1. 
  a. Type of company registration affecting to responsibilities & liabilities of owner/manager.
According to Marcouse L. & et al (2008) the legal structure of a business is crucial in determining how serious financial impact is on the owners, if things go wrong. It is also an impact on the taxation levels to be paid by the business & its owners.
There are two businesses with liabilities,
  * Business with unlimited liabilities 
  * Business with limited liabilities 

  * Business with unlimited liabilities: -
Unlimited liability means that the finances of the business are treated as inseparable from the finances of the business owner. So in this case, Mr. Smith loses £30,000 including his money & bank loans, bank or creditors can get him to court. Followings are examples for this,   

Sole traders: -
This means individuals who run their own business like builders, plumbers, shopkeepers including Mr. Smith. They make own final decision about business and take both the financial benefits and losses. This means he has unlimited liabilities. If he is unable to pay his bills, court can allow to sell his properties like his car, house to be sold in order to meet outstanding bills.

Marcouse L. & et al (2008) stated that there are no formal rules to follow when establishing a sole trader or no administrative cost to pay. Complete confidentiality can maintained the accounts as they are not published. 

Disadvantages can be limited financial sources, long hours to work, working

during the holiday time. These cannot get leave like sick, annual. 

Partnership: -
A partnership is a type of business in which partners (owners) share with each other the profits or losses of the business. Partnerships are often favored over corporations for taxation purposes, as the partnership structure does not generally incur a tax on profits before it is is distributed to the partners (i.e. there is no dividend tax levied). However, depending on the partnership structure and the jurisdiction in which it operates, owners of a partnership may be exposed to greater personal liability than they would as shareholders of a corporation. (According to Marcouse L. & et al (2008)
Advantages of partnership: -
Additional skills: this can be advantage for Mr. Smith if he can start the business with his friend who is skilled. This can be strength to this new venture.
More capital can be raised by two people for the new venture & it can be easy to expand the business as well. 
Disadvantages of partnership: -   
The profits have to be shared among all the partners.
Mr. Smith does not have as much control over the business as there are a number of owners. All of the partners will want to have a say in important decisions.
Deeds of partnership have to be rewritten if a partner leaves or dies which can take a lot of time and cost money.
There can be disagreements between the partners. This can cause major difficulties as partners are bound by any commitments made by a single partner,

even if they did not agree to it.

  * Business with limited liabilities: - (According to Marcouse L. & et al (2008)
Limited liability means that legal duty to pay debts run up by a business stays with the business itself not owners or shareholders. If company loses £1 million, court can order to sell its properties like cars, lands etc but still there is not enough money company will be closed down and owner will not have persona liability remaining debts. 
Following are the example for this:
Private limited company: -   
This is a business owned by a group of people who do not want to have unlimited personal liability for the debts of the business. This is because the company has its own legal identity, separate and distinct from the owners. Liability is defined as limited because the maximum that the owners can lose is the money that they have invested in the business. The owners are not personally responsible for the debts of the business so personal assets such as homes and personal bank accounts are safe.

Advantages: 

  * Face limited liability
  * Better access to outside finance e.g. issuing shares.
  * Able to continue trading even after the resignation or death of a member as the company has a separate legal identity of it own.
  * If Mr. Smith is expecting large profits from business, being a LTD company may provide more advantageous tax treatment.

Disadvantages:
  * The legal requirements, which have to be met before Mr. Smith can operate the

business, are quite complex and lengthy.
  * Annual accounts must be audited by the company’s house, which could be costly and time consuming to prepare. 
  * The public have access to company’s annual reports therefore you have less business privacy.

