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[bookmark: _Toc212318406]
[bookmark: _Toc212319290]Element 1: Business Idea, Product/services, Objectives and USP
Notts Glow is a local artisan candle-making business in Mansfield (NG19). The company will produce eco-friendly, hand-poured candles for events and personal use. Notts Glow focuses on sustainability, customisation, and creativity, setting itself apart from mass-produced candles.
Consumer trends show increasing demand for home fragrances and candles, with the UK candle market valued at over £1.9 billion in 2023 (Mintel, 2023). Research indicates that individuals are inclined to pay more for artisanal and handmade items due to their appreciation for quality and homemade products (Gilmore & Pine, 2007). This business seeks to enter local and online markets by leveraging interest in wellness, providing gift options, and promoting eco-friendliness.
The enterprise will operate as a sole trader, providing flexibility, low start-up costs, and straightforward taxation, with minimal premises and licensing needed, while still allowing for potential retail partnerships (HMRC, 2023).
Peattie and Belz (2010) observe that a growing number of people are choosing eco-friendly products because they resonate with their ethical values. Fragrances will emanate from essential oils such as lavender, vanilla, citrus, and sandalwood. Candles are most popular during festive occasions like Christmas, Valentine's Day, Halloween, and Easter (Euromonitor, 2022). There are decorative and sculpted candles with bubble and geometric shapes that are currently in fashion. The study reveals that people purchase home decor goods because they are aesthetically pleasing and innovative (Kotler & Keller, 2016). The customer will also be able to add names, dates, or messages to products for special events. Customisation is becoming increasingly significant, as it enhances the customer experience and makes them feel special (Pine & Gilmore, 2011).
[bookmark: _Toc212318407][bookmark: _Toc212319291]Short-Term Business Objectives (Year 1): The venture will be registered as a sole trader to ensure it complies with UK safety requirements and CLP labelling rules (Health and Safety Executive, 2021). One of the main objectives is to create a variety of 5-6 candles that look and smell different. Sales will launch via online platforms such as Etsy, Instagram, and Facebook Marketplace. Another objective is to sell at least 100 units within the first six months, which will be achieved by participating in local craft fairs and fulfilling online orders, following the establishment of brand recognition in regional markets in Mansfield and Nottinghamshire.
[bookmark: _Toc212318408][bookmark: _Toc212319292]Long-term objectives (2-3 years) is to expand product lines to include sculpted decorative candles and themed seasonal collections, as well as to introduce personalisation services for weddings, anniversaries, and other special events. Also, to secure partnerships with local florists, gift shops, and wellness spas for wholesale distribution and to reach a minimum of 500 repeat customers across online and offline channels. In this way, Notts Glow, in 2-3 years, will develop a distinctive brand identity associated with sustainability, creativity, and local craftsmanship.
[bookmark: _Toc212318409][bookmark: _Toc212319293]Long-term goals (years 4–5), the company will increase its production capacity by upgrading existing equipment and, if necessary, renting a small space. It will diversify into complementary products (e.g., wax melts, aromatherapy kits, or candle-making workshops) and sell nationwide via Amazon Handmade or Shopify, reaching a broader market. Notts Glow will become a recognised regional brand in the artisanal candles market, with potential for international sales. As the company expands, it will hire additional staff, which will benefit local businesses and generate new job opportunities.
[bookmark: _Toc212318410][bookmark: _Toc212319294]Unique Selling Point: the UK fragrance segment is highly competitive, with prominent brands such as Yankee Candle and Jo Malone (IBISWorld, 2023) at the forefront. Notts Glow, on the other hand, will stand out because of its unique value proposition. 
The enterprise will demonstrate value by using natural materials and recyclable packaging, and advertising to those who care about ecology (Belz & Binder, 2017). An accessible website and social media campaigns will build visibility, while social media advertising will position the brand as the premier choice for products and services within the marketplace and beyond. 
Through personalisation and event focus, Notts Glow will send a memorable message of the unique and meaningful quality. The business will offer customisable candles for different special events, providing exceptional value not offered by mass-market brands.
Another factor leading to success is that every candle will be hand-poured, offering authenticity that aligns with consumer preferences for local and small-batch goods (Mintel, 2023).
Festive and trendy creations will be an essential advantage. Limited-edition collections remain relevant throughout the year, making them especially popular for gifts.
By branding the products as “Handmade in Mansfield”, Notts Glow taps into customer loyalty, while meeting the need for an expression of consumers' style, consistently fostering community support, as proved by research on localism in clients' choice (Hinrichs, 2003).
[bookmark: _Toc212318411][bookmark: _Toc212319295]Element 2: Business Environment and Competitor Analysis
The UK candle and home fragrance industry is slightly competitive, with significant competition across various dimensions. 
[bookmark: _Toc212318412][bookmark: _Toc212319296]The Porter Five Forces design helps us think about the competition that Notts Glow will face in a structured way.
[bookmark: _Toc212318413][bookmark: _Toc212319297]Threat of Substitutes: The primary purpose of candles is to promote relaxation, or serve as decor, which multiple different items can already replace. Options consist of reed diffusers, wax melts, room sprays, and electric air fresheners (Euromonitor, 2022). Numerous alternatives, such as diffusers and air fresheners, are durable and often more convenient, thereby decreasing the need for candles.
Moreover, wellness products like essential oil diffusers and aromatherapy devices are becoming increasingly popular, providing low maintenance options compared to traditional candles (Statista, 2023).  This presents a significant challenge, indicating that Notts Glow needs to consistently highlight its distinctive features, such as hand-crafted quality, eco friendliness, and customisation, to remain competitive with alternatives.
[bookmark: _Toc212318414][bookmark: _Toc212319298]Threat of New Entrants: The challenges to starting in the candle industry are low. Essential candle making tools and materials (soy wax, wicks, fragrance oils, containers) are affordable and easily accessible, allowing individuals to start their own ventures or pursue a creative hobby (IBISWorld, 2023).  Moreover, digital platforms like Etsy and Amazon Handmade have lowered the hurdles for newcomers by offering established marketplaces for those just starting out (Statista, 2023).
Known brands such as Yankee Candle, Jo Malone, and NEOM benefit from extensive distribution channels, high brand visibility, and substantial marketing resources.  For a small business like Notts Glow, the challenge is to stand out and create a strong brand identity to ensure it is not overshadowed in a crowded market.  This suggests a significant level of risk, as new starters can occasionally appear, not all lead past the early phase.
[bookmark: _Toc212318415][bookmark: _Toc212319299]Bargaining Power of Suppliers: Suppliers in the candle industry provide wax, wicks, fragrance oils, colourants, and packaging.  Numerous global and local suppliers reduce their bargaining power.  Soy wax and fragrance oils are commoditised products available from various wholesalers in the UK and abroad (Mintel, 2023).
If Notts Glow choose for sustainable or certified organic materials, the number of supplier choices decrease, and costs increase. Suppliers of ecological raw materials may have more control over price and availability (Belz & Binder, 2017).  Disruptions in global supply chains, such as transport delays can disproportionately affect small businesses.  
[bookmark: _Toc212318416][bookmark: _Toc212319300]Bargaining Power of Buyers: Consumers possess considerable influence in the UK candle market.  The public has access to a variety of choices, including supermarkets such as Tesco and Aldi private labels, as well as premium brands like Jo Malone and Diptyque, facilitating product switching.  Studies indicate that price sensitivity is pronounced in mass-market segments; however, consumers demonstrate a willingness to pay a premium for artisanal, handmade, or eco-friendly candles that offer authenticity and differentiation (Gilmore & Pine, 2007).
The increasing use of online reviews and social media enhances buyer influence, enabling customers to share feedback instantaneously and thereby shaping brand reputations. To keep customers loyal, Notts Glow must continuously satisfy their expectations regarding quality, style, and pricing. 
[bookmark: _Toc212318417][bookmark: _Toc212319301]Industry Rivalry: The UK candle market exhibits significant competition.  The sector exhibits fragmentation, comprising both global brands and a multitude of small-scale producers.  Major companies like Yankee Candle, Jo Malone, and NEOM lead the premium segment due to their brand prestige, marketing strategies, and retail distribution channels (IBISWorld, 2023).  Simultaneously, supermarkets and discount retailers provide inexpensive candles that attract price-sensitive consumers.
Smaller artisanal businesses, such as Notts Glow, face significant competition on platforms like Etsy, where numerous independent candle makers contend in terms of design, price, and quality.  Differentiation is crucial, achieved through eco-friendly credentials, personalisation, or robust branding linked to local identity (Hinrichs, 2003).
[bookmark: _Toc212318418][bookmark: _Toc212319302]     Comparison of Notts Glow's UK Candle Market Competitors (Table 1)
	Competitors
	Type/Scale
	Strengths
	Weaknesses


