Business Plan

Company Name: The Scene
1. What is the nature and purpose of your business?
What benefit are you providing or what problem are you solving?

The Scene! is the music magazine for the emerging North West. Our musical legacy and history in this region is rightly lauded and celebrated, however The Scene! is for North West music makers and revellers of today. In February 2012 we plan to launch our physical magazine, an old-school inky which will be published monthly. In the same month we will launch our website, a platform to compliment and accentuate the work of our magazine.  

Both formats provide a hub for the North West music scene. Not only is the regional music community and industry our subject, they are also our readership, making The Scene!’s pages both a mirror and a looking glass into modern music making in the region.

The physical magazine provides a blend of extended features and exposé on emerging artists, regional music news, extensive reviews and an insight into the clubs, venues, promoters, DJs, shops and practitioners who make up the scene. This is presented alongside innovative illustration, photography and graphic design. Our website intends to provide video, photographic and audio content to accompany and compliment the magazine, aloongside feature interviews with artists ahead of shows in the city and the The Scene! Gig Guide, a key central resource for the North West music community.  

2. What is the background of the business concept?
How does your idea take advantage of the cultural landscape? People behave and ‘consume’ in a variety of ways in the 21st Century, how does your business idea fit with consumer habits?
People are consuming music and media in an increasingly digital way in the 21st Century, our website is a one-stop-shop for people to listen, watch and read the latest sounds, promos and reviews on emerging artists in the region. We also have integrated social media accounts such as Twitter, Facebook, Soundcloud, Bandcamp, YouTube, and Vimeo, these help us to stay in regular contact with our artists and audience, conduct special offer promotions such as free subscriptions and stay updated on developments in the music scene. In addition to this, as the digital consumer environment has grown, we have seen physical media products reinvent themselves in order to offer a visually rewarding product to rival digital competition. With this in mind we have launched our physical magazine, which is printed on 100% recycled paper and contains extra bonus features such as discount vouchers for local businesses and free gig tickets in selected editions.
3. What is your current business position?

What have you achieved so far to implement your ideas?

The Scene! Is a registered company, limited by guarantee and listed with Companies House. We have a fully functional business account and we already have three deals in place to sell advertising space in the physical magazine to local businesses. This will bring in three recurring payments totalling £600 on a monthly basis, this deal has been agreed for 6 months intitially. We have a set team of staff, including One Senior Editor, two Sub-Editors, a Graphic Designer and a bank of freelance writers and photographers, most of whom are volunteers.
4. What still needs to be done?

What do you still need to do to implement your ideas?

In order to continue with our progress we need to invest more in the business, both in terms of money and time. At the moment our permanent staff are working unpaid alongside their paid jobs in other companies and organisations. Our freelancers are not on any kind of contract because we have no secure, long-term funding in place yet. We also need a brand designer to work with us to develop The Scene! Visual branding and logos.
5. What is your competitive advantage?

Without some point of difference from competitors you cannot hope to survive long in business. So what exactly is your competitive advantage? Try to avoid generalised words like 'quality, 'service' or 'price' in describing your competitive advantages. Everyone uses these terms. Can you be more specific about why customers should deal with you and not others?

The Scene! Aims to stand out from its competitors by providing both digital and physical, high quality and ethically produced media products to meet the high demand for music and music related products in the region.
6. Convince a Cynic.

There will always be someone to tell you they think your ideas will not work. Tell a cynic why they are wrong.

The Scene! Doesn’t have time for cynics! The Scene! Is upbeat, positive and forward-thinking!
7. The Industry.

Describe briefly the characteristics of your industry. Have there been any new developments in technology? Is your area of the industry local, national or international? Is the market flooded with competitors doing similar things to you? Is it an established industry or is it likely to disappear any time soon?
The music industry is changing fast! For the first time we have seen annual digital music sales overtake sales figures for CDs in the mainstream markets, which poses a huge challenge to physical music products. However, alongside this shift, we have seen a durable scene for traditional music consumption in the North West, with independent record shops surviving on high streets where bigger businesses are failing. The Scene! Intends to take advantage of both developments with our mix of digital and physical music media products. 
8. How are your products or services produced?

If you are providing products, how do you get hold of them? If you are providing a service, what do you need in order to provide that service and how do you get hold of what is needed? (Skilled Staff, Software, Equipment, Space)

We have already sourced our staff, we have the computer equipment and expertise in the company to put together the website and magazine. We are currently paying a London-based printer to print the magazine, this costs us to have a courier deliver the product, and they won’t negotiate on prices but NME use them, and if it’s good enough for NME, it’s good enough for The Scene!
9.  Market Research.

What evidence do you have that people will buy your product or service? Outline the evidence you have gathered as market research on potential customers. (Success of similar types of business etc.)
Bido Lito is a magazine in Liverpool that does something similar to us, and they have been really successful, getting interviews with some massive stars and selling regular advertising. We hope to basically follow their lead but expand so that we cover the whole North West instead of just Liverpool.
10.  What is the profile of your target audience?
Outline the main types of people or businesses that will buy from you. Be as specific as you can. Rather than: 'everyone in my town'; narrow this down to: 'mothers within a 15 mile radius of my location'.

16-30 year olds, mainly students, who live in the North West will buy our products. They will be the type of people that go to gigs regularly and are probably musicians or friends of musicians.
11. Who are your main competitors?
Describe businesses that are likely to compete with you for customers. Give specific examples.

Bido Lito, NME, Kerrang, Q.
12. How will you promote your business?

Outline your promotion ideas to make potential customers aware of your business. Explain why you think these will work. Be comprehensive and imaginative.
We have a coherent and detailed social media strategy, see question 2.
13. How will people buy your goods or
services?


Will customers contact you directly, walk into your shop, pay you online through a website? Why do you think your choice is the best option?

Customers can buy subscriptions online, they can also buy direct from our range of stockists, 54 of which we already have confirmed stockist status from across the region. We hope to get music venues to stock the magazine so that we can have a captive audience for our product. 
14. What skills do you have within the company that will assist the running of your company?

Staff Experience, College Courses etc…

EDITOR: 

BTEC in Media Production and Journalism, seven years experience of being in a range of bands in the region.

SUB-EDITORS

Both at University studying Popular Music studies. One has had a review published in Kerrang and one has a web-design qualification and handles the website.

We also have a graphic designer to handle all of the visual side of things, and lots of writer and photographer contacts.

15. Recruitment.


Outline what members of staff you will need for your venture if you don’t have all the skills required to do everything. This doesn’t have to mean full-time staff, it could be freelancers you get in to do work as and when needed (eg. Graphic Designer or Accountant).
We would need to pay an accountant, although they are on upwards of £30k a year so we would probably need a business loan to afford that, but we would need one when we start making money and none of the existing staff have accountancy skills.
16. Use the template on the next page to work out (in pencil or pen) a basic cash flow forecast for a typical working month.

This is a VERY basic cash flow forecast template and will only produce a pre-tax forecast.

	INCOMINGS
	£

	Sale of Goods or Services
	4000
 1000 magazines at £2 each

	Other Income
(loans, investments)
	600 

Advertising

	OUTGOINGS
	

	Wages
	200
20hrs Graphic Designer @ £10p/h

	Overheads (Rent, Power etc…)
	795
Printing and Delivery Costs

75 

Petrol for getting magazines to stockists

	Marketing
	0

	Repayment of Loans
	0

	Materials and Stock
	0

	Other Payments
	0

	
	

	TOTAL (Incomings – Outgoings)
	4600 – 1070

 = £3530


