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Introduction 
The report intends that the business operational plan and management with the industry focuses and industry attractiveness analysis. Based on the industry attractiveness, the management team and STP analysis will be performed for understanding the basis of competition. Finally, the social cause and impact will be analysed in the business for further development of GoGreen. 
Illustration of Business Description with Intellectual Property and Legal considerations
The mission of “GoGreen” is to assurance of human contact with rooftop gardening. With the implementation of this, there will be the scenario of sustainable and happy living amidst a hectic & stressful urban life. The value proposition of ensuring every gardening enthusiast develops an exceptional emotional bond with their Home Gardens/Plants; providing excellent comfortability, recreational benefits, superior customer convenience and smart management of domestic, wastes will be conducted with the operation of GoGreen. 
Ownership and legal structure
In the ownership structure, GoGreen will be registered with the Private Limited Company in their operational management. As a private business, these documents will be required in UK business (Agustiand Dhooge, 2020). All the necessary information with documents will be submitted:  
· Bank accounts balance certificates 
· Incorporation filing fee certificates 
· Fastest online filling submission 
· Digital Article of association 
· Digital Share certificates 
· Free accountancy consultation
These documents will be required for the incorporation and legal management issue sorting in the GoGreen.
Operational plan 
To see a bird’s eye view of the operation, in the key partner’s scenario, there will be three partners such as suppliers of wholesale nurseries, logistic management with free advertising and consultancy. The core activity will be conducted based on the rooftop gardening of house spaces’ proper management, maintenance, and plant care with expert advice suggestions. 
	
The core value offering from GoGreen: 
· Comfortability
· Recreational benefits
· Smart management of domestic wastes
· Customizations options
· Embellishing small spaces
	
Key resources required: 
· Consulting service
· Specialized compost bin
· GoGreen software
· Skilled and knowledgeable staff



 
The entire business plan of GoGreen will be operated based on this plan of operational management. 
Industry Analysis
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Direct and Indirect customer base size: 
· People who’ve Medium or small Balcony/Terrace spaces 
· People with Space and Budget Constraints (Helps promote Gardening Habits) 
· People prefer Simple Gardening Options (Trial and Error Method Seekers)
From the huge amount of market, the potential target market for the industry will be 903630. There will be direct and indirect customers from the scenario of Compost Manure, Compost Bin, Expert consultation, and Gardening service area management (Davis and Duhaime, 2012). Considering the four major cities, it is evident that the market size is quite big considering their operation. The amount of customers with their spending nature is suggesting positive growth for the market. 
Industry Size
	Description 
	Amount 

	The approximate number of residential buildings; According to UK Population Documentation 
	2317000

	Number of Buildings that have rooftop gardens (60% of total according to our research
	1390000

	People are inclined to manage a rooftop garden on their own (60% of buildings have rooftop gardens)
	903630

	Average yearly spending on rooftop gardens
	$50

	Total Industry Size 
	$45.82 Million



Industry Structure 
Currently, a few firms competing in the home gardening service industry but they are focusing mostly on serving corporate clients. Many small firms are also operating targeting different areas. So, the industry is not fully fragmented (Davis and Duhaime, 2012).
Porter Five Forces 
	Description
	Level

	Threat of Substitutes
· Our business model cannot be replaced through the typical plant-saplings production industry

	Low

	The threat of New Entrants
· Economies of Scale
· Product Differentiation 
· Capital Requirements 

	Low 

	Rivalry among existing firms
· Factors Determining Intensity of Rivalry
· Number of Competitors (3)
· Level of Fixed Cost 

	Moderate Strong

	Bargaining Power of Suppliers
· Attractiveness of Substitutes
· Supplier Concentration

	Moderate 

	Bargaining Power of Buyers
· The threat of Backward Integration
· Buyer group concentration

	Low



Target Market Attractiveness
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Based on the integrated four factors application with porter’s -fives forces, it is suggested that the business should proceed with its operational management. As the business is suggesting profitability in the long run with the assurance of growth, the industry will be profitable with the perfect positive side from these four factors (Gleißner and Kreiter, 2013). 





