


Q5.1.              Explain your business venture in a short and concise way. (max. 500 characters)

Plastic is a growing problem for the UK, with the number of plastic bottles being landfilled reaching 5.5 billion per year. Shellpod Shampoo is a single-use
solid shampoo ball that dissolves in water, making it 100% waste-free. It is a sustainable and eco-friendly alternative to bottled shampoo products. It aims
to be made with natural ingredients with no parabens and sulphates. Our business aims to offer environmentally conscious customers a shampoo
product that contains zero plastic.

 

Q5.2.
           Tell us what your value proposition is by completing the following sentence:

  
 E.g. Tinder

  
 Our  app   (product / service)

  help(s)   singles  (target customer)
   who      want to meet potential partners   (problem / need)

   by         online profiling and matching and enabling exchange messages.    (solution and unique features)

Shellpod Shampoo Our shampoo product helps eco-conscious millennials aged 25 - 34 who live in the UK and want to reduce their carbon footprint and
plastic dependency by offering an alternative to plastic bottles which is in the form of a single-use solid shampoo that dissolves in water and is 100%
waste \-free.

 

Q5.3.                 Using facts and figures describe the problems or needs of your target audience. (max. 500 characters)
    

          E.g. How many potential customers will need your product / service.

In 2017, 165 million shampoo bottles were sold in the U.K and only an estimated 9% of those are recycled. Our research indicated that 75% of people
find recycling shampoo bottles inconvenient and time-consuming or don’t know if they are recyclable. 6 out of 10 individuals aged 25 -35 are willing to
pay extra for an environmentally friendly product. According to our research, the most approachable market would be over 442,713 individuals.

 

  Wellbeing and Wellness



Q5.4.                    Explain what the problem or need is and how it is currently being solved. Provide specific details of how
              your target customer is currently solving (either directly or indirectly) the situation. (max. 500 characters)

Plastic pollution is a growing problem. There are around 5.5 billion plastic bottles landfilled annually in the UK. Almost every shampoo product now on
the market is liquid with plastic packaging. We found only 9.1% of people recycle shampoo bottles. This is because 34% of people find it time-consuming
and inconvenient and 40% didn't know whether their bottles are recyclable. Current solutions: 1.Liquid shampoo in recyclable bottles; 2.Refills of liquid
shampoo; 3.Solid shampoo bars/cubes

 

Q5.5.                What is your solution and how does it solve the problem or need identified above?
                  Validate your answer by showing how the target audience supports the need for your business. (max. 500

characters)

Aa single-use solid shampoo ball that dissolves in water and can be used as a normal liquid shampoo, making it 100% waste-free. Our product aims to
be: 1.Eco-friendly, plastic-free, waste-free 2.Convenient to carry and use 3.In biodegradable / recyclable packaging Our survey of 100 females aged 25-
34 who live in the UK (our target segment) showed that 77% are interested to try the solid shampoo and 70% are willing to pay more for an eco-friendly
shampoo.

 

Q5.6.               What is the current market opportunity? Elaborate your answer by explaining what is currently
                happening in the market and how is it developing. Include details of the current market size, business

     environment and trends. (max. 500 characters)

UK’s shampoo market is valued at £408.5m with a significant increase in demand for plastic-free alternatives with sales of shampoo bars jumping by
41% since 2017. The U.K is encouraging enterprises with a sustainability focus with the Department for Business announcing a £60m investment to help
cut single-use plastics. According to Euromonitor, there is increasing sales in premium beauty products in the UK, and millennials tend to buy more eco-
friendly and like-minded products.

