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[bookmark: _Toc141829217]Executive summary
This business plan, which gives a thorough analysis of the organisation and its business strategy, focuses on the IT sector. The name of the business is HelpIT. The organisation provides a number of services that support its strategic goals. A SWOT analysis to evaluate internal strengths and weaknesses and market positioning will be done in addition to competition analysis to acquire insights into the competitive environment. A PESTLE study will also be used to assess the state of the market. A detailed examination of the target market will be followed by the development of a well-defined marketing plan. The skills and knowledge of the management team will be emphasised, laying the groundwork for the company's success. The financial plan will then be presented in order to support the expansion and sustainability of the business. The foundation for a profitable operation in the IT sector is laid out in this business plan.
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[bookmark: _Toc141829218]Introduction:
Managing enterprise in 21st century is an important knowledge. After a devastating downfall of the UK economy, the government is about to help young entrepreneurs as startup grants (Nicola et al., 2020). This business plan describes the goals and tactics for HelpIT, an IT company committed to helping companies through a digital transition. The plan includes a thorough examination of the company's product offerings, a market audit, a target market analysis, and a marketing strategy to successfully enter the market. The company's financial stability and expansion are ensured by the financial plan, which gives a clear picture of the budget allocation and revenue predictions. HelpIT wants to dominate the IT market by putting an emphasis on innovation and client pleasure.
1. [bookmark: _Toc141829219]Business Overview
HelpIT is an innovative IT company that specialises in helping businesses on their path to digital transformation (Matt, Hess and Benlian, 2015). The core idea behind HelpIT's business approach is to use technology to boost the effectiveness and productivity of every division within an organisation, from management to accounting, finance, and marketing. The firm aims to revolutionise how businesses function in the current world by creating specialised software and apps to meet the specific demands of customers. HelpIT is primarily focused on helping startups and entrepreneurs since it understands how important technology is to their success. The difficulty faced by many new enterprises is a lack of technical skills across diverse industries, which impedes their development. HelpIT will remove this obstacle by offering thorough technical support for a full digital transformation. The solutions cover every facet of the organisation, from management and marketing to accounting and HR, and they give customers the tools they need to succeed in a world driven by technology.
2. [bookmark: _Toc141829220]Products and services
HelpIT will provide a wide range of innovative products and services to help businesses succeed in the digital era (Ismail, Khater and Zaki, 2017). They are:
1. Digital Workplace Solution:
The Digital Workplace service will offer complete solutions that address every element of organisational life, including CRM, data management, collaboration, and communication. 
2. Management of Documents:
HelpIT will provide skillfully created document management solutions that are adapted to each company's particular needs. We will provide clients with specialised document management solutions while working directly with them to improve organisation and streamline workflow procedures.
3. CRM Services:
With the help of our team of professionals, businesses will have the best possible assistance for marketing, sales, and customer service. 
4. Cyber Security:
HelpIT will give our cutting-edge cybersecurity solution a high priority when defending organisations from online attacks.

