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[bookmark: _Toc39856330]INTRODUCTION
Entrepreneurs define a business plan as a written document that is prepared for determining the nature of the business, marketing and sales strategies to be used by the business, opportunities available to the business, business model, competitor analysis, target market, operational plan, the financial background of the company, financial analysis, etc. (McKeever, 2016). Thus, the following report emphasises on opportunities available to the new business by undertaking a SWOT analysis and also preparing a literature review, therefore, providing recommendations to the company to effectively develop the business plan and work accordingly to gain success in the organisation. The business plan can be determined as a written document that helps in describing the nature, strategies, opportunities, competitiveness, etc. of the business. The business model is a part of a business plan can be explained as a mechanism that helps an organisation in generating higher profits by delivering valuable products to the customers at appropriate cost (Teece, 2018). The following report will be focused on preparing a literature review on the business model of 0-Degree start-up business. Also, the theories, concepts and models that can be used for understanding the business model of 0-degree business will be explored in the report.
The current business plan is about a new start-up 0-degree clothing company that will be starting in London, UK. The business will offer a wide range of clothes for women lying in the age group between 16-40 years. The company will provide products at affordable rates and is aiming to add a range of accessories in the existing product lines to increase the attention of the customers and gain competitive advantage of the business. 



[bookmark: _Toc37161731][bookmark: _Toc37161658][bookmark: _Toc8275][bookmark: _Toc39681703][bookmark: _Toc39856331]BUSINESS OPPORTUNITY                                                                                                                                          Student ID (1908380)
According to Barrow (2018), it is explained that a business plan is a 25-30 pages long written document comprising of all the important elements to be taken care of in a new business venture. The major purpose of preparing a business plan is to understand all the requirements, practices and strategies of the business, raise profits by attracting a large number of potential customers. Barrow (2018), added that business plan is beneficial in communicating the objectives and procedures of the company with the concerned stakeholders and move in the right direction for the attainment of the desired goals of the business. 
Bocken (2017), in research, stated that the business plan help in determining the opportunities available with the business as it helps in undertaking effective research of the market and considering proper decision-making for focusing on developing and introducing new products that will help in increasing the demand for the product and enhancing the satisfaction of the customers thus, increasing the efficiencies of the business. The new opportunities available with business include introducing a new service or product in the existing market, entering new markets, adding new product line in the business, introducing a new approach in the current marketplace, etc. (Bocken, 2017).


[bookmark: _Toc37161660][bookmark: _Toc37161733][bookmark: _Toc17952][bookmark: _Toc39681704][bookmark: _Toc39856332]CONCEPTS AND PRINCIPLES                                                                                                                         1908380
It is very important for making an effective business plan for a new venture which considers the basic elements of the business, such as products, services, market, competitive advantage, competitors, financial analysis, team members, industry trends, etc. For developing the business plan for 0-degree clothing brand to start-up in the UK, the managers are engaged in efficient decision-making and critical thinking to set the business efficiently by considering all the important aspects and gain maximum benefits from the business. The business plan of the company includes identification of business opportunity, development of the business model, selection of target market, and analysis of the competition, understanding and formulating effective marketing strategies, preparation of an operational plan, and communication with the involved stakeholders and projecting financial estimates (Bocken et al. 2016). 
[bookmark: _Toc39681705][bookmark: _Toc39856333]0 DEGREE BUSINESS OPPORTUNITIES
0-degree aims to be a dealer  selling produced goods to large companies dealing in fashionable clothes and accessories. This can be done by the marketers by continuous pitching and effectively marketing and selling the products to the companies. The business is starting in London and will be located in mid of London which is a busy area that will attract a large number of customers towards the business. 0-degree will use indirect channels of marketing comprising of wholesalers, retailers, agents, etc. to reach the final consumers. This will help the business in gaining higher returns in less time. The affordable and attractive rates that will be offered by the company will give tough competition in the market to the rivals. The penetration pricing strategy will help in easy market entry and making the business attractive among the potential and targeted customers (Bocken et al. 2016).
The business opportunities of 0 degrees can be identified by conducting a SWOT analysis that helps in finding the growth opportunities available in the market which will benefit the organisation in augmenting the strengths and gaining recognition in the industry. Also, the external analysis can be undertaken using PESTEL analysis for understanding the changes taking place in the surroundings and altering the existing policies and strategies of the business accordingly (Bocken et al. 2016).


[bookmark: _Toc39681706][bookmark: _Toc39856334]0 DEGREE SWOT ANALYSIS                                                                                                                   1908380
The SWOT analysis of the clothing brand 0 degree UK is as follows:
STRENGTHS:
0-degree clothing brand will provide a wide range of clothes for women at affordable rates by targeting the population between the age group of 16-40 years. This target population is fond of wearing new cloths and going along with the new fashion which is beneficial for the business. The clothes will be sold through stores and online portals like Amazon, etc. that would help in increasing the customer base (Gürel and Tat, 2017).
WEAKNESSES:
The lack of disposable income and need for taking loans for starting up a new business is a challenging task as it involves risk to be taken by the business. 
OPPORTUNITIES:
There are various opportunities available in the market due to high demand and changing preferences of the consumers that can help in introducing a new range of accessories that include neckpiece, bags, rings, earrings, hairbands, glares, belts, etc. Also, the opportunity available to the business is increasing its presence online by advertising the products and services of the company through social media, company’s website and creating a mobile application that can help in increasing the customer base (Gürel and Tat, 2017). 
THREATS:
[bookmark: _Toc37161735][bookmark: _Toc12993]The business would suffer major challenge due to the high level of competition prevailing in the market from various famous fashion brands based in the UK such as Nike, Adidas, Primark, Levi’s, Clarks, etc. that already attract a large number of customers towards the products and services offered by the companies (Gürel and Tat, 2017).