 

Q5.7.               Indicate who your main competitors are, their strengths and weaknesses and highlight your unique
      selling point over them. (max. 500 characters)



Our main competitors: 1.Nohbo, a US company selling single-use liquid shampoo 2.Lush. It is currently selling shampoo bars 3.Beauty Kubes, a UK
company selling solid cube single-use shampoo Shellpod Shampoo’s USP is being both single-use and solid. This means it's not only 100% waste-free,
but also requires fewer resources, is more hygienic and is convenient for travelling. It is a premium product aimed at environmentally conscious
customers who want a better user experience in the bathroom

 

Q5.8.                 What is your business model? What are your revenue streams and how will you implement them?
  (max. 1000 characters)

In the short term, we aim to sell our product online via our website. Customers will have the option to do one-off payment or subscribe for boxes of
shampoo every three months. In the long term, we aim to sell via retailers. First, we will collaborate with online retailers focusing on natural beauty
products (e.g. Lovelula, Green People and CONTENT). To develop the partnership, we will show our market potential through our social media presence
(number of followers) and sales volume. Our goal is to partner with bigger retailers such as Boots. We also aim to do B2B by selling our shampoos to
hotels. There is a huge potential in the hospitality industry for our product with over 45,000 hotels in the UK, comprising 730,258 rooms, First, we will look
for independent boutique “green” hotels such as Qbic and The Cavendish. Our next move will be targeting “green” hotel chains, (i.e. Accor hotels) with
customisable shampoo product at wholesale price.

 

Q5.9.              What is your marketing strategy? Include elements such as prospect persona(s), awareness /
            engagement plan and content, channels, key metrics and key activities. (max. 1000 characters)

We identified our persona based on our research using demographic, behavioural and psychographics dimension, which is Emma the Eco Explorer. We
plan a 12-month marketing campaign - “#MyOnlyNaturalPod”. a.Pre-Launch: 1.Influencer: Reach to 3 relevant micro-influencers (e.g. Serena Lee).
2.Articles: Partner with press-media, two articles in “NaturalProducts” and “Pebble”. 3.Creating Organic Content on social media and our website.
b.Launch: 1.Pop-up store in Covent Garden 2.Our own event: Collaborate with CONTENT Beauty. Hands-on tutorial and Instagram wall. 3.Attending
other eco-friendly events (e.g. Pebblefest). News on our social media. 4.Paid Ad on FB & Ins. c.Post - launch 1.Email strategy: contents about Shellpod
community. 2.SEO strategy Metrics: 1000 website's visits he first 2 months 500 units sold in the first 6 months 10 000 followers in the first year 1 000
Youtube channel views in the first month 4% engagement rate

 

Q5.10.               What is your sales strategy? Include elements such as positioning, distribution channels, supply chain
     and pricing structure. (max. 500 characters)



Shellpod positions itself as “premium shampoo”. We partner with OEMs(original equipment manufacturer) in China, who have raw materials, make
products and ship them to the UK, where we rent a warehouse. The products will be distributed directly to our customers via our website. At the initial
stage, there is one type of product –solid shampoo for normal hair, pricing at £15 per box (25 balls). As for B2B model, we will offer the product at a
wholesale price ranging from £0.3 to £0.6 per ball.

 

Q5.11.               Demonstrate your financial projections over two years and provide a supporting narrative. (max. 500
characters)

    
                 Optional: additionally, you can attach a balance sheet in the Supporting Documents section, at the end of the

application.

We expect the sales volume of 1,820 in year one and 5,346 in year two. Sales revenue is £27,300 and £86,865, respectively, with a gross margin of
93%. We have stable cash flow over the two years. Tables of Cash Flow, Balance Sheet, Sales & Profit Projections and Break-even analysis in the
attached document.

 

Q5.12.               The Statup visa is a two year endorsement to work on your business idea.
    

                 What do you envisage your business to have achived at the end of this period? Include qualitative and
    quantative indicators. (max. 500 characters)

Shellpod exists as Ltd with a credible management team and 2-3 employees. We own an expanded product line with required licensing and IP. Shellpod
is recognized as “premium eco-friendly shampoo”. We have 3 online retailers as partners and 15 individual hotels as regular buyers. We have 3000
monthly visits on our website, 20000 followers on FB and Ins. There is a Shellpod community of 3,000 members. We reach sales volume of 7,500 and
get close to positive net profit. And we have backup suppliers.

 

Q5.13.                 Based on the answer to your previous question please detail your journey in milestones. In ascending
                    or descending order, detail what would you need to have achived in 3 monthly intervals. E.g. 3, 6, 12 and 18

   months. (max. 1000 characters)








