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Executive summary:
Creature is a creative online marketplace and creative ecosystem designed for independent artists, crafters and creative markers, by offering a wide range of original, handmade, and artistic product at your service, with the name creatum it comes from the Latin word meaning “that which is created”as reflecting our focus on authentic, human made work, our platform hosts handcraft jewellery digital art, paintings, sketches, henna art, textiles.
It designed with environmental sustainability and community at its core ,however creatum addresses growing consumers demand for ethical, meaningful and eco -friendly purchases, by giving  creators a fair, suppportive space to earn a living. Some things like general marketplaces we are specialised and accurate.
We start the startup funding at £12,000 in building a platform,launching  brand awarness, and cover initial operations,we try to project this  by breaking a record in up to 18months we want to try  growing   Over  500 registered creators  within the first year.this plan includes  business model,market analysis,market strategy and financial requirements needed here.
Competition and Marketing Strategies:

Competition:
Our main competitor is Etsy, the global online marketplace for handmade, vintage, and craft supplies. The key differences between our business and Etsy are:
· Scale & Focus: Etsy is a massive platform with millions of sellers and products, meaning customers face overwhelming choice, inconsistent quality, and variable seller reliability. Our business is a single, curated store - every item is carefully selected or made by us, ensuring consistent quality, clear branding, and a unified customer experience.
· Customisation & Personalisation: Etsy sellers offer varying levels of customisation; we specialise in fully bespoke designs, with direct communication throughout the creation process. We build personal relationships with customers, which large platforms cannot replicate.
· Pricing & Fees: Etsy charges sellers listing fees, transaction fees, and payment processing costs - these costs are often passed to buyers. We have lower overheads and no third-party platform fees, allowing us to offer competitive prices while maintaining higher profit margins.
· Brand Identity: Etsy is a marketplace, not a brand. We build a distinct, recognisable brand with clear values, style, and customer promise, creating loyalty that drives eat purchases.





Marketing Strategies:

We will use a mix of digital and relationship-based marketing to reach and grow our audience:
· Social Media Marketing: Instagram, Pinterest, and Tiktok - platforms where visual, creative products perform best.
We will share product photos, behind-the-scenes creation videos, customer testimonials, and custom design examples. Hashtags and targeted ads will reach people interested in handmade goods, gifts, and personalised items.
· Content Marketing: Blog posts and guides on our website (e.g., "How to choose a personalised gift", "The story behind our materials") to build trust, showcase expertise, and improve search engine ranking.
· Email Marketing: Collect customer details at checkout and offer a discount for first-time buyers. Send updates on new collections, exclusive offers, and personalised recommendations - keeping our brand top-of-mind.
· Word-of-Mouth & Referrals: Incentivise customers with discounts or free items when they refer friends; happy customers are our most powerful marketing tool.
· Partnerships: Collaborate with small influencers, local businesses, or gift shops to expand reach and credibility.
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Overview of the business 
 1.1products and services offering 
As creatum is a web platform that offers 3 core services stream which are:
Curated online storefronts as it is a digital marketplace for physical artwork, handcrafted item, prints, downloadable digital assets (like 3D models, brushes, vectors.
Customers commission management engine when interrogated tools featuring digital contracts templates, deposited escrow protection, and revision trackers for bespoke client requests.
Having creatures pro subscription where an optional seller membership (12 months) providing zero listing fees, enhancing analytical, and priority placement in the search result.
1.2 Management Structure
Creatum will operate with a lean, specialised core leadership team:
Chief Executive Officer (CEO): Oversees overall strategic execution, investor relations, partner onboarding, and community initiatives.
· Chief Technology Officer (CTO): Leads platform architecture, escrow system security, green server maintenance, and UI/UX optimisation.
· Head of Community & Marketing: Directs social media growth, artist acquisition campaigns, and the local grant distribution program.

1.3 Legal Format
Creatum will be registered as a Community Interest Company (CIC) or Certified B
Corporation. This legal framework formally commits the company to allocate a portion of its annual profits toward social and environmental causes while allowing private investment.

1.4 Environmental Sustainability & Community Support Initiatives
· Environmental Sustainability:
Green Infrastructure: Powered 100% by certified renewable energy hosting providers.
Eco-Packaging Standards: Provides discounted recycled/biodegradable shipping kits to sellers. Sellers using verified plastic-free packaging earn an
"Eco-Verified" profile badge.
· Carbon-Neutral Deliveries: Integrates automatic micro-donations on checkout to fund accredited reforestation projects.


Community Support:
• Creatum Local Creator Fund: Allocates
10% of net profits to micro-grants for local artists requiring supplies, studio space, or exhibition funding.
Youth Art Workshops: Organizes free quarterly workshops in local community centers focused on digital art creation and creative entrepreneurship.








































2. Market Research

2.1 PESTEL Analysis

	Political
	Strong government policy support for green technology adoption and creative industry funding.

