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Business description / market opportunity
To ensure the success and effectiveness in the operations of an entrepreneurial venture, the development of an innovative business idea is important (Baker and Welter, 2020). The new business idea that has been developed is that of a balloon business, which is going to be named as “Moony Balloons”. This business idea involves the manufacture and sale of different types of balloons such as latex balloons, helium balloons, mylar balloons, vinyl balloons and lastly, cloud buster balloons. All these types of balloons would be sold to customers through the company’s website as well as the mobile application that would be developed for the company. Moony Balloons is also going to accept online orders for decoration services with all these types of balloons. The mission statement of Moony Balloons is as follows –
“To become a leader in the balloon industry of London by offering best quality products and services to customers at convenient, affordable and accessible rates”.
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The products of Moony Balloons include latex balloons, helium balloons, mylar balloons, vinyl balloons and cloud buster balloons. On the other hand, the services of this entrepreneurial venture include decoration services provided for events using the balloons that are sold by the venture. The innovative element of Moony Balloons includes the fact that it is entirely an online business. In the post Covid-19 scenario, offline businesses have been largely affected. Customers have started focusing on online purchase and demanding all types of products and services online (Donthu and Gustafsson, 2020). As Moony Balloons is an online business, the design and delivery of this balloon business is an innovative element in the post Covid-19 world and meets customer demands efficiently. 
The need for balloons is huge, as events and parties have been postponing in every household due to the pandemic. However, as Covid-19, cases have now reduced largely, the need for balloons and online decoration services have increased largely. In the current scenario at Moony Balloons, no milestones have been achieved yet. The ownership structure of the business is that of a sole proprietorship business, as there is only one owner of the business. All liabilities and risks of the business are to be borne by its owner.
INDUSTRY ANALYSIS
According to Chesula and Kiriinya (2018), the industry analysis of a company helps in understanding its position relative to all other similar companies operating in the industry. The following is the industry analysis conducted for Moony Balloons –
Threat of new entry 
The threats that Moony Balloons faces from new entry are high. This is because the establishment of online balloon businesses are popping up every now and then in the market, especially after the Covid-19 pandemic. These businesses are often operating as cloud businesses and the initial investment of these cloud balloon businesses are often low, making the beginning of these start-ups easy.
Threat of substitutes
There are moderate threats that the venture Moony Balloons are likely to face from the industry. This is because similar types of balloons and balloon decoration services are provided by several other businesses. However, the affordability and quality of the products and services of Moony Balloons are difficult to match.
Bargaining power of customers
The bargaining power of customers is high. This is because there are several balloon businesses present in the industry, especially in and around London and the switching costs that customers must pay for shifting from one balloon business to another are low.
Bargaining power of suppliers
There is comparatively a low bargaining power of suppliers in the industry. This is because the suppliers present in the market are huge in number and suppliers do not want to ruin their relationships with their buyers.
Competitive Rivalry: who are my main competitors and how can I differentiate my business from them
There are high threats that the business Moony Balloons face from its competitors or rivals. The table below shows a discussion on the key competitors of the business venture Moony Balloons –
	Name of competitor
	Differentiation

	Competitor 1 – The London Balloon Shop

	The London Balloon Shop is different from other balloon companies since it sells helium-filled balloons in addition to inflated hand balloon, giant latex balloons, confetti balloons and several other balloons both online and offline.


	Competitor 2 – Balloons Shop Bermondsey

	The Balloons Shop Bermondsey is differentiated in the market for its quality and service despite its absence of online ordering and delivery facilities.

	Competitor 3 – Balloons Corner

	The Balloons Corner is different from its competitors because of its professionalism and its amazing customer service.



OPERATIONS AND MANAGEMENT TEAM 
Operations
In a business plan, the operations and management team outline the new venture’s business and operational processes, its sources of revenues, the experiences and skills and managers and such related elements (Reid and Sanders, 2019). The following is a discussion on the business processes of Moony Balloons –
· Procuring raw materials
· Changing raw materials to final products 
· Receiving orders online 
· Accepting orders
· Delivering balloons and decoration services to customers
Supplies are going to be obtained from Ocean Rubber Factory LLC, Suzhou Shengyuda Plastic Products Co. Ltd and Bion, which are going to supply rubber, latex, polychloroprene and metalized plastic needed for balloon manufacturing. The suppliers themselves will transport all supplies to the production site. Conversely, the equipment needed for manufacturing balloons includes de-ammonizing vessel of 100-litre vessel with 0.5 HP motor and stirrer, Jar Pot Mill and Paddle Mixer. All these equipment will be transported by truck to the production site during the business set up. The manufacturing will be done in a separate space taken on rent just beside the office room of the business. All balloons will be got to customers through online presence, as the post Covid-19 world has increased demands for online purchase of products and services considerably. Anyone else involved in the process are the employees of Moony Balloons.
How would you generate revenue for your business? E.g., How would you prevent loss of revenue?
Earning maximized profit is the aim of every business venture (Muo and Azeez, 2019). However, to earn profit, revenues need to be generated (Pilar et al., 2018). Revenues will be generated in Moony Balloons through selling balloons to customers and providing balloon decoration services to customers for different events. The loss of revenue would be prevented by maintaining good customer relationships, courteous behavior of staff members and timely delivery of orders and affordability of services.
Management team
The management team developed for the business Moony Balloons consists of mainly three people. The following are the skills, names and what they would bring to the business –
	Name 
	Skills
	What do they bring to the firm

	General Manager and Owner of the business Natalia Piwowarska
	· Leadership and management capabilities
· Team building, communication and interpersonal skills
· Negotiation and conflict management skills
	The general manager and owner of Moony Balloons will bring in the skills and experience of managing the new venture while helping it to accomplish success via efficient management and leadership, effective communication with staff members, building strong teams and managing conflicts.

