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1. Business and business objectives


	Describing the business, outlining the different product(s) and/or service(s) to be offered:

	Artist’s Home is going to be an online Men’s clothing shop that offers customised shirt, t-shirt, pants, trousers etc. The business organisation will offer an online studio for designing the clothing for the customers and the customers will be able to order those customised items. The designed will be sent to the garments manufacturers in Bangladesh in real time and generally it will take 7 days to process an order. Artist’s Home will be an online based business with no physical setup for dealing with the customers. Moreover, the final products will be delivered through courier services throughout the UK.

	Objectives:

	Short term (current year):

	· Raise the traffic to 10 thousand per months to our facebook pages and websites by December 2019.
· Make a total revenue of £2,000 for next quarter ended in December 2019.
· Sign a contract for a permanent manufacturing facility with a Bangladeshi garments company by October 2019.

	Medium term (next 1 – 2 years):

	· Establish Artist’s Home as one of the top ten clothing brands operated in the UK by the beginning of 2021.
· Ensure a yearly total yearly revenue of £20,000 by June 2022.

	Long term (3 years and beyond):

	· Establish Artist’s Home as the top three fabrics brand in the UK by 2030.
· Set up a headquarter in London on its own land by 2027.
· Secure profitability of 20% on gross profit on an average from 2025.

	Your Start Up Loan:

	Financing the venture:

	From setting up the business and becoming operation, it needs some financial supports. This clothing business needs around £9,000 where £2,000 will be used for promotion as any online business requires higher promotion expenditure. Another £3,000 will be used for renting an office for running the business and £2,500 needs to be invested for equipment. And final £1,500 needs to be invested for inventory. This fund will be managed from the UK Business Angel Association, a venture capital firm that provides unsecured loan to the fashion businesses at the lowest possible cost (Ukbaa.org.uk, 2019). If this funding can be managed, the necessary investment can be done and so the objectives can be achieved.

	

2. Skills and experience


	Outlining any previous experience, employment or other work that I have done that is relevant to mu business:

	I have attended an internship programme in Urban Outfitters for 6 months where I have worked in dealing with customers and after sales service. For the last 2 years, I have been employed in Primark as assistant sales manager. Both of the businesses are focused on outfit industry. As part of my responsibilities, I have managed the sales force, analysed customers interest, fashion trends and participated in marketing and promotion.

	Outlining any education or training I have had that is relevant to my business:

	I have completed my undergraduate degree in a reputed educational institution with a major in Finance. During my undergraduate time, I gave a special focus on corporate finance and finance for an entrepreneurial venture. Immediately after completing my Bachelor of Business Administration (BBA), I attended a short course in the summer programme at Harvard Business School (HBS). Moreover, I have completed an online marketing course and learned python for working with big data. Additionally, I have attended many daylong seminars on entrepreneurship, ecommerce and facebook marketing.

	Outlining any transferable skills, talents or traits I have that are relevant to my business:

	Some skills present in my character that persuade myself to become an entrepreneur and some of them are transferable related to my entrepreneurial venture. The first and foremost skill is technological literacy that is very crucial for being successful in an ecommerce business. Another transferable skill is leadership and communication. My adaptability skill should get mentioned in this section because I am very skilled in adapting to a new environment.

	Briefly outlining any gaps in my skills, experience or qualifications and explain how I will address these:

	Apart from my skills portfolio, I have a lacking and that is I fear Public Speaking. Moreover, I have to be punctual more to become successful. To achieve public speaking skill, I am taking a course in a local education centre that provides the opportunity of practicing public speaking. Moreover, I am using OpenTalk (a mobile application that connects interested people throughout the world) for practicing English with other people who are also interested in improving their ability in English.



	3. My target customers

	Demographic details:

	Age:
	Gender:
	Income:
	Types:
	Target regions:

	· 15 - 35yrs
	· Males
	· £20,000 - £100,000
	· Individuals
· Businesses
	· All over the UK

	How many potential customers do I estimate are in my target regions for this financial year?

	The business is expected to grow every quarter. In the first quarter, the expected number of customers will be around 200 and this will grow. Finally, the expected customer's number will be around 1,000 in the first financial year. It is expected this customer base will grow at 20% on an average for the next 7 years and 15% for the next 5 years.

	Briefly describing my target customers and any other distinguishing features, expanding on any of the areas I have already highlighted above:

	The target customer segment of Artist’s Home includes the middle and higher income people who are between 15 and 35 years. This clothing house offers clothes only for men who live all over the UK. It emphasizes on the individuals mostly but also offers service to businesses. The most distinguishing characteristics of the target customers are that they are fashion conscious men.

