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Entrepreneurship Business Plan Portfolio
[bookmark: _Toc223641903]1. Introduction
Entrepreneurship is a key driver in economic growth, innovation and employment in contemporary economies (Burns, 2016). SMEs are especially significant because they play a crucial role in job creation and economic growth and promote innovation and competitiveness (Storey, 2016). Over the past few years, the shift towards renewable energy has opened new entrepreneurial opportunities, especially in such industries as sustainability and environmental protection (Schaper et al., 2014). Solar energy has become one of the most promising sources of renewable energy as the issue of climate change is growing, the price of electricity is increasing, and the government supports green technologies (Kotler and Keller, 2016).
This business plan suggests the creation of a solar panel installation and maintenance service that aims at homeowners and small businesses. The company will offer affordable solar energy products and assist the customers in saving on electricity bills and environmental damage. The report analyses the viability of the concept using strategic models like PESTEL, SWOT and marketing mix and legal, financial and management factors to illustrate the practice of entrepreneurial concepts.
[bookmark: _Toc223641904]2. Task 1 – Business Plan Development
[bookmark: _Toc223641905]2.1 Business Idea, Product/Service, Objectives & USP
[bookmark: _Toc223641906]2.1.1 Business Idea
The business proposed is a solar panel installation and maintenance business that aims to offer renewable energy solutions to homeowners and small businesses. Entrepreneurship is frequently a process of recognising market needs and creating new solutions to the issues at hand (Burns, 2016). Rapid growth in the renewable energy industry is the result of the growing energy demand, rising electricity prices and the rise of environmental awareness over recent years (Schaper et al., 2014). Solar energy has emerged as one of the most convenient and sustainable sources of energy for households and businesses.
The business will install solar photovoltaic (PV) systems and offer services including cleaning, performance monitoring and repair. High electricity bills and little information about renewable energy technologies are the issues that many households and small enterprises face. By attracting low-cost solar installation and after-sales services, the business will minimise electricity costs but promote responsible use of energy sources. This business enterprise, thus, responds to economic and environmental issues by providing viable renewable energy solutions.
[bookmark: _Toc223641907]2.1.2 Products and Services
The business will mainly deal with the installation of solar panels, maintenance and cleaning of homes and small commercial facilities. Installation of solar panels entails the evaluation of the customer's property, the design of an appropriate solar energy system and the installation of photovoltaic panels to produce electricity using sunlight. Maintenance will involve frequent checkups, cleaning of solar panels and fixing of system parts to achieve optimal operation. Such services are critical since well-kept solar panels are more effective and last longer (Tidd and Bessant, 2018).
The primary advantage that would be provided to the customer is the long-term savings on electricity bills, as solar power would decrease the reliance on the old energy sources. Moreover, customers enjoy the benefits of green energy production, which contributes to a decrease in carbon emissions and sustainable lifestyles. Firms need to develop value to the customer in terms of goods and services that address issues or add value to living (Kotler and Keller, 2016). The business will offer both financial and environmental value to the target market by offering reliable solar solutions and maintenance services.
[bookmark: _Toc223641908]2.1.3 Business Objectives
It is essential to set clear goals that will help shape the business operations and evaluate performance (Barringer and Ireland, 2019). The suggested business of solar panel installation will be aimed at realising both short-term and long-term objectives to guarantee the successful growth and functioning of the business.
Short-Term Objectives:
During the initial year of operation, the business will launch its services successfully and achieve a presence in the local market. Among the most important ones, there is to get about 15-20 new clients or to win several bigger installation deals. The other goal is to break even in the first 12-18 months by making sure that the amount of revenue collected through installations and maintenance services will cover the costs of operation. Moreover, the company will strive to develop close relationships with the early customers by ensuring quality service and good experiences.
Long-Term Objectives:
In the long run, the business will grow its services to other areas and market share in the renewable energy segment. Other long-term objectives are to establish a good brand image, hire more technicians and create relationships with construction firms and real estate developers.
[bookmark: _Toc223641909]2.1.4 Unique Selling Point (USP)
A Unique Selling Point (USP) is the characteristic that makes a business stand out among its rivals and develops a competitive edge (Kotler and Keller, 2016). A combination of affordable installation services with maintenance and customer support is the USP of this solar installation business. Although most companies are interested in selling solar panels, this business will be interested in long-term service to offer services of regular maintenance, system monitoring and cleaning services to achieve maximum efficiency of installed systems.
The other distinguishing aspect is that the business serves small businesses and homeowners; it provides personalised service and bespoke solutions to the energy requirements of each customer. Small businesses can compete efficiently through customer relationships and specialised services (Scarborough and Cornwall, 2019). Through quality installation, transparent prices and after-sales services, the company will develop customer confidence. Consequently, customers will prefer using this business to install their systems as well as to maintain and even repair their systems.
[bookmark: _Toc223641910]2.2 Business Environment & Competitor Analysis
[bookmark: _Toc223641911]2.2.1 PESTEL Analysis
Political Factors
Government policies are also significant in developing the renewable energy industry. Solar energy is promoted by incentives, tax benefits and renewable energy targets put in place by many governments to cut carbon emissions (Schaper et al., 2014). Government policies on clean energy development provide good opportunities for businesses to the businesses of installing solar. However, the shift in priorities of governments or a decrease in subsidies may affect the demand for solar systems and the financial sustainability of small renewable energy businesses (Burns, 2016).
Economic Factors
Economic factors like inflation, interest rates and consumer purchasing power largely affect investment in renewable energy systems. When electricity prices are very high, homeowners and businesses tend to think about solar energy as a cheaper option (Kotler and Keller, 2016). However, the increased interest rates may increase the cost of financing solar installations among customers. Solar installation services demand can positively be impacted by economic stability and increased awareness of long-term energy savings (Barringer and Ireland, 2019).
Social Factors
Over the last few years, there has been a rise in social attitudes towards sustainability and environmental responsibility. Consumers are increasingly environmentally aware and ready to implement renewable energy technologies to minimise their carbon footprint (Scarborough and Cornwall, 2019). Moreover, homeowners are also demanding solutions that reduce long-term household costs. Such changes of lifestyle and increased environmental consciousness introduce a great need for solar energy solutions and open chances to businesses that may offer installation and maintenance services.
Technological Factors
Solar photovoltaic (PV) systems have become more efficient and affordable due to technological innovations. With solar panel design innovations, battery storage and energy monitoring systems, households can make and manage electricity more efficiently (Tidd and Bessant, 2018). Online platforms also help the business advertise their services via websites, social media and online advertisements. With the constantly changing technology, solar installation companies are required to keep pace with the latest equipment and digital tools to keep up.
Environmental Factors
Other environmental issues like climate change and rising carbon emissions have made renewable energy sources a worldwide concern. Solar power has been a clean and sustainable source of energy options since it minimises fossil fuel consumption and decreases greenhouse gas emissions (Drucker, 2015). With the increasing attention to environmental protection by governments and societies, renewable energy service business organisations can enjoy increasing demand and the popularity of sustainable technologies.
Legal Factors
Solar installation businesses also have their operations affected by legal regulations. Building regulations, safety standards and electrical installation requirements are obligatory for companies when installing solar systems. Moreover, the companies should comply with consumer protection legislation and make clear contracts with buyers (Mariotti and Glackin, 2020). Adherence to these legal systems will assist in creating trust among the customers and minimising the risk of fines or disruption of company operations.
[bookmark: _Toc223641912]2.2.2 SWOT Analysis
	Strengths
	Weaknesses