	Yankee Candle
	Global brand
	Strong international brand recognition, a wide product range, and large retail distribution (IBISWorld, 2023).
	Mass-produced products, with no focus on eco-friendly and artisanal values, may alienate budget-conscious customers with premium pricing (Mintel, 2023).

	Jo Malone London
	Luxury brand
	High prestige, strong UK heritage, premium fragrances, and a strong gifting reputation (Mintel, 2023).
	Very expensive, the target market is affluent, leaving a gap for affordable artisanal options (Euromonitor, 2022).

	Supermarket Brands (Tesco, Aldi, IKEA, etc.)
	Mass-market
	Key factors include very affordable pricing, wide availability, brand trust, and impulse-buy positioning (IBISWorld, 2023).
	Standardised products, no personalisation, and poor eco credentials (Mintel, 2023).

	Local Etsy Sellers (e.g., handmade Nottinghamshire candle brands)
	Local/artisan
	Handmade, often eco-friendly; local branding; social media-driven sales (Statista, 2023).
	Highly fragmented market, heavy price competition, and limited visibility outside Etsy (Mintel, 2023).

	Notts Glow (proposed)
	Local artisan
	Handmade, eco-friendly candles; strong local identity; focus on personalisation and seasonal limited editions.
	New entrant with limited brand awareness; small-scale production restricts output and economies of scale (Kotler & Keller, 2016; Mintel, 2023).