Public Limited Company: - 
When a private limited company expands to the point of having share capital of more than £50,000, it can convert to a public. This means it can be floated on the stock market, which allows any member of the general public shares. This increases the company’s access to share capital, which enables it to expand considerably. 

  b. Before starting a business: - 
  1. Do a market research: Pakroo   P & J.D (2006) stated that ‘‘the first essential step is to research potential market. Who needs what is offering? Is there space for product or service in the market or is the market saturated? Is the market national? Is it a niche? Can you define ideal customers?’’ 
These are all questions that need to be answered before even considering starting a business. Too many entrepreneurs have found out the hard way that there were not enough market shares for them to capture. Others have realized that their target market audience was far too limited to make their business work. 
This can be done by Porters five forces analysis that as follows,

Rivalry 
A starting point to analysing the industry is to look at competitive rivalry. If entry to an industry is easy then competitive rivalry will likely to be high.

If it is easy for customers to move to substitute products for example from coke to water then again rivalry will be high. Generally competitive rivalry will be high if:
  * There is little differentiation between the products sold between customers.
  * Competitors are approximately the same size of each other.
  * If the competitors all have similar strategies.
  * It is costly to leave the industry hence they fight to just stay in 
Threat of entry 
Before starting this venture he should find out how to enter the market.   Both potential and existing competitors influence average industry profitability. The threat of new entrants is usually based on the market entry barriers New businesses face higher cost than established when there are new competitors. If Smith finds information, he gets information what to do to gain economies of scale.
Power of buyers 
Buyers or customers can exert influence and control over an industry in certain circumstances. This happens when:
  * There is little differentiation over the product and substitutes can be found easily.
  * Customers are sensitive to price.
  * Switching to another product is not costly.
Bargaining power of suppliers
Smith needs to know if the bargaining power of suppliers is low or high. If it’s high then Smith will know that highly concentrated suppliers exist and if its low then customers can switch without cost. Smith can make decisions after knowing if its high or low.
Development of substitute product

and services   
Smith should know whether there are alternative products that customers can purchase over Smith’s product that offer the same benefit for the same or less price? The threat of substitute is high when:
  * Price of that substitute product falls.
  * It is easy for consumers to switch from one substitute product to another.
  * Buyers are willing to substitute.
Therefore he should concentrate these things 

  2. Show yourself the money:   according to Pakroo   P & J.D (2006), Mr. Smith can't start a business without capital. Determine what he has, what Mr. Smith will need and how he will go about getting it. If he plans to seek investor funding or financing, start writing a business plan and practice pitch. Research the costs associated with business. Smith needs to know how much money he'll need and decide where it could come from. 
  3. Hire a good business attorney: in this case, Smith doesn’t necessarily need to have an attorney on a retainer, but he'll want to hire an attorney experienced with new businesses to help to get started. The attorney can advise about such things as drafting contracts, reviewing lease and determining the right business structure. "A good attorney will know what it is that you are trying to do and help you structure your business
  4.   Hire a good accountant: An accountant will work in conjunction with attorney and be instrumental in determining the best form of ownership. He can also help Smith establish bookkeeping and other 

record keeping procedures that can keep Smith on track for years. A good accountant will help with tax planning.
  5. Decide on a business structure: according to Pakroo P. & J.D (2006), choices include sole proprietorship, partnership, corporation, "S" corporation or limited liability corporation (LLC). Personal liability, taxes, paperwork and regulations vary greatly among the different legal business structures. Your attorney and accountant will play a key role in assisting you in this important decision.
  6.  Decide on a business name: According to Hillary R. (2000), it may seem obvious and simple, but the name is how business will be known to the world. The right name says a lot about company therefore Smith will need to   make a list of  potential names and narrow the list down to the one that best describes company in a few words, while being catchy, easy to remember, easy to pronounce and easy to spell. Mr. Smith should also consider how it will translate to a web domain name. 
  7. Get all necessary licenses and permits: Along with a business license, Mr. Smith may need to get additional licenses depending on the type of business and local laws. Many professionals, such as contractors and real estate agents, need to be licensed in the states in which they work.
  c. Selection of location
Everybody knows the Importance of location. Good location are incredibly expensive and very hard to come by. The location a small business start-up would most like will already have 

been taken by leading companies. The high cost of good locations applies across the world' but especially in the UK.
Marcouse L. & et al (2008) said ‘‘this is a question that a new business will have to consider carefully as location could influence its chance of success. There are several factors that will influence a Firm’s choice of location. The quantitative ones take into account the financially related factors, whereas the qualitative ones are concerned with the non-financial influences, such as the family links that may attract the owner to a particular area' This unit focuses on the different factors and shows how the importance of these will vary according to the type of business involved.’’

