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Business Plan
PART A
This paper aims to develop and formulate a business strategy for a company named National Seminar Institute (NSI). Central Education Units (CEUs) are a handy unit or credit to maintain the credentials to people in today's world. Things and technology keep advancing today—CEUs will help keep learners updated on the education and technology in their area of study. CEUs have many benefits in general, such as; growing your income, better networking being enhanced by continuing education, professional growth for better employment opportunities, staying keen outside and inside the office work, and many others. Investing in CEUs will significantly impact both the company and the learners. CEUs are extensive institutions to develop the world and organizations to new and updated problem-solving techniques.
The CEU will offer advanced educational programs to facilitate the needs and requirements of today's labor force and tomorrow's employees and executives. NSI will need well-defined and appropriately detailed business goals to achieve its mission. The first goal is to create and maintain precise, efficient, and described company processes that support advanced technologies and skills. People prefer CEUs to keep them updated to the most current and advanced technologies, and thus, ensuring that consumers get the best they want is the primary goal. Another goal is to provide an environment that will attract and preserve established, creative, and student-centered staff and students and give career growth and development possibilities. Maintenance of the existing staff members and students is key to attracting other students.
The key that will be used to achieve the business goals is through being consistent in providing quality and advanced education to the students. Provision of consistent services to the students will assist NSI to retain them in the future, and they will, in turn, attract more students. The second key to success is to ask for help from companies already in the continuing education industry. Already established institutions will help NSI identify the challenges and strengths in the industry. A business plan and well-organized staff will help NSI run very well (Nugraha et al., 2020). Proper running of the institution's operations will facilitate outstanding achievements.
PART B
Changes that have happened in Britain approximately 200 years ago began the modern movement of adult training in the West. The rise of industry brought new ideas, requirements, and needs that stimulated the organization of adult education from an excellent laissez-faire enterprise to one that involved government, colleges, and industry in a joint attempt to train the working programs. The government was less involved in laissez-faire enterprises, unlike present days. As today's fields and departments pursue to put CEUs programs working for their industries, the practices of the programs have strengthened over time.
Obtaining CEUs have currently been switched over the periods and made more accessible. One change is through online classes; this is through the internet (Block et al., 2018). Online courses are easier to attend and allow interaction for the lecturers and peers. The company will also utilize online classes to educate its peer as an efficient and speedy communication. Quantity and kinds of CEUs offered have been changing over the years. Most institutions will change their course catalogs for CEUs to better learning strategies. Present professionals will be offered a wide variety of classes to acquire new skills required in markets and organizations.
The institution will get built as a Limited Liability Company, which incorporates the features of the corporate and sole proprietorship business. The owner of the institution will be one person on a legal basis. A sole proprietorship is the easiest legal way for a business entity; the sole proprietor's identity matches the business entity in this form of ownership. With LLC, the sole proprietor is partially liable for any liabilities and fully enjoys profits incurred by the institution. If the business develops substantially and acquires a significant new staff, it may grow into a complex business organization like a corporation. Owners of small businesses run their operations from home to minimize the costs concerning office. The institution will also acquire licenses required to run the CEUs in Phoenix from the relevant authorities. Ownership is essential to start up a business and make known the products attained to the government.
The institute's location is in the Phoenix, AZ, area, with two staff members and an outsourced staff. The company requires computerized devices to run and ease its operations; the computer is the primary resource to provide access to the staff members to the students. The staff members will deliver their services using computer desktops or laptop machines. Hence, computers will be needed in the institution, especially for the website coordinator. Since it's an online seminar business, it requires good internet provision. Internet provision may be in Wi-Fi to ensure that the consumers get quality and efficient services. The institution's network provision will have to be of high-quality to avoid buffering and redundancy. 
The company will have to consider buying high-quality cameras. The students require to view videos and images of high quality in their sessions. Low-quality videos will reduce the efficiency and accuracy of the content taught to the learners. Some of the students may have eyesight problems viewing the content displayed on the screen (Hodgson et al., 2019). The business requires furniture to set up the offices in Phoenix. The business requires a strong and stable power supply to optimize its operations. The building where NSI will be located should have an efficient and adequate electricity supply. Power is needed in the institution for lighting and running machines such as computers that ease operations.
