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The name of the company is AIMS pharmaceuticals
[bookmark: _Toc101387923]BUSINESS DESCRIPTION / MARKET OPPORTUNITY
[bookmark: _Toc101387924]General Description of Company:
This company is a health startup that aims to deliver a product that has never been introduced to the market. With the launch of their company, they are willing to launch an innovative product. Their focus is to provide great utility to the general public. Such that, they are looking forward to following up on this product as their brand recognition. Nonetheless, the main focus of this company is to serve the general public and take forth the best health measures for them along with time-saving as a whole.
[bookmark: _Toc101387925]Mission statement:
The mission statement of AIMS pharmaceuticals is followed up as follows;
              “Innovative products to serve the general public with a trait to save time for the advantage of their health at its best.”
[bookmark: _Toc101387926]Description of product:
It is a company through which an innovative COVID’19 has been created or simply a PCR kit that could detect coronavirus in less than 5 minutes. Usually, many tests of Covid’19, which are effective, take more than 24 hours to see. For this novel pandemic, it would be an innovation that the efficiency rate would be highest for this testing kit. It would be the slightest chance of any error because the company themselves has conducted an in-depth investigation of the product they will launch across their target market.
[bookmark: _Toc101387927]Need for Product and Milestones achieved:
The need for the product is the current pandemic situation in the era today. Therefore, conducting the best coronavirus tests is the central vision holistically. Furthermore, the milestone which has to be performed is the time-saving approach. Originally – tests done in a lesser time frame weren't as practical. Still, this test kit would result in urgent detection of an occurrence of coronavirus in any possible way.
[bookmark: _Toc101387928]Ownership structure:
Type of ownership is a partnership between two doctors who have conducted their research on this technology product.
[bookmark: _Toc101387929]Industry analysis:
[bookmark: _Toc101387930]The threat of new entry:
The threat of new entrants that could be imposed on this organisation is that new entrants could add more innovation to the test kits. They could detect the coronavirus much faster than that our test kits. As our time frame is 5 minutes, the core and significant threat that could impose is recognised as any new entrant could detect it in less than 5 minutes. This aspect is somehow considered a threat from new entrants to AIMS pharmaceuticals.
[bookmark: _Toc101387931]The threat of substitutes:
Currently, there is no threat from substitutes. All of them are indulged in conducting the test at a standard 24 hours. This test kit has a competitive edge compared to its reserves available in its target market. The competitive advantage brought up by this company is the most effective approach to settling down the threat from substitutes. But, if we launch the product and they copy the similar technology. It is also considered a threat from substitutes. Except for this single threat, there is no other threat that emerges from suppliers in any possible way.
[bookmark: _Toc101387932]Bargaining power of customers:
Over the niche of AIMS, pharmaceuticals would keep a fixed and competitive price for the customers. Such that this price would entirely be minimal. Along with that, as main customers of this brand are the local laboratories of the UK so they could bargain the price. To introduce our product to market, it is evident that the price has to be kept with less margin for the company during the start. Therefore, the laboratories which are customers of this company would ultimately have a right to bargain the price over it in a holistic approach.
[bookmark: _Toc101387933]Bargaining power of suppliers:
The raw materials which have to be used mainly include a plastic test strip. This strip would also have a small meter that would give green detection if negative and red colour detection if positive. Such that, if suppliers increase the price for raw materials, it would almost be impossible to compete in terms of pricing. For raw materials, bargaining should necessarily be conducted to gain the best quality raw material at affordable pricing, which could also contribute to market competition also.
[bookmark: _Toc101387934]Competitors:
Basically, in today's era of today – there are many competitors available in the target market of AIMS pharmaceuticals. We have to take forth 4 major competitors of AIMS pharmaceuticals, and the approach of their differentiation will also be discussed as a whole. In this discussion, we will follow up discussion on Abbot Laboratories, Bio MERIEUX, Bio-Rad laboratories and F. Hoffman L – ROCHE
[bookmark: _Toc101387935]Competitors

	Name of Competitors
	Differentiation

	Competitor 1: Abbot Laboratories
	This organisation is well known for hand-held test kits for SARS – COV – 2 (coronavirus). Market giant. Kits are used globally to a greater extent. Detects coronavirus after testing in the laboratory for 24 hours. Most of the SARS – COV -2 done all across the world are taken forth via the plastic strips of Abbot Laboratories.

	Competitor 2: Bio MERIEUX
	The second biggest competitor. It has followed up a machine to conduct an analysis of the coronavirus patients. The name of the machine is Mini Vidas. By the use of mini vidas, it detects the SARS – COV – 2 in 24 hours.


	Competitor 3: Bio-Rad Laboratories
	The third biggest competitor of AIMS pharmaceuticals. This company provides a similar diagnostic approach as that of Abbot Laboratories. It also has introduced a test kit containing a Plastic strip. By this plastic strip, detection of SARS – COV – 2 is conducted. The result of this test is also expected in 24 hours as per this manifestation.