Summary                                                                                                                                  1908380
Thus, it can be concluded that the development of the business plan is necessary for a company to gain knowledge and proper understanding of the business from all the aspects and give the relevant and essential information to the concerned stakeholders to increase their satisfaction and attain the desired targets of the business. The above report focused on considering a part of the business plan by identifying the business opportunities available for 0 Degree to attract the customers and stimulate them to avail the products and services offered by the company and gain a higher level of satisfaction.
It is recommended that the managers of 0 Degree must undertake a meeting and discuss all the issues and concepts related to the business plan focused on the starting up the business and offering a range of accessories that would be liked by a large number of population and use best promotional tools that will help in increasing the customer base of the business thus, gaining success and growth. Also, the meeting should involve all the stakeholders such as employees, investors, managers, top-level authorities, etc. so that best decision can be taken in the business for the betterment of the company.


[bookmark: _Toc37678309][bookmark: _Toc3551][bookmark: _Toc39681708][bookmark: _Toc39856335]BUSINESS MODEL                                                                        1908380

According to Teece (2018), it is identified that the term business model is concerned with information flow and different transactions taking place in the business that creates value and aid in generating revenues in the organisation. Teece (2018), defines a business model as the integration of organisational transactions and structure and compliance with the governance that results in creating value in the business by exploiting the opportunities available to the organisation. The major elements of a business that are determined using a business model include the specific audience that the organisation is aiming to target, processes to be used, resources, key stakeholders, value preposition, bringing innovation in the business, etc. that helps in raising the profitability of the organisation. 
Wirtz (2016), described in a research that the need for the development of the business model is increasing as it helps in providing adequate information about target customers, strong and weak points of the business, products and services offered; advertising, etc. Tunn (2019), stated that various kinds of business models can be used by the different organisation based on the suitability of the model according to the nature of the business. These models include product/service model, on-demand, ad-based, subscription-based, freemium model, etc. Thus an effective business model can help an organisation in creating value for the customers and earning higher profits in the business thus, achieving success (Wirtz et al. 2016).


[bookmark: _Toc37678311][bookmark: _Toc2563][bookmark: _Toc39681709][bookmark: _Toc39856336]CONCEPTS AND PRINCIPLES                                                                               1908380
The major focus of the business model is to identify how value can be created in the business that is beneficial for all the stakeholders involved in the organisation. Therefore, in the business model, the activities performed by the competitors and the strategies implemented by them are analysed and assessed to bring innovation and take actions that increase the value of products and services offered by the new business (Tunn et al. 2019). The concept of business model helps in creating a link between the business strategy, organisational structure, and information system and aligning them effectively to perform the activities of the business that helps in providing best facilities to the customers and increasing the revenues of the business. A business canvas model is an effective tool that is used by new start-up businesses that visually describes the elements like IT infrastructure, resources used, value propositions, cost, relationships with the customers, etc. that helps in raising profits in the business (Tunn et al. 2019).
[bookmark: _Toc37678312][bookmark: _Toc13183][bookmark: _Toc39681710][bookmark: _Toc39856337]ANALYSIS AND EVALUATION
The business model of 0-degree business can be understood in a better way by using the business canvas model that helps in determining the key resources that will be used by the new start-up business, how the business will maintain strong relations with the customers, targeting and segmentation strategy used by the new business, the online presence of the company, key stakeholders of the business, business partners, methods of creating value in the business, etc. (Bocken  et al. 2016). The use of business canvas model for 0-degree clothes brand will be beneficial for the company is planning all the activities that are to be performed by the business to increase the gratification of the customers by providing the good quality product at affordable prices and generating profits in the business (Bocken et al. 2016). 


[bookmark: _Toc37678313][bookmark: _Toc26198][bookmark: _Toc39681711][bookmark: _Toc39856338] 0-DEGREE Business canvas model                                                          1908380
	Key Partners
· suppliers of raw materials
· partners for manufacturing clothes
· staff members
· Investors
· government
· Long-term financers
	Key activities
· developing new products
· market research
· promoting and marketing products
· Logistics management
· Managing the newly employed staff.
· Making new clients and taking orders.
	Value proposition
· Ecological: waste management, optimum utilisation of resources, etc.
· Economic: Providing employment opportunities, etc.
· Social: raising living standards of society, offering standard quality products at attractive prices, etc.
	Customer relationships
· Safeguarding the rights of the customers to boost their loyalty.
· Working in compliance with corporate governance.
· Delivering best services to the customers such as home delivery, resolving their issues, etc.
	Customer segments
0 degree will use demographic segmentation and target the people of age group 16-40 years. Next geographic segmentation will be used to cover the markets of the UK.

	IT infrastructure
The infrastructure of the 0-degree fashion business emphasis on building a strong relationship with the employees and customers.
	Key resources
· financial investment
· talented employees
· Advertising
· Supply chain and inventory.

	
	Channels
· 0-degree will use indirect distribution channels that will include the wholesalers and retailers to sell the products to the ultimate consumers.
· Online presence: The website developed by 0-degree and its promotions on social media will aid in increasing the customer base.
	

	Cost structure
The cost incurred in the 0-degree business would include the employees’ salary, rent, variable cost like electricity bills, etc. and overhead cost that will be added in the overall product cost.
	Revenue streams 
The clothes and accessories offered by 0-degree brand would be sold in stores and online for boosting the revenues and gaining success.


