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Executive Summary 
Pain statement 
In 2007 it was announced that Ireland was going to go into a recession and the country has 
been in chaos ever since. It is believed that the country will stay this way until roughly 
around 2020. Fees in Irish Universities that cover the price of registration, exams and student 
services have gone up from $240 per student to almost $2,000, over the past 15 years. This is 
a significant difference and especially harsh on Irish families with more than one child going 
to third level education and they are again increasing this year despite students protests. 
(http://www.time.com/time/world/article/0,8599,1976724,00.html#ixzz1pfJLkKUa Accessed 
on 20/03/2012) This year alone the registration fees are going to increase by €250 (which is 
2,224 SEK). (http://www.thejournal.ie/student-registration-fee-to-rise-again-by-e250-
296859-Dec2011/ Accessed on; 25/04/2012) 

College students have felt the full force of these hard times as the amount of grants and 
financial support available for students has been decreasing as cutbacks in the Irish budget 
are made in each new budget. The current economic and financial crisis in the Republic of 
Ireland means that most people and especially students have a lesser amount of money to 
spend, are far more price sensitive and are more alert and careful with the money that they do 
have.  

Sustainability is yet another issue in the country as it is in most. In general there is an excess 
of unwanted and unused goods, the service that I will offer, is a sustainable and low cost, 
affordable solution that will allow students to find what they need cheaply and effortlessly.  I 
propose a solution that will reduce the waste of unwanted and unused goods from simply 
being thrown away and damaging our environment. It will allow for more reusing and 
recycling of goods which will reduce waste using the ‘3R Green Guide’ and allow students 
remuneration for their unwanted goods. All in all it will make collage life easier for students. 



Value proposition 
What I will offer. 

The idea is to provide an online shopping website for all types of students in Ireland, where 
they can buy and sell used items related and needed for collage life, mainly second hand 
textbooks, notes and clothes. My idea is to offer a service where you have easy access to 
second hand items that you require for everyday collage life such as books and clothes (to 
begin with I will focus primarily on college books). I am modelling this idea on Blocket.se 
but I will add extra features to the service, gradually over time. 

The service will also allow for companies to advertise on the website their products and 
services that are tailored directly to students especially any discounted ones for example pubs 
and nightclubs. Students can also place an advertisement if they are in need of something for 
example an Economics textbook so if another student sees this and they have it lying around 
at home they can then sell the item in this way.  

An additional service that I will also eventually aim to offer and expand my current service is 
a platform where students can swap skills, for example if a business student was in need of a 
software student or vice versa, they can advertise for this on the website the same as if they 
were in need of a physical good (like online tutoring or one on one tutoring).  In order to get 
extra traffic to my website this will be an extra free function where students in the same 
college or who are studying the same subjects can swap skills in the same area for example 
two students from Cork. What I mean by this is for example if someone is struggling with 
Economics and someone else is struggling with Accounting or French or some other subject 
these students can tutor or help each other for free as it is a mutually beneficial process. This 
will add extra interest and create an extra layer of excitement about Second Chances. It will 
be an extra function on the website where students can communicate with each other and post 
their needs and wants in this folder for free in order to help each other out. 

 

Business Model 
 

 

BBuuyyeerr           SSeelllleerr 
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Products and Services 
Benefits  
There are a number of benefits this service will provide to those who use it. Firstly it will 
provide easy communication among students online in order for them to locate the items, 
skills or knowledge they need. Most importantly it will take off some of the financial strain 
and relieve some of the pressure of collage life and give students better access to items they 
need such as textbooks to get through college life at a lower cost.  It will also provide 
convenience, as students will now have just one place to look for second hand textbooks and 
one trusted place to sell their used college textbooks. It will also allow for other businesses to 
advertise more effectively to their target market. 

This service offering will also appeal to those students who are concerned about the matter of 
Sustainability and helping the environment.  It will be Sustainability according to the three 
R’s (Reduce, Reuse and Recycle). Customers will be reducing waste by only buying what 
they need and selling on their unwanted and unused items. They will also be reusing and it 
will be way less costly than if they were to buy a new text book or any other item. 

 

Technical Plan 
I am currently weighing up my options whether or not to build the website myself or to buy 
an already tried and tested formula. The technology or software that I have been investigating 
is called Moonfruit and can be found at www.moonfruit.com. This website allows you to 
build your own professional looking website quickly and cheaply. When using this Software 
it costs around $11 pounds a year for the domain (which is 119 SEK) and £20 pounds 
(216 SEK) for any other costs. One of my team members has previously used this website 
and has built a personal webpage for himself by using this service and software. The domain 
name I will use is www.secondchances.ie and I have already checked that this it is available 
and possible for me to use. 

 

Logistics 
The service I will be using to transport the goods is An Post which is Ireland’s postal service. 
It is quite cheap to use and they are quite fast when delivering post. They also allow you to 
track your parcel so you know where it is and when it should arrive. The cost of posting a 
parcel or a package is usually calculated depending on weight, size and length of the parcel.  
But a package weighing 1 kg is €6.50 and a package weighing 1.5 kg (which is 58 SEK) or 
2kg is €7.50 (which is 67 SEK). 
(http://www.anpost.ie/anpost/postalrates/postalrateshome.htm Accessed on 16/04/2012) 

 



The Market 
Market Trends 
The industry that this business idea will fit into is Ecommerce which is the purchasing, 
selling, and exchanging of goods and services over computer networks through which terms 
of sale are performed by electronic means. It is a consumer to consumer market. 
(http://www.digitsmith.com/ecommerce-definition.html Accessed; 31/01/2012) In March 
2010, The Nielsen Company carried out a survey and polled more than 27,000 Internet users 
in 55 markets including Europe to look at how customers shop online: what they propose to 
buy, how they make use of various sites, the force of social media and other factors that come 
into play when they are trying to decide how to spend their money. Nielsen survey showed 
that 46% of global consumers said they purchased books in the past three months and 41% 
bought clothing online. 79% of online European customers aim to purchase products or 
services using the Internet. (http://blog.nielsen.com/nielsenwire/wp-
content/uploads/2010/06/global-online-shoppingerport.pdf Accessed; 21/03/2012) 