	What customer need or problem does my product(s) and/or service(s) address?

	The entrepreneurial venture offers the clothing to the customers with customised design and thus it addresses the need of the fashion-conscious men who would like to design their clothing according to their wish. It ensures that the fashion-conscious people are getting the highest quality clothing with their self-designed outfit.

	Explaining my approach to pricing my product(s) and/or service(s):

	The entrepreneurial venture will follow “Cost plus” pricing approach where it would like to ensure a low margin from every transaction but secure a large profit from a large number of transactions. Under this approach, the business firm will set a price by adding a mark-up with the cost. The rationale of this approach is that the company believe that if it follows the premium pricing strategy, it might encourage others to enter the market.




	
4. Competitor Analysis


	What research have I conducted to understand my market, including my industry, regions, customers, competitors?

	For taking a comprehensive understanding of the target market, potential customers and the competitors, some primary researches have been employed. A survey has been applied to understand customer preferences and demand. Trade Fair and Exhibition is used to read the competitors along with interviews. Market Test is used to understand the target market.

	
Competitor 1:


	Name, location, website:
	Average prices:

	Topman
Silverburn, Glasgow, United Kingdom
http://www.topman.com
	Price Range: £12-£35
Average Price: £28

	Strengths:
	Weaknesses:

	·  Very large customer base.
· Affordable price
· Topman Credit Card
· Large variation of stock.

	· No component of personalisation as the product goes mainstream
· Biasedly focused on young although they are targeting a big market
· Under the shadow of Topshop and thus not so well recognised 

	
Competitor 2:


	Name, location, website:
	Average prices:

	
Marks and Spencer
Westminster, London, United Kingdom
http://www.marksandspencer.com
	
Average Price: £36



	Strengths:
	Weaknesses:

	·  High brand recognition nationally and internationally
· Wide variety of products
· Multi channel presence 
	·  Poor customer satisfaction and high customer switch rate
· Poor scalability of the supply chain
· Bad publicity as not trendy store

	
My business:


	What sets your business apart from your competitors?

	Artist’s Home will provide the opportunity to design the clothing by the end users with more than 3,000 built-in templates. The company offer the facility to choose the cloth quality for their dress as the order starts processing after it is placed. Moreover, Artist’s Home delivers the outfit in a shortest possible time throughout the UK.

	Your strengths:
	Your weaknesses:

	·  Artist’s Home offers Studio facility to design their clothing if the customers are interested.
· It has the lowest operating cost in the industry.
	·  Artist’s Home is a new brand and so it will be a difficult and costly process of developing as a brand.
· The management team is not experienced much in the online clothing business.

	Current or future opportunities:
	Current or future threats:

	·  People are becoming fashion conscious and so Artist’s Home will be the best fit.
· F-Commerce is becoming more and more successful and Artist’s Home has a core focus in F-Commerce. 
	·  The fashion industry is becoming more and more competitive and every year many firms come into the field.
· Higher regulation will increase the cost of production and so, the competitive advantage of managing supply chain overseas will wipe out.




	
5. Sales and marketing plans


	How do I or will I promote my business? 


	Artist’s Home will promote the business through Social Media, Internet, Paper and Referrals. Social media (especially Facebook) will be one of the largest platforms of the new venture’s business and so it is chosen to run a vast advertisement campaign on social media. The young generation is heavily accustomed to using social media and the internet and the target market of the new entrepreneurial venture is that young generation. So, it will be very much effective for the new venture as it costs low for reaching the mass population. Artist’s Home will run Loyalty programme so that the customers buy from this company repeatedly. Additionally the venture will also be promoted through referrals where if a customer brings a new customer, both will get some benefits.

	Picking three of my key promotional activities and describe how they currently (or will in the future) help me meet my business objectives:

	
1. Social-media advertising: Advertisement in Social Media will be one of the top priority activities that will engage lots of young customers to the business and ensure that the campaign is undertaken properly (Forbes.com, 2019). By using this tool, the business will be able to reach the targeted customer groups and share the content of the advertising within the shortest possible time. The content of the advertisement will be tailored based on demographic, psychographic and some other variables such as age, interest etc. The business will provide different offers in different categories through social media so that the customers could get the information immediately. 


	
2. Loyalty programme: The business will initiate loyalty programme through which it will provide loyalty card to the existing customers to inspire them to continue the relationship with the company and get some rewards by doing that (Investopedia, 2019). Through the loyalty cards, the customers will be given some points for purchasing the products at a specific level. By combining those points, the customer can purchase or get a discount for any future purchases from the company. By using the loyalty programme the business will be able to get some loyal customers to its business and continue the profitable relationship with them. 