3. [bookmark: _Toc141829221]Market Audit
Market audit will analyse internal and external market environment for the business. Two prominent tools of market audit, namely SWOT analysis and PESTLE analysis will be discussed in this section (Humphrey, 2005; Perera, 2017):
[bookmark: _Toc141829222]3.1 SWOT Analysis
Strengths: 
The presence of highly qualified specialists in software development and cybersecurity is one of HelpIT's core strengths. They are a tremendous addition to the business due to their considerable knowledge and top-notch performance. The knowledge of our staff members is essential since it serves as the cornerstone of our competitiveness as a technology-focused company. Their knowledge and commitment help us outperform rivals and offer better services.
Weaknesses:
The necessity for significant funding to launch a commercial software development firm is a significant limitation for HelpIT. This financial need is now viewed as a danger and a substantial impediment (De Goede, 2004). To recruit professionals, set up office infrastructure, and pay for other startup costs, there must be enough funds. Any reduction in investment might result in a drop-in service quality, which would harm the business's image. Additionally, as we are a young business, we are at a disadvantage versus rivals that have a proven track record due to our lack of industry expertise.
Opportunities:
Consumer research in the market indicates a need for more specialised software solutions for enterprises. Instead of using standard off-the-shelf solutions, many firms look for customised software to meet their unique operating demands. HelpIT has a great chance to draw and retain more clients by meeting this need by providing highly customised software made to fit unique company requirements. We may set ourselves apart from rivals and obtain a competitive advantage in the market by offering customised software solutions.
Threats:
The fierce industry rivalry is a serious threat to HelpIT. The business must contend with multiple rivals, some of which have been in business for more than a decade, who have a strong market presence and substantial industry knowledge. It might be difficult to create a reputation and win clients' confidence when there are established rivals around. The company's expansion and viability might be threatened by price wars and a fierce battle for market share brought on by the severe competition.
[bookmark: _Toc141829223]3.2 PESTLE Analysis
Political: 
HelpIT has a sizable opportunity as a result of the UK government's encouragement of entrepreneurs through the provision of financial aid for company startups. If our business proposal is approved for this funding, it might be a huge help in starting the firm. Our goals are also aligned with the government's focus on advancing technology-related firms, which fosters a supportive political climate. This creates a favourable environment for our company operations since political concerns are seen as possibilities rather than dangers.
Economic:
For launching and running our firm, the tax rate and exchange rate in the UK are favourable (Nurwati, Prastio and Kalbuana, 2021). Due to the fact that our web-based software services may serve clients from other countries, these economic considerations encourage the possibility of global commercial prospects. However, it is crucial to keep an eye on currency rate stability because shifts can have an effect on earnings and possibly result in losses.
Social:
A significant opportunity exists for HelpIT because of the UK's growing emphasis on technology and the adoption of that technology by entrepreneurs (Foroudi et al., 2017). Due to society's predisposition towards such offers, the strong demand for technology-driven solutions generates a favourable market for our services. A promising sign for future company growth and a strong indicator of potential success is the rising demand for our services in the UK.
Technological:
We understand the critical relevance of keeping up with the most recent technical developments as a technology-driven organisation. To raise the calibre of our products, strengthen security protocols, and provide clients more specialised software options, we must prioritise technology. We will be able to remain competitive and offer cutting-edge services if we keep improving our technology and hiring qualified professionals in this area.
Legal:
HelpIT is seriously threatened by recent restrictions that prohibit software businesses from employing agents for marketing purposes. If we are unable to recruit marketing agents, our marketing plan may be hampered and we would have to depend entirely on internal efforts, which might take up significant time and resources. For this legal restriction to have as little of an impact as possible, it will be essential to build solid marketing tactics internally.
Environmental:
Our software development company is not directly threatened by environmental considerations. Our activities are online, therefore the tech-friendly atmosphere in the UK is beneficial. Due to the fact that our company strategy does not rely on tangible goods or manufacturing procedures, we do not have any substantial environmental problems.
4. [bookmark: _Toc141829224]Target Market
Two major targets for HelpIT are startups and SMEs. They are described below:
Start-up businesses:
HelpIT strives to serve start-up businesses who are in the early phases of growth and lack the technical expertise and resources necessary to successfully conduct digital transformation (Matt, Hess and Benlian, 2015). These start-ups frequently struggle to manage their business operations, and they need specialised solutions to increase productivity and efficiency.
Small to medium-sized businesses (SMEs):
Small and medium-sized businesses who want to improve their business operations through technology integration are also part of our target market. These SMEs may already have some digital infrastructure, but in order to remain competitive in their particular sectors, they need further help in streamlining their processes and implementing cutting-edge software solutions.
5. [bookmark: _Toc141829225]Marketing Plan
The goal of HelpIT's marketing plan is to raise awareness of our offerings, connect with new clients, and position our company as a trustworthy partner in digital transformation (Matt, Hess and Benlian, 2015). We will successfully target both start-up businesses and small to medium-sized organisations (SMEs) in the UK using our marketing methods.
Digital Marketing:
To successfully reach our target demographic, we will launch a thorough digital marketing campaign. To increase our online presence and draw natural visitors to our website, this also involves search engine optimisation (SEO). We'll use social media channels to interact with our audience, distribute educational information, and highlight our success stories. Lead nurturing and keeping our audience informed about our newest services and solutions are the goals of our email marketing efforts (Agzamov, Rakhmatullaeva and Giyazova, 2021).
Content Marketing:
To position ourselves as subject matter experts and thought leaders in our field, we will provide useful and high-quality material. We will create blog entries, articles, and whitepapers on our website and disseminate them on numerous channels in an effort to draw in new clients and foster audience confidence.
Targeted Advertising:
In order to target particular demographics and sectors, we will conduct targeted internet adverts on websites like Google Ads and social media. These commercials will emphasise the advantages of our services and how they may help with the particular problems that start-ups and SMEs confront.
Partnerships and networking:
To meet potential clients and professionals in the field, we will actively engage in events, conferences, and networking gatherings pertinent to the sector. We will be able to increase our reach and deliver complete solutions to our clients by establishing strategic collaborations with other service providers and technology firms (Agzamov, Rakhmatullaeva and Giyazova, 2021).
With the use of these marketing techniques, HelpIT hopes to establish itself as a top provider of creative and specialised digital transformation solutions, focusing on the unique requirements of start-up businesses and SMEs in the UK market.
6. [bookmark: _Toc141829226]Management Team
Management team at HelpIT is made up of seasoned experts with a variety of IT industry specialties. The team is managed by an inspirational CEO who is responsible for the overall strategy direction and business operations. Our team of talented software engineers will be under the direction of a Chief technological Officer (CTO), who will also oversee the smooth integration of technological solutions. We also have a Head of Marketing and Sales who is responsible for creating winning marketing plans and fostering business expansion. To guarantee the effective implementation of our business plan and the provision of great services to our esteemed clients, the management team works closely together.
7. [bookmark: _Toc141829227]Financial plan
Initial investment: £50,000
Breakdown of initial investment is as follows:
	Budget Allocation
	Amount (£)

	Office Setup
	£10,000

	Hiring and Training
	£20,000

	Marketing and Promotion
	£10,000

	Research and Development
	£5,000

	Miscellaneous Expenses
	£5,000

	Total Initial Budget
	£50,000


Revenue Projections:
	Number of Clients (Year 1)
	Average Revenue per Client (£)
	Total Projected Revenue (£)

	15
	£5,000
	£75,000



Profit Forecast (Year 1):
	Total Revenue (£)
	Total Expenses (£)
	Net Profit (£)

	£75,000
	£40,000
	£35,000



Financial Monitoring and Review:
To make sure we are on course to meet our objectives, we will periodically compare our financial performance to the anticipated numbers. To guarantee the financial stability and success of HelpIT, regular financial evaluations will be carried out to evaluate the efficacy of budget allocation and make the required corrections (Kaila and Nyman, 2018). 

[bookmark: _Toc141829228]Conclusion
The business plan for HelpIT demonstrates a strategic approach to meet the market's expanding need for digital transformation. The business is well-positioned to take advantage of the numerous opportunities given by the tech-friendly UK society by utilising its knowledgeable personnel and technology-driven services. HelpIT strives to overcome obstacles including fierce competition and regulatory limitations by constant innovation and commitment to high standards. HelpIT is positioned for success in the competitive IT sector thanks to a dedicated management team and a financial strategy that shows a clear route to profitability.
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