The institution needs a spacious room to run its operations in Phoenix and for instruments and machines storage as well as ample space to promote a good working environment. The room should accommodate the three employees very well and give them ample space to run their operations efficiently. The building should also have good security and protection. security of the equipment and machines in the business is crucial to minimize costs of buying new ones. The company will also require learning equipment to facilitate the CEU's aims of offering quality and most advanced education to its peers. Although the operations are carried out online, this is a learning institution. Hence it requires some essential learning equipment such as a white or blackboard.
The business will require a solid management structure to achieve the mission and the goal. The management structure will demonstrate how the company arranges its management hierarchy. The management structure consists of the owner, event manager, and website manager with an outsourced finance group. The business owner is in charge of all organization operations, business marketing, and ensuring that the administrative functions of the entire unit are running correctly. The sole proprietor controls the whole business, and therefore he must provide timely and effective operations to reduce liabilities being incurred in the company.
Event budget and allocation, talent discovery, marketing for every event of CEU, and CEU filing are responsibilities given to the event manager. The event manager will conduct the planning and timetables of the online sessions. The event manager is in a more excellent position to support the work of CEU by providing the best services. Website coordinator will be associated with the issues to do with technology such as the institution's website, the technology available to deliver the online sessions to learners, the ways of registering the attendees, and the company's social media platforms (Downes, 2017). The coordinator will also be responsible for fixing bugs and errors that may affect the virtual sessions through Zoom, GoTo Meetings, etc. financial processing of the institution's transactions, governmental financial requirements, and event budget auditing roles will be handled by the outsourced finance team.
The 1-off live seminar CEU sessions that would get traded to the end consumer are products that the company will deliver. The company will be set up with an goal of promoting continuing education sessions and enhance professionalism in the present technologies. The continuing education sessions will be provided through virtual sessions using platforms like Zoom. Online classes are the present-day used means of education and are globally adopted by institutions due to the pandemic of COVID-19.  The institutions adopted online learning to maintain social distancing and the number of people in school.
Associates’ programs that would provide watching of live and recorded sessions is another product offered by the company. Members will be required to register with the company to allow them to view the sessions. The company will offer hired webinar services for businesses that would like to lease it to deliver their advertisements or content. The company will act as an intermediate for providing other businesses' content to the customers in exchange for funds. The company will also deliver online content for live conferences to online attendees that fail to attend the live discussions (Hew, 2016). The company will people absent in the meetings to get engaged through virtual sessions. In making their services known to the students in order to register for their services and to determine the quality of the services that they offer, the company will sell their membership cards to the students who will be willing to be part of the institution as ‘enrolled students’ for a longer period of time, like for example half a year. With the possession of the membership card, the students will be able to rennet their membership with the organization more easily.
PART C
The company’s delivery is not limited to a location since it uses online sessions. The best fact about virtual sessions is that anyone can join and listen to them from everywhere in their comfort by just having good access to the internet. The company is still small and hence it will start delivering content to the customers around the Phoenix area and the US. But later when the company advances it can diversify to other regions to increase customers and its revenue. The target customers of the company are other companies and organizations in the US that provide virtual sessions to the students and learners in the other institutions Many associations and businesses hold numerous meetings and conferences with the aim of discussing their well-being and production. Therefore, the COVID-19 pandemic has increased the number of virtual meetings by reducing the physical sessions which may spread it. These organizations and businesses require people to deliver their content to the audience (Dwivedi et al., 2020). Hence, the target market is most likely to bring profits to the company. The target market also involves professionals who would like to update their knowledge and skills through continuing education. The company is willing to provide advanced certifications to the learners willing to study.
Industrial Analysis
The competitive forces in an industry examine its profit potential according to Porter. This section will evaluate the major pressures involved in the market. One pressure is through the entry of a new threat. These threats refer to the entry of new competitors into the existing markets. New entry of competitors can cause rigorous and series of new innovations to add to the advantage of the business in order to compete favorably. A profit-making industry will entice more competitors in the market whose aim is to get profits. Supplier power involves the force that a company can exert by increasing prices or reducing the quality of product accessibility. Strong firms usually suppress the buyers by pressurizing them. The company will have to start with quality services and optimize the best prices in the market. The company will have to adopt optimal bargaining power to maintain new customers. The buyers also acquire bargaining power of wanting high-quality services, efficient customer services, and reduced prices (Camilleri, 2018). Strong buyers dominate making the industry much competitive, hence reducing the profits incurred by the sellers.
