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Business plan and reflection

Sparkling candle

Introduction: the business plan is a written document that describes the company's activity and its strategy to achieve goals. It is necessary to direct the work and attract investors, in addition to identify risks and financial planning.

Product Description
Sparkling candle, illuminate your space with our exquisite handmade candles. Crafted with natural ingredients, made from pure wax,free from harmful chemicals in addition to a clean burn.Aromatherapy benefit as they designed to enhance mood and create a  serene atmosphere with a variety of scents like floral, fruits and fresh scents .Handmade poured quality, each candle is based on carefully Hand poured ,focusing on the smallest details and adding personal touches as well. Eco-friendly, our products are packaging in recyclable materials, reflecting our commitment to sustainability. Long-lasting burn, that allows to relax for long hours (Trinh, H.D., 2022).
After deep thought about choosing an attractive name that would distinguish it in the production of handmade candles, the choice fell on a brand name, which is (The sparkling candle)  
Legal Status 
A sole trader, also known as a sole proprietor, is an individual who owns and operates their business independently. In this business structure, the sole trader assumes all responsibilities and liabilities associated with the business (Černá, M., 2013)
●Pros and Cons of sole trader:  
 the positives of sole traders, which are: all the profits for the owner, which means direct profit. Simplicity, having less paperwork. Full control of the business. In addition, change can be made quickly. On the other hand, there are also cons like insulation and tolerance of working long hours, in addition to the finance capacity being limited. What is more, the sole person is solely responsible for any losses.

Mission statement Aim and objectives

With Sparkling Candle, our mission statement is to create unique handcrafted candles. Providing exceptional handcrafted candles with diverse and modern designs to be the best and favourite choice for all occasions.

●Aims 
The Sparkling Candle aims to grow the business. Achieve high percentage of product selling. Also, illuminate lives with the gentle glow of our candles while fostering a commitment to environmental responsibility.

●Objectives 
●Special: Increase monthly sales by 20% by launching a range of scented candles with new natural scents that attract environmentally conscious consumers. 
 ● Measurable: Increase monthly online sales by 15% over the next six months by increasing the effectiveness of social media marketing campaigns.
  ●Achievable: (1) Find a suitable site in Cardiff by 2025.
   (2) Expanding the product range to include new seasonal designs and scents.
   ●Realistic: Implement a customer loyalty program by December 2024. The goal is to increase repeat customer purchases over the next year.
   ●Time-bound: Reduce production costs by 15% over the next six months by improving supply chain management and investing in more efficient manufacturing processes (Neiger, D., Churilov, L. and Flitman, A., 2009).

Business location and equipment:

[image: ]In the beginning, the work will be a simple workshop from home, where a room has been allocated close to the garden of the house with a separate door, and when the work develops, there will be a shop specialised in making and selling handmade candles. 
















*The equipment* consists of raw wax, dyes, customised aromatic oils, and wicks. Special molds, in addition to a heater to melt the wax at a specific temperature and special vessels for pouring the wax in a professional manna. 
[image: ]

Human Resources: 
[image: ]By focusing on human resources, we can build a formidable team that helps the handmade candle business develop and flourish. Our team consists of an owner and an accountant who handles financial matters. A supervisor supervises the progress of work.    Two workers with experience in soap manufacturing.  Two workers are responsible for packaging.  A cleaning worker is responsible for cleaning the place and equipment as well, in addition to two delivery workers responsible for delivering orders (Enz, C.A. and Siguaw, J.A., 2000).
Marketing activities:  Effective work will be done to market the product and introduce the brand name through the following:
▪︎Create a professional website. 
▪︎Social media presence (Facebook, Instagram, and TikTok).
▪︎Distributing leaflets, flyers, and business cards. 
▪︎Offering special offers (20%discount for students)
▪︎Local marketing participation, as participate in local events and fairs. (Srivastava, R.K., Shervani, T.A. and Fahey, L., 1999).
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Marketing Research: Marketing research provides a deeper understanding of the target market and customer requirements and, moreover, develops effective marketing strategies  
(Malhotra, N.K.2015).

1)Determine the target market:  
▪️︎Demographic, this product does not have a specific age group. Also, this product is suitable in terms of price from lowest to highest for all segments according to income.  

▪️︎Geography, in cities and events in tourist places.
2)Market analysis:
▪️︎Trends, as choosing pastel colours according to the consumer's desire.

▪️︎Purchasing behaviour, online shopping, and interest regarding special occasions such as marriage, graduation, etc., and seasons as well.




