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	BUSINESS DESCRIPTION / MARKET OPPORTUNITY

The IT firm in the UK will be a new venture that aims to provide various IT services to potential clients. Our company's mission will be to offer high-quality, low-cost solutions to businesses and individuals in the UK who require and wants IT support and services.
Our primary focus is on offering IT consulting services, software development, and web development services. We plan to differentiate ourselves from competitors by providing a personalized approach to our services, ensuring that each client receives customized solutions that meet their specific needs.
In terms of intellectual property considerations, we plan to protect our company's intellectual property, including our software and web development products, through patent, trademark, and copyright protections ‌(Bentl, et al.,2022). Additionally, we will have strict policies in place to safeguard client data and confidential information, this will help bring trust among the client toward our business (Bently, et al.,2022).
The ownership structure of the company will be a limited liability company or LLC for short, which will provide protection for our personal assets in the event of any legal issues. We will also make sure that we all comply with all legal requirements and regulations regarding business registration, tax payments, employment laws, and any other laws regarding creating a business.
In terms of legal considerations, we will have a legal department for the company. we will have contracts in place for our clients, outlining the scope of work, fees, and timelines. We will also have employment contracts for our staff, ensuring that both parties understand their responsibilities and rights. We will seek legal advice on any legal issues that arise from the legal department that we have established, such as disputes with clients or employees.






	INDUSTRY ANALYSIS
The IT industry is a rapidly growing industry that has experienced significant growth over the last decade. According to Statista, the global IT market size is valued at US$1,204.00bn in 2023, and it is projected to grow to US$1,570bn by 2027, with a compound annual growth rate (CAGR) of 6.86% (Statista, 2023). In the UK, the IT industry is one of the fastest-growing sectors, especially after the COVID-19 Pandemic it has become larger and contributed significantly to the country's economy (Statista, 2023).
VRIO analysis:
· Value: The IT industry is highly valuable industry due to the essential role it plays in keeping modern businesses and individuals up and running. Technology-based products and services are critical for enabling communication, data management, and productivity, making them indispensable in today's world (Statista, 2023).
· Rarity: While there are many companies operating in the IT industry making it more common, however, the successful ones do often possess unique technologies, skills, and expertise that set them apart from competitors. Companies with exclusive access to cutting-edge technology, high-tech technology, and innovative solutions have a significant advantage in the market (Statista, 2023).
· Imitability: While some aspects of the IT industry, such as hardware components, can be replicated relatively quite easily, other areas, such as software development and specialized services, require significant investment and expertise. Companies that invest in developing proprietary technology and highly skilled teams can build a competitive advantage that is difficult to imitate and can obtain a large market share.
· Organization: The IT industry is highly competitive, with many companies competing for market share. Successful firms in the industry often have well-organized and efficient operations, enabling them to rapidly respond to changing market conditions and customer needs. Companies with strong organizational capabilities can gain a significant advantage over their competitors.

Using Porter's Five Forces model to analyze the dynamics of the IT industry in the Uk, we can identify the following (Karagiannopoulos, et al., 2005):
· The threat of new entrants: The IT industry has a low barrier to entry in the Uk, which means that anybody new can easily enter the market. However, establishing a brand reputation and gaining market share will be hard and challenging due to the high level of existing competition (Karagiannopoulos, et al., 2005).
· Bargaining power of suppliers: The bargaining power of suppliers in the IT industry is relatively low due to the availability of multiple suppliers and a large pool of talented IT professionals not only that but new talents are easy to find in the IT industry.
· Bargaining power of buyers: The bargaining power of buyers in the IT industry is relatively high due to the availability of multiple service providers, which increases competition and puts downward pressure on prices (Karagiannopoulos, et al., 2005).
· The threat of substitutes: The threat of substitutes in the IT industry is moderate due to the availability of alternative technologies and solutions (Karagiannopoulos, et al., 2005).
· The intensity of competitive rivalry: The IT industry is highly competitive, with numerous players fighting for market share. However, the industry also presents opportunities for companies to differentiate themselves through innovation and customized solutions. Below some names of competitors are given and showcase how we can Differentiation ourselves from them.
	Name of competitor
	Differentiation

	IBM
	Price: our price will be competitive compared to IBM

	Microsoft
	Custom: our services will clients on a client basis and will provide each with what they want

	Oracle
	Innovation: we will focus more on our R&D and create new products and solutions

	HP Inc.
	Custom: our services will clients on a client basis and will provide each with what they want


From this analysis, it can be said that entering the IT industry in the UK presents both opportunities and challenges. It is crucial to have a well-defined strategy before entering the market.








