791][bookmark: _Toc140407957]Promotional Mix
Dazzle will use a variety of methods to get the word out about our goods.
· Dazzle 'll be posting aesthetically attractive material on social media sites like Twitter, Facebook, Instagram, and Pinterest to promote our jewellery. Expert photography, real-life examples, and positive reviews will all be a part of this. To increase customer involvement and familiarity with the brand, they plan to run innovative marketing initiatives, competitions, and freebies.
· Dazzle is going to work together with bloggers and influencers whose audiences and interests match our own. They'll be wearing our jewellery and recommending it to their fans in a genuine way. The company's visibility and stature will both increase as a result.
· Incorporating our website and other points of contact with customers into an email subscriber list. In order to maintain client interest and stimulate repeat purchases, we plan to send out periodic newsletters with special discounts and individualised suggestions.
[bookmark: _Toc139741792][bookmark: _Toc140407958]Place
Dazzle’s jewellery will soon be available for online browsing and purchase from a user-friendly and protected e-commerce platform. With this system, they can connect with consumers all around the country while also giving them a streamlined buying experience.




	[bookmark: _Toc140407959]FINANCIALS 
[bookmark: _Toc139741794][bookmark: _Toc140407960]Funding Origins
· Dazzle will investigate several financing options in order to launch and operate initially.
· The team that founded the company will put up some of their own money to get things rolling with the firm.
· We want to pitch our business idea to angel investors that have an interest in funding disruptive enterprises in the Jewellery sectors.
· In order to connect with consumers and backers who are enthusiastic about our product and cause, we want to start a crowdfunding campaign.
· Love money refers to financial contributions from close friends, family, and acquaintances who support our company concept.
[bookmark: _Toc139741795][bookmark: _Toc140407961]Use of Funds
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue 
Vary according to sales of each item , minimum price of £20 with and estimation of 15 to 20 items per day 
	12,000
	14,000
	16,000
	22,000
	23,000
	26,000

	Fixed Costs
Rent, salary, insurance 
	4,000
	4,000
	4,000
	4,000
	4,000
	4,000

	Variable Costs
Materials,labour and other overheads such as electricity 
	3,000
	4,500
	5,000
	5,600
	6,000
	6,800

	Profit 
	2,000
	2,800
	3,000
	4,000
	4,400
	5,600






[bookmark: _Toc140407962]Research Methods 
A substantial amount of market research is going to be undertaken to guarantee an in-depth familiarity with the market and macro environment. Our company will benefit from the growth and success of the market trends and prospects uncovered by this investigation, which will make use of relevant facts and reliable sources (Phillips, 2017). Both primary and secondary sources of information will be investigated as part of the study.
We are going to do surveys of potential buyers to get primary data. Throughout order to learn more about their likes, dislikes, and shopping habits, we will include a combination of both closed-ended and open-ended inquiries throughout the survey. To supplement our main data, we will also analyse secondary data to draw conclusions about the market. In order to do this, I will be researching the jewellary sector, and new technologies through reading academic literature, market trends, and industry reports.
By combining primary and secondary data, we aim to obtain a holistic understanding of our target market, identify emerging trends, and uncover opportunities for our product. This research will inform our product development, marketing strategies, and help us position our offering effectively within the industry. The PEST analysis from the business proposals helped the research analysis to identify the relevant market research objectives for Dazzle. 
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