 

Market Research 
I have carried out market research on my main target market which is Irish students. I have 
undergone two market research surveys the first one to get general information and the 
second one to reinforce the results of the first one. I have created one Survey of ten questions 
and the second one of seven questions and I have sent it to a small number  of people out of 
my network of contacts which consists of other Irish students for direct feedback and insight 
into the market. I have sent the first one to 60 participants just to get a small market sample in 
order to see how viable my idea is and so far I have received 26 responses, which is a small 
number but it is still however ongoing. I asked how many buy second hand items online and 
69% responded that they don’t, however so far 85% of my respondents have said that they 
will indeed be willing to use an online service to sell their books on to others. I sent the 
second one to 25 participants also to get a small market sample. 

Another important question I asked was; as a student what services do you feel are 
missing and what would make your life easier? Here I got some useful and positive 
feedback such as “A lot of websites don’t take laser cards and this is very frustrating as I 
don’t have a credit card and if I want to buy something I have to ask my parents for it. Also 
some websites only take English student numbers so then we cannot avail of the student 
discount even though we are students too” and “More student discounts online”.  I also asked 
“Where do you sell your old college books and would you be willing to sell them 
online?” and some of the responses included “I don’t sell them, Yes I would be willing to 
sell them online” and “Normally to a friend in the year below me, I would definitely consider 
selling them online as I could possibly charge more then when selling to a friend”. This 
survey is still ongoing and I am aiming for more responses and valuable feedback. So far the 



majority of feedback has been positive and there is a genuine need for this kind of service. 
(More results and the results of the second survey are in the Appendix). 

 

Competitors 
 

There are many direct and indirect competitors for this kind of service. My competitors 
would include second hand stores, EBooks, EBay, Eireads, Done Deal and Amazon. 
However there is no direct competition when it comes to a website or service that is aimed 
directly at students. 

EBay is a strong competitor as it is an online website that allows you to buy and sell goods, it 
is also a consumer to consumer business and customers auction for the goods they want and 
the highest bidder gets the item. However I will differentiate from this as I will be aimed 
primarily at students and there will be no auction option just a set price for the products. I 
will also be offering a little bit more than just second hand goods, my service will be 
differentiated as I have extra features that EBay does not have. 

Amazon is also an electronic business that sells goods online including books (and some 
used books). I will differentiate from this again as I will primarily target students and items 
that they need specifically for everyday college life. I will differentiate again with the extra 
services that I will offer such as discounts on the website (and eventually swapping skills). 

Eireads and Donedeal are both online websites where you can place ads to sell something in 
Ireland such as animals and cars. Both sites are not generally used by college students and in 
my research I have found no advertisements on the two pages by any college students looking 
for or selling books. Also in my survey no one has mentioned these sites in their answers. I 
will differentiate from these websites once more as I will first and foremost target students 
and items that they need specifically for everyday college life and offer more such as 
discounts by other businesses. 

Another competitor is other second hand stores. I will have an advantage over these stores 
as well because most of them may not have books for college students or college students 
may not always use these stores due to social factors and social influences. 

I also have anticipated Future Competitors; there are many potential competitors such as 
future Mesh businesses, copycats and other new entrants into the market.  However I expect 
these will not be an issue as I will have the first mover advantage in the market (when it 
comes to students) and by this time have a steady customer following. 

I will be using a differentiation strategy from Porters generic strategies in order to compete 
with and stand out from the competition. I will be different as I will be exclusively aimed at 
students and also I will use the fact that it is an Irish website and brand when competing. 
Since the recession Irish customers prefer to use own label brands and Irish brands. I will use 
this to my advantage as Irish people are very loyal to Irish brands. 



Market Size 
The market I am aiming to penetrate is Irish students. The size of the market is all the 
potential third level college students in Ireland. There is currently around 89,000 students in 
Ireland going to University and 63,000 students going to an Institute of Technology. The 
complete number of students going to a third level college in Ireland is roughly 162,000. I 
am eager to get around 80% market penetration in the first three years by using the right 
promotional material. I got this figure from my market research and I am positive it can be 
reached. (http://www.education.ie/servlet/blobservlet/stat_web_stats_10_11.pdf Accessed on; 
01/03/2012) 

 

Market Segmentation 
I will segment according to factors that are psychographic such as price sensitivity and 
lifestyles and I will also segment by environmental factors such as region of residence in 
Ireland (as I will begin in Cork and expand from there). I will be segmenting customers from 
different geographical areas and customers with different characteristics. 
My customers will be segmented on the following criteria; 

 Third level Education Students. 
 In the future expand to (Non students) post grad students and interns. 
 Small and medium sized local businesses (for example a local nightclub).   
 Region of Residence (for example Cork or Dublin). 

I will also segment my customers into the following categories; 
 Supermarkets (local businesses) 
 Entertainment  (local businesses) 
 Sport (local businesses) 
 Fashion (local businesses) 
 Students 
 Non students  

By segmenting customers into these groups I expect that customer retention will be made 
easier and it will allow for me to better target and position my marketing strategies more 
productively, effectively and personally. 
 

Target Market 
I have two target groups, first of all Students will be the main target market for this service 
(and also eventually once established it can be aimed at other young people such as post 
graduate students who are looking for work, interns and other price sensitive young people 
once it takes off with students first). I will first begin in Cork and test the market it out here 
and then roll the service out to other regions in Ireland. There are two main colleges in Cork 
there is University College of cork (UCC) and Cork Institute of Technology (CIT). There are 
also a number of other smaller and private colleges in Cork (roughly 5 others). UCC has 
around 16,000 students and CIT has around 12,000 students. After this I will expand it out to 



the other counties in Ireland and eventually expand and tailor the service to fit other young 
people’s needs as well. 