Aggressive competition may lead to the theft of market shares and profits within the industry. Competitive businesses pressurize each other leading to reduced profits. Healthy competition is key in maintaining the brand of the company and customers in the market. The company experiences no threat of substitute products in the market. The products the company is delivering are original and there are no threats of other companies substituting them. The main competitors in the market include Hubilo, Hopin, Goldcast, and many others. Measures to enhance continuing education fill the knowledge and skills gaps is the trending factor in CEUs. The company should focus on the knowledge gaps of learners with advanced skills and technologies. Online solutions for CEUs are likely to develop in the coming years. The online sector has continuously developed, providing a more available beginning of continued education (Allen & Seaman, 2016).
SWOT Analysis
The resource-based aspect of strategy stipulates that the resilience of the competitive benefits comes from the optimal consumption of an association’s resources and capabilities. The company will have to employ proper utilization of the available resources. To identify the challenges and strengths that the business will have, we are going to conduct a SWOT analysis of the company. The first strength of the business is that the industry has few competitors to deliver the virtual sessions. Fewer companies have ventured into the industry of delivering online meetings and conferences. Many physical meetings have been canceled and others postponed due to the global pandemic of COVID-19. The company is therefore at great chance to deliver virtual sessions due to the cancellation of many physical events. Older people are faced with severe threats by COVID-19; therefore, they can increase their professional knowledge through the institute. The purpose of the institutions is to improve the education of the elder professionals in companies and businesses (Palepu et al., 2020). The elders are being faced with numerous threats when tested positive with COVID-19 and hence, this is a better learning platform to provide to them.
One of the company’s weaknesses is that there exists less knowledge and skills to run the company. The company has little knowledge to the start and run company. Little knowledge may bring negative impacts to the company. Another weakness is that the company has limited experience in providing the products. The company is beginning a new organization with little or no experience by all the staff members. Prior experience is essential when running the business’s operations. The last weakness is the presence of few staff members. The company has a limited number of staff members due to the health directives and the COVID-19 measures being taken to contain the disease and hence many customers can get unattended.
The company has opportunities to exploit and get profits from them. COVID-19 pandemic has made the easier running of online events. The global pandemic will help the company increase the products delivered to the customers and maximize profits. The second opportunity is to train the peer on continuing education. Technology keeps on advancing and hence people require certifications for new development and growth (Garrido et al., 2016). Companies of online events are minimal and hence the business can utilize the opportunity to enter into the markets.
PART D
The “four P’s of marketing” are the primary elements comprising the process of marketing a service or products. They include product, price, place and promotion. Marketing mix is integrated because they are essential tools that a company uses to impact customers to buy the products (Chou et al., 2020). The national seminars training stacks up the competition by ensuring there are the best product for business. SuccessCOACHING is a product that the national seminar institute will use to allow all customers to access education. It helps people to know the best practices that adds up to customer success and to apply them in real life problems as they face different challenges. SuccessCOACHING learning platform is essential because it will help people access “curated learning paths” designed by expert to help people understand and apply what they learn to enhance the curriculum by staying updated. BetterManager is service that will be provided to train with expert executive coaches in a scalable and cost-effective way. Cogician is a product that will be provided with an aim of digital coaching which drives performance in moment of need. Price is the second P of marketing which has essential in the company products and services. Pricing of products and services of national seminar institute will have direct influences on sales volume and profits of the business. The business aim at using economy pricing to attract the price-consciousness of consumers and to costs that will be associated with marketing and product to ensure the price of their products and services are down. It will help customers to purchase their products or services with frills. The company aims at using price skimming to maximize sales and setting rates high in the introductory phase. Then the prices can be lowered as the goods of the competitors appear on the market. It will help the company maximize profits on early adopters before reducing prices to attract the target audience. 
Promotion is the third P of marketing which involves making decision concerning direct marketing, advertising, public relations, and Salesforce and advertising budget. Promotion plays a critical role in spreading awareness about the products and services that the company offers. For instance, Hone is another product that will be used to meet the desires and needs of the customers. The learning platform will play a significant role in management training for it will cultivate soft skills with hard data. The national seminar institute blends the best continuous reinforcement, expert of small group training, powerful technology and peer learning to develop the best teammates, managers and leaders. Price is the last P of marketing that involves choosing the place for providing products and services of NSI. It is crucial for NSI because its key motive is to ensure that marketing channels area readily available to customers at the right place and time.
	