Cost of land
According to Marcouse L. & et al (2008), If a firm chooses a high-cost location it may find that the prices it has to charge to help cover the costs may increase, and this may make the firm less price competitive. This is why firms for which a competitive selling price is vital in achieving sales will search for the least, cost location. So Smith has to consider the area he is going to start the business. 
Space
Although a new firm will not be concerned with expansion in the early years, if it is successful it may need to increase the scale of its operations in the long term; this will be cheaper and less disruptive if the firm has the opportunity to extend its existing premises rather than relocating to larger premises.
Accessibility to supplies
According to Marcouse

L. & et al (2008), whether a firm needs to be close to its suppliers will depend upon whether it is using large materials that are costly to transport. A firm that uses bulky materials often to produce smaller end products will be better situated near its suppliers as this will be more cost effective. These firms are referred to as bulk decreasing. A firm that also relies on regular deliveries or employs a just-in-time system will also benefit from being close to its suppliers. On the other hand, firms like soft drink companies would be described as bulk increasing as their product again weight throughout the production process. So they would be more likely to locate near the market. Today, the bulk decreasing theory applies less for two reasons: first better transport links mean that the cost of   transportation has fallan, thus firms are not as pressure to locate near their suppliers: second the growth of the service sector has meant that firms locate nearer the consumer. 

Labour
The skills size of workforce required will be dependent upon the nature of the business. If a firm needs to a large workforce it will have to ensure that it locates in an area that is accessible or close to populated areas that can supply the required labour. Locating in an area, which may constrain a firm’s chance of success, mainly as it grows. (According to Hillary R. (2000),
Market
For, service industries such as retailers, locating close to their market is the most important factor. Customers do

not expect to travel miles for hairdressers, restaurants or shops. However, there are an increasing number of sevice industries that sell via the internet; such firms are able to operate from cheap out-of-town locations as customers will not need to visit.
Infrastructure
Infrastructure describes the provision of all services in an area, including its transport links, telecommunication system, health services and educational institutions. For many firms however, it is the transport links that represent a key influence on their choice of location. In order for a firm to organise its operations smoothly it must be able to access its suppliers and its market quickly and cost effectively. This is not always possible if transport links are poor. However, even when an area has high quality infrastructure, it may be so popular with businesses that the resulting congestion many reduce accessibility.
Government intervention
According to Hillary R. (2000), financial incentives offered by government in an attempt to help areas with high unemployment may affect a firm's choice of location.   There are restrictions on the types of firms that can attract this funding and it is unlikely a new firm will meet the criteria necessary to attract funding.

  d. Types of repairs/ service to offered.

Garages are offering many types of services and doing repairs. But in this case, Smith cannot provide each services or repairs at the beginning. So He has to segment services and repairs that can happen

often. 

Here he can select, 

  * Mobile brake down repairs within his area 
  * check/replace the engine oil and replace oil filters
  * check/replace fuel filters
  * inspect or replace windshield wipers
  * check or refill windshield washer fluid
  * inspect tires for pressure and wear
  * Tire balancing
  * Tire rotation
Smith can also select many other minor repairs he can do. Additionally, he might be able start a hand car wash at lower cost. 
When expanding the business, Smith can add more services with skilled staff who are specialised in each field.   
02.   What does Mr. Smith need to do to ensure that his new venture is success full & continues to be successful? (Maintaining & strengthening existing business and new opportunities)

Maintaining is vital for any business. If Mr. Smith wants to get his venture success, there are many things he needs to do and some of them are as follows, 

Keep eye on cash flow:   
Hillary R. (2000) stated that continuously monitoring and controlling cash flow is fundamental to continued business success. Monthly forecasting will ensure expenses and any planned expenditure are in line with money coming in. lf Smith is in control of cash, he is also in a better position to make any excess cash work. 
Re-negotiate with suppliers:
Lowering supplier costs will provide ongoing benefit and can be achieved in different ways. If owners don't have cash, extending payment terms will avoid having to borrow money to pay suppliers.