The second target market for this service will be other Businesses who will advertise on my 
webpage. Other businesses such as; nightclubs, pubs and bars, leisure centres and gyms, 
supermarkets and clothes shops can advertise on my webpage. It will also allow them easy 
access and exposure to students. 

So in summary the main target consumers that I aim to target are as follows; 
 Students in Cork, roughly 35000 
 Students in Ireland, roughly 162,000 
 Local business’s, around 20 to 30 in Cork 

 
When it comes to local businesses there are roughly 10 to 15 nightclubs and bars that target 
students in Cork there is 3 big supermarket and many other retail shops such as clothes shops 
and entertainment centres such as cinemas that could benefit from advertising on my 
webpage. 

 

Positioning  
Positioning entails putting into practice my targeting strategy. Here I will decide on a 
different marketing mix for each segment I am targeting. I will be positioning the service as a 
young, cool, inexpensive and fun service and will work a great deal on getting customer 
loyalty and retention through intense promotional strategies. I aim to build a well known 
Brand identity that is young, cool and irresistible for students and other young people. As 
Second chances is the name I have chosen, I will be able to use it to fit each market for 
example Second Chances Cork or Second Chances Dublin. I will position using the four P’s 
of marketing, which I have explained in further detail below. I will also use colours such as 
green and gold, which will promote the Irish element and the sustainable element. 
 

Marketing Plan 
Product; the product I will be offering is an online service where students can buy and sell 
second hand goods such as books, clothes, furniture and other goods. Students can purchase 
the college supplies they need on this website as well as sell their unwanted and unused 
books and other items. So the overall product is cheap and affordable college supplies. To 
begin with the main product offered will be second hand college textbooks and clothes then I 
will expand the service to other items, such online tutoring. 

Price; the price is low cost and affordable as it is aimed at one of the most price sensitive 
group of people. Students will just have to pay the postage fees and of course pay the price of 
the goods being purchased. The goods being sold will however be a lot cheaper than if 
students where to buy them new, so the overall price is discounted, reasonable and low cost. 



Place; I aim to begin in one region and then expand to the rest of Ireland. I will begin within 
Cork and the Colleges and Universities in this region. The service will take place on the 
Internet, on the website that I will create and I will use the Irish postal service An Post to 
deliver the goods. 

 

Promotion 
I will use a variety of promotional methods in order to promote my service and reach my 
main target market which is third level students. I will use Social media (Facebook and 
twitter), Word of mouth and Search Engine optimisation along with branding strategies. 

I will target students (and eventually other young people) via social networking sites such as 
twitter and Facebook.  I will use my social media sites to keep my customers up to date and 
well informed of what is happening and what is new on the webpage. I will also have a 
twitter page and will use twitter and Facebook simultaneously as part of my marketing 
strategy. These social media sites will give me effortless access to my target market and all 
other potential customers with internet access. Facebook is the quickest most efficient and 
cost effective way of reaching my target audience, the only cost involved in a Facebook page 
is the time put into its maintenance and ensuring it is at all the time kept up to date with high 
quality and relevant content. Human beings are social beings and Facebook will allow me to 
have a system of two-way communication and interaction with my customers and to allow 
them to give me immediate feedback. It will allow for me to have conversations with my 
target market. 

The following is some facts and figures about Facebook and twitter to reinforce what I have 
discussed above; 
 

1) Facebook 
 It has more than 800 million active users. 
 50% of active users log on to Facebook in any given day. 
 Average user has 130 friends. 
 Average user spends over 55 minutes per day on Facebook. 
 Average user likes 9 pieces of content every month. 
 Average user is connected to 80 community pages, groups and events. 

 (http://www.digitalbuzzblog.com/facebook-statistics-facts-figures-for-2010/ Accessed 
on; 26/03/2012 and http://www.jeffbullas.com/2011/12/05/the-latest-15-facts-and-
figures-on-facebook-plus-infographic/ Accessed on 26/03/2012) 

2) Twitter 

 Mostly, people below age 25 are using twitter. 
 15% of the twitter users posts more than one update every day. 



 Twitter has over 106 million users. 
 Twitter is growing by 300,000 users per day. 
 Twitter gets 180 million unique visitors per day. 
 Twitters Search Engine gets 60 million queries every day. 
 The number of Twitter users logging in every month is up by 82% since the beginning 

of the year. 

(http://www.brandonsheley.org/facts-figures-twitter/ Accessed on; 30/01/2012, 
http://www.nickburcher.com/2010/05/twitter-facts-and-figures-latest.html Accessed on; 
30/01/2012 and http://www.jeffbullas.com/2011/09/21/11-new-twitter-facts-figures-and-
growth-statistics-plus-infographic/ Accessed on 26/03/2012 ) 
 

I will also try to make use of Word of mouth marketing and testimonials to promote the 
service. This form of marketing will be extremely efficient and effective as what I am 
offering is a service and when it comes to services testimonials from people you know have 
an extra layer of credibility attached. This form of marketing again is cost free and Customers 
themselves will promote the service on my behalf. I believe this form of promotion will be 
highly effective, as the best way to promote something is one-on-one personal conversation 
with someone you already have an association or friendship with. 

 9 out of 10 conversations about brands occurs offline. 
 66% of all brand related word of mouth conversations are "mostly positive". 