	Customer Service Manager (Miss Aleksandra Kokot)
	· Empathetic and communication skills
· Interpersonal skills
· Problem solving skills
· Diplomacy, patience and creative thinking skills
	The customer service manager at Moony Balloons will bring in the skills of customer service such as communication and empathetic abilities, interpersonal skills and such others. All these competencies would be helpful for ascertaining efficient customer services and maximize customer satisfaction.

	Marketing and IT Manager (Miss Magdalena Piwowarska)
	· Critical thinking and problem-solving skills
· Teamwork skills, communication skills and networking skills
· Strong technical skills and communication skills
	The marketing and IT manager of Moony Balloons are going to bring to the firm extensive skills of marketing as well as managing IT activities. His experience will add to the management of online marketing activities of the firm and its other IT related works.




MARKETING 
THE FOUR P’S
The marketing strategy of a business entity refers to its overall game plan through which it can be reaching its prospective buyers and changes them into its customers (Morgan et al., 2019). A marketing mix, also called 4Ps of marketing, describes the marketing strategy of a business (Thabit and Raewf, 2018). The 4Ps of marketing discussed for Moony Balloons is as follows –
Product: Brief description 
The product of Moony Balloons is different types of balloons such as latex balloons, helium balloons, mylar balloons, vinyl balloons and lastly, cloud buster balloons. All these types of balloons are going to be available for sale to customers on the website and the mobile application of the business. Besides this, decoration services with all these types of balloons can also be availed by customers through online bookings.
Price
The price of different types of balloons sold at the Moony Balloons is going to be charged differently depending on the material, the design as well as the size of each balloon. However, all these prices are going to be lower than the average prices charged by competitors in the market. For example, a packet of latex birthday balloons cost about 99 GBP. However, Moony Balloons is going to charge about 80 GBP for a packet of latex birthday balloons. The prices are going to be chosen based on mark-up pricing in which a percentage of mark-up will be added to the cost of each balloon manufactured.
Promotional mix
At Moony Balloons, the promotion mix involves social media promotions as the main promotional strategy. Facebook and Instagram are the two main social media platforms that would be used for promoting the company’s products. Besides this, leaflets would be distributed between customers in the locality. The website of the business will also be used for promotion purposes. A loyalty program will also be established as per which flat 5% discount will be provided to each repeat customer each time, they make a purchase at Moony Balloons.
Place (Distribution strategy)
The place at which all the products of Moony Balloons are going to be available is entire London. Moony Balloons is going to have an online presence from where customers can place their orders, which can be delivered to customers throughout all the areas in London in a timely manner. The distribution strategy adopted is direct distribution.
FINANCIALS
Sources of funds
There are different sources of funds needed in an entrepreneurial or start-up venture. Start-up businesses usually require a considerable amount of investment for which funds are required (Montani et al., 2020). In the case of Moony Balloons, the sources from which the entrepreneurial venture is going to be getting funds are mainly two, which involve a bank loan and the owner’s contribution. The total estimated funds for the business are about £55000. Out of this £55000, the owner’s contribution is estimated to be an amount of £10000. This source of fund is an internal source. The rest of the £45000 is going to be raised in the business by the medium of a bank loan, which is an external source of fund. No repayment requirements or interest expenses are associated with owner’s contribution. However, there are both repayment requirements and interests payable in case of bank loan.
Use of funds
Financial Forecasts of Moony Balloons for first 6 months
	

	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 
6

	Sales and Revenues (£)
	
	
	
	
	
	

	Cash Sales
	2,050
	4,550
	7,050
	9,550
	12,050
	14,550

	Receivables collection from debtors
	    -
	-
	 -
	250
	500
	300

	Revenues (£)
	2,050
	4,550
	7,050
	9,800
	12,550
	14,850

	
	
	
	
	
	
	

	Fixed Costs (£)
	
	
	
	
	
	

	Rent on premises
	 2,400
	2,400
	2,400
	2,400
	2,400
	2,400

	Wages and Salaries
	1,500
	1,500
	1,500
	1,500
	1,500
	1,500

	Insurance expenses
	100
	100
	100
	100
	100
	100

	Interest on loan
	100
	100
	100
	100
	100
	100

	Marketing and advertising
	75
	75
	75
	75
	75
	75

	App and website maintenance
	150
	150
	150
	150
	150
	150

	Total fixed costs (£)
	4,325
	4,325
	 4,325
	4,325
	4,325
	4,325

	
	
	
	
	
	
	

	Variable Costs (£) 
	
	
	
	
	
	

	Raw materials
	410
	910
	1,410
	1,960
	2,510
	2,970

	Electricity and other utilities
	41
	91
	141
	196
	251
	297

	Additional staffing
	164
	364
	564
	784
	1,004
	1,188

	Transportation and travel expenses
	102.50
	227.50
	352.50
	490
	627.50
	742.50

	Miscellaneous expenses
	143.50
	318.50
	493.50
	686
	878.50
	1,039.50

	Total variable cost (£)
	861
	1,911
	2,961
	4,116
	5,271
	6,237

	Profit (£)
	- 3,136
	- 1,686
	- £ 236
	1,359
	2,954
	4,288
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