If Smith does have cash, he can negotiate a discount for timely payment. Mr. Smith can also look to negotiate lower material prices from suppliers and re-negotiate terms with finance providers and landlord.
Expand supplier base: 
In a tough economy, Smith shouldn't rely too much on one supplier. Ensuring that business isn't dependent on one or two key suppliers means that if they fail, Smith won't fail with them.
Focus attention on existing customer base: 
According to Hillary R. (2000), Existing customers are vital for any organization. The cost of gaining new customers is significantly higher than growing existing customer base and intelligence about buying patterns will also enable to offer special deals to encourage customer loyalty and continued spending.
Build rapport with suppliers, clients and creditors: 
Good relationships will strengthen ability to negotiate better supplier or creditor terms; it will also secure business relationships through tough times and beyond. According to Hillary R. (2000)

Keep communications open and enlist employee support: 
According to Strauss S. (2008), sharing business difficulties with employees can mobilise staff around a common goal and help identify where cost reductions can be made and how. Honest communication will pay dividends and employees, suppliers, advisors and customers are all in position to provide advice and long term support when times are tough.

Invest in new technology to lower costs and increase competitiveness:


Investing in the right technology can help business work more efficiently, cut costs, improve customer satisfaction and help Smith to stay ahead of the competition. Technologies that enable smooth collaboration between employees, partners, suppliers and customers are a sure way to boost efficiency and reduce costs.
Cost Minimisation 
According to Hillary R. (2000), this is an important factor that Mr. Smith needs to follow. He can do simple things to reduce unnecessary cost such as gas, electric & water. He also cam reduce cost by taking right decision on financial resources for new investments & allocating capital.   

To make a business successful gait, new opportunities are vital. Nowadays E-business is the easiest, fast way to continue business. It minimise the cost as well. Mr. Smith can launch a web site that can work as a way of advertising and give a best customer service ever. The web site can include services that are provided and book time slots for services and also give discounts for online booking that can attract more customers and for advertising. (In accordance to Strauss S. (2008)   
To expand service within the area, Mr. Smith can merge with other well-recognized garage or can merge with famous service providers like AA that can add more value on Smith’s new venture. 
Smith should carry out a market research and find out customer's needs and give offers according to their needs & Smith should advertise its product in every possible way.

Smith also can

get help from Ansoff Matrix to develop his venture. 


Market Penetration:
Market penetration is the name given to a growth strategy where the business focuses on selling existing products into existing markets.
Market development
Market development is the name given to a growth strategy where the business seeks to sell its existing products into new markets. There are many possible ways of approaching this strategy, including:
  * New geographical markets; for example, Smith can open new branches in other cities like Brighton, Liverpool
Product development
Product development is the name given to a growth strategy where a business aims to introduce new products into existing markets. This strategy may require the development of new competencies and requires the business to develop modified products which can appeal to existing markets. For example, Smith can offer new services that are not available in other garages in his area. 

Diversification
Diversification is the name given to the growth strategy where a business markets new products in new markets. This is an inherently more risk strategy because the business is moving into markets in which it has little or no experience. For a business to adopt a diversification strategy, therefore, it must have a clear idea about what it expects to gain from the strategy and an honest assessment of the risks.

  

03. Advice on business objectives & plans to ensure that the new business makes a smooth translation from entrepreneurship

start up business to a ongoing large successful enterprise.
The objective of many businesses is maximizing profits. There are many plans to achieve this objective. To Make Smith’s new venture, he should have a plan.
A good plan should be persuasive to an outside investor and useful to the entrepreneur. It should explain what makes the business special and help the entrepreneur to keep sight of what Smith is trying to achieve. Despite this, it is clear that a business that needs capital will concentrate mainly on the outside investor. This might be a bank or a 'dragon' type of investor who will buy an ownership stake in the business. A bank's main concern is that the start-up will be a safe investment whereas a 'dragon' is mainly interested in the upside potential. 
The heart of the business plan should be based around competitive advantage. This means identifying the features of own product or service that will make it succeed against competitors. This might be based on a unique idea, a better product or service or the protection provided by a patent or copyright.
Every business plan should contain the following sections that are (According to Marcouse L. & et al (2008)