(http://www.mspbusinessmanagement.com/blog/word-mouth-marketing-facts Accessed on 
26/03/2012) 

Also I will use Search engine optimization (SEO) as a promotional tool in my marketing 
strategy. I will also use college magazines to advertise and promote for example magazines 
such as Explicit which is a student magazine in Cork Institute of Technology and it is free 
magazine given to all students at that college.  I will also use Motley magazine which is a 
free magazine in University College of Cork. These magazines will allow me easy and direct 
access to my main target market and again at a relatively low cost. 

Branding will also be a powerful factor of my promotional and marketing campaign. I will 
position the service as a young, cool and fun service and will work an immense amount on 
getting customer loyalty. I will build a well known Brand identity that is young and 
irresistible for students and other young people. I will use a fun young and colourful Logo, 
(the name which is Second chances) and slogan in order to make my website appealing, 
irresistible and cool for young people and to use and be associated with.  

 

Branding 
My brand name is Second Chances and using a branding strategy from the very beginning 
will also provide me with a competitive advantage.  Branding will be a powerful aspect of the 



promotional and marketing campaign.  By branding my service it will allow for easy 
recognition by customers and will allow for a good reputation to be built for the brand. 
Customers like to associate with brands and the colours I will use (green and gold) will 
provoke feelings in customers and allow for customers to associate with the brand. The brand 
will give extra value to customers and by promoting the service as a brand I am more likely 
to be able to get customers to be brand loyal, repeat users and for them to be more likely to 
connect emotionally with the service.   

 

Implementation 
I will be implementing the business idea in three phases which are 1) planning, 2) technical 
implementation and 3) Maintenance and improvements.  

First and foremost there will be the Planning phase, which I am now currently in. Here I am 
planning the basics for the business such as Market research (primary research such as my 
market survey), Recruitment of my team, my business plan is being prepared (writing and 
researching the business plan) and I will soon start promotions (Word of Mouth, Social 
Media sites). 

The next phase will be technical implementation where I will have my website created, at 
present I have decided to use Moonfruit to develop it. Then I will have a testing stage, to 
check for faults and to ensure the website can run smoothly.  The website will then be open 
and ready for customers to use. 

After successful completion of phase 1 and 2 I will then move onto Maintenance and 
improvements which is the third and final phase of the project (business idea) which will 
also be ongoing throughout the whole project. 

 

Milestones 
Below is a list of the milestones I aim to reach and the date of when I intend to do so. 

1. 16/05/2012; Completion of my business plan. 
2. 25/05/2012; Dragons den presentation. 
3. 08/06/2012; Start building the website. 
4. 08/07/2012; Test the website to ensure it works and fix any faults. 
5. 01/08/2012; Launch the service for the public to use. 
6. 08/01/2013; Expand the service to other regions in Ireland. 

 

Launching  and creating the website: Once the first two milestones are completed which 
are my business plan and presentation at the Dragons Den I will then begin with developing 



the website. There will be a lot of time needed to build, create and test the website. First and 
foremost I will have to register the company and the domain name (which I mentioned 
earlier). Next will be to consult with my friend and work with him to create the website and 
we will do this using a template and the software Moonfruit. I have calculated that it will take 
about two months to create it and test it before we can officially launch it. I will have at this 
stage developed Facebook and Twitter pages and will be rigorously working on promoting 
the service on social media websites throughout the summer. I will also put links to the 
website on both the social media pages so students can easily find my webpage and also I 
will place advertisements in the college magazines and newspapers in August in order to 
reach as many students as possible. 

 

Organization  

The Team 
I will be the main person running this service however I will of course need and get help, first 
from Laura Walsh who is a trainee accountant and secondly from Ethan O Leary who will 
help me with the technological aspect of the service. They will however both just advise and 
assist I will be the only full time employee. We all have firsthand experience as students in 
the Republic of Ireland and two of us have experience studying outside of Ireland also, so we 
have strong knowledge of Irish student’s problems and needs. 

1. Teresa Walsh; I will spend the most time working on this project. I have studied 
Marketing for four years in Cork Institute of Technology (CIT). I have an Honours 
Bachelor of Arts in Marketing and have will work a great deal on the marketing and 
promotional part of the business. Also I will be using knowledge from my Masters 
(Msc in Industrial Economics) program to help with the business development side of 
the business idea. 

2. Laura Walsh; Laura has also been a student in Cork Institute of Technology for four 
years and has an Honours Bachelor of Arts in Accounting and she now works as a 
trainee accountant Fcos Ltd in Cork where I plan to start the Business. She will help 
me with all financial elements to the business, calculating how much capital we will 
need and so forth. 

3. Ethan O Leary; Ethan has studied for two years in Cork and two years in Sunderland 
in England, he has a BA and an MSC. His qualifications include; 1st Year - FETAC 
Level 5 and BTEC HND in Radio Broadcasting, 2nd Year - FETAC Level 6 and 
BTEC HND in Radio Broadcasting, 3rd Year - BA Degree in Radio and 4th Year - 
Masters in Radio Production and Management. He has worked on many radio 
stations, he is well up to date technologically and knows how to program websites. He 
has recently worked on a website hosting site called Moonfruit.com where you can 
create and design your own websites His role will be as a technical consultant. Ethan 



is also extremely interested in personal branding and he will also advise and assist on 
the branding element of my business idea. 

 

Mission and Vision 
Mission Statement; The mission of Second Chances is to improve the quality of life of Irish 
students, with a highly targeted online buying and selling service that allows them access to 
the items they need for day to day college life. It will provide a sustainable and low cost 
service that will provide a win-win situation for students who are either buying or selling 
items. 

Vision; The vision of the organization is; be the best online option for students who are 
buying and selling second hand college related items. 

 

Risk Assessment  
Privacy Issues and Legal Issues 

As I will be using people’s personal information over the internet I will need to be cautious as 
to how I store and use people’s personal information. I will comply with legislation such as 
the1998 Personal Data Act (the principle of this Act is to protect people against the violation 
of their personal integrity by processing of personal data).  

