Your product or service and the market place

a Please give brief details of the following.

Your products or services, including proposed price:

Syned and wumbered. lumited. edition a"a/u)gj, greecung cards and /zwrwﬂ ﬁ"ﬁww.
Sugned lurited ediewns and artists prof etohings. Range n price from £.00 tv £igo.oo.
This Us a_gift marker with G1g seasmal peaks, Chrutmas being the mase unprtant period.
'I'/ugy have several attractuns as a recadl }mth’

They wly need little strrage space, they will never be wat of date, and they are mainly o
sale-or-retuen from indwidual areuts. Even if bwght from publushers, the standard, credit
term U5 30 days with retwn o replacement of wnsld strck- The sale of a print dften resales
tn the sale of a frame. The price range means that there Us something within reach. of all
puckets. Both prints and, greecung cards have near 100% mark-uyp. The business is strietly cash,
cheque or credut card, wer-the-conter.

b Market size and potential, such as where your market is, who are your customers, what are their needs
and is the market growing or getting smaller?

Market 5iz¢ 1 diffiealt tr measre but my questions and ofservatuns lad me tv txpeet a
£60,000 furst=year turnwver thvgh the retad shap. This will eventwally be £100,000 with

an extra 20,000 (n mall erder.

There are several shaps in sumiar fusinesses in the area and trade appears +v be_govd. The recail
markee s strictly pasing trade ue the area s umprving rapudly. 1 alie attraces torists, so
the number of potential customers (s umproving. '

The mail order business comes from prevuns oustomers whi by from catalggues mailed before
Christmas.

¢ Major competitors - their prices, strengths and weaknesses:
Mayer competition L From. " Anystore which has a well-known pronts department. But this /\dff
mare often than nat, as castvmers are drawn (v the area and the small print: gallery is cheaper.
Other compecition is from all of the other shops selling gift items. But agawn they draw custom
it the area.
Strengths of the small prine gallery are:
Something for everyone at any price level. Once i us bwght peple cannse tell how muach
it cast.
Numbered handmade prints are excluswe and special, and pusibly an investment for
the Future.
New wntried weaknesses of the competition are that they are mare experswve and less Fexihle.
Jewellers, fur instance have nathing under £:8.00.




d  Turnover expected in first year £ £o,000

Sales break-even figure (Total Fixed Costs x 100) £ ¢6,000

Gross Profit Margin %

Reasons why you think you can achieve your expected turnover:
Past experience of print trade.

Enguiries aboit twnever tn the area.

The number of customers are increasing becanse the area i becoming an important wp-market

shapping centre.
e Has your product or service been market tested? Yes M NOH
Anystores’ pront departinent has been, gring for many_years and. is very swoctssful.

My product us suniar. in past experience of selling prints, the marker always seemed to
be jmway. Grm&y card market (s jmwag at 20% per year.

If you have ticked ‘Yes’, say who the customers were - attach firm orders or copies of letters from people
saying they will be your customers.

f  Marketing and sales methods you plan to use including the costs involved: ‘
Retail shyy and madl order catalggue. Madl erder advertising tests Trim tume tu tume. Retail

j/my £io per square foot (£i12,500 per anar) mmlyue Lo ( production. ousts)

9 Buying

Who are your major suppliers? (ndudunal artuts and xyzand abe ywﬂw/mﬁ

Are there alternatives? Y5

What are the advantages of buying from the suppliers shown above? ‘
Twe wide complumentary ranges and so-day credit. They alsw have a proven record. with

wdividual artists whe are knawn tv be_good sellers. Al /mﬂ&f/wj iffer so-day credit. All artuts
offer sale or recurn,

h  Production or operation
Please describe briefly your methods of production or operation, if any. ‘
Artusts give certatn runbers of prnts from ariginal deaungs. These vary in nmber from

1o tT 1000 0 Wore. Each print i nuinbtred. and. signed and rggarded. as an original.

Business premises (‘Cross out the one which does not apply to you)

FEreetold/Leasehold*
a Valuation (give circumstances, for example “open market” Premusin. valued at £ 25,000
or “forced sale value” and date) This dees mot inclnde jm{vvdl
This is based o a sarveyor's valuatiom
Mortgage you owe plus name of mortgagee (if any) £
Ne martgage
b Roates Per year £ zooo per year
dates you pay your rates 1o witalments of L£zoo each
Size (in square feet) 1250 square fot retadl f/wy

How much production space do you have?
How much office space do you have? 7co square foot basement seorage