	COST OF GOODS
	
	

	
	
	
	
	
	
	

	
	ITEM
	
	PRICE OF EACH UNIT
	

	
	SuccessCOACHING
	
	 $                         115.00 
	

	
	Cogician
	
	 $                           45.00 
	

	
	Hone
	
	 $                           31.00 
	

	
	Membership Cards
	
	 $                           50.00 
	

	
	Offlive Seminar
	
	 $                           27.00 
	

	
	smartboards
	
	 $                         150.00 
	

	
	Digitized writing materials
	
	 $                         145.00 
	

	
	
	
	
	

	
	COST OF SERVICES PER DEVICE
	

	
	BetterManager
	
	 $                         100.00 
	

	
	Hired Webinar services
	
	 $                         150.00 
	

	
	Virtual Content Delivery
	
	 $                         157.00 
	

	
	Modification of virtual whiteboards
	
	 $                         189.00 
	

	
	Repair of Softwares
	
	 $                         193.00 
	

	
	
	
	
	



PART E
Brainstorm your desired outcomes
Brainstorming entirely entails envisioning and determining what the results of the project will be. This step has a set of questions that sets a starting point for developing an implementation strategy. These include:
•	What is the ideal location for the organization?
•	What is the core purpose of the organization?
•	Which social group/age group is the National Seminar Institute targeting?
•	What is the equipment required to start the Institute?
•	What are the goals?
The brainstorming phase will take an estimated 3-4 days to envision the outcome correctly.

Assigning implementation responsibility
It may be a little too early to start assigning responsibilities to individuals; it is appropriate to pick a manager or enterprise to oversee the project's overall performance and ensure its completion. Some of the tips to consider in choosing an ideal manager are:
•	Good communication skills
•	Good team-building skills
•	An innovative thinker
•	Good problem-solving ability.
The assigning stage involves careful consideration of an ideal candidate for the position. It will take 3-4 days.
Conduct a risk assessment 
This is a crucial step in the project as it anticipates various pitfalls and provides appropriate countermeasures for the Institute. Risk management procedures act as the project's buffer in times of crisis. Some of the points to consider for the National Seminar institute are:
•	Reliance on computers is prone to cyber attacks 
•	Equipment such as furniture, computers, desks, and chairs are prone to theft and burglary.
•	Rapidly advancing technology could render specific computer hardware and software obsolete.
To ensure an effective risk management plan, the following should be considered.
•	Tackle risk management as a group.
•	Evaluate various case studies similar to the National Seminar Insitute
•	Provide alternative courses of action for high-risk project activities.
This is one of the crucial stages and requires ample time for proper analysis. It should take 7-10 days.
Establish an estimated budget for the project.
This is the most crucial step of all as it determines the actual manifestation of the project. Everything in the project directly relates to monetary matters. Establishing a budget involves making items and all expenditures easy to keep track of; this means keeping everything organized, for example, the spreadsheets.
The two most pertinent questions in this phase are:
•	How much are you willing to spend on this project?
•	What will it take to make the implementation plan a success?
This requires an estimated 7-14 days to research reasonable prices and overall costs.
Delegation
In this phase, you start by assigning different roles for individuals within various departments. For example, software department members ensure smooth web operations and prevent cyber-attacks.
To ensure this phase is effectively executed, the following are to be considered:
•	Set clear expectations for the allocated assignments.
•	Clear communication on how to carry out the assignments.
This estimates at 2-3 days.
Oversight and control
This is the final phase, as everything necessary has been set in motion. This step involves overseeing the overall project and ensuring a smooth process in the operations. The control aspect of the title suggests actively participating in the operations, guiding, counseling, correcting, or rectifying problems within the strategy, as mentioned earlier.



To ensure the project achieves its goals and long-term success, it is essential to have a monitoring plan done in the following several phases.
Monitoring schedule
•	This entails a well-written schedule that indicates when and how regularly monitoring is done. Monitoring is done in four steps;
•	Design an efficient plan for monitoring
•	Design effective report management mechanisms
•	Get recommendations for project improvement
•	Ensuring guidelines and recommendations are followed accordingly.