(Source: Bocken et al. 2017)

Summary 
Thus, it can be summarised that business model and the application of business canvas model is an efficient model or a strategic tool that help new start-up businesses to identify the best ways which aid in enhancing the profits and building trust among the customers through value-added products and services offered to the customers. The above report emphasised one of the most critical factors involved in the business plan that is the preparation of a business model for 0-degree clothing business for making profits in the business.
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INTRODUCTION
In this section various aspects regarding the Market analysis, the costumer’s profiles, product and services and the competitor profile will be defined and analysed.
MARKET ANALYSIS 
“A market analysis is a quantitative and qualitative evaluation of a market. It investigates the size of the market both in volume and in esteem, the different client sections and purchasing behaviours, the opposition, and the financial condition as far as hindrances to passage and guideline.” (shop, 2013-2020)
MARKET SIZE 
Market size refers to the highest total number of sales or buyer personas a organisation can detect, this is often measured over a long period of time, like, one year. It is vital to be aware of the prospective and promising market size before launching the new product or business line. That enables you to comprehend if it is a worthy investments and good use of money and time. (Melendez, 2019)
At 0^ we have made meticulous measurement of our market size with the TAM, SAM and SOM.
TAM:  This means the Total Addressable/ Available Market in other words, is the summery result of your market. Generically speaking, being our brand directed to the female gender, most of our consumers are going to be mostly women. 
SAM: Also known as Serviceable Available Market, this is the quantity of market that an enterprise could possibly acquire. Our products will be created and produced in the United Kingdom and will be sold in the country.
SOM: This means Service Obtainable Market and is the subdivision on the previously mention SAM. The Service Obtainable Market is the means an organisation use to realistically reach to consumption of their product. This is the target market that the business will initially try to sell to.  In the case of 0^ our target market it is defined age and occupational status. We will be selling our product to ladies from the age of 16 to the age of 40. Our buyer’s persona must be earning at least the national minimum wage.
[bookmark: _Toc39681712][bookmark: _Toc39856340]COMPETITION                                                              1908381
Competition is the rivalry between organisations with similar product sell and offers that also supply related services. There are two categories of competitors: Direct and Indirect.                                                                                                                     
Direct Competitors: these are the businesses who administers the same types of products as yours and have a very similar target market.              
Indirect Competitors: these are companies who offer similar range of products and services; however, they have a different Target and market segmentation.

[bookmark: _Toc39681713][bookmark: _Toc39856341][bookmark: _Hlk39466374]PORTER FIVE FORCES
THREATS OF EXISTING BUSINESSES 
As a new business we are fully aware of the risks of virality, especially in the fashion industry. There will be numerous existing companies like New Look, Next that are really succeeding to intimidate our company because of the threat we pose to them. Nevertheless, we at 0^ will put all our product at affordable prices to secure a financial and popularity stability. 
DEGREE OF RIVALRY
The level of rivalry 0^ will face once on the market will be extremely high. However, our company is a very resilient one. We will sell all products with the best quality and at an affordable tempting price also we are going to do seasonal discounts to attract more costumer.
PRODUCT AND SERVICES
As it is known clothing is not an innovation in the fashion market but at 0^, we offer a vast range of choices of clothing from casual to classy and formal. In addition to that, we will also have introduced numerous eye-catching accessories, from all types of bags (backpack to clutch bag) to good quality pieces of jewels (neckless, earrings and bracelets). 
Unlike in other shops, at 0^ we will have, other than the normal clothing, a special collection that allows you to be both casual and formal at the same time. This is for all the ladies who are always in a rush to transit from one event to another. This collection will be renovated for each season.
For the clothing line, the products will all be design by our stylists and approved by competent well selected team who will then send the samples at the warehouse, situated in London, where the products will be produces in vast numbers. 
For all the casual clothing, the logo of our company will be creatively designed and the cloth to give them a funky style also to make the product unique. As for the classy and formal clothing we will simply put a tag in the cloth to show the originality of the product. In addition to that, all our clothing are going to have a wide range of sizes, from petite, curvy to plus sizes.
On the other hand, for our jewelleries, we selected a group of experts to manufacture and pack them into customized bags. All this will allow clients to feel precious and luxurious.

[bookmark: _Toc39681714][bookmark: _Toc39856342]TARGET MARKET
A target market is a group of people who share similar characteristics and interests.
[bookmark: _Toc39681715][bookmark: _Toc39856343]CUSTOMERS PROFILES 
A customer profile also known as buyers’ personas have the purpose to enable one to comprehend and identify who the business’ prospective clients are. It is quite vital for a business to identify its target audience it determines how you are going to select the diversities of demographics like age, gender, location, income, purchasing habits and interests. Our market segmentation will be divided in demographic, geographic and psychographic distribution.
Demographic segmentation 
For our business we decided to concentrate our target audience to ladies from the age of 16 to 40. The reason of this choice is the simple fact that we believe that women that have more high interest in fashion belong to that age group. Also, we believe that everyone in our costumer profile should have a job and should be earning the national minimum wage we will not have a restriction on the educational level as we are aware that not everyone can afford to go to school for various reasons. Our product has the advantage of being disposable for every lady who loves fashion be it married or single. 
As it is known it is quite difficult to buy something with a decent quality at an affordable price especially when it comes to High street exclusive brand shops. That is why we at 0^ will provide an attractive compromise by selling our product with the best quality but also at an affordable price. 
Geographic segmentation 
This form of segmentation is presumably the most popular type of market segmentation, whereby enterprises divide the market by placing their focus on a specific and restricted geographic area. For example, some business organizations may decide to market their trademarks in some countries, but not in others. (Thomas, 2007)
London is one of the busiest cities in the world and affects both students and career holders. For most people, the only moments to have relax themselves and indulge in self-entertainment by going to out for a classy dinner night or a casual occasional party, are the weekends.
To enable each persona to have a non-stressful shopping, we at 0^ have decided to place our stores in various strategic areas around the capital. All our branches will be either in the town centres, near collages, in shopping malls, universities, work offices in central London and must importantly we will have our headquarter branch in Oxford Street.
Psychographic Segmentation
This type of market division is based on the buyer’s persona lifestyle personalities, beliefs, values, perceptions, and attitudes. “This psychographic segmentation occurs when you dived your market along the various interests of your consumers. So, you can mark the appropriate to each segment of the market.” (Grimslay, 2015)
At 0^ our prospective will, be selected according to personalities and beliefs. Our targeted group are all the ladies with an outgoing personality who believe that what the wear represents who they are. We have put our focus on those women who, adore wearing high quality clothes and accessories wherever they go, women with a passion for fashion who can express themselves in many ways by simply using our products.
1908381