Source: Author (2025)
[bookmark: _Toc212318419][bookmark: _Toc212319303]Element 3: Market Segmentation, 4Ps, and Marketing Strategies
In the UK, the candle industry continues to grow, reaching close to £1.9 billion by 2023 (Mintel, 2023). There is a firm industry for natural products, offering opportunities for small producers such as Notts Glow, which chose to focus on natural candles. Through demographic, psychographic, behavioural, and geographic data analysis, businesses can implement a multifactorial segmentation strategy to target an identified audience (Kotler & Keller, 2016).
[bookmark: _Toc212318420][bookmark: _Toc212319304]Demographic segmentation refers to the process of dividing a market into distinct groups based on age, gender, income, education, and family size. This approach enables marketers to tailor their strategies to specific segments, improving the effectiveness of their campaigns. The primary demographic consists of women aged 25–45, generally professionals or parents within the middle to upper-middle income ranges, who acquire candles for purposes such as relaxation, home décor, or gifting.  This group prefers both style and value, demonstrating a willingness to invest in sustainable, locally produced products.  A secondary demographic is younger adults (18–25) attracted to trendy, aesthetic designs, while older adults (45–60) prefer wellness-oriented products like aromatherapy candles. Notts Glow targets a well-defined customer base by providing products that cater to both lifestyle and well-being needs.
[bookmark: _Toc212318421][bookmark: _Toc212319305]The psychographic segmentation shows the customers’ motives, values, and interests. Notts Glow attracts creative individuals who prioritise the environment and value sustainability, authenticity, and emotional connection when shopping. This is aligned with the “experience economy” defined by Pine and Gilmour (2011): instead of valuable items, consumers seek the meaningful, emotional or symbolic products. Consider the narrative in which shoppers are interested “Handmade in Mansfield,” alluding to local identification, care, and manufacturing. Additionally, Euromonitor studies (2022) have shown that ethical and environmentally friendly products influence this group.
[bookmark: _Toc212318422][bookmark: _Toc212319306]Behaviour based segmentation examines the reasons and behaviour behind a customer's purchasing decisions. Notts Glow identifies three key sets of clients:
-People who are involved in the gifting business for events like birthdays, weddings or festivals.
-Customers who buy for themselves to relax or to make their homes feel better.
-Businesses that can buy branded candles for their employees or for events.
According to Statista (2023) 60% of candle sales in the UK are for gifts, presenting an essential opportunity for seasonal packaging and customisation. The features will be a key part of Notts Glow's value offering, encouraging repeat business and attending emotional involvement.
[bookmark: _Toc212318423][bookmark: _Toc212319307]Geographic segmentation enables businesses to tailor their marketing strategies to areas where the message is most likely to have a greater impact. Notts Glow starts in Mansfield and establishes brand identity through local gift shops, local markets and collaborations with local retailers in the area. The community sees the brand and gains trust in an organically engaging way (Hinrichs, 2003). By engaging e-commerce platforms like Etsy and Shopify, the brand can be accessed nationally and internationally, reaching non-UK residents and environmentally conscious consumers globally without the need for a physical presence in Mansfield. 
[bookmark: _Toc212318424][bookmark: _Toc212319308]Target Market and Positioning for Notts Glow consist of eco-conscious women aged 25 to 45 who prioritise quality, and aesthetic appeal. They show a keen interest in the screen, social cause and story shape. The brand positions itself as a budget-chic luxury, bridging the gap between mass-market candles (Yankee Candle) and luxury market candles (Jo Malone and so on). The eco-friendly, handmade, and bespoke candles, crafted in Mansfield’s unique setting, embody authenticity and emotional connection, appealing locally and internationally to customers.
[bookmark: _Toc212318425][bookmark: _Toc212319309]Application of the 4Ps of Marketing
The marketing mix, or 4Ps framework (Kotler & Keller 2016), provides an organised way for Notts Glow to generate value, strengthen their brand equity and achieve long term good results in both local and international markets.
[bookmark: _Toc212318426][bookmark: _Toc212319310]Product. Notts Glow provides hand poured and crafted candles from soy and beeswax, infused with natural essential oils like lavender, citrus, and sandalwood.  The collection features exclusive and seasonal items perfect for giving and personal pampering.  The uniqueness of the product is highlighted by its artisanal craftsmanship, eco-friendly packaging, and a strong connection to the local community “Handmade in Mansfield.”  Pine and Gilmore (2011) suggest that genuine craftsmanship boosts emotional connection, enabling Notts Glow to focus on experiential value instead of just pricing.
[bookmark: _Toc212318427][bookmark: _Toc212319311]Price. A pricing strategy focused on value places the brand in a space between mainstream and high-end competitors. Prices vary from £8 to £12 for smaller candles, and custom pieces value between £25 and £30. Such an approach demonstrates that consumers are ready to pay extra for the environmentally friendly, handmade products (Mintel, 2023). Occasionally, a promotion or value-for-money deal can entice them back for seconds without compromising the premium feel.
[bookmark: _Toc212318428][bookmark: _Toc212319312]Place. Distribution merges traditional and online platforms. On the local scene, Notts Glow will be selling at craft fairs, pop-up events and working with gift shops and florists. The business will trade in both domestic and international markets via Etsy and Shopify, reflecting the current trend towards hybrid retail models (Euromonitor, 2022). This system ensures a lower entry fee, making it affordable, and allows businesses to grow out of the home.