Customer satisfaction monitoring
The National Seminar Institute can best do this by interviewing its clients on how they feel about the company’s success in meeting its objectives. Other forms of customer satisfaction gauging questionnaires, suggestion boxes, and online anonymous comment boxes.
Quality control
Quality control is an essential aspect of the post-monitoring plan. It entails from the input received by the organization it ensures high-quality output. In this case, the National Seminar Institute ensures that its clients are highly trained and updated with current education in their study area.
Financial impact
This entails monitoring the financial aspect of the organization and ensuring the running costs do not outweigh the profits made. It assesses the company's operations cost and provides profit is made to sustain itself. This phase answers the following questions.
•	How much revenue is being generated?
•	Is there a change in the price of commodities?
•	How are the prices change affecting the organization?
Goals’ achievement
This involves comparing current progress against the already set goals as a baseline of the organization's general performance. It answers the questions.
•	How much has been achieved?
•	How much is yet to be achieved?
PART F
	Long term loans
	
	 $               315,000.00 

	Capital Liabilities
	
	 $                 54,500.00 

	
	
	 $               369,500.00 

	Total Liabilities  
	
	 $           3,885,931.00 

	
	
	 

	Owner's Equity
	
	

	Owner's Investment (optional)
	
	 $               500,000.00 

	Retained Earnings
	
	 $               155,750.00 

	
	
	 $               655,750.00 

	
	
	 

	Total Liabilities and 
	
	 

	Owner's Equity
	
	 $           4,541,681.00 

	 
	 
	 