Questionnaire analysis, this strategy that applies by Google form. 
The questionnaire gives a better understanding of the business and how the business will improve. 
▪︎Which type of scent do you prefer in handmade candle? 
[image: ]The largest percentage of customers preferred rose scents   


· What colour do you prefer when buying handmade candle?
The results showed that most customers prefer pastel colours, and thus the focus will be on these colours in the future according to customers’ desire.  
[image: ]




Below is attached the link to the Google form questionnaire. 
https://docs.google.com/forms/d/e/1FAIpQLSc6vld3qPh9XxvRcPE29DspABjCVDHa6-JnaUlW3UGJIAkNCg/viewform?usp=sf_link

[image: ]SWOT analysis: is a strategic planning tool used to identify and analyse the internal and external factors that can impact the success of a project, organisation, or business venture. The acronym SWOT stands for Strengths, Weaknesses, Opportunities, and Threats:


[image: ]financial resources: There are several financial resources available to support business, for example, bank loans, government grant, family/friends, and savings. After deep thought about the advantages and disadvantages of financial resources, I decided that the financial resource for the business would be Government Grand, because it does not entail monthly payments or savings, as I manage the business according to the available capabilities also, there are no obligations(  Scarpellini, S., Marín-Vinuesa, L.M., Portillo-Tarragona, P. and Moneva, J.M., 2018).



The biggest threat to my handmade candles business:  
There are several potential threats.  
•Market saturation and competition, there is highly competitive in addition to the many companies offering a wide range of products  

•The proposed strategies to overcome the threat:
1)Unique value proposition  
2)Quality and probity  
3)Create a strong brand and marketing


Task 2: Individual reflection 
introduction:
Handmade candle making is both an artistic and commercial venture, providing unique opportunities to learn new skills as well as tap into personal creativity. The personal reflection on the business plan for a handmade candle making business, focusing on the lessons learned, experiences, skills acquired, and opportunities for the future.
 Practical suggestion about handmade candles.
 The idea of ​​making handmade candles started from the personal interest in handmade crafts and the desire to create unique and personalised products.   In other words, moving away from traditional candles to making high-quality candles with new and diverse shapes and benefits that meet the needs of different tastes.
  Through working on handmade candles project and marketing research, there are many valuable lessons:
  ▪︎The importance of comprehensive research, learning how to choose the best raw materials and manufacturing techniques, and this, in turn, had a significant impact on improving the quality of the products that I provide.

  ▪︎Pre-planning for each stage.   This helps identify the resources needed for each stage and thus avoid potential obstacles, which in turn saves time and effort.
  ▪︎ Patience and perseverance: The stages and desires of candle making require a lot of time and patience in order to develop the necessary skills, as there were failed attempts in the beginning, but with perseverance and patience, it reached success and developed the business. 
  ▪︎Listening to customer feedback, as customer evaluation and feedback, were very important to improve the product and better meet their needs.   This has helped build a relationship of trust with customers and increase their satisfaction.  This is what I obtained by looking at customer responses through analysing questionnaires, and thus, I was always aware of customer requirements and sought to develop the product based on customer evaluation.
 ▪︎ Entrepreneurial skills.
  As for the skills that were acquired, they were based on SWOT analysis and thus tried to address weaknesses in addition to confronting threats. The skills acquired were as follows:
  *Balance between quality and cost, as it was difficult in the beginning to provide a high-quality product while maintaining appropriate prices.
  * Marketing and customer access skills. 
  Marketing was carried out through social media such as Facebook, Tik Tok, and Instagram, in addition to participating in local markets and exhibitions, direct communication with customers... and expanding the marketing circle in a thoughtful and successful manner.
  * Time management skill.
  Time management is an important and essential element in any business.   Good time management achieves balance between all tasks and thus business success.   our team was organised and meticulous in completing tasks, so we had precise application deadlines.
  Through the experiences in the field of handmade candle making, there are future opportunities that must be worked on, as follows:
   * Expanding the scope of production by introducing new types and distinctive characteristics, such as candles scented with natural oils.
  *Expand marketing by expanding the customer base and using new markets to increase brand awareness.
* Sustainability, by using eco-friendly materials, this greatly attracts customers.
In the end, the candle making experience was inspiring and fruitful and played a role in acquiring skills, developing experience, and confidence in continuing and developing the project.

Conclusion
The business plan is a detailed document that outlines the goals, strategies, and financial projections of a business. It serves as a roadmap for the business's future and is often used to attract investors and secure financing.
the reflection on its creation and utilisation underscores the importance of continuous learning and adaptation in business journey.
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