[bookmark: _Toc39681716][bookmark: _Toc39856344]EXTERNAL ANALYSIS 
These are all the potential external factors that could affect the business and to break this down we are going to use the Pestel analysis. Being 0^ a new business being introduced in the already very competitive fashion market; we believe it is essential to identify all the negative and positive aspects that can potentially impact our young enterprise. 
[bookmark: _Toc39681717][bookmark: _Toc39856345]PESTLE ANALYSIS
“Pestle analysis provides a framework for investigating and analysing the external environment for an organisation. The framework identifies six key areas that should be considered when attempting to identify the sources of change.” (James Cadle, 2010) These six keys will be illustrated consequently:
Political factors
The political scenario in the United Kingdom in relation to other countries, is quite favourable. This country, in terms of national and international market is quite stable and abundantly productive. The UK is politically advantaged with freedom of policies and have excellent labour polices, tax policies and good foreign trade policies. All the previously listed are favourable to our enterprise. We can open business in the country as well as having opportunities to open franchises. 
Economic factors
Economic factors are vital for the progress of a business and consequently its success. Also, these can be deemed crucially important. (Perera, 2017)
The UK is the sixth largest economy in the world, in fact, “The Gross Domestic Product (GDP) in the United Kingdom was worth 2910 billion US dollars in 2019, according to official data from the World Bank and projections from Trading Economics. The GDP value of the United Kingdom represents 2.40 percent of the world economy.” (economics, 2020) In addiction to that, the United Kingdom’s GDP is predicted to have a positive trend for at least the next three years. By that said, 0^ will be an additional good source of income for the country. 
Social factors
The socio-cultural factors of the UK are prospectively very rich. This country is also a home to people with diverse and numerous cultures, this, allows them to have a modern approach to life. Being our product a fashion brand for women of different ages, 0^ will enhance the market by offering the latest trends.
Technological factors
The UK is one of the greatest world powers in this planet and by so, having access to the latest technologies available to them. This will be advantageous to our business, for it will enable us to extend our market to online. 

Environmental factors
Environment factors have a crucial significance in this study due to the global warming and environmental degradation. Fortunately, thanks to the advanced technology in the United Kingdom, the damaged caused by the global heating can be tackled. Which allows us to initiate our business.
Legal factors
Legal factors such as product safety, product labelling, health and safety and advertising standard are vital for a country to have them. Most countries worldwide, unfortunately are still struggling to obtain them. The UK has a optimal set of laws that will enable 0^ to grow.


[bookmark: _Toc39856346]MARKETING & SALES STRATEGY AND OPERATIONAL PLAN
                                                                                                          1908381
Introduction                                                                         1908942
The aim of this report is to show how various business strategies their marketing, and to highlight how and when is more efficient to use each type of strategy, in class we formed a group and created our own very business plan, when creating an idea of a marketing strategy we  also create the brand for what the business it's going to be remembered for this reason we need to make sure that the marketing strategies have a long life spawn.
[bookmark: _Toc39681718][bookmark: _Toc39856347]Marketing Strategies
When starting a business there are lots of challenges that can occur initially ,like finding the right exposure in the market because of similar competitors, the key of becoming more visible is to spend money “ spend money to make money”.
Unfortunately not everyone possesses big resources or investors ready to jump start a new business , there are several ways to build or business without spending a penny.

Social media
The first one is using social media the greatest invention of the 21th century ,using socials information can travel very fast this type of platform can’t be ignored and can be considered the quickest  way to get the product out to the public and get known ,always keeping in mind to keep it simple and be original this can help to have positive review that will help to increase the audience, the platforms can also be used to get in communicate or get in contact with  other businesses or future client example of good platforms are Blogs or LinkedIn.
Video Tutorials
This strategy allows you to have total control and freedom because here you have the chance of grabbing  customers by hand  and walking them through your product step by step the more efficiently you perform the videos and the more chance of increasing the audience you have , countless people try to find a solution every day on platforms like YouTube.
Tricking the SEO 
Seo or better Searching Engine Organization for some it's hard and confusing to understand how the algorithms of google works , the worst thing that can happen is having a product which your are trying  to publicize at the bottom of google researching list.
There are companies out there that can teach you how to bypass or trick Google but short cuts can only last much on the long run and this can backfire on your business. (Life and Way, 2020)

Influencers
Influencers are the “Gods of social media” and instead of investing time on trying to create your clientele which could take several years  we can tag along with them , the key is finding the right influencer to be able to target the right audience this will cut lot of money that you would have probably spent doing marketing .

Word of mouth
Studies say that word of mouth as in spreading the news through family members and colleagues can boost sales by 30%. “It's easier to believe more any believe a recommendation from friends and family over ANY other type of advertising.” (McMillen, 2020)
[bookmark: _Toc39681719][bookmark: _Toc39856348]Marketing mix 
According to Jerome McCarthy he was the first person to introduce the 4Ps of marketing that today we state as : Product,Price,Place,Promotion on the long run those variants can be subdue to changes but in the short term its very hard to change the product or service and the distribution channel.
One more group of marketing mix was created by Albert Frey who sustains that marketing mix can be simplified in 2 groups Offering and Process .(Baalbaki, 2020)
· Offering: product,price,packaging and service.
· Process: Strategies of selling,promotions,personal selling, distribution channel.
                                          
