Pathway Project Two: Skills for Self-Employment 
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Introduction 

For setting up and running a business successfully it is important to make a strategic business plan. During this module in a group we have been given chance to make a business plan to establish and run a business. This report reflect on my experience and employability skills I have learned during this experience. 
Development of Business Plan and Personal Skill Development 

For developing a sound business plan one of the key skill a person should have to understand the business environment and customers. This require situational analysis by using a number of tools like SWOT, PESEL and Porter’s five force analysis. SWOT analysis is a tool used for carrying out internal environment analysis by highlighting company’s strengths, weaknesses, opportunities and threats (Pahl and Ritcher, 2009). PESTEL analysis is a tool which helps in analysing different political, economic, social, technological, ecological and legal factors in external business environment that can affect the business (Rao et al, 2009). While Porter’s five force analysis is a tool used to determine a company’s strategic position in the market by analysing five key forces that determine a competitive position. These five forces are rivalry, threat of new entry, threat of substitute, buyer’s power and supplier’s power. (Porter, 2008). 
Leaning about these analysis and using them to scan business environment have built the skill of critical thinking in me. I have learned that how skilfully different analysis are used to scan a business environment, how to manage and analyse market data and use this information for effective decision making. I have also learned about how to do market research, collect, organize and analyse data and information for effective decision making. Research, data collection and analysis will enhance my employability in future self-employment. This experience will help me to understand market environment and carry out market research and use the information for effective decision making. 
Next stage of business plan is to develop business objectives and make vision and mission for the business. According to Conzemius and O’Neil (2009) business objectives should be SMART. SMART means specific, measureable, attainable, realistic and time bound. During my group project experience I have also learned how to set SMART objectives. This will help me in future to set my own business and business objectives on SMART criteria. This will also help me set my own personal targets in life using SMART tool. While making business plan I also learned about marketing, HR and finance side of the business and how important is that all the functional departments’ work together in perfect harmony. For developing harmony and aligning all these departments a strong leadership is the key. Although I was not team leader but I learned more about leadership role in running the business and team working. Without a strong team it is not possible to run a business. The key skill I learned is leadership role to bring people together, so they all can work together for a common goal. I have learned that for becoming a good leader an individual should have good communication skill, coach people, motivate them and be able to manage conflict. As Adair (2013) suggests that good communication, conflict management. Motivating and coaching people are some of the key leadership skills.  Good communication is a key skill needed to establish and run a business as it helps in passing information to different functional departments, so they can align their operations to support business objectives and strategy. Good communication is also important to build a strong team. As Runde and Flanagan (2012) suggests that team conflict is common among teams but the key strategy is to learn how to overcome this conflict. Effective communication is one of the key strategy to overcome team conflict and sharing information from one functional department to the other, so their functions can be aligned. Motivating and coaching people are two other important skills I learned about. Without motivating people it is hard to achieve goals. People are motivated when their contribution is valued and recognized (Muller, 2011). 
Further to establish and run a business I also learn how to develop a marketing strategy with the help of market segmentation, targeting and positioning. Segmentation is a process of dividing the market into different segments or parts because due to limited resources it is not possible for a company to meet the needs of a whole market (McDonald, 2012). Market segmentation is done on many different bases like gender, geographic location, age and life style etc. Targeting means choosing the most suitable segment from the market to focus on and positioning means placing the product or brand in consumer mind (Andaleeb and Hasan, 2016). Once we do segmentation, targeting and positioning the next step is to design marketing mix. Marketing mix are defined as all the factors that affect consumer behaviour (Richter, 2012). Marketing mix is commonly divided into four categories. Commonly called 4Ps (product, price, place and promotion). Product means, product or service which company will produce and sell, price means the price at which that product or service will be sold to customers. Place means from where products or services will be sold and promotion means how product or service will be promoted. Sometimes three additional Ps are included to make extended marketing mix. Three additional Ps are people, process and physical evidence. People means who will be involved in business operations, process means which process will be used and physical evidence means how product and business will be presented physically like office place, selling point etc. I have learned and used all these tools during the project and in future I will be able to use these tools to develop marketing mix for my own business.

I also learned about marketing communication and using different communication tools like advertising, using print, digital and social media to communicate with customers, to attract and retain them. Marketing communication is very important to attract and retain customers and social media is found to be one of the key means as it is cost effective and enable a company to reach wider customer bases. (Smith and Zook, 2011). 
I also learned about how to use different competitive strategies to develop and expand the business. Porter’s generic strategies is one of the key tool I came across. According to this model there are three generic competitive strategies; cost leadership, differentiation and focused and two more strategies can be developed by mixing these three strategies. These additional two strategies are focused cost leadership and focused differentiation. (Porter, 2008). Cost leadership means be able to produce at lower cost and then selling at lower price as compare to competitors. Differentiation means make product and service with unique features that cannot be copies by competitors. Focused means be able to meet the needs of a specific group better as compare to competitors.    
Conclusion 

It is concluded that one of the key skill a person should have to understand the business environment and customers when planning and establishing a new business. This require situational analysis by using a number of tools like SWOT, PESEL and Porter’s five force analysis. SWOT analysis is a tool used for carrying out internal environment analysis by highlighting company’s strengths, weaknesses, opportunities and threats. PESTEL analysis is a tool which helps in analysing different political, economic, social, technological, ecological and legal factors in external business environment that can affect the business. While Porter’s five force analysis is a tool used to determine a company’s strategic position in the market by analysing five key forces that determine a competitive position. These five forces are rivalry, threat of new entry, threat of substitute, buyer’s power and supplier’s power.  
Leaning about these analysis and using them to scan business environment have built the skill of critical thinking in me. I have learned that how skilfully different analysis are used to scan a business environment, how to manage and analyse market data and use this information for effective decision making. I have also learned about how to do market research, collect, organize and analyse data and information for effective decision making. Research, data collection and analysis will enhance my employability in future self-employment. This experience will help me to understand market environment and carry out market research and use the information for effective decision making. 
It is concluded that business objectives should be SMART. SMART means specific, measureable, attainable, realistic and time bound. During my group project experience I have also learned how to set SMART objectives. This will help me in future to set my own business and business objectives on SMART criteria. This will also help me set my own personal targets in life using SMART tool. While making business plan I also learned about marketing, HR and finance side of the business and how important is that all the functional departments’ work together in perfect harmony. For developing harmony and aligning all these departments a strong leadership is the key. Although I was not team leader but I learned more about leadership role in running the business and team working. Without a strong team it is not possible to run a business. The key skill I learned is leadership role to bring people together, so they all can work together for a common goal. I have learned that for becoming a good leader an individual should have good communication skill, coach people, motivate them and be able to manage conflict. Team conflict is common among teams but the key strategy is to learn how to overcome this conflict. Effective communication is one of the key strategy to overcome team conflict and sharing information from one functional department to the other, so their functions can be aligned. Motivating and coaching people are two other important skills I learned about. Without motivating people it is hard to achieve goals. People are motivated when their contribution is valued and recognized. 
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