	Increasing needs for renewable energy.
	Equipment and tools are costly to purchase.

	Capability to provide installation and maintenance.
	Poor brand awareness as a new company.

	Target small businesses and homeowners. 
	Reliance on the expertise of technicians.

	Eco-friendly business model.
	Lack of funds during startup.

	Opportunities
	Threats

	Making consumers aware of renewable energy.
	High competition from established solar firms.

	Investment in clean energy by the government.
	Government policies or subsidies.

	Solar is being adopted due to increasing electricity costs.
	Consumer investment is in a state of economic uncertainty.

	New location or new service expansion.
	Dynamically changing technologies demand constant upgrades.



The SWOT analysis identifies the business's internal and external strengths and weaknesses and renewable energy market opportunities and threats. By analysing these factors, entrepreneurs are able to create strategies that would help them to maximise competitive advantages and deal with risks (Burns, 2016). In the case of the proposed solar installation business, high demand for sustainable energy and rising environmental awareness offer a great growth potential, though competition and financial constraints should be well taken care of.
[bookmark: _Toc223641913]2.3 Market Segmentation, Marketing Mix (4Ps) & Marketing Strategies
[bookmark: _Toc223641914]2.3.1 Market Segmentation
Market segmentation is the act of splitting a general market into smaller segments of customers sharing specific traits, needs or behaviours so as to come up with effective marketing approaches (Kotler and Keller, 2016). In the case of the solar panel installation business, segmentation will be used to determine the potential customers who will be more inclined to use renewable energy solutions.
Demographic segmentation is based on age, sex and salary. The homeowners between the ages of 30 and 60 years will be the main target of the business, as they are more likely to own property and have enough finances to invest in solar energy systems. Income families (middle- and high-income) are especially pertinent as solar panels need to be installed upfront (Armstrong et al., 2020).
Geographic segmentation will target regions where there is a lot of sunshine and sunlight exposure and solar panels can produce electricity effectively. Solar installations should be located in residential suburbs and small business areas that have suitable roof space.
Psychographic segmentation considers lifestyle, values and attitudes. Solar technology will be embraced by environmentally conscious consumers who consider sustainability and energy efficiency (Chaffey and Ellis-Chadwick, 2019).
Behavioural segmentation is based on buying behaviour and desires. Customers who are keen on saving on electricity bills or investing in long-term energy options are a valuable market to the business.
[bookmark: _Toc223641915]2.3.2 Target Market
The primary market of the solar panel installation and maintenance business will be homeowners and small businesses interested in energy cost reduction and the implementation of environmentally sustainable energy sources. A clear understanding of the target market enables a business to create products and marketing strategies that will better meet the needs of the customers (Kotler and Keller, 2016).
The average customer profile would be homeowners between the ages of 30 and 60 years with enough roof space to install solar panels. Such customers are typically middle- or high-income families and ready to invest in long-term solutions that will save money and be environmentally friendly. Moreover, small businesses like retail shops, restaurants and offices can also be potential customers since they tend to incur high electricity bills.
The customers in this market segment tend to favour energy solutions that are reliable, affordable and environmentally friendly. Long-term savings on electricity bills, government incentives and environmental awareness tend to affect their buying behaviour (Kingsnorth, 2019). A lot of customers are also conducting online research before the purchase of solar systems and comparing prices, installation services and reviews by customers. As such, it is important to deliver the right information, open pricing and good after-sales service to inspire purchasing choices.
[bookmark: _Toc223641916]2.3.3 Marketing Mix (4Ps)
One of the most popular frameworks that assists businesses in creating effective marketing strategies is the marketing mix, also known as the 4Ps (Product, Price, Place and Promotion) (Kotler and Keller, 2016).
Product:
The primary service that the business provides is the installation and maintenance of solar panels on residential and small commercial properties. The service will involve system design, installation, performance testing and maintenance, including cleaning and repair. It will focus on high-quality solar panels and good technical support to guarantee customer satisfaction and the overall performance of the system in the long run.
Price:
It will use a competitive approach to pricing the business to win customers early on in its operation. Pricing will be affordable and service quality will be maintained. Solar installation should also be made more affordable to customers by offering flexible payment options or financing partnerships.