	OPERATIONS AND MANAGEMENT TEAM 

OPERATIONS

The business processes involved in an IT firm can vary depending on the type of services they offer. Generally, IT firms need to establish a process for project management, software development, quality assurance, testing, and customer support. They may also have processes for sales, marketing, accounting, and human resources.
Supplies and equipment needed by an IT firm can include computer hardware and software, servers, networking equipment, office supplies, and furniture. IT firms can obtain these supplies from various sources, including technology vendors, wholesalers, and online retailers.





The operations plan for our IT firm in the UK will be centered around delivering high-quality and customized IT solutions to our clients through a combination of consulting, software development, and web development services (Hambrick, 1987). Our business model will be designed to provide a steady revenue stream through project-based fees and recurring revenue from ongoing maintenance and support services similar to subscription models (Bjornali et al., 2016).
Each member of our management team will have unique skills and experiences that will contribute to the success of our firm (Bjornali et al., 2016). 









MANAGEMENT TEAM

	Participants
	Skills
	What did they bring to the firm

	The founder
	Software development and project management
	Provides guidance on software development processes, project planning, and team management

	The web developer
	web development technologies such as HTML, CSS, and JavaScript
	Guidance on web development projects and provide input on industry trends and best practices in web development

	The IT consultant
	IT solutions for businesses
	To identify areas where the firm can improve its IT infrastructure, security, and operations

	The customer support specialist
	Customer service and relationship management
	Provide valuable insights into the customer experience and help the IT firm's management team identify areas where the firm can improve its customer support processes.

	
	
	








	

MARKETING: The Four P’s must be used to describe your marketing strategy

Our marketing plan for our IT firm in the UK will focus on building brand awareness and generating leads through a combination of digital marketing and traditional marketing strategies.
Product: Our product offerings will be focused on providing high-quality IT solutions to our clients, including consulting, software development, and web development services these products and services will be custom and based on each customer's need (Goi, 2019).
Price: We will offer competitive pricing for our services based on market rates and the value we provide to our clients. We will also provide a discount to clients who we worked with before.
Promotion: Our promotional mix will include a combination of digital marketing tactics such as search engine optimization (SEO) (Berman and Katona, 2013), pay-per-click (PPC) advertising (Kapoor, Dwivedi and Piercy, 2016), social media marketing which includes platforms such as Facebook, Twitter, and TikTok, youtube, and finally content marketing. We will also utilize traditional marketing tactics such as print ads in newspapers and advertisements on television to reach more potential clients.
Place: Our IT firm will ensure that its products and services are easily accessible to its target market. We will use both online and offline channels to reach their customers, such as a website, social media, or attending trade shows. They should also consider their distribution channels, such as direct sales, partnerships with other IT firms, or online marketplaces (Goi, 2019).
Finally, Our distribution strategy will be primarily focused on delivering our services through online channels such as our website and email communications. We will also offer and provide in-person consultations for our clients who prefer face-to-face interactions.
In addition to our Four P's strategy, we will also focus on building relationships with potential clients through targeted outreach and networking. We will also leverage client reviews to showcase our success stories and demonstrate the value we provide to other potential clients.
Overall, our marketing plan is designed to help us establish a strong presence in the IT industry in the UK and attract new clients through a targeted and strategic approach to marketing and sales








	FINANCIALS 

Sources of funds: where would you be getting funds from?

Our IT firm in the UK will require start-up funding to cover initial expenses such as equipment, office space, and employee salaries. Our estimated source and uses of funds statement are as follows (Dunn and Cheatham, 1993):
Sources of Funds:
· £400,000 in equity investment from our founders and angel investors
· £250,000 in debt financing from a bank loan
Uses of Funds:
· Office space lease: £60,000
· Equipment and software: £150,000
· Employee salaries and benefits: £500,000
· Marketing and advertising: £75,000
· Legal and accounting fees: £35,000
· Contingency funds: £230,000
Types of financing available to us include equity financings (Drover et al., 2017), such as angel investors and venture capitalists, and debt financings (Campello, 2006), such as bank loans or lines of credit. Each option has its own advantages and disadvantages.
To ensure financial sustainability, we have created a six-month cash budget forecast, which includes projected income and expenses. Based on our sales forecast, we expect that we can achieve profitability within the first year of operation. Our cash budget forecast is as follows (Dunn and Cheatham, 1993):






Use of funds

	Month
	Income
	Expenses
	Net Cash Flow

	Month 1
	£50,000
	£122,500
	-£72,500

	Month 2
	£80,000
	£112,500
	-£32,500

	Month 3
	£120,000
	£102,500
	£17,500

	Month 4
	£150,000
	£102,500
	£47,500

	Month 5
	£180,000

	£102,500
	£77,500

	Month 6
	£200,000
	£102,500
	£97,500



Based on the forecast, we are predicted to make losses in the first 2 months of the company establishment, but after that, we can see to make a profit.
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