	(Department for Business, Energy & Industrial Strategy, 2026; UK Research and Innovation, 2026)

	Economic
	Shift in buyer behaviour toward supporting independent artists and purchasing eco-friendly goods.

	(McKinsey & Company,
2023; Business Research Insights, 2026;
Mintel, 2025) 

	Social
	Shift in buyer behaviour toward supporting independent artists and purchasing eco-friendly goods.
	(Indihar, 2026;
International Journal of Family Medicine and Advanced Nursing Research, 2026)

	Technological
	Secure payment integration, low-carbon web architecture, and cloud scalability allow smooth commission management.

	(Stripe, 2026;
International Energy Agency, 2025;
Alibaba Cloud, 2026)

	Environmental
	Increased scrutiny on the carbon footprint of global e-commerce logistics and server energy usage.

	(TechTarget, 2026;
European Research Studies Journal,
2026; International Energy Agency, 2025)

	Legal
	Strict adherence to international data privacy laws (GDPR, CCPA) and consumer protection standard
	(European Commission,
2024; State of California Department of Justice, 2026; Citizens Advice, 2026)













2.2 Competitive analysis:

	Feature
	Etsy (give in-text citation)
	Creatum 

	Primary focus
	General homemade goods
	Curated, bespoke, eco-focused art & craft products;


	Green hosting &badges
	Minimal
	100% renewable-energy hosting;


	Commission tools
	Standard messaging
	End-to-end commission system:


	Base platform fee
	6.5%+listing fees
	No platform fees, no listing charges;


	Community giveback
	Optional carbon offset at checkout (customer pays extra); limited charity partnerships
	Built-in impact: 5% of every sale donated to environmental/art charities;


























3. Marketing Communications

3.1 Target Audience:
Sellers: Independent painters, digital illustrators, 3D artists, craftspeople, and art students seeking fair fees and commission support.
Buyers: Conscious consumers aged 18-45, art collectors, interior designers, indie game developers, and businesses seeking custom branding art.

3.2 Marketing Strategies:
1. Content Marketing & social media: Short-form video highlights (TikTok/Reels)
showcasing creator studio processes, eco-friendly packaging tips, and artist spotlights.

Connection: You speak their language, on platforms they live on, about topics they care about - turning casual viewers into creators or customer

2. Grassroots Outreach: Partnering with art universities, local markets, and pop-up galleries to recruit founding creators.

Connection: This builds real, personal relationships. You become part of their community, not just a website. Being visible and accessible in their spaces makes you the first choice when they need a platform or art.

3. SEO Strategy: Publishing educational content on art valuation, licensing, and sustainable shipping methods to capture organic search traffic.

Connection: You provide value before asking for anything. You solve their problems, build authority, and ensure you are found exactly when they have a need - the strongest possible connection.

4. Creator Referral Incentive: Offering 0% platform fees for 30 days to creators who bring peer artists onto Creatum.

Connection: This turns creators into advocates. Recommendations from fellow artists are trusted far more than any ad. You tap into their existing networks and credibility, growing your community naturally and reliably.










4. Financials:



	CASH FLOW
	

	
	

	
	MONTH

	Cash in
	1

	Loan- start up capital
	£2,000

	Sales (total sales of product and/or services)
	£650

	Other
	£0

	Total cash in-flows (A)
	£2,650

	
	

	
	

	
	MONTH

	Cash out-expenses
	1

	Rent or premises costs
	£0

	Business rates for your business premises
	£0

	Utilities (gas, electricity, water)
	£0

	Insurance
	£15

	Telephone and internet
	£25

	Marketing and advertising expenses
	£40

	Vehicle running costs
	£0

	Equipment purchase or leasing
	£50

	Postage, printing, stationery
	£60

	Transport and delivery
	£70

	Professional fees (legal, accounting etc.)
	£0

	Cost of sales (Cost of product)
	£180

	Wages your own
	£0

	Staff wages
	£0

	Any other
	£10

	Any other
	£10

	Total cash out-flows (B)
	£460

	
	

	Your net cash flow (A-B)
	£2,190









Cash inflow for the first month totals are £2,650, made up of a £2,000 start-up loan used to cover initial setup and working capital, plus £650 in sales revenue from artwork, commissions and services; income is received immediately upon sale or agreement, ensuring steady and reliable liquidity. Total cash outflows amount to £460, covering necessary running costs such as insurance, communications, marketing, professional fees, materials, packaging, delivery and supplies, with no rent, utility or staff wage expenses as the business operates from home and is owner-managed, keeping overheads minimal and generating a healthy net cash surplus of £2,190.
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