Plan to overcome this risk; 

Before I use individual’s information I will get their permission to use it, the information I 
then receive will be used exclusively for my businesses purpose and it will be kept 
confidential to my database. 

 

Finance and payment issues 

As I will be using finance I receive from friends and family members to fund this business 
idea there is of course the risk that I will lose this money. Similar to every business idea or 
start up there is also the risk of failure and of the business making a financial loss. 

Plan to overcome this risk; 

As not to get into too much debt I will be seeking a loan or investment of €7,500 (which is 
66,464 SEK) in order to give me a bit more room to manoeuvre with my financial situation. 

 



SWOT Analyses  
Strengths Weaknesses 

 Highly Skilled team (2) 
 Sustainable edge (3) 
 Irish Brand (4) 
 Strong need (1) 

 Lack of Finance (1) 
 No technical Background (2) 
  

 
Threats Opportunities 

 Legal Issues (3) 
 Payment Issues (4) 
 Competition (1) 
 Substitutes (2) 

 Economic climate (4) 
 Expansion (2) 
 Government Grants & Aid (1) 
 Exit Strategies (3) 

 

Strategic Options 
1) I will use the fact that there is a strong need for this service to overcome the threat of 

competition and substitutes. 
2) The fact that my team are highly skilled, knowledgeable and educated to have enough 

awareness and understanding to comply with all legislation and regulations will help 
to overcome the threat of legal and payment issues. 

3) I will use the help of government financial aid to overcome my lack of finance 
weakness.  

 

Financial Plan 
Revenue Models 
There are three ways in which I will generate revenue from this business idea which are; 

Insertion Fee; When students want to list an item or skill on the website I will charge 
an insertion fee of €2. I will also charge a little extra for exceptional features such as 
highlighting items etc. 

A final commission; I will take a final commission of 6% on all sales and transactions that 
take place on the website. 

Advertising; The website will offer special banner ad space, where local businesses can 
promote their products and services targeted for Students. The web site would be perfect for 
promotion of boutiques, fashion, restaurants, pubs, coffee shops, sport centres, entertainment.   
The price of the banner would be roughly around 10 to 20 euro per week per company 
(which is around 88 to 117 SEK per week). This income will also depend on the number of 
companies or local businesses that want to advertise on my website. 
 



Exit Strategies 
The following are two strategies that I may or may not use to exit the business in the future; 

1. Sell it off.  I have one exit strategy option where I can spend three to five years 
building up the business, the reputation and a strong brand identity. When the 
business is well known and making a reliable or steady turnover I can then sell the 
business on, to EBay, Amazon or some other company that would be willing to buy it. 

2. Franchise.  Another option I have is to franchise the business idea out to other 
regions in Ireland. So I would run it in Cork and someone else would run it in Dublin, 
freeing up my time and sharing the risk and responsibility with others. 

 

Break Even Point  
Break Even Point = Fixed Assets 25000

Contribution margin(1.78-0.25)
Contribution margin =

Fixed Assets Selling price - variable cost
Salaries 20000
light and Heat 2500
Other 2500 Sales; 40000/22500=1.78
Total 25000

Contribution Margin
Website Costs 2000
Advertising 2000 Break Even Point
Interest payable 1685 16340 units

5685
VC=   5,685/22500 = 0.25                                

 

     

 
 

 

 
 

 
 



 

 

Cash Budget for the first 3 years  
(In Euros) For more information see Appendix. (Most of these figures are rough estimates). 

 

 

Cash Budget Year 1 Year 2 Year 3

Inflows
Projected Income
Loan 7500
Seed Capital 4000
Advertising 1200 1200 1200
Revenue from sales 40000 45000 50000
total expected income 52700 46200 51200
Outflows
Registering the company 175
equipment 100 100 100
Other Costs 24
Domain name 13
Advertising 2000 2000 2000
Staff wages 20000 20000 20000
Total expected outflows 22312 22100 22100

Total Projected Income 30388 24100 29100  

Inflows. Advertising revenue will come from the banner adverts that I sell on my website this income 
will vary depending on how many use it and how often so the 1200 is a rough estimation. 

Revenue from sales is mainly from insertion fees so if I get 12,500 in the first year that will give me 
income of 25000 Euro and then I should have the rest as Commission but it is again a rough estimate. 

Outflows. The average salary for a postgraduate student in Ireland is roughly 18000 to 25000 Euros a 
year, I will be taking 18,000 a year for my own salary and the other 2000 Euros is going to my Friend 
for developing the website and then each year makes improvements, but I will be the primary staff 
member and the only full time one. 



Profit and loss  

Statement of comprehensive income for year 2012: (profit + loss a/c): 
€000`s 

Revenue 40000
Cost of Sales -6000
Gross Profit 34000 34000

Distrubution Costs
Website desisn 150
Other costs 24

Admin Costs
Advertising 2000
Salaries 20000
Finance costs 1685

23858 -33859
Profit before tax 141
Tax xx
Profit after tax 141
Other comprehensive income
Financial Aid/grant 7500
total profit 7641

 
 
For more information see Appendix.  (Most of these figures are rough estimates). 

The Financial Aid will come from a small bank loan that is usually given to new businesses 
with a low interest rate follow the link below for more information; 

http://businessbanking.bankofireland.com/loans/small-business-loan/ 

Advertising costs will come mainly from advertising in print in the college magazines and 
newspapers. I will use the half page rate that is 800 Euro follow the link below for more 
information; 

http://www.explicit.ie/advertising/other-marketing-opportunities 

 

 

 

 



 

Balance Sheet 
Statement of financial position December 2012: 
€000,s
Assets
Non current Assets
Property, Plant, Equipment 15000
Investments 5000 20000

Current Asseets
Trade Recievables 100
Inventories 600
Cash at bank 2000 2700
Total Assets 22700

Equity
Share capital 1000
Share premium 300
Current year loss -5685 -4385

Liabilities
Non current liabilities 25000
longterm loans

Current Liabilities
Trade payables 400
Interest payable 1685
Total Equity 22700  

For more information see Appendix. (Most of these figures are rough estimates). 

