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Business Overview
I am Estera Filip, the owner and CEO, ‘Creative and Relax’.
I want to create an activity and a relaxing book for children and new mothers, which can help to make them more creative and grow with a good start in the future, and for mothers, it can be a good moment to relax and be a meditation time.
After graduating from the University of Wales Trinity Saint David, I will have enough knowledge and skills to keep this brand going on both sides, online and in the physical shop. I will offer discount vouchers for loyal customers, hold small online contests, and promote the brand online and in other ways. I want to let my creativity flow freely. This will help the customer feel more comfortable with her own personality. It may also inspire her to try something new and overcome her fears, insecurities and anxiety.
I chose this type of business because books with various activities allow children to express their personality and develop it, but also to help them learn how to handle different situations. This activity will be one of the activities I will include. It also keeps them busy and their minds trained, helps parents keep their children focused on practical things rather than online (telephone, backgammon, or others), and allows them to develop easily.
For a new mother, I chose these books that can help them guide what is important for the newborn but also for them, this part can be a breath of fresh air, relaxation for them, sometime just with themselves and why can’t they put into practice the information they have received, especially if some mothers are alone or cannot be helped by their parents or cannot afford to hire a nanny for the baby/babies, they keep their minds trained and not first of all it can be little guide to avoid postpartum depression.








Overview of the business idea. 
                                                       Owner, CEO of ‘Creative & Relax’
Estera Filip
Responsible for how the product looks and feels creatively. Develops ideas for activities, relaxation and meditation content.
 
 







Market Researcher
Estera Filip
Studies the market and understands what customers want and searches for new ideas for books and creative activities.











Write
Estera Filip
Writes the books, stories, activities, and guides for mothers and children and creates educational.

Reader Service
Anna
Communicates with readers and answers questions, and sends e-mail about offers, new books, or updates.
Content Creator
Estera Filip
Writes the text for the books, including instructions, activities, and relaxation or meditation exercises.


	







PESTEL Analysis for my book writing business.
Political Factors. The UK Government gives money and helps new firms get started to help small creative businesses. I can apply for money or tax breaks for a small business. But changes to copyright laws or restrictions about importing and exporting (for example, if I sell books to people in other countries) could be a risk that adds costs or lowers sales.
Economic Factors. The cost of living and inflation in the UK can change how much people are prepared to pay for books. This is a danger because people may choose not to purchase as many books when times are tough. But I will sell cheap e-books or digital versions that are cheaper to make.
Impact: I need to be careful with my rates and provide digital goods to get more customers.
Social Factors
People are reading more online and using social media to find new authors. I can use sites like Instagram, TikTok, and YouTube to promote my books, which is a great change for me.
Impact: I need to work on creating an online presence and communicating with customers through technology.
Technological Factors.
There are a lot of options available for self-publishing, graphic design, and internet sales, like Amazon Kindle Direct Publishing. This is a great chance for me to publish and sell my books quickly and cheaply.
Impact: I will use modern publishing platforms and digital marketing tools as part of my plan. 
Environmental Factors.
A lot of people these days like things that are good for the environment. I can get clients who care about the environment by giving them e-books instead of real books.
Moderate impact: I will push for eco-friendly solutions like e-books.
Legal Factors.
Copyright protects my work, but I must also respect others rights.
Breaking the rules can cause legal trouble, but copyright also helps me earn money from my writing.
Impact: I will properly register my words and make sure that all the original and follow the law.
Conclusion.
The PESTEL analysis shows that my startup can succeed because technology, social trends, and government support are strong. However, fiscal problems and legal during are serious risks. To grow my creative business and reduce these risks, I will use digital publishing, social media marketing, and eco-friendly practices.
Market Segmentation, Targeting, and Positioning for my book writing business.
Market Segmentation
Demographic: I will focus on young mothers (aged 18-45) who buy storybooks for their children, and teachers or schools that use educational books. Another group is young children (aged 2-5) who like short stories or self-development books.
Psychographic: My customers enjoy reading and learning. They value creativity and personal growth. Many of them like to support local authors and read inspiring stories.
Geographically, at first, I will sell in the United Kingdom, especially in local areas and online. Later, I will also sell e-books in other countries.
Behavioural: Some people prefer e-books because they are cheaper and easier to get.
Others like printed books for gifts or for children. People who follow authors on social media or read book reviews are also an important group.
Targeting.
My main target audience will be: 
Parents and teachers who want creative and educational books for children.
Young mothers who enjoy new writers and digital books.
These groups are good for my business because they often look for quality books at good prices. They use social media and buy books online, where I will sell most of mine.
They also like original and creative ideas, which match my writing style.
Positioning.
My brand will be known as a creative and personal book business that offers:
Original stories and educational books that inspire imagination and learning.
Acceptable prices and eco-friendly options, like e-books or recyclable paper.
A personal connection with readers, because I will talk directly with my customers online.