	Competitor 4: F. Hoffman L – ROCHE
	It is the fourth biggest competitor of AIMS pharmaceuticals. It has the biggest unique differentiation; it follows in vitro diagnostics in which it encompasses clinical chemistry, immunoassays, molecular and digital diagnostics, and point of care testing. In-vitro diagnostics and testing; results in to be the most effective in terms of detection of SARS – COV – 2. It also detects in 24 hours by the inclusion of in-vitro diagnostics; it also has a plastic strip that is used for diagnostics.




  
[bookmark: _Toc101387936]Operations and management team
[bookmark: _Toc101387937]Business processes
[image: ]
The pharmaceutical company named AIMS would take the following processes at their peak.
· Firstly, it is the process of determination of user requirements
· To follow up on a test plan for the product
· To receive test items for the product
· To log the test items for the product.
· To conduct a test or assessment of the product
· To gain information about the test
· To create a final report regarding all the processes
· All of these processes result in providing great satisfaction to customers.

[bookmark: _Toc101387938]How would we generate Revenue for the product?
Revenue for the product would be generated by the sales which are to be conducted for the test kit of coronavirus (SARS – COV -  2). The only way revenue is generated is through the sale of products. 
[bookmark: _Toc101387939]Management Team 
	Name 
	Skills
	What do they bring to the firm

	Robert
	Timeliness, decision-maker, leader
	CEO of the company. This entity brings up all decisions. 

	Nielson 
	Critical thinker possesses judgement capabilities.
	CFO of the company. This entity has brought up all decisions regarding finances

	David 
	Tech geek possesses immense knowledge of management 
	COO and president of the company, which reports all operations to the CEO. 




[bookmark: _Toc101387940]Marketing plan
[bookmark: _Toc101387941]Four (4) Ps of the marketing:
Product: As we already have initiated, the product brought to the market competition is a Covid'19 testing kit. This testing kit is not an ordinary one, but innovation is followed up in this product. Instead, all other testing kits do require consultation with a laboratory. But, this testing kit would give results within five minutes. This testing kit has two signals. For positive, it detects and follows it up in red colour. For the negative, it takes forth the display of green. As professionals of AIMS pharmaceuticals have conducted in-depth research and critical evaluation, after many testing kits – the evaluation staff concluded that this product shows 99% efficient results. There are many home testing kits in the target market, but testing shows that none of them is viable for testing in today's era. But, its nature of being a portable kit and rate of efficiency denotes this product as one of the best in its target market. In the post covid'19 world, such innovation is significant because it contributes the most to generating the best results in no time. In our testing kit, the use of technology is the core attribute that is followed up for this test. Contrary to this, this testing kit takes forth test via the person's saliva. The nature of this testing kit is disposable and portable. Patients could use it only once. All the materials conjoined for this testing kit are of the best quality. Therefore, all competitive traits make it one of the most viable products for human health. It is somehow a brief description of our product.

Pricing: The price we would charge for this product is 18 euros. It is the lowest price compared to the standard tests that Aims Pharmaceuticals' competitors have conducted. The price which has been kept across this acquisition is the least. The lower cost of this product is only that everyone could easily afford this test kit. Therefore, other tests which are available in the market are costly. Not everyone could afford them. Thus, the main reason why the price has been kept lower is only that under-privileged people could also afford this testing kit. The least pricing would also contribute to higher sales and revenues for this brand. The basis of this price chosen is only that due to lesser costs. Lesser prices would attract more people to buy these test kits for SARS – COV – 2.

Promotion: Promotion of the product would be conducted by various modes of marketing. Therefore, the most useful among all promotion approaches is promoting the product on social media. All across Facebook, Instagram and Twitter would have campaigns of this brand. Traditional marketing also needs to be taken forth along with social media marketing. Traditional promotion includes print media, e.g. newspapers, billboards and so on, which would be used in order to follow up traditional promotions. A combination of both social and print media would be used in the promotion to make it one of the most viable aspects in the era of today.

Place: The distribution strategy would initially be kept across the United Kingdom (UK). The main target market of this brand could be recognised as the UK. The strategy of distribution would be that the company would themselves supply their products to all of their customers e.g. laboratories and pharmacies. Furthermore, the delivery of products by the company itself is the core aspect that would be the distribution strategy of AIMS pharmaceuticals.
[bookmark: _Toc101387942]Financial plan
[bookmark: _Toc101387943]Sources of Funds:
Sources of Funds are the two partners who are collaborating in finances to launch this business. CEO and CFO are the core investors for AIMS pharmaceuticals.
[bookmark: _Toc101387944]Use of funds

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

	Revenue (from your operations and marketing section)
	100,000 euros
	105,000 euros
	110,000 euros
	115,000 euros
	107,000 euros
	108,000 euros

	Fixed Costs
(List out your fixed costs)






	Business lease: 12000
Property tax: 2000
Insurance payments: 3000 
Equipment: 3000
Utilities: 1500
Total fixed costs for half-yearly basis: 20,500 euros

	Variable Costs

(List out your variable costs)

Materials 
OVERHEAD 
Labour costs






	600 euros
	620 euros 
	625 euros 
	600 euros
	590 euros
	580 euros

	Profit 
	78,900
	78,880
	78,875
	78,900
	78,910
	78,920
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