Notes to the accounts: 

Note 1 

 Property plant and equipment:                      €000 

Office (equipped with computers                      25              

Depreciation @ 0.2                                            (5) 

Total                                                                   20 
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Appendix  
 

Survey for online selling and buying service 
The idea is to provide an online shopping website for all types of students (full and part time) 
in the Republic of Ireland. My idea is to offer a service where you can buy, sell and swap 
unwanted second hand items that you need for everyday collage life such as books and 
clothes and other reusable items. 

1) Are you male or Female? 
2) What type of Student are you? 
3) Do you buy second hand items online? 
4) If you answered yes, what do you buy? 
5) Do you buy everything new for college? E.g. books 
6) Would you use an online website that sold (college) books and clothes second 

hand? 
7) As a student what services do you feel are missing and what would make your life 

easier? 
8) If there was an online website where you could buy and sell items that was 

directly aimed at students, what should it be called to attract you and your 
attention? 

9) Where do you sell your old college books and would you be willing to sell them 
online? 

10) Any other comments? 

 

Second Chances Survey 
This is a survey about online buying and selling of second hand college items. 

1. Do you use EBay to buy or sell second hand items? Yes or No? 
2. Do you buy used books on Amazon?  Yes or No? 
3. Do you sell books on Amazon?  Yes or No? 
4. If selling a book online would you are willing to pay a 2 Euro insertion fee? Yes or 

No? 
5. Would you be willing to use an online web store that was aimed directly at students in 

order to sell your old college books and buy new ones second hand? Yes or No? 
6. If you said no to the last question why? And what would convince you to use it? 
7. Any other comments? 

 



 

Results of Market Research 
 

Results from the first survey: 

Question 3) Do you buy second hand items online? Here is a pie chart showing the results. 

 

 

Question 4) if you answered yes, what do you buy second hand? The answers included; 

 College books 
 Clothes shoes and fashion items 
 Video games and car parts 
 Mobile phone 
 Cd’s 
 Push bike 

 

Question 6) would you use an online website that sold (college) books and clothes second 
hand?  Here is a pie chart showing the results. 

 

 

 



Question 7) As a student what services do you feel are missing and what would make your 
life easier? 

Here are some of the responses I got; 

 More student discounts online. 
 Cheaper books and college supplies. 
 More student discounts and more access to one on one tutoring. 
 I think that a stylish intranet service for students is missing. University websites aren’t 

very appealing in my opinion. I think that an online service for students to network 
within University is important. 

 A resource for second hand course notes. 

 

Question 9) where do you sell your old college books and would you be willing to sell them 
online? 

Here are some of the responses I got; 

 I usually sell them to either people that I know or second hand book shops. I would 
definitely sell them online as you have a bigger target market and could probably 
make less of a loss selling them that way. 

 In the college second hand bookstore. Yes as long as I didn’t get a lower price. 
 I don’t sell my old books. Yes I would be interested in selling them online. 
 I sell through people or through college. 

 

 

Number of Daily Responses 

 

 

 

 

 



Results from the Second Survey: 

Question 2) Do you buy used books on Amazon?   

 

 

 

 

Question 3) Do you sell books on Amazon?   

 

 

 

 

Question 4) if selling a book online would you is willing to pay a 2 Euro insertion fee?

 



 

Question 5) Would you be willing to use an online web store that was aimed directly at 
students in order to sell your old college books and buy new ones second hand? 

 

 

 

Question 7) Any Other Comments? 

 I would only pay a €2 insertion fee if I was selling the books for a good price.  
 I would only be willing to pay the insertion fee if I knew that the books would be 

worth more than €5. 
 

 

 

Number of Daily Responses 

 

 
 

 



 

Information on Costs and Financial Workings 
 

Start up costs In Euros 
Domain name 13 
Maintenance costs  24 
Registering the company 175 
Marketing 500 
College magazine 1500 
My Wages 17000 
Friends wages for setting up website 3000 
 

Revenue from Sales 

 Insertion Fees(12,500*€2)  
 Commissions (6%)     
 Banner advertisements from company’s    

(I benchmarked the €2 insertion fee and commission from EBay) 

How it will work Financially 

Customer inserts an advertisement that they are selling a book for €45 that originally cost 
€56.50 and by placing this advertisement I will charge them €2. 

Someone who then wants to but it pays the package price of €6.50 and I get a commission of 
6% which is €7.50 

So in total I receive a profit of €9.50. 

So the seller gets €37.50 (after my commission) for the book and the buyer pays €51.50. 

Everyone wins. 

 

 

 

 

 

 

 

These three figures make up the revenue 
figure of 40,000 Euros, The main income 
will come from insertion fees and 
advertising. These are all rough estimates. 
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Introduction 
"Business opportunities are like buses, there's always another one coming." 
(Richard Branson, founder of Virgin Enterprises)  

I had a vague idea what is entrepreneurship, what it entails and what makes an entrepreneur 
before I began this two year program.  Since we have studied many aspects of 
Entrepreneurship and have taken a number of courses in it including Business Plan Design 
and Entrepreneurship. Now I know for sure “Entrepreneurship involves developing a new 
venture outside an existing organization” (Simon C. Parker, 2011) and it involves long hours, 
determination and hard work. I also know I am a nascent entrepreneur as are all of my fellow 
classmates who are in the business track with me. “Nascent entrepreneurs tend to leverage 
their general human capital and social ties to organize ventures which sell directly to 
customers”. (Simon C. Parker, 2011) 
 
I did not have a concrete idea when I first began the business track in January, but now after 
plenty of guidance and from writing a business plan I believe I have a clear, comprehensible 
and concrete idea. My business idea however isn’t an entirely new one, it in some ways 
already exits I am just giving it a new twist and make over so to speak. The idea I have is 
based on EBay and Blocket.se combined, this is the best way to describe it, it is an online 
web store where students can buy and sell secondhand items such as textbooks. Here I 
identified a major problem that we have as students in Ireland and built my idea around this 
problem. So in summary my business idea is one of incremental innovation, it is innovative 
even though it already exits I am just targeting a new market which in this case is students in 
Ireland. I made quite a few changes to my original idea throughout the process especially 
when given helpful feedback from BTH Innovation, lecturers and from the outside 
entrepreneurs.  