Unique value:
Unlike big publishing companies, my business offers personal and creative content made by one independent author who cares about the reader. I want people to see my brand as friendly, original and educational.
Reaching my audience.
Marketing Channel and Tactics: 
Social media: Use Instagram, TikTok, AND Facebook to share videos, book previews, and news.
Website and online store: Sell both printed books and e-books directly.
Email marketing: Send newsletters about new books and special offers.
Partnership: Work with teachers, schools, and book bloggers to promote my books.
Promotion Strategy.
Offer 10-20% discounts for new customers.
Give free e-book trial versions so readers can try the first chapter.
Run paid ads on Instagram or Facebook.
Ask readers to share photos or review using special hashtags.
Join local book events or school fairs to meet readers in person.
Conclusion.
By focusing on families, schools, and young readers, my book business can grow in a busy market. Using online tools and personal communication, I can build trust and loyal customers. Working as a sole trader helps me stay flexible, creative, and close to my audience.









Startup Cost 



Operational Cost



Variable Cost




Financial Forecast (for the six months)



Investment Needed
Losses occur until break-even (March becomes positive)
Loss months:  January loss = £545
                               February loss = £365
Total loss before break-event:
£545+£365 = £910
Investment need = Startup Cost + Total Loss before break-even
Investment need = £ 3,450 + £910 = £4,360

Reference.
· Bolton, G. (2018). Reflective Practice: Writing and Professional Development. 4th ed. London: Sage.
· Burns, P. (2022). Entrepreneurship and Small Business: Start-up, Growth and Maturity. 5th ed. London: Macmillan Education
· Cameron, J. (1992). The Artist’s Way: A Spiritual Path to Higher Creativity. New York: Tarcher/Putnam.
· Kotler, P., Armstrong, G. and Balasubramanian, S. (2024). Principles of Marketing. 19th ed.
· Stokes, D. and Wilson, N. (2021) Small Business Management and Entrepreneurship. 8th ed. London: Cengage Learning.



Microsoft_Excel_Worksheet1.xlsx
Sheet1

		Home office allowance/ rent share												£300

		Internet & utilities share												£80

		Software subscriptions (Canva Pro, Adobe, KDP tools)												£45

		Marketing budget (small ads)												£120

		Accountant												£60

		Miscellaneous												£50

		Total Fixed Cost per month												£655
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Variable Cost Jan Feb Mar Apr May Jun

Delivery& Packaging £150 £250 £300 £350 £350 £400

Paid ads (extra) £40 £60 £70 £90 £90 £110

Freelance help(editor) £100 £150 £180 £200 £200 £250

Total Variable Cost £0 £150 £150 £200 £200 £250

Total Variable Cost £290 £610 £700 £840 £840£1,010.00

Jun Total= £1,010
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Fixted Cost Variable Cost Total Cost Revenue Profit/Loss

Jan £650 £290 £945 £400 -£545

Feb £650 £610 £1,260 £900 -£365

Mar £650 £700 £1,355 £1,400 £45

Apr £650 £840 1,495 £2,000 £505

May £650 £840 £1,495 £2,400 £905

Jun £650 £1,010 £1,665 £2,800 £1,135
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Laptop + Software (Design, editing tools) £1,200

Graphic tablet/ drawing tools £400

Printing samples (first drafts) £300

Website setup + domain + hosting £250

Marketing  materials (logo, photos, ads) £350

Office furniture (desk, chair) £600

Stationery& supliers £150

Legal & copyright registration £200

Total Startup Cost £3,450
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Home office allowance/ rent share £300

Internet & utilities share £80

Software subscriptions (Canva Pro, Adobe, KDP tools) £45

Marketing budget (small ads) £120

Accountant £60

Miscellaneous £50

Total Fixed Cost per month £655


