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Bradford City DriveHub Accelerator Business Plan
1.0 Executive Summary
Beginning 2022, Bradford City secured 1,556 sq ft of retail property in Bradford Center to accommodate a startup accelerator facility. Located right in the middle of Queensbury bustling downtown is the train station and transit hub known as the "Bradford Drive Hub." The facility's proximity, on-site transit options, and closeness to the airport will draw professionals from the metropolitan area. The area can accommodate a minimum of ten firms, subject to demand requirements.
An incubator for new businesses can help them get off the ground faster and reduce their risk of failure (Cohen et al., 2019). Because of this, more employment is created, the local economy is diversified, and residents enjoy better living conditions. The Bradford-Based startup accelerator has three main goals:
1. To further Bradford's economic aim of expanding income through job opportunities.
2. To further the administration's aims of developing the workforce and supporting upcoming business.
3. To assist Startups in establishing operations in Domestic communities so they contribute to the overall prosperity and innovations of Geelong's economy.
 1.1 Problem Statement 
Although Queensbury has grown in popularity as a startup hub, the city's rising cost of living and enterprise operations has made it unaffordable for many. Consequently, Bradford has a chance to attract entrepreneurs looking to relocate to a region where they may stretch their investments further. 
Figure 1.  1 Entrepreneurial Ecosystem In an Open Innovation Channel  (Cohen et al., 2019)

1.2 Business Description 
According to Hochberg (2016), for graduating companies to be successful, they will need business partnerships and strategic programs with all of the players in their ecosystems. DriveHub is an exclusive accelerator hub based in Bradford, UK. It intends to facilitate cutting-edge hardware innovation, focusing on mechanical and electrical applications. This arrangement gives startups access to the innovation value chain, from coming up with an idea to making it on a large scale. Collaborative environments will encourage the developing and producing intelligent, community-geared innovations for domestic issues. 
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2.0 Industry Analysis 
The introduction of the electronics sector had a profound effect on human development. Electronic circuit boards and equipment are used in almost everything we use today. Without them, we couldn't use gadgets like washing machines, refrigerators, TVs, computers, cell phones, and even our cars. Since there will be a market for electronics in the future, the industry has been involved in cutting-edge technological developments that aim to cut costs and boost productivity. The following sections will use Porter's five forces to analyze the competitive strengths of the upcoming accelerator.
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Figure 2. 1 A Diagrammatic Illustration On Startup Perception of Accelerators Programs
Threat of New Entrants 
Using Porter's estimation, the threat of new entrants is low. Many small and medium-sized businesses need help to keep up with the latest technological changes because they are happening quickly. For instance, significant firms like Samsung, Apple, and Intel, to mention a few, are spending massive amounts of money on flagship technology to increase their tech potential and maintain their position at the forefront of the market. They are the poster child for the IR4.0 Eco-friendly framework in businesses (Hausberg & Korreck, 2021), which has increased profits and output, excellent products, decreased wastage and operational expenses, and adapted to the changing needs of local and international markets expenses, and adapted to the changing needs of local and international markets.
Threat of Substitute Products
Changes of unparalleled magnitude are imminent. Rapid adaptation to innovative technologies like AI, IoT, cloud technology, big data, sophisticated robotics, nanoelectronics, intelligent materials, and superfast connectivity using the next-generation wireless communication systems, 5G, is essential for the success of the electronics industry. Even though the electronics industry has many strengths, its business model and ability to grow and stay strong are being threatened by outside forces. The international market for electronic equipment is expected to expand at a CAGR of roughly 4.8% between 2020 and 2025 (Hausberg & Korreck, 2021). It's one of the fastest-growing sectors, valued at trillions of dollars. Seedling acceleration programs are an example of a new generation of development models meant to replace the old incubation models, which focused on providing office space and in-house businesses. DriveHub seeks to incorporate these offerings within its accelerator services.
Buyer Leverage 
The Queensbury center will serve university students, residents, regional entrepreneurs, and regional businesses. DriveHub will link research and the communities around it to help solve big problems at home. Collaborations between established companies, new businesses, and academics will be essential if local solutions are sustainable. DriveHub will assist new companies in their early stages by giving them access to financing, education, and networking opportunities that are right for their business operations. Improving performance outcomes will benefit individual companies and should spill over to communities. 
Supplier Leverage 
The startup's groundbreaking open innovation approach illustrates a collaborative workspace that will provide shared resources to enable entrepreneurs to move from concept to viable products by increasing their production capacities in technological advancement (Cohen et al., 2019). Effective mentorship, adequate facilities, and networking opportunities coupled with incentives should help maintain and attract grants from various partnership networks. 
Rivalry within Business
Prior research on the effectiveness of institutional settings has revealed that connections between actors and businesses are critical for excellent innovation (Hathaway, 2016; Pustovrh et al., 2020). The connections among actors serve as routes for the dissemination and synthesis of expertise. The collaboration between participants in creating an ecosystem must develop to its total capacity and might result in systemic problems. Failure has the potential to cripple future innovation. Hochberg argues that locking into particular collaborative partners, information sources, or excessive overall 'closing' of the mentoring process all indicate systemic failures that undermine the effectiveness of support ecosystems (2016, p.11). For this reason, most accelerators within the region prefer collaboration instead competition.