 
Most new enterprises disappear from the market after the first 2 years that they are started, 
yet we are optimistic and hopeful that our own businesses will succeed. In this paper I will 
discuss my experience as a nascent entrepreneur, the entrepreneurial process, my decision 
making and I will talk about both my business plan and idea. 
 
 

Nascent Entrepreneurship 
Nascent entrepreneurship was at the start of this year a new term to me, but after reading 
several articles I now fully understand the term. I am now in gestation as are all of my 
classmates (Liao, J., Welsch, H., (2008)) The big question is whether to start or not to start 
and there are many reasons why some entrepreneurs do start and others don’t, some of these 
reasons include outcome and ability expectations (Townsend et al, 2010).  

The decision as to whether or not to create a new entrepreneurial venture is of course 
overloaded with uncertainty and risks. I agree with the hypothesis and theory in the article 
“To start or not to start”: when it states “Outcome expectancies and firm start-up”, which 
means; current work in the entrepreneurial field tends to pledge to the view that inflated 
expectations of outcome success show the way to excess entry by entrepreneurs ill-prepared 
and possibly ill-suited to successfully manage a new venture (Townsend et al, 2010). I 
believe in order for anyone to succeed in a successful start up they need to be prepared, know 
the risks they are taking and have a number of background knowledge of the industry in 
which they intend to break into. This is why we conduct market research and write a business 
plan in the first place to prepare ourselves for the market we want to break into and to get a 
realistic view of our business ideas. Personally being a Marketing graduate I believe it to be 
extremely important to research and know your market before entering it, it is important to 
know your competition and your customers and during the last five months I have completed 
two market research surveys along with doing a great deal of secondary research online. 

 

Entrepreneurial Process 
The entrepreneurial process starts with a business idea and throughout the last five months I 
have changed my idea several times. I have presented it to several different people including 
fellow students, lecturers and outside investors and I soon learned that different people gave 
me very different feedback and had very different opinions. 

The process of entrepreneurship is full of risks and uncertainty. According to the Min-Seok, 
C., Zong-Tae, B in the article The entrepreneurial journey: From entrepreneurial intent to 
opportunity realization “the entrepreneurial process is composed of three activities: 
opportunity recognition, gap-filling, and opportunity realization.”  I strongly agree with this 
as indeed I believe I have spotted an opportunity, filled in the gaps in my research and writing 



of my business plan and have come to a final opportunity realisation. I also know that I am a 
non-technology based entrepreneur and that “Overall, compared with their non-technology-
based counterparts, technology-based entrepreneurs engage more start up activities in 
planning, legitimacy establishment and resource combination, but not in marketing and 
exchange” (Liao, J., Welsch, H., (2008)). I do agree with this statement as I and everyone in 
the business track have spent the last 5 months writing a Business plan and this is in no doubt 
a planning activity. 

As we have learnt in Business Plan Design value creation is one of the most important 
aspects to any idea. The article The entrepreneurial journey: From entrepreneurial intent to 
opportunity realization reinforces this point. “3C Effects (channeling, concentrating, 
continuing) are the critical effects to make every action for the entrepreneur and his/her firm 
to seize the opportunities and create new values” (Min-Seok, C., Zong-Tae, B. 2010). I 
consider that my business idea has created value for customers for a few different reasons but 
the most important ones are first of all it is a sustainable idea and second of all it is a cheaper 
alternative for students who are already struggling financially.  

 

Intent 
After being an Irish student for three years I believed very much from the beginning that 
there is indeed a very high need for this kind of service and with many alterations my 
business developed from this very clear problem that we have as Irish students. I had the best 
intentions when developing this business idea and have a strong belief that I am doing some 
good and fulfilling a general need. My market surveys have backed up my belief in this need 
and this idea with the positive feedback and comments I received. 

 

Motivation & Characteristics 
My motivation was clear for this project I needed an idea for the course in order to graduate 
and also I am interested to know if I can create a useful job for myself in which I can earn 
money from but still do some good for others. My main reason and motivation for starting 
my own business venture is education and also of course as I just mentioned creating a job 
for myself. I have a pull motivation to start this venture as I am unemployed (Delmar and 
Davidson’s (2000)). 

In Delmar and Davidson’s (2000) article they explain which groups of society are more likely 
to enter into self employment and the factors that cause people to start their own business 
ventures. These factors include parental occupation, gender, ethnicity/race, education and 
work experience and psychological profile. The factors that most suit me here are education 
and work experience and also perhaps psychological profile the other three I believe do not 
apply so much to me. As the article says I am “unemployed trying to start a business as a way 
of earning income” (Delmar and Davidson’s (2000)).  I believe also that my education and 



the knowledge I have learnt from both my Bachelor and Masters Degree has a positive 
influence on me and my decision to pursue a career in Entrepreneurship. 

I was overconfident at the start that this business would of course succeed. Over confidence 
can lead to over estimating outcomes but however just like the article “to start or not to start” 
my confidence eroded over time which will have no effect on my whether or not my business 
venture would succeed (Townsend et al (2010)). After writing my business plan I know am 
more aware of the risks I will face and the reality of how difficult it will and can be to start a 
new business venture. 