                                                                                1908942
[bookmark: _Toc39681720][bookmark: _Toc39856349]1908942
Marketing 4ps Mix
· Product: It's the heart of the business and that can be fabricated and traded in large quantities ,the term products covers a large area like goods but even non physical ideas like service for example can be considered a product.
· Price: the amount of money that a potential customer is ready to consume in exchange for a  good or a service, when pricing a product we always need to take extreme care because a price is too high, and only a certain number of stores will have access or interest in buying and reselling. 
· Place\Distribution: What really makes the difference is how quickly a company is able to sell their goods ,the more efficiently the good reaches the point of sale ,the more likely to fulfil the customer request and achieve brand loyalty .
· Promotion: Promotions always have 2 goals one is to contact or reach potential customers and the second one is to convince them to acquire the product .Target promotions in this case can really make  the difference.
[bookmark: _Toc39681721][bookmark: _Toc39856350]
Marketing 7 Ps Seven P Formula

Bernard Booms and Mary Bitner joined together to create a 7ps Marketing formula on which they implemented  “People” as a new variable they acknowledged the importance of the “Human” factor on the aspect of marketing.
· People: There are 2 sets of people the first one are internal people that are part of the organization, with a pyramid structure from the bottom to the top where you have the employers, the second set of people are the external ones or potential customers the success or failure of the company purely depends on their satisfaction. 
· Price: The relation between price and quality dont need to be too high and not too low but they need to follow each other
· Process: It's a action between a companies and customers and when they delivering a service 
· Place: it's where the merchandise can be seen and sold from or delivered from
· Promotion: the number of action that we take to get the product known 
· Physical Evidence: anything that a customer can actually see or touch when coming in contact with our product. 

[bookmark: _Toc39681722][bookmark: _Toc39856351]SWOT ANALYSIS
When developing the idea of a new business we use swot analysis to evaluate or calculate any possible risk or leakage that could possibly harm our business and in the future and any attainable chance to turn the cards in our favour.
· Strength : any thing that our corporation does particularly well and distinguishes them from any other business, and brings a clear advantage from the competition.
· Weaknesses: 
· Opportunity: opening that can favours a business are normally out of control because they normally take place outside the  corporation, but a good corporation  can take advantage of them and make them work in their favour .
This can be new technologies, development in the market, changes from the government, an  opportunity  caught at the right can lead us straight to the head of the market .
· Threat :the same way  we cant control opportunities we can’t  also control threats that are always out of our jurisdiction, even if we can't control threats being on the lookout to see what our competitors are doing can really make the difference, new technologies can be a blade at double edge. 


[bookmark: _Toc39681723][bookmark: _Toc39856352]PESTLE  ANALYSIS 
Pestle analysis is a tool that is used to recognise how external factors can affect a business
And it's normally used for business planning and strategic planning 
· Political : how the government affect a business 
· Economical : how the economy affect a business 
· Social : how the society affect a business  
· Technology: how new technology affect a  business
· Legal : how the laws affect a business
· Environmental: how the environment affect a business

[bookmark: _Toc39681724][bookmark: _Toc39856353]Business Plan
This a business plan for a clothing line the goal is to produce clothes affordable by women of  any type of social class, and the concept behind this clothing line is to sell extravagant and classy clothes for women of any type of size .
The value between and quality won't be too high, just like other retail like H&M and ZARA.
[bookmark: _Toc39681725][bookmark: _Toc39856354]Marketing Objective
· Gain more customer equity.
· Reaching out costumer of all sizes 
· Show and promote customer satisfaction when coming in contact with our service.
 
[bookmark: _Toc39681726][bookmark: _Toc39856355]Business Plan Marketing Strategy
The type of customer  the business is meant to reach out to is women between the age of 16 to 40 ,this is the group that normally follow fashion and are more vulnerable to trends ,we are selling medium high quality clothes, that everyone will be able to afford, the goal or what differentiate us from other business setting the London look this will be like our signature a unique British style, even wealthy people with good sense of fashion will love to purchase the product, we going t o use a place of distribution a prestige retail location.
The main competitors are going to be brands like H&M and Zara and Long Island. The plan is to establish a loyal connection with customers, having a strong unique eccentric design will distinguish us from the competitors our design extravagant will be really hard to copy.
We plan to promote the brand using the tactic of women empowerment, this type of idea is selling a lot in the fashion field, especially the idea of a strong independent female.
 Our slogan will be “Strong and Beautiful” this will pushed using a big social media like  Instagram which will help expand the exposure of the clothing line since Instagram its capable of reaching a large audience in short period of time, we will have Instagram female  influencers which are willing to pay since influencers have a big impact on their followers, from the age of 16 to 40 to pose to make it more effective  ,and another technical way to quickly expand the brand is doing give away in which we going to have women doing reviews and feedback on how the find our product and type of improve that we can apply our clothing line.
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Strength
One of the strengths of our business is the authenticity of being a brand new product  and having a large range of sizes of clothes so that means including all types of women.
Weakness
The success of the business totally depends on the good response of the clientele, and because we are an upcoming brand things can really be difficult at the beginning having big competitors like Zara, Top Star.
Opportunities
· Growing demand on the fashion field
· Low cost product to keep pace with the competition
· Expanding our business in other cities of the Uk
Threats 
· Global epidemy
· Other competitors like Zara,Benetton,Top Man
Internal factor
· Nature of product
· Product stages in its overall life cycle
· Availability of funds
· Company objectives
External factor                            
· The buying behavior of a consumer
· Control from the government side
· Degree of competition 
· Efficiency of channel
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Month

	
1

	
2

	
3

	
4

	
5

	
6

	
7

	
8

	
9

	
10

	
11

	
12

	
TotaL


	
A

	
Month name
	Jan
	Feb
	March
	April
	May
	Jun
	Jul
	Aug
	Sep
	oct
	Nov
	Dec
	
12

	


	
Sales forecast

	
	
	
	
	
	
	
	
	
	
	
	
	