Plan for Operations and Management Team 
The core business model analysis of GoGreen will suggest the core are for the business to be focused on and assurance for the business development purpose of the operational management.
Business model illustration with revenue stream: 
	GoGreen Business Model

	Key Activities 
· Renovating congested areas of house spaces
· Assessing the suitability of plants and cost-effectiveness
· Providing plants care and maintenance
· Providing expert advice
· Selling and managing a specialized compost utility
Required resources
· Consulting service
· Specialized compost bin
· GoGreen software
· Skilled and knowledgeable staff

	Core associated partners: 
Suppliers
· Wholesale nurseries
· Exporters of Compost Bin 
Logistics
· Distributor
· Courier and product delivery service provider
Advisers
· Advertising agency
· Farming Consultants
· 
Targeted Customer segments: 
Segment Dimension
· Business to Consumer 
Segment Category
· Niche Market
· Middle and Upper-level income
Segment Composition
· Individuals and Households
·  Businessmen and Environmental activists


	
Cost Structure: 
For raw material: 
Cost of plants from nurseries
Compost bin exporting cost    ( $9 - $17)
S,G & A
· Salaries of personnel
· Marketing
· Software development

	
Revenue Stream: 
Diversified retail sales of gardening services (Starting from only $10)
Area/ space basis service charge: 
· Premium pricing for expert advice and subscription fee
· Charge for compost bin processing and management ($10 - $17)



Based on the customer and supplier base, the full operation will be conducted in the operational management of the business. Their service will be offering the assurance of Recreational benefits, Comfortability, Customer convenience, Smart management of domestic wastes, Customization options, and embellishing of small spaces. The overall management of GoGreen will ensure the operational revenue stream of their business with the offer and service. Based on three core portions such as retail pricing based on gardening service, premium pricing based on expert advice, and compost bin processing will be applied to the revenue stream of business growth and assurance. There will be an offering of customization based on personalized want and demand personalized The revenue stream of GoGreen will be operated based on the demand with the consideration of operational value addition from the service provided by both personalised service and general service. 
Management team
Top Management/ Founder Member
	Name 
	Position 

	Narcis Gavril
	Managing Director 

	Adam Grill 
	Chief Executive Officer 



Operation Department 
	Name 
	Position 
	Task 

	Katherine Laly
	Operation Manager 
	· Meeting with logistics needs 
· Learning operations for products and packages
· Managing lead times, supply chain and re-order 
· Scheduling and planning operations 

	Smith Anon
	Operation Officer  
	



Business Development Department 
	Name 
	Position 
	Task 

	Ms. Sunhera Zaman 
	Business Development Manager 
	· Preparing PowerPoint presentations and sales displays 
· Contacting clients to inform them about new developments in the company’s products 
· Training personnel and helping team members develop their skills



Sales and Marketing Department 
	Name 
	Position 
	Task 

	Emily Puran 

	Sales Manager 
	· Managing and performing sales
· Developing sales goals for the team and they are met

	John Daniel 
	Marketing Manager
	· Devising and presenting ideas and strategies  
· Promotional activities 
· Compiling and distributing financial and statistical information. 
· Maintaining a website and looking for data analytics


 
The legal structure of the operation will be conducted based on the scenario development of a Private Limited Company. The reason for choosing this type of business is the operational motivation related to business operational activity with the money requirement. As there will be a requirement of huge talent with capital supporting in the business, the operational activity will aid to be successful with the focus of Private Limited Company formation. 














Marketing Plan
4’P analysis 
	
	

	Product 
	There will be core two types of services will be provided
Rooftop Gardening
· Renovating congested areas of house spaces
· Assessing the suitability of plants and cost-effectiveness
· Providing plants care and maintenance
· Providing expert advice
Compost Bin
· Selling and managing a specialized compost utility


	Price 
	· “Value Based Pricing” will be chosen. We will set a price considering customers’ thoughts about our offered products (Kotler and Keller, 2018). 
· We will charge higher for extra features and dimensions. As GoGreen is an eco-friendly business and people love to garden so will be capable to make adequate returns to grab the market rapidly and deeply. 
· We will apply higher pricing considering the income capacity of the people (Rahman and Kazmi, 2013).


	Place 
	· Glasgow, Liverpool, and Bristol Manchester City’s citizens will adapt this home gardening solution as they are up-to-date and the distribution channel is also smooth. 
· With the application of social media campaigns with the social impact consideration, website marketing, e-commerce website marketing, and others will be applied in the operation (Kotler and Keller, 2018). 


	Promotion 
	· One-way communication strategy
· Two-way communication Strategy 
· Omni-channel Strategy 




STP in the Marketing segment 
	Segmentation 
	· Geographic and Lifestyle Segmentation will be used for the marketing strategy Van Waterschoot, 2012) 
·  The products and services will be “Geographically Segmented. Glasgow, Liverpool, and Bristol Manchester City’s citizens will adopt this home gardening solution as they are up-to-date and the distribution channel is also smooth. 

· As GoGreen is an eco-friendly business so they will grab it immediately. The product will also be segmented by “Lifestyle Segmentation” as the product will focus deeply on the customer’s emotional situation and pay more consideration to the benefits for the customer. 



	Targeting 
	· GoGreen will initially target Glasgow, Liverpool, and Bristol Manchester city’s 40+ age people and senior citizens. Because they have adequate time as they are retired and have some money to manage these staffs. So, the “Niche Marketing” strategy will be applied to the marketing plan of this company and it will bring higher acceptability and sales.