Place:
Services will be provided onsite to customers, because solar panels will need to be placed on the residential or commercial premises. The business will also be online with a website and online platforms where customers can request quotations and consultation services.
Promotion:
The promotional efforts will be centred primarily on online marketing platforms, including social media, online search advertisements and customer reviews. Such strategies enable the company to access the target customers effectively and create brand awareness.
[bookmark: _Toc223641917]2.3.4 Online Marketing Strategies
In contemporary business settings, digital marketing is a key aspect to attract and retain customers (Chaffey and Ellis-Chadwick, 2019). In the case of the proposed solar panel installation business, internet marketing techniques will be applied to enhance visibility and attract leads.
The business will be promoted through social media marketing on Facebook, Instagram and LinkedIn. Through these platforms, the company is able to display educational material on solar energy, display the projects that have been completed and contact potential customers.
Another strategy will be Search Engine Optimisation (SEO). The business website can be ranked higher in the search engine when customers are searching on the internet with keywords like solar panel installation or solar energy savings (Kingsnorth, 2019).
Existing and potential customers can be kept in touch with via email marketing by writing newsletters, energy saving tips and promotional offers. This is a way of establishing long-term relationships and repeat business.
Moreover, content marketing, such as blog articles discussing the advantages of solar energy, can inform customers and boost traffic to the webpage. Such online plans can aid in reaching out to new customers and bolstering trust and customer loyalty in the long run.
[bookmark: _Toc223641918]2.4 Legal Structure, Management & Financial Planning
[bookmark: _Toc223641919]2.4.1 Definition of Business Types
There are various structures of businesses within the UK and selecting the right structure is a critical move for business persons since it determines ownership, liability and taxation (Burns, 2016).
A sole trader is the simplest type of business structure where a single person owns and controls the business. The owner can make all decisions and get all profits but has all the debts and liabilities of the business personally (Mariotti and Glackin, 2020).
A limited company is not its owners. It is shareholder-owned and director-run. Limited liability is one of its primary benefits as it ensures that the assets of the owners are not endangered in case the business encounters financial challenges (Barringer and Ireland, 2019).
A partnership is formed by two or more people sharing the business and dividing duties, gains and losses. It is not very difficult to form partnerships, yet the partners are typically co-debtors of the business (Scarborough and Cornwall, 2019).
A franchise enables businesspersons to run a business under an established brand and business model. Franchisees give money to the franchisor and adhere to the principles of operation of the company (Burns, 2016).
A digital enterprise is run primarily on online platforms like websites or online markets, where businesses can access a global customer base at reduced costs of operation (Chaffey and Ellis-Chadwick, 2019).
A social enterprise is an enterprise which intends to earn profit but also to solve social or environmental problems, returning the profits to the community (Ridley-Duff and Bull, 2016).
[bookmark: _Toc223641920]2.4.2 Legal Structure of the Business
In the context of the proposed solar panel installation and maintenance service, the best legal form is a limited company. A small firm has various benefits to entrepreneurs, especially in businesses that deal with technical services and financial resources. Limited liability is one of the advantages and it implies that the personal resources of the business owners are not at risk in case of losses or legal actions of the business (Barringer and Ireland, 2019).
The other benefit of establishing a limited company is better credibility and professionalism that may build credibility with the customers, suppliers and financial institutions. Renewable energy companies frequently need collaborations with suppliers and financial institutions and a small company form can simplify such relationships (Burns, 2016).
Moreover, the small company form enables the business to raise capital easily via investors or shareholders. This legal structure thus encourages business expansion and offers legal security and financial freedom to the business owner.
[bookmark: _Toc223641921]2.4.3 Organisational Structure
An effective organisational structure assists in clarifying roles, duties and communication in the business (Scarborough and Cornwall, 2019). To ensure the effective running of the proposed company, the management will have a small team at the beginning.
Organisational Chart
Owner / Manager
↓
Operations / Technical Manager (Research & Installation)
↓
Marketing Manager
↓
Finance Manager
↓
Technicians / Support Staff