	
B

	
Product/service
Clothing
	£8000
	£7000
	£6000
	£10000
	£9000
	£5000
	£8000
	£9000
	£15000
	£15000
	£15000
	£15000
	£122000

	
C


	
Product/service
Shoes
	£1000
	£2000
	£2000
	£2000
	£6000
	£5000
	£7000
	£7000
	£7000
	£7000
	£7000
	£7000
	£67000

	

	
Costs forecast

	
	
	
	
	
	
	
	
	
	
	
	
	

	
D

	
Product/service
Clothes/Shoes
	£3000
	£3000
	£2500
	£4000
	£5000
	£3000
	£5000
	£5000
	£6500
	£7000
	£6500
	£6500
	£57000



	
E

	
Assumptions
(e.g. Seasonal trends)
	
Sales are forecast to increase from September to end of year as the shopping season begins. The assumption is that people will do more shopping during the winter months. Production cost will be about a third of the sales.
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Section 

	
	
Monthly cost (£)


	
A 

Estimated costs
	Mortgage/rent

	700

	
	Council tax
	160

	
	Gas, electricity and oil
	240

	
	Water rates
	200

	
	All personal and property insurances
	100

	
	Clothing
	300

	
	Food and housekeeping
	250

	
	Telephone
	120

	
	Hire charges (TV, DVD etc.)
	0

	
	Subscriptions (clubs, magazines etc.)
	0

	
	Entertainment (meals and drinks)
	50

	
	Car tax, insurance, service and maintenance
	100

	
	Children’s expenditure and presents
	0

	
	Credit card, loan and other personal debt repayments
	50

	
	National Insurance
	70

	
	Other
	

	B 
	Total costs (£)
	2340

	
C 

Estimated income

	Income from family/partner
	2000

	
	Part time job
	1300

	
	Working tax credit
	

	
	Child benefits
	100

	
	Other benefits
	350

	
	Other
	1400

	
D
	Total income (£)
	5150

	
E
	Total survival income required (£)
	1800




[bookmark: _Toc39681731][bookmark: _Toc39856360]Cashflow forecast

	
	Month
	Pre-start
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	Total

	[bookmark: Text166][bookmark: Text171]A
	Month name
	     
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec
	

	
	Money  in (£) 
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	B
	Funding from the…
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Funding from
other sources 
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Own funds
	
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	24000

	
	Incomes from Sales
	
	9000
	9000
	8000
	12000
	15000
	10000
	15000
	16000
	22000
	22000
	22000
	22000
	182000

	
	Other
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	C
	Total Money in (£)
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Money out (£)
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	D
	Loan repayments 

	
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	18000

	
	Personal drawings 
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	E
	Total money out (£)
	
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	1500
	18000

	F
	Balance (£)
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Opening balance
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Closing balance
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	Cost item
	What is included and how you worked it out
	Total cost

	Costs in furnishing
	Painting and procurement of new furniture
	10.000

	Costs for downtime
	about 25,000 pounds is lost in downtime
	25.000

	Technology costs
	buying three computers and licences for applications
	10.000

	Cost of hiring
	Costs for recruiting three new coders (including wages and incentives, support and training, £40.000 for each recruited coder and £17.36/hour prices (24 days x 8 hours x 12 months = 2304 hour)).
	120.000

	Cost of renting 
	extra costs of move to the new office
	20.000

	Mannequin costs
	Additional mannequin for the start-up
	5.000

	
	
	

	
	Total
	£190.000
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Profit Projections (Profit – Loss)

January: £8000 + £1000 = £9000
£9000 - £3000 = £6000
February: £7000 + £2000 = £9000
£9000 - £3000 = £6000
March: £6000 + £2000 = £8000
£8000 - £2500 = £5500
April:  £10000 + £2000 = £12000
£12000 - £4000 = £8000
May: £9000 + £6000 = £15000
£15000 - £5000 = £10000
June: £5000 + £5000 = £10000
£10000 + £3000 = £7000

Total after 6 months = £42500

July: £8000 + £7000 = £15000
£15000 + £5000 = £10000
August: £9000 + £7000 = £16000
£16000 - £5000 = £11000
Sep: £15000 + £7000 = £22000
£22000 - £6500 = £15500
Oct: £15000 + £7000 = £22000
£22000 - £7000 = £15000
Nov: £15000 + £7000 = £22000
£22000 - £6500 = £15500
Dec: £15000 + £7000 = £22000
£22000 - £6500 = £15500

Total after 6 months = £82500

Total after 12 months = £125,000

Cashflow forecast
Profit Projection (Profit – Loss) 

Jan: £2000 + £9000 = £11000
£11000 – £1500 = £9500
Feb: £2000 + £9000 = £11000
£11000 + £1500 = £9500
March: £2000 + £8000 = £10000
£10000 - £1500 = £8500
April: £2000 + £12000 = £14000
£14000 - £1500 = £12500
May: £2000 + £15000 = £17000
£17000 - £1500 = £15500
June: £2000 + £10000 = £12000
£12000 - £1500 = £10500

Total after 6 months = £66000

July: £2000 + £15000 = £17000
£17000 - £1500 = £15500
Aug: £2000 + £16000 = £18000
£18000 - £1500 = £16500
Sep: £15000 + £7000 = £22000
£22000 - £1500 = £20500
Oct: £2000 + £22000 = £24000
£24000 - £1500 = £22500
Nov: £2000 + £22000 = £24000
£24000 - £1500 = £22500
Dec: £2000 + £22000 = £24000
£24000 - £1500 = £22500

Total after 6 months = £120000

Total after 12 months = £186000

Combined total of cashflow and sales/cost forecast
£125000 + 186000 = £311000



Cash flow forecast

A cash flow forecast is part of a future outlook for a business (Hasanaj et al, 2019). It attempts to predict cash movements into the future and is therefore relevant. Cash management is the most critical component of any financial services company. It will cease to exist if an organisation runs out of funds (Hasanaj et al, 2019).
When a decision is taken about a cash flow estimate or a profit prediction, you will choose the cash flow prediction (Hasanaj et al, 2019). 
The cashflow forecast demonstrates the pace of revenue in and outside a company (Mayo, 2012). It helps to determine the funding needed to achieve the income projected by the company. This takes into account initial financing to launch the business or scheme and defines potential cash needs to deal with demand or seasonal fluctuations. Well controlled cash flow is important for a profitable company (Shuli, 2010). You must be able to pay bills while expecting payment from your customers. There are several well-documented situations in which businesses struggle, not because they are not successful, but because of bad cash flow control (Xhafa, 2005). 
 