 

Resources required 
From previous courses such as Entrepreneurship and Business plan design we learned the 
most important elements that go into a business plan and the most important resources you 
need to start up a business venture. The key resources I needed for this Business plan where 
market research along with key important essentials such as a financial plan, market analysis, 
competitor analysis, risk analysis, marketing plan, executive summary and of course I needed 
a service or product that was going to create value for my potential customers. All of those 
elements are included in my Business plan. 

 

Market Research 
I found the market research to be the most time consuming, but also a necessity to ensure that 
there is a need and a market for this type of service. I conducted both secondary research and 
primary research and was able to use the theory and skills I learnt in Research methods and 
design 1 to help me out in this part of my project. As part of my business plan I conducted 
two online surveys via Google form, this was indeed a frustrating process. The second one 
was conducted to reinforce the feedback I got from the first one. It was a rewarding process 
in the end however as the general feedback I got from both these surveys was positive and 
reinforced the fact that there is a strong need for this kind of service that I am hoping to start. 
I l also spent hours at home and in the library looking relevant up information, facts and 
figures on the internet. Also I received help and guidance from BTH Innovation when I was 
conducting my first Market survey; I had several meetings with Karolina. She talked me 
through my questions and the best way to send out the survey. 

 

Finance 
I found the financial part particularly difficult as this has never been a strong point for me as I 
really dislike mathematics and accounting. However I now, know all about bootstrap 
financing from the articles we read which is “employing resources other than traditional 
financing to fund operations” (Richard B. Cart and Howard Van Auken (2005)).  Joakim 
Winborg and Hans Lanström (2000) say there are six forms of bootstrapping methods which 



are the following; Owner financing methods, Minimization of accounts receivable, Joint 
utilization, Delaying payments, Minimization of capital invested in stock and Subsidy 
finance. I am using owner financing methods for my business idea which is to make use of 
the managers’ credit card which in this case will be my own as I will be the main manager 
and to get a loan from family, friends and fools to fund my business idea and also by hoping 
to get a loan from the bank. This process is less risky than others but also has disadvantages 
such as there is less finance available to you. It also took me a long period of time working 
out how I would create and generate revenue from this idea along with how much it would 
cost to start up this idea. I benchmarked some of my revenue models on EBay’s Business 
model and soon I had a clear understanding of how to generate revenue. After this was 
decided I then had to work on my break even analysis, my cash budget, my profit and loss 
account and finally my balance sheet. Now after completing my financial plan I am confident 
that there is money to be made from this idea. 

 

The Role of the Business Plan 
Writing a business plan I found made my idea more tangible and it gave me much more of a 
focus and a direction. It gave me a clear understanding of what resources and capabilities I 
will need to have in order to make my idea happen and it also helped me to communicate my 
idea with others in my class, lecturers and with potential investors. The main role or function 
of my business plan was that it allowed me to envisage what the “real” case would look like. 

 

My Business Idea 
My idea was originally based on the idea of a Mesh business model and swapping items 
online, however this changed over the course of the program. The Idea I had to begin with I 
soon found out was too broad, I had this idea from the earlier course we did on 
Entrepreneurship and that idea was basically identical to and based on blocket.se. My 
business plan is based around a problem I identified in the Irish market. At the beginning my 
business idea was not so clear in my head but now it was time to put it down on paper and 
examine if the idea I have involves an actual business opportunity by thoroughly collecting 
and analyzing significant information. I received feedback that swapping was a good idea but 
perhaps not the best way for generating much revenue so I changed the swapping idea of 
actual physical items to resources such as online tutoring which was suggested to me in my 
first market survey but one respondent. Also it was suggested to me that I focus the scope of 
my idea to begin with on textbooks and then expand it to other items such as clothes and 
furniture. Now however after 5 months of writing, planning and researching I have a very 
clear idea as to what my idea is which is: it is a website where students can buy and sell 
second hand items (such as textbooks) along with some other features (such as companies 
with the same target market as my business can advertise on my website and students can 
swap resources such as tutoring each other). 
 
 



My Final Business Plan 
Writing my business plan was a both a practical and positive experience I was kept busy the 
whole time. This was a long process and there were many key elements to include such as 
marketing analysis, competitor analysis and financial plan which I mentioned a few above. I 
was very happy with the end result it formed a basis for what the business would be in real 
life. I submitted in total three drafts of my Business plan before I finally submitted a couple 
of weeks ago the final complete version. Each draft had different changes and had new or 
different points added to it. I am very pleased with what I submitted in the end, I was then 
given feedback and a list of improvements which I was glad to receive and to make the 
appropriate changes.  This was all in all a positive experience and has been my main focus for 
the last five months. Market research and the financial plan took the longest for me to write 
and to collect information on. But when completed they were also the most realistic. I believe 
that the hard work paid off and the final version of my business plan gives a clear view of 
what my business idea is how it will make money and create value and what and who the 
market is. 

 

Conclusion 

A goal is a dream with a deadline. – Napoleon Hill 

After the last five months one thing is for sure I am far more Confident presenting my ideas 
out loud to an audience. I can undertake many important tasks such as making an offer to 
investors and writing a business plan.  

This experience and this course has been extremely useful to me as I do plan in the future to 
be part of a start up and this course has thought me how to put my ideas down on paper, how 
to research them and how to present them to potential investors. Writing my business plan 
gave me systematic and organized approach to developing my idea. 

This program in general has thought me so much in the classroom and outside of it. I have 
learnt valuable theory over the last two years in many subjects from Sustainability, Open 
Source, Innovation, Research Methods and Entrepreneurship and in the last five months I 
have been able to call on all the knowledge and theory gained from these subjects to use in 
my final project. I also believe that I will be able to apply this theory in the future in whatever 
career path I chose to follow. 
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