The Owner/Manager will manage the general business and strategic decisions. The Operations Manager will oversee the installation of solar panels, conduct technical research and provide maintenance services. The Marketing Manager will be interested in marketing the business online and interacting with the customers. Budgeting, financial planning and cost management will be done by the Finance Manager. Technicians and support personnel will be used in installation and operation tasks.
[bookmark: _Toc223641922]2.4.4 Financial Planning
Planning finances plays a crucial role in the sustainability and expansion of a startup company (Mariotti and Glackin, 2020). The approximate cost of starting a business of installing solar panels is £5,800- £7,300, which covers the basic operational needs.
	Start-up Cost Item
	Estimated Cost (£)

	Equipment and installation tools
	2,500

	Marketing and advertising
	1,000

	Website development and digital platforms
	800

	Fuel and transportation
	700

	Employee wages and operational costs
	1,500

	Total Estimated Cost
	£5,800 – £7,300


The business can be supported using several sources of funds. Initial capital to start the business may be personal savings. Moreover, equipment and operating expenses can be financed with bank loans or government start-up loans (Barringer and Ireland, 2019). Other possible sources of funding are angel investors who will offer funds in the form of equity, government grants to renewable energy companies and crowdfunding, wherein funds are contributed by a large number of people online. These sources of funds can sustain the business in terms of finances and expansion.
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