[bookmark: _Toc212318429][bookmark: _Toc212319313]Promotion. Marketing is both about being part of the community and having a strong online presence. In the town, events and partnerships that built relationships in real life. Online, social media platforms will be essential in spreading the brand story by following the candle making journey and customer experiences. Sustainable candles with a personal message help it to stand out in the UK candle market.
[bookmark: _Toc212318430][bookmark: _Toc212319314]Online Marketing Strategies
Notts Glow will employ a multi platform digital marketing strategy that integrates authenticity and measurable engagement to attract and retain customers effectively.
TikTok serves as a significant promotional channel, it prioritises creative short videos content. The platform enables Notts Glow to share candle-making demonstrations, packaging reveals, and seasonal product launches, thereby enhancing brand relatability and expanding reach through trends and music (University of Wales Trinity Saint David, 2025).
Facebook will serve as a community hub and a sales driver, utilising local groups and marketplace listings to engage with customers in Mansfield (NG19) and surrounding areas. Targeted Facebook advertisements will enhance event promotion and seasonal offers, while also increasing website traffic.
Search Engine Optimisation will help you appear in search results when people type in “eco-friendly candles UK” or “handmade soy candles”. Paid Google spots offer significant short-term opportunities to boost brand awareness during peak retail periods, such as Christmas.
Email marketing highlights retention by offering discounts and birthday rewards, thereby upbringing loyalty. 
[bookmark: _Toc212318431][bookmark: _Toc212319315]Together, these resources provide Notts Glow with scalable and affordable marketing that aligns with contemporary SME digital practices.
[bookmark: _Toc212318432][bookmark: _Toc212319316]Element 4: Legal, Management, and Financial Planning
[bookmark: _Toc212318433][bookmark: _Toc212319317]Business success is built on legal, management and fiscal planning. This section outlines key business structures in the UK, highlighting their advantages and disadvantages. It justifies the type of Notts Glow, outlines its management structure, and checks initial start-up terms alongside financing options. 
[bookmark: _Toc212318434][bookmark: _Toc212319318]A sole trader is a person who owns and runs their own business. They keep all profits after taxes; however, they are personally liable for any debts incurred. This model provides ease of use, adaptability, and minimal administrative demands, making it ideal for start-ups and home-based enterprises (HMRC, 2024).
[bookmark: _Toc212318435][bookmark: _Toc212319319]A limited company is a separate legal existence that operates independently of its owner, offering the advantage of limited liability. Profits are subject to Corporation Tax, and directors are required to agree with statutory reporting obligations set by Companies House (Companies House, 2024). 
[bookmark: _Toc212318436][bookmark: _Toc212319320]A partnership consists of two or more individuals who share ownership, responsibilities, and profits. General partnerships entail joint liability for debts, while Limited Liability Partnerships limit probability to the extent of each partner's investment (Gov.uk, 2024).  Partnerships are typically suitable for professional endeavours, though they are not as common in small retail or artisan enterprises.
[bookmark: _Toc212318437][bookmark: _Toc212319321]Franchises provide fees or royalties to entrepreneurs to operate under a well-known brand. They offer advantages such as brand recognition and operational support, but they also restrict independency and creativity (British Franchise Association, 2024).
[bookmark: _Toc212318438][bookmark: _Toc212319322]For Online businesses the majority of operations are conducted digitally (e.g., e-commerce, social media). Such a model also presents minimal cash overheads, attractive to modern SMEs who wish to achieve global reach.
[bookmark: _Toc212318439][bookmark: _Toc212319323]Social enterprise is commercial but does not distribute its profits to shareholders or owners; instead, it reinvests them in the business or in the community. The integration of business efficiency and community impact requires demonstrating explicit ethical objectives (Social Enterprise UK, 2023).
[bookmark: _Toc212318440][bookmark: _Toc212319324]Legal Structure of Notts Glow
[bookmark: _Toc212318441][bookmark: _Toc212319325]Due to its small-scale, creative, and home-based nature, Notts Glow will function as a sole trader. This setup offers full decision-making authority, minimal initial costs, and straightforward HMRC registration. It is perfect for new enterprises with minimal risk, enabling hands on oversight of finances and branding.
Even though a limited company offers liability protection, the low-risk nature of Notts Glow’s startup activities makes incorporation unnecessary at this stage. As the company grows into wholesale or international markets, it could gain advantages by transitioning to a limited company, which may also provide long-term tax benefits and enhance its professional reputation.
[bookmark: _Toc212318442][bookmark: _Toc212319326][bookmark: _Toc212318443][bookmark: _Toc212319327]Management and Organisational Structure
The company will be managed by the founder Laura, who will look over the production, marketing, sales, and finance. Notts Glow will introduce a functional organisational structure with defined responsibilities to ensure effective operations.
[bookmark: _Toc212318444][bookmark: _Toc212319328]Basic organisational chart outlining key roles (Fig. 2)