People go in to business to make a profit. This is a clear concept, which may still get overlooked in the vision of constructing millions of pounds worth of multinational companies. However, you cannot continue in business unless you have. This makes cashflow management vital for companies.

Loan
Loans are not products for selling, i.e. because of the corporate practices they are not something produced (Hasanaj et al, 2019). They are also exempt from the income projection, as are any repayments made. Another way to look at this is that the loan is not your income, but the lender (Mayo, 2012). Thus, loan and repayments are only included with the cash forecast. Investments shall be handled in the same manner as loans. 
 
Corporation tax
When your company is beginning to make money, the earnings projection will show the tax obligation for each month that there is a benefit (Shuli, 2010). However, income tax is due up to nine months after the close of the year. The cash flow will therefore only show the cash effect of corporate tax for the next year (Mayo, 2012). 
In the balance sheet the different variations between the cash forecast and the income forecast are reported. Cash not earned shall be included as a debtor; cash not paid shall be included as a creditor (Shuli, 2010). 


Income Statement
For the preparation of the income statement, a standard format is suggested (Subramanyam, 2009). Many companies follow a different structure for their sector relevant financial statement which deviate from the traditional accounting process (Subramanyam, 2009). 

Financial analysis 

An analysis of the financial history of the organisation and the comparison between business and historical trends and other performance measurements are prudent to initiate a value assessment which will provide insight into the strengths and weaknesses of the company (Friedlob et al, 2003). 

Financial Recasting or Adjustments

Adjustments to the financial report offer the business a fair financial image in comparison to other rivals in the market (Xhafa, 2005). Benchmark studies in industry are typically used to make these adjustments.
For estimating interest, the profit method utilises the current value of potential cash flows. The Capital Asset Pricing Model (CAPM) is the foundation for this system (Xhafa, 2005). The simplest method of this strategy is the pre-financing (CFBF) study of cash flows (Vogel, 2014). The approach to income will be further clarified and extended to the business.

Net Adjusted Cashflow
	
A new investor is alluded to as a net, adjusted free cash flow after tax as actual net profit (Helfert, 2003). This is a net return on investment in addition to reasonable market compensation and, above this, reduced payroll rates, income taxes, spending on property and working capital requirements (Subramanyam, 2009). Net cash costs (such as depreciation) are applied back and the required annual fixed asset reinvestment (equals on average to the annual depreciation expense) is eliminated by net after tax sales to properly describe a business' net after tax-free capital flow (Mayo, 2012). As the company expands, working capital needs often increase and involve investment of working capital in the product. Annual changes in working capital is needed as a cash flow change. Before the depreciation change, the balance is considered net before tax-free flow or cash flow before borrowing during revenue. It is an annual expenditure in real assets and working capital. (CFBF) The term adjusted applies to future net profit changes for irregular expense products or expenses below or over fair market value, such as insurance (Friedlob et al, 2003). A customer should adjust the income statement and reflect the actual transaction prices for the required company expenses and profits (Friedlob et al, 2003).

Discount rate

Upon calculating the net adjusted free cash flow, a discount rate shall be established to measure or mitigate the danger to be included in the company or project (Mayo, 2012). The higher the risk, the higher the anticipated profit (Mayo, 2012). A discount rate is equivalent to the average return rate necessary to allow an investment. The valuation is determined by its projected returns and income, depending upon the estimated danger or uncertainty of the investment offset (Helfert, 2003). 

Growth rate
The elimination of a reasonable annual growth rate from the preferred discount rate yields the capitalization rate, the reverse is the price / cash flow ratio (Vogel, 2014). This is close to the common P / E formula, but uses net after income from tax instead of adjusted free cash flow (Vogel, 2014).
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=/ The opportunities available to the business can be identified by usina SWOT and PESTLE analvsis for analvsina the intenal .~
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PowerPoint has recovered the following
files. Save the ones you wish to keep.
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O-degree can use business canvas model for
understanding the different aspects that can be used
in the business for generating revenues.

m BUSINESS MODEI. CANVAS

Business mode( ’

The new start-up business like 0-degree must use business canvas model as it gives a detailed description about the
important components such as the stakeholders and partners to be involved in the business, the key resources to be used
- efficiently, steps to be taken to build strong relationships with the customers, cost constraints, etc, that aids in generating

(@ Whichfile do | want to save? profits.

Close
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CONCLUSION

Document Recovery

PowerPoint has recovered the following
files. Save the ones you wish to keep.

Thus, it can be summarized the development of
business plan is necessary for every business to
work efficiently according to the plan and
achieve the desired targets of the new business
that is the 0-degree clothing brand that is will
be started in London, UK. The above
presentation determined the two components of
business plan that are to be acknowledged by
the managers of 0-degree.
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Marketing strategies

[ Marketing Strategies: One of the biggest struggles when starting a
& st business is getting the product out there, that’s why is beneficial to
make a proper business plan with good marketing strategies that will
guarantees more exposure, this can really make the difference
between failures .
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Types of marketing strategy

Social Media: With the help of social media, data can travel very fast that’s

why the power of the internet can't be taken lightly, thanks to social media that makes
the world global everything is connected, the product or service gets out there and gets
reviewed , an example o social media can be Facebook or Instagram.