Executive summary: 
This should be short, but compelling enough to persuade the busy banker to want to read on. It should say who you are, what the customer’s pain is and how you will relieve it, why your team is ideal for the task, how much capital you need for the start-up, and how much you are 

putting in yourself.
Details of the product/service: 
Smith needs to explain it from the customer's point of view. for example, with smoothes, not 'we'll crush fruit and put it in bottles', but it'll provide busy people with two portions of fruit in an enjoyable, unmessy way If others already offer the service, you must explain what is different about your idea.
The market:
This focus on market tends rather than market size (i.e. whether the market is growing and, if so, happy rapidly). Also there is a need to provide a brief analysis of key competitors.

Marketing plan: 
How does smith plan to communicate to the customers he is targeting. How expensive will this be? Within this section should be an explanation of and justification for the prices Smith plans to set, plus a forecast of likely sales per month for the first two years.
Organisational plan:
This is to explain who will be in the team and how they will be managed and organised. CVs should be provided for all key managers.
Operational plan: 
How the product/service will be produced and delivered. This might involve production in China, in which case Smith will need already to have made contacts with willing suppliers.
Financial plan:
The heart of this will be a cash flow forecast (i.e. a prediction of monthly cash our and cash in from the start of the business until at least two years after the firm has started trading). This will give an idea of the bank balances over the start-up period, and therefore the financing

needs.
Conclusion:   
This will include some idea of the longer-term plans for the business including any 'exit strategy' (e.g. plan to sell the business within five years).
Benefits and problems of business plan: 
The key thing to remember is that the business plan is only as good as the information inside. As much of this will have to be estimated or guessed, it is clear that no one should treat a business pIan as a factual document. it may help steer the business in the right general direction, but it may be an exaggeration to see it as a sat-nav.

Benefits | Problems |
    * forces the entrepreneur to think carefully about every aspect of the start-up, which should increase the chances of success   * Many make the entrepreneur realise that s/he locks the skills needed for port of the plan and therefore try holder to employ on expert or buy in advice   * If the plan is well received by investors, they may compete to offer attractive terms for obtaining capital.     * Many entrepreneurs have the whole plan in their head, noton paper; if illness or occident strikes, others will only beable to keep things going with a paper plan |     * Making o forecast (e.g. of sales) doesn’t make it happen;Entrepreneurs sometimes confuse the plan with reality. Poor sales can come as a terrible shock.   * Problems arise if the plan is too rigid; it is better to make it flexible, so that you are prepared for what to do if sales are poor.   * Plans based on high sales will include lots of 

staff to meet the demand. Risks are lower if the business starts with a low cost sales expectation.     * Business success is often about people, not paper an over focuson a perfect plan may mean too little time is spent :visiting suppliers or talking to shoppers |

Developing business plans: -
To start o great new business requires a great idea based on o strong understanding of the customer and the competition. Then as an entrepreneur, Smith needs to have the personal qualities to build strong relationships with suppliers, retail buyers and staff.   If drawing up business plan helps in that process, that is fine. The worry is getting head buried in paper plans may divert Smith from the important tasks. Business plans can help get investment from outsiders and may help to prevent a disorganised entrepreneur from making too many mistakes, but it is no substitute for having strong enterprise skill.

It is vital to have investors help to make this venture a large successful enterprise.   