[bookmark: _Toc212318445][bookmark: _Toc212319329]Source: Author (2025)
[bookmark: _Toc212318446][bookmark: _Toc212319330]The foundation of financial stability is crucial for evolving Notts Glow from an idea into a viable enterprise. 
[bookmark: _Toc212318447][bookmark: _Toc212319331]Estimated costs are: equipment and supplies for candle-making (wax, oils, wicks, packaging) -£2,000; creating a website and securing a domain - £600; branding and marketing (logo, photography, social media ads) - £800; cost for business insurance and legal compliance (CLP labelling, safety testing) - £500; starting inventory and supplies - £1,000; emergency funds and operational finances - £1,100. The estimated start-up costs are around £6,000, indicating a modest approach to home-based operations.
[bookmark: _Toc212318448][bookmark: _Toc212319332]A possible source of funding is savings, which does not require borrowing. Utilising savings for personal financing ensures no debt is incurred, allowing micro-enterprises to maintain complete control (British Business Bank, 2024). 
[bookmark: _Toc212318449][bookmark: _Toc212319333]For sole traders, the UK Government's Start Up Loans Scheme offers the opportunity to obtain unsecured loans up to £25,000 along with some mentorship help.
[bookmark: _Toc212318450][bookmark: _Toc212319334]Crowdfunding through platforms such as Kickstarter or GoFundMe can effectively initiate early production runs and enhance brand visibility.
[bookmark: _Toc212318451][bookmark: _Toc212319335]Reinvesting Profits: With rising sales, profits will be reinvested to expand product offerings and improve marketing strategies.
[bookmark: _Toc212318452][bookmark: _Toc212319336]The first year will require effective cash flow management. Monthly spending, sales, and profitability will be monitored using financial planning tools such as Excel spreadsheets and accounting software (e.g., QuickBooks). The goal is to hit break-even in the first year and then reinvest earnings to ramp up production.
[bookmark: _Toc212318453][bookmark: _Toc212319337]The selected sole trader status allows Notts Glow to operate flexibly and making it a good fit for a creative start up. As the company grows, strategic reinvestment and the potential for franchising will enable Notts Glow to extend both locally and online, while keeping its original, handcrafted essence.
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Owner/Founder
(Laura)
Strategy, Design, Finance, and Business Management


Production Assistant (part-time): Candle pouring, packaging, Quality control


Marketing Support (Freelancer): Social Media, Branding, Promotions, Website updates


Account (Outsourced):
Bookkeeping, Tax and Financial compliance
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