Video Tutorial: On video a brand owner as the possibility of fully conduct,

S.E.O: Studying how search e tutorial engine works can really, can really make
the difference, between success and failure , this can help to have a business at the top
of the research list.

Artificial Intelligence: For example thanks to cookies and other research engine, they are
able to filter the desired audience , for example apps like Spotify are to filter songs based
on the costumer emotions.

Influencers: hiring and an influencer to promote a brand can be so beneficial because
they already have a large audience and the same time can use the product or talk about
the service the been paid from giving a positive feedback.
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1

) pr— Business Plan

This clothing it's been created for women of all size , generally women from
3 the age of 16 to 40 are the ones to follow more fashion than men so we
realised that having a clientele of only women could be more

beneficial, our goal into create a solid an unique eccentric London style
that women can wear on their every day lifestyle.

We plan to push the brand trough a propaganda of women empowerment
that will bring women together, Strong and Beautiful will be our slogan the
idea using big platforms like Instagram,Twitter,Facebook, we going to

use Instagram models and influencers that will pose with our product and
talk about it, possible costumer will have the chance to make reviews and
questions. And we will also do give away at beginning of our business and
do some word of mouth marketing.
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O Large range of size for all women
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O New in the business
4 pror O Initial Low demand
OPPORTUNITIES
O Growing demand on fashion field
O Low price that will help to keep up with the competition
O Expanding our business in other cities of the uk.
THTREATS
O Other competitors.
O Global Epidemy
O Bankruptcy

»

Click to add notes

Side4of4  English (United States) otes | [E 88 g = i + % @
e e R RiARRARVRBLbPMRMEEEEEEEEEIE—E—N———IN—NSNN——NN—————E—EL,. —EEEEaeeemeeas




image13.emf

Microsoft_PowerPoint_Presentation.pptx
The financial forecasts of the business plan 0 Degree Clothing 
Name-Martins Uwugiaruoyi
Student ID-1907286


  



















Cashflow forecast; A cash flow forecast is part of a future outlook for a business.

Loan; a thing that's borrowed, especially a sum of cash that's expected to be paid back with interest.

Corporation Tax; When your company is beginning to make money, the earnings projection will show the tax obligation for each month.

Income Statement; For the preparation of the income statement, a standard format is suggested. 

Financial Analysis; An analysis of the financial history of the organisation and the comparison between business 

Financial Recasting or Adjustments;  Adjustments to the financial report offer the business a fair financial image in comparison to other rivals in the market 



















Net Adjusted Cashflow; A new investor is alluded to as a net, adjusted free cash flow after tax as actual net profit 

Discount rate; Upon calculating the net adjusted free cash flow, a discount rate shall be established to measure or mitigate the danger to be included in the company or project 

Growth rate; The elimination of a reasonable annual growth rate from the preferred discount rate yields the capitalization rate, the reverse is the price / cash flow ratio 















Reference 

Friedlob, G. T., & Schleifer, L. L. (2003). Essentials of financial analysis (Vol. 23). John Wiley & Sons.

 

Helfert, E. A. (2003). Techniques of financial analysis: A guide to value creation. Boston, Massachusetts: McGraw-Hill/Irwin.

 

Subramanyam, K. R. (2009). Financial statement analysis. Includes index.

 

Mayo, H. (2012). Principles of Finance, UET Press, Tirana, 251-276.

 

Hasanaj, Petrit & Kuqi, Beke. (2019). Analysis of Financial Statements. Humanities and Social Science Research. 2. p17. 10.30560/hssr.v2n2p17.

 

Shuli, I., & Perri, Rr. (2010). Analysis of Financial Statements, albPAPER, Tirana, 275-338.



Xhafa, H. (2005). Analysis of Financial Statements, third edition, Pegi, Tirana, 52-225.

















Trefins
= olant Degr
N3






image14.emf


Cashflow

forecast

; A cash flow forecast is part of a future 

outlook for a business.



Loan

; a thing that's borrowed, especially a sum of 

cash that's expected to be paid back with interest.



Corporation Tax; 

When your company is beginning to make 

money, the earnings projection will show the tax obligation for 

each month.



Income Statement;

For the preparation of the income 

statement, a standard format is suggested. 



Financial Analysis;

An analysis of the financial history of the 

organisation and the comparison between business 



Financial Recasting or Adjustments; 

Adjustments to the 

financial report offer the business a fair financial image in 

comparison to other rivals in the market 
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Cashflow forecast; A cash flow forecast is part of a future outlook for a business.

Loan; a thing that's borrowed, especially a sum of cash that's expected to be paid back with interest.

Corporation Tax; When your company is beginning to make money, the earnings projection will show the tax obligation for each month.

Income Statement; For the preparation of the income statement, a standard format is suggested. 

Financial Analysis; An analysis of the financial history of the organisation and the comparison between business 

Financial Recasting or Adjustments;  Adjustments to the financial report offer the business a fair financial image in comparison to other rivals in the market 
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

Net Adjusted Cashflow; 

A new investor is alluded to as a net, 

adjusted free cash flow after tax as actual net profit 



Discount rate; 

Upon calculating the net adjusted free cash flow, a 

discount rate shall be established to measure or mitigate the danger 

to be included in the company or project 



Growth rate; 

The elimination of a reasonable annual growth rate 

from the preferred discount rate yields the capitalization rate, the 

reverse is the price / cash flow ratio 
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Net Adjusted Cashflow; A new investor is alluded to as a net, adjusted free cash flow after tax as actual net profit 

Discount rate; Upon calculating the net adjusted free cash flow, a discount rate shall be established to measure or mitigate the danger to be included in the company or project 

Growth rate; The elimination of a reasonable annual growth rate from the preferred discount rate yields the capitalization rate, the reverse is the price / cash flow ratio 
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