04. Examine & explain how Mr. Smith will implement the changes he will encounter in the perspective advancement of technology and political & economical turmoil.   
When new branches are opened the business operations become more complex and company will not be able to focus on production therefore Smith must make sure to design its business plans in a way that all objectives are achieved at the correct time. If one thing was neglected this will affect the business plan negatively resulting in heavy

financial losses.
When new branch is opened Smith should recruit more workers & should always make sure to recruit people who have experience in the field. This is more economical than training untrained people and also working hours should be arranged in a way that workers don't feel stress.
Minor staff's opinions such as customer service assistants should be taken into consideration when making decisions because they are the people who are dealing with the customers.
Since the company is entering to a new market there are barriers to entry such as culture barrier, language barrier. Smith should adopt the local culture in that market. If not they may find it difficult to survive. 

PEST Analysis
The purpose of this can be described as follows, 
When a firm is considering its future, it will want a full assessment of its current and future situation. In addition to assessing the internal strengths and weaknesses of the company, the planners will need to assess the external environment in which the firm operates. The PEST framework offers a checklist of the major factors. Current and expected future factors can be listed under the appropriate heading in an attempt to ensure that foreseeable events or risks are considered in the strategic planning process. These factors are likely to fall into one of two categories: threats or opportunities. Threats represent possible or actual constraints on a firm's ability to achieve its objectives. An opportunity is a positive external chance

for development that a firm may decide to pursue.
Political Factors:
Marcouse L. & et al (2008) stated that Government policies can affect businesses both directly and indirectly. The effects may be direct, such as tax incentives designed to encourage R&D expenditure. Or they may be indirect, such as sales of car audio equipment being hit by new environmental laws designed to reduce car use. Political factors in overseas markets can also have an impact on business strategy. Installation of governments that are unfriendly to 'the West' may make trading harder with those countries. Meanwhile other markets, such as China, begin to open up as both a supply source and an export market as internal political change encourages international trade. Within Europe, the enlargement of the EU has provided huge opportunities
In this case, Smith can keep in touch with suppliers from various countries to overcome this problem. 
Economic factors:
Economic factors refer to change in interest rates, Exchange rates, Inflation, changes in the economic growth and changes in the tax rates.   All these changes will have an effect on the business.
E.g.: If the interest rates increase cost of borrowing will increase and the Smith may have to cut down on the borrowing. When interest rates increase operating cost will increase and the Smith may have to increase the price .This may affect sales. 
Taxation:
If taxation increases there will be a fall in profits.   Dividends to Smith’s partners will decrease

and there will be a fall in investment but if there is a reduction in taxation Smith can make higher profits.
Inflation:
In accordance to Marcouse L. & et al (2008, If the rate of inflation increases there will be an increase in the cost on and Smith will be compelled to increase the selling price. Smith will become less competitive in the market, consequently volume of sales will fall therefore inflation affect sales.
From the above examples, Smith can see that changes in economic factors may have favourable or adverse impact therefore it is necessary to constantly monitor changes in the economic factors. To overcome them, Smith can minimize costs of the firm.   
Social Factors:
Changes in society can have a profound effect on a Business. For example, if people living around Smith’s garage don’t like noises that come from garage, they may take an action against it. 






Technological factors: -

As scientific research allows the development of new technologies, the external operate can shift. The rate of technological changes can represent a major external factor affecting business strategy. Technological change is likely to have two major impacts on businesses. (According to Marcouse L. & et al (2008) 
      *   Production method and materials can be enhanced, offering major cost advantages through increasingly efficient methods of production. Such a cost advantage may provide a major market place advantage with the ability to cut selling prices without

accepting a loss of margin. Meanwhile ne methods may bring increased quality of products which may become a key feature of a company’s marketing. Those firms that fail to take advantages of any technological advances in production methods are likely to struggle in a competitive market. 

      * Products may become absolute as a result of technological change. For instance, car cassette tapes were replaces by CD & DVD players within a very short time period. Such examples mean that PEST analysis plays a vital role in identifying as early as possible and technological changes that will damage the sales of existing products. And such changes can also represent an opportunity to those firms that are able to produce brand new products that rely on new technologies. Such opportunities can bring margins, market leadership and a strong reputation as an innovator for years to come, if the potential use for the technological change can be spotted early enough.

It is vital to move with technologies. Hire purchase or lease can overcome these problems as they can be replaced when the technology change.         
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