3.0 Operations and Management Plan 
[image: ]DriveHub Business accelerator aligns its stimulation approach to the unique requirements of each startup it works with, regardless of the industry background. There will be a demonstration day at the end of the three-month training. However, the startups will be allowed to keep using the accelerator's facilities for an extra three months. Although the accelerator's direct involvement will only last for specified timelines, Drive Hub will continue to be at the startup's discretion for another three months to see if its efforts have altered the company's direction Pustovrh et al., 2020). Six months in, startups are left to their own devices to continue expanding. The operation will be facilitated around the following management structure:
Figure 3.1 DriveHub Accelerator Service Offerings 
3.1 Advisory Board 
DriveHub will seek to establish an advisory board that shares its vision and is committed to supporting its mission. In particular, it will have between 6-9 members with representation for legal services, local communities, and the public sector. Advisory board members will serve 
several functions from both membership and staff capacities. They can double as part-time administrators complementing founders and help in potential onboarding members.

3.2 Other Staff Members 
3.2.1 Part time Site Admins 
DriveHub will identify a part-time site admin who will provide direct business assistance and manage critical operations.
3.2.2 Intern Networks 
The Accelerator Centre will partner with the City to identify graduates interested in entrepreneurship who should provide cheap productive labor while gaining experience from Incubator offerings.
3.2.3 A Receptionist 
DriveHub will eventually hire a receptionist to greet visitors, help clients with office work for a fee, and take care of the office's supplies and hardware. This role may start as part-time, depending on the estimated number of renters, but it may grow into a full-time role if the need for more facilities and more members arises.
4.0 Marketing Plan 

4.1 Marketing Assessment  
According to UK Business Magazine, Armstrong Creek, Bradford, was home to 21 incubators in 2019. Current data from the national labor statistics suggest that the number is closer to 25. Even though it is hard to say precisely how many incubators are in the area, it is safe to say that the total number of facilities has stayed about the same or grown a little over the past two years. Ocean Grove, trailed by Queenscliff and Torquay, features the most incubators in the region. DriveHub, Bradford Accelerator is set to be the only incubator between Armstrong Denholme and Clifton Springs, a distance of 45 miles.
4.2 Marketing Mix
DriveHub intends to leverage a blend of techniques in its marketing strategy, ranging from innovations and digital marketing techniques, to position a trusted, high-quality brand in Bradford and sustain its customer base for the foreseeable future.
Digital Marketing
Given its community background that intends to impact audiences in the wider Bradford region, DriveHub intends to do several marketing campaigns. By appealing to their audience and advancing their products, exceptional marketing campaigns will form the bedrock of promising future accelerators. This package will include social media ads, online advertising, sponsorships, and commercials.
The four main parts of the marketing process—product, price, placement, and promotion—are all part of a connected marketing strategy. In the following sections, we will discuss how DriveHub plans to use a combination of these factors to attract new businesses and keep the ones it already has. Regarding pricing, DriveHub will charge for services they provide to in-house projects.
Products
The product line will form a significant cornerstone in Samsungs marketing strategy. DriveHub intends to stand out for excellent professional services and efficient support. In particular, the venture intends to support startups specializing in and designing new and custom products in the following categories Mobile Phones, Air Conditioners, Cameras, Tablets, Refrigerators, and Outdoor equipment. Unlike most incubators, DriveHub will not charge fees to get in. Instead, it will charge based on the service contract for its facilities, training, and help.
Price Mix
The Bradford Accelerator also intends to make pricing one of its most potent marketing strategies. DriveHub intends to provide two pricing schemes for its clients.
Promotion Mix
The Bradford-based accelerator intends to attract clients through advertising while employing the best strategies to sustain clients through custom offers. DriveHub will adopt several marketing channels in different market spaces. In addition, the company will offer numerous discounts and incentives to partners to encourage them to sell domestic products above the competition.
Place Mix
The company's affiliate agencies will be responsible for client sales. DriveHub will sell its services through various conference setups and university events, along with organizing boot camps.
5.0 Financial plan 
Funding is often a significant challenge for most startups, and according to surveys, most growing businesses believe that accelerators increase their visibility for funding and potential investors (Cohen et al., 2019). The financial plan presented in the following sections demonstrates the venture's viability in enhancing startup operations. It will provide a general picture of the company’s current value and ability to earn future revenue.
Income Statement 
	Projected Income for the 1st 3 Years Ending Dec, 2024