PART G
Forecasted Earnings of National Seminar Institute
The net operational profits of the National Seminar Institute at the end of the projected operation year will have made an overall profit by the end of the financial year that is projected. The initial funds that will be needed to start the business and help it carry out the normal operations is about $750,000 as the total operational cost will be used to obtain the equipment and set up the operational buildings. The initial cost will also be used in carrying out seminars that will be used to conduct seminars and make the employees that are to be included into the business to learn their roles and the expectations of the duties that are in the business, the operations that they would be involved in during their working. The operational expenses for the first month of the forecasted year will be covered by the initial amount that will be used to open the business (Alzaimor, 2020). The cost of goods that will be sold to the customers are also shown in an excel sheet attached. The operational cost of the business will be relatively lower than the operation cost of other businesses offering the same services as National Seminar Institute, because the target market for the business, which is the research institutes and the learning institutions, which are in a close proximity to the institutions. The operation will be majorly online, because the business will be targeting the other retail businesses, therefore making a difference in the operation tactics and methods to have the business running. The renting and the taxes expenses are also relatively lower, making the operational costs of the projected year to be limited to the wages and the commission that is paid to the salespersons (Harsoor, 2015). The number of people who are employed within the business to carry out the sales and marketing of the business are also few, as the business is an upcoming one, and therefore the salary and wages expenses are reduced to the minimal side. The business also operates in an environment that is near to the major customers, who are the retailers and the wholesalers, therefore reducing the other expenses such as travelling that would have been incurred in the transportation of the goods to the end user customers.
In the financial report of the forecasted year, it is assumed that the business will have picked up and the normal operations rate are applied in the business (Stevens, 2017). The cost of setting up the business and other basic expenses to set the business services and the sale of the goods that are made from the business have been kept running. The operational costs of the business are also assumed to be the cost of the commission of the goods that are paid to the sales agents and the salaries expenses that are incurred as they are paid to the permanent employees. another assumption that is used in the business is that the business is operating majorly online, and therefore the cost of the transportation of the goods is catered for, as the customers will be ordering for their goods online and also paying for the cost of delivering the goods to their shops (Harsoor, 2015). The building and room expenses have been cut to be minimal as the customers will not be coming physically to do on site purchases, and therefore the warehousing services and the buildings for storage of the goods and other items that are vital and crucial for the normal running of the business will be provided in the buildings that the NSI will have its operations.
The future of the business, as seen in the trend of the first forecasted year is that the profits generated from the sales of the business and the services that are offered to the customers will enable the business to shoot higher and enjoy the maximum profits. As the business become more famous to the other institution outlets, the services will be expanded, therefore making the market share of the business to increase exponentially, and therefore having the maximum market share. 
The Central Education Units that are used to offer advanced education programs in the institutions make the largest share of the goods and services that the NSI offer to its customers. Following the current trend in the education sector, the CEUs demands are increasing, making the market to have a gap as most of the regions do not have the deliveries of the CEUs. The business is forecasted to have exponential sales that have an overall growth rate of 29% proportional to the market share. The market share is also projected to grow exponentially at the rate of 7%, and this makes the sales and the revenue for the business to become high, owing to the rise in the number of customers who are in need of the goods that are being sold by the NSI. The cost of the goods that are sold are also forecasted to steadily rise, as the demand also rises.
 Being one of the few companies that have invested in the Central Educational Units, there is a projected steady competition that will rise from the other upcoming companies that will use more developed machines and a different market strategy to overtake the market, or reduce the market share. The forecast, however, has it that the maintenance expenses that will be later incurred will be used to upgrade the technology that is used in the business in order to enable it compete favourably in the market (Stevens, 2017). This will therefore ensure the stability of the building of the market of the business and therefore maximizing the sales of the business that have been prospected to be the basic revenue earner of the business. 
Expansion of the educational services that the employees within the business will be offering will also be upgraded in order to become one of the top earners of the business. The expenses that are used in terms of the seminars are used to educate the employees who are responsible in offering services of the new trends and also other upgrades that they can use to compete favourably in the market by ensuring that their services are up to the required standards that the customers need them. The service providers will be targeting the institutions, as these are the end users who may need the services that are offered by the employees. The more the services that are sold out to more customers and institutions, the higher the revenue earned to the business (Harsoor, 2015). As the number of the end users and the consumers of the services increase, the business will also recruit more employees to enable fast and reliable delivery of the services to the institutions in which they are required. The landscaping and photography services that are rendered to the institutions to assist in the delivery of quality geographical educational services will enable the business to have a wider market in the institutions.
With the forecasted market value in five years’ time, the services of the NSI will be required by several institutions, due to the brand upholding that the end sellers will make as the ambassadors of the brand to their final customers. The confidence that the final end consumers will build in our goods that are sold to them will make them to seek our services in handy with the goods, including the installation services and the education on how to operate the equipment sold along with the goods. With the advancement of the technology to the services of the NSI that will be advanced as the business plans for the expansion to the other regions, the cost of the equipment and the cost of the seminars will become increasingly higher, because the employees will need to be constantly updated of the new services and the technology advancement that are added to their normal operations. This will also include the update on how to operate the new CEU servicing machines that will be included in the services that the employees will be expected to offer to the final customers. The operation of the machines and their uses will also be taught to the new employees who would be recruited to help in reducing the workload that the current employees will be having (Stevens, 2017).
The new recruitments will be to ensure the smooth running and the reliability of the services that are offered online, because the employees must be able to balance the issuance of the goods that are ordered online with the offering of the services of the business to the end users. The end users are also expected to be trained, by the employees, on how to use the equipment that are sold to aid in the learning of the students (Stevens, 2017). The services that our employees will offer include updating the customers on the new software, the upgrades that they can do to make their hardware to sustain the new software that are being introduced and becoming increasingly popular for the use in the educational sector. The installation of the new software and providing updates to the currently installed software that the devices have at that time is also a major service that the service providers will do. Informing the customers on the new services that have been added to the updates of the software and the efficiency that the software will have with their use will also enable the customers to prefer the goods that we offer to them. The quality of the services that our clients will offer to the end users of the products and services will enable the business to grow in terms of brand promotion and marketing. 
Expected Market Conditions
The market conditions that are expected, based on the forecast of the sales of the goods and the revenue generated by the sales of the services, the market is more concentrated at first on the goods sold. This is because the products are new and their entry to the market makes them to have a higher attention. The services, which are basically offered on the electronic devices that have been sold to the customers currently have a lower demand in comparison to the gadgets. The low demand is as a result of the new devices entering the market for the first time, therefore making the servicing for the problematic devices to be low (Stevens, 2017). The warranty and the return policy of the company for the sold devise make the revenue earned through the repairs and upgrades to be lower.
However, within the first three years of the sale of the goods to the customers, the need for the services of updates, upgrades and repairs will arise, due to the change of the needs of the users. The repairs will be charged such as the ones that the users demand in order to fit their needs and also to accept the software that they need. The software updates for the devices that will improve the performance and stability of the devices will also be charged, as the software are subscription installed, which are paid annually or yearly, depending on the subscription of the user.
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