	Positioning 
	· With the offering of this service, the Customer Value Proposition for positioning like it will mitigate the customer's needs and wants regularly to update the product. 





Financial Plan
Source and uses of funds statement
	Sources 

	· Investor Considerations We seek an investment of $150000 which is to be injected into the business over the span of the next five years.

· After a careful financial and risk analysis, we planned to raise a 69.33 percentage of investment through equity and the other by founder’s capital. We expect the capital injection to be semiannual (once for every six months) in the first year and annual in the next four years. Thus, we designed and presented our needs and requirements in six instalments to match the expected funding.

· For investing BDT $50000 Lakh in the company’s capital, the new investor would receive accumulatively 15% of the total equity share


	Uses 

	Allocation of - $150000 in different resource: 

· Product & process Development and R&D - $40000 (6 installments) 
· Developments and Assets - $90000 (6 installments)
· Marketing and digital promotions - $10000 (6 installments)
· Operational costs - $10000 (6 installments) 
        







Six-month cash budget forecast with Sales reflection 
Based on the scenario of cash balance and investing scenario, the overall revenue and sales amount will be increased. Considering the scenario of ending the cash balance, there will be no amount deficit. As there will be no amount deficit, there will not be necessary funding anymore. With this scenario, the operation will be conducted with this financial inflow and outflow. 
[image: ]
Analysis of Market Research
Social cause and Impact 
With the negative impact analysis of the technology, the social effect of the business hampered the lifecycle of people in a very stressful scenario. The amount of 37.1 gigatons of CO2 being released into the atmosphere every year and 600,000 people dying due to climate-related changes and drastic increases in global temperatures misplace the optimism of the legends who strived to make the world a better place (Williams and Petrosky, 2014). With 91% of the world’s population living in places where air quality exceeds WHO guideline limits suggest that there is no future to build businesses (Langella and Carbo, 2017). The huge amount of negative impact from CO2 and other chemical-related products are released and consumed directly and indirectly by people (Liao and Cao, 2013). 
Macro Environment Analysis
GoGreen follows a "Value for Money Strategy" which is also known as Value Innovation. The business has a capital injection of $200000 from the founders The purpose of this plan is to secure an amount of BDT $150000 for the next 5 years of business projections. Since the business is in a growing industry, we project an average monthly sale of BDT $40000. 
· Industry average profit margin 15%-30% 
· Moderate situation 
· Net Profit margin predictions 2022: (3.16%), 2023: (9.08%), 2024: (14.86%) 
Fixed cost Components: 
· Production Equipment  
Variable cost Component: 
· Maintenance of other equipment’s development and maintenance, Advertising Expense, Administration expenses
From the industry opportunity and Market Analysis, there will be a huge amount of potential for businesses to focus on. By investing in this fragmented industry, businesses will be able to ensure their profitability in the long run. 
Conclusion 
The overall strategy development based on the analysis will aid to develop the business scenario in the long run with the assurance of marketing plan implementation, operational plan implementation and industry analysis with feasibility analysis. The overall analysis suggested how the business will be able to grow in the long run over the year with profitability. 
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ACCOUNT NAME Month 1

Month 2 Month 3  Month 4  Month 5  Month 6

Cash Balance Beginning 10,000

13000 16900 21970 28561.00 37129.3

Receipts from Service Providing

Home Gardening Service 102,735

133555 173621 225708 293420 381446

Compost Bin 29,409

38232 49701 64612 83995 109193

Consultation Fees 21,047

27361 35569 46239 60111 78145

Other Receipts 15,172

19724 25641 33333 43333 56333

Total Cash Collection from Customers 168,362

218871 284532 369892 480860 625118

Total Cash Available 178,362

231871 301432 391862 509421 662247

Less: Disbursements

Direct Labor (61,200)

-79560 -103428 -134456 -174793 -227231

Transportation and Installation (20,400)

-26520 -34476 -44819 -58264 -75744

PR and Advertising (9,000)

-11700 -15210 -19773 -25705 -33416

Website Maintenance (4,500)

-5850 -7605 -9887 -12852 -16708

Rent and Utilities (6,600)

-8580 -11154 -14500 -18850 -24505

Salary, Allowance (48,000)

-62400 -81120 -105456 -137093 -178221

Equipment Purchases (12,000)

-15600 -20280 -26364 -34273 -44555

Other Operating Expenses (6,025)

-7833 -10182 -13237 -17208 -22370

Total Disbursements (167,725)

-218043 -283455 -368492 -479039 -622751

Excess or Deficiency of Cash 10,637

13829 17977 23370 30381 39496

Cash Balance Ending 10,637

13829 17977 23370 30381 39496