	

	
	2022
	2023
	2024

	Revenue 
	55,325,178
	46,409,034
	52,385,546

	Cost of Sales 
	34,806,694
	29,197,286
	32,746,452

	
	
	
	

	Gross Profit 
	20,518,484
	17,211,748
	19,639,094

	SG&A 
	14,071,139
	11,803,451
	13,405,812

	
	
	
	

	Operating Profit 
	6,447,345
	5,408,297
	6,233,282

	
	
	
	

	Income Tax Expense 
	1,871,926
	1,869,393
	1,379,172

	
	
	
	

	Profit for the Period 
	4,884,926
	5,043,585
	5,043,585




Cashflow Statement 
	Consolidated Statement of Financial Position 
	
	

	
	2022
	2023
	2024

	Current Assets
	
	
	

	Cash & Cash Equivalents 
	27,916,683
	26,885,999
	23,417,661

	Short-term financial instruments
	78,638,015
	76,252,052
	65,964,800 6

	Advance Payments 
	1,465,731
	1,426,833
	1,229,515

	Inventories 
	28,454,895
	26,766,464
	23,869,136

	Other Current Assets 
	3,142,888
	2,695,577
	2,636,384

	
	
	
	

	Total Current Assets 
	186,739,748
	181,385,260
	156,644,978

	
	
	
	

	Non-Current Assets
	
	
	

	Property Plant & Equipment
	121,677,972
	119,825,474
	102,068,486

	Intangible Assets 
	20,912,394
	20,703,504
	17,542,176

	Other Non-Current Assets
	6,835,722
	7,994,050
	5,734,085

	
	
	
	

	Total Asset 
	357,457,535
	352,564,497
	299,850,077




Cashflow Statements 
	Interim Statements of Cashflows 
	
	
	

	
	2022
	2023
	2024

	Cashflow from Operating Activities 
	
	
	

	Profit for the Period 
	4,884,926
	5,043,585
	4,097,677

	Adjustments 
	-2,352,885
	-8,744,115
	-1,973,697

	
	
	
	

	Cash Generated from Operations
	12,007,207
	5,543,532
	10,072,139

	Interest Received 
	497,163
	411,815
	417,041

	Interest Paid 
	-110,968
	-130,960
	-93,085

	Income Tax Paid 
	-592,556
	-603,883
	-497,060

	
	
	
	

	Net Cash Inflow from Operating Activities
	11,829,879
	5,244,311
	9,923,389



Accelerators can positively impact the startups they work with compared to the early-stage investors startups tend to affiliate with (Hathaway, 2016). This evidence is encouraging, considering the rise of accelerators in recent years. From most experts' studies, accelerators are a positive addition to the government and the communities they operate within.
Conclusion 
DriveHub Business Accelerator aims to help startups within Bradford City's priority industries get off the ground. Through the "multiplier effect," opening these new businesses will significantly impact the local communities and the rest of the country
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