	
3. Customers’ referral: By using the referral programme the business will be able to engage some new customers by using the existing customers. Although it can happen spontaneously if the business properly provides better customer service and quality products, it can get some more customers by applying some technical strategies. For example, the existing customers will be provided with some discounts or points if they refer its products to the potential customers and if those potential customers purchase products from the business for the very first time. 

	

6. My operational plans


	Providing details of two key suppliers or key relationships that are or will be important in running my business:


	
Supplier / Relationship 1:


	Organisation:
	Relationship status: 

	Hawthorn
	· No contract/commitment

	Service provided:
	Key terms of the relationship:

	Hawthorn is a custom clothing provider from which the businesses, mostly start-sups, could order the customized clothes at a lowest possible price. As the organisation have lots of manufacturing facilities around the globe, Artist’s Home could order and seek for delivery in any areas and deliver the desired products to the ultimate customers. 




	The business should order its place through the proper communication channel and pay the charge where applicable. When Artist’s Home will place its orders, the responsible parties of Hawthorn will conduct the arrangement within the given time. 






	
Supplier / Relationship 2:


	Organisation:
	Relationship status: 
Delete any answers not applicable to you.

	Plus Samples
	· Contact under negotiation

	Service provided:
	Key terms of the relationship:

	Plus Samples is also a custom clothing provider from which Artist’s Home could order the high quality clothes at a competitive price. The business has the capacity to manufacture any kinds of clothing products and arrangement for delivery of those products at the doorstep of the customers. 
	Artist’s Home will place an order and negotiate its quality and prices with the business as the price and quality are varied based on the customers’ preferences. So, a formal arrangement needs to be made before every order to the business. 


	
Other operational considerations:


	Do I currently employ staff?

	· Not yet but I have plans to take on staff in the next 12-months (proceed to question B)
There should have some staffs with dedicated responsibilities such as communicating and offering its services to the customers, providing real-time feedback of customer’s queries and maintaining the website and online offering. 


	A. How many staff do I currently employ? 

	Full time:
	

	Part time:
	

	Outline the key staff roles within my business (e.g. job title, responsibilities, key skills):

	



	B. How many staff do I intend to take on in the next 12-months?

	Full time:
	3

	Part time:
	2

	Describe the key responsibilities and skills I anticipate giving to these new staff:

	The full time staffs have to deal with the customers and provide feedback to their queries. Sometimes, they might need to advise the customers for choosing any particular products and accepting any new offering of the business. They will help the customers to complete their online ordering smoothly and oversee the delivering system to identify any problems. The part time staffs will deliver the products to the customers at a specific time. 

	Where does or will my business operate from?

	· Home business
The business will be operated from home. The customers will order their desired products from the business’s website and the products will be delivered from the manufacturer/supplier. The start-up cost for this kind of model is minimal as there is no need for renting any warehouse space or buying lots of products from the suppliers. 

	What laws or regulations have I considered for your business and/or industry?

	The first and foremost consideration regarding the laws and regulation for the online clothing business is the consideration for patents, trademarks and copyrights issues. The customers are restricted from including any particular design from the other companies. 
There are some specific laws and regulations that should be maintained properly to avoid any unprecedented situation. The products price should be displayed on the website inclusively with the taxes. As the purchase of the products will be conducted online, there should have some restrictions and fees for every transaction in those gateways. 


	What insurance do I currently have in place or do I intend to put in place for I business?

	Two types of insurances are required for the business to avoid any further lawsuit. As there will be some staffs in the business, the workers’ compensation insurance and general liability insurance will be required for the business. Through the workers’ compensation insurance, medical benefits will be provided to the injured employees of the business. Through the general liability insurance, Artist’s Home will get protected in case of any third party property damages and claims. 











	

7. Back-up plan


	How will I manage your loan repayments if my business doesn’t go according to plan? 

	I have some back-up plans by applying which I would be able to make loan payments on due time. As I have two years of working experience as an assistant sales manager in Primark, I could return to this job and earn my living. The salaries from that job are sufficient enough for repaying the loan payments. As I already mentioned that I have completed my graduation in Finance and have working knowledge in various fields, I could manage a job in any financial institution and earn sufficient income to repay the loan payment and continue my living. If I minimize my personal experiences such as going shopping frequently or making personal expenditure with friends, I will be able to keep some money from here and use that money for loan payments. I believe the plan is realistic because I always get some offers from a variety of sectors and I could easily join in those sectors and generate some money from there. 
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