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[bookmark: _Hlk133686035]1. Project description
      The Baba Room Café is a business with a tertiary sector (services) business domain, namely a cafe. It plans to launch in the city of Chichester and will provide better services than those of rival coffee in an effort to stand out from the competition through the types of services we provide. The interior decor, which will be differentiated by the unique furniture and decorating style, will define the coffee mood. All of the traditional coffees will be included in the proposed menu's variety. The "house cocktails," which feature the best ingredients, will set the menu apart.
      The service employees will be another aspect of the company, as shown by their conduct and appearance. The uniform, which stands in for the equipment used to service clients, is a significant component that helps to create the atmosphere of the unit. All of this will result in the creation of a favourable perception of the company's business as well as the accomplishment of the enterprise's primary objective, which is to be successful in luring repeat customers.

1.2 Legal framework 
      Baba Room Café will have the following object of activity as a correspondent in the legal low regulation and has public catering services as its object of activity. It is legal form of formation is an LTC (limited liability company). This category includes establishments like bars, bodegas, cocktail lounges, and discotheques where providing alcohol is the main activity. 
 1.3 Objectives 
- To earn the title of "The best coffee bar in the area" in the eyes of the local cafe directory.
- Constant acculturation to Chichester economic climate by presenting fresh goods and leisure activities.
- Building trusting relationships with clients (the majority of whom are young adults between the ages of 20 and 35), who will then promote the café to others.
         
[bookmark: _Hlk133687733] 1.4 Business address
  The coffee shop is situated at at 22 South Street in Chichester, West Sussex. Public transport makes getting to the place simple, although parking is also an option close by.
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Figure 1 (Café Location)
        
[bookmark: _Hlk133704160]  1.5 A summary of the products and services
      Aside from coffee and tea, the coffee shop will also sell pastries, cakes, ice cream, alcoholic and non-alcoholic beverages, and drinks of all kinds. Without sacrificing the quality of the product or the service, we believe we can offer items at a reasonable price. Along with these products, the coffee house will also host themed evenings with karaoke and live music. Furthermore, there will be no cost wireless internet access.
  1.6 Necessary equipment
     On the basis of a free loan agreement, the suppliers will provide the equipment required (for the preparation of products based on coffee, tea, and chocolate as well as for the preservation of drinks and pastry products). The business will have current equipment in this way without incurring additional expenses. Additionally, the coffee suppliers will see to it that staff members receive training on how to use equipment and how to serve goods.
  1.7 Suppliers
   The following suppliers will sign agreements with the coffee:
- CoffeeGeek: For coffee lovers and business owners alike, CoffeeGeek is a must-visit resource. Important information, such as how to choose a coffee grinder, milk frother, and espresso machine, is included.
- Nisbets: There are plenty of places where you and I can get all of our coffee supplies at once, but Nisbets is one of them. Food, appliances, linens, and clothing are all provided. The cafe's delivery service streamlines the process of making a purchase already simple.
- Bidfood UK is a supplier of food and drink for bars. Coffee beans, uncommon implements, and every imaginable soft drink are all available. For café operators, it simplifies menu management, provides customer insights, and even helps with Covid-19.
   For drinks and ice cream, the supply will be created every two weeks; for pastries and cakes, it will be made every day. This will eliminate the need for a sizable storage area. Drinks, coffee, and tea will be kept in a dedicated chamber at the workstation.
[bookmark: _Hlk133687640] 2. The Marketing Strategy
[bookmark: _Hlk133704229] 2.1 Industry Description
           With a growth of more than 70% over the previous six years, the coffee segment was most dynamic consumer market in the United Kingdom, people are increasingly choosing to go out in urban areas. The observed data shows that 37% of all new locations opened in 2018 were owned by restaurants, who were followed equally by coffee and bistros. The most sought-after neighbourhood is still in Chichester and in 2018 a few restaurants opened their doors that catered to patrons with medium to high incomes and had investments totalling more than £500,000.
  
2.2 Profile of the Chichester Coffee Consumer 
Three out of four people drink packaged coffee, primarily ground coffee, brewed in a kettle. The morning (between 5:00 and 12:00) is the best time for ground coffee. People amplify their day with instant coffee 3 in 1 and hot chocolate between 12:00 and 17:00 throughout a busy day (work/school).
- Consumers have a propensity to focus on consistent packaging, particularly the 250g size, between 100 and 500g. When buying coffee, we see a tendency for larger packages, which is a behaviour more focused on saving money.
- Following is a comparison of "heavy" and "medium/light" coffee consumers in order to better understand the coffee consumer.
  The "heavy" consumer is a married, active individual between the ages of 30 and 45 with an average family income (between 2500 and 4000 p/m), it represents 90% of coffee drinkers. The "heavy" customer prefers economical packaging, over 100g, and purchases packaged coffee at least once a week. In contrast, "medium/light" consumers are under 30 years old and have small family incomes (under 2500 p/m).
2.3 Competition
Large national and international chains with a premium focus dominate the Chichester coffee sector, while tiny, more or less individualised coffee shops with an emphasis on the middle class are more prevalent.
    The following areas are the ones that coffee proprietors in Chichester is:
- Costa Coffee
- Caffe Nero
- Common Grounds
- Crispins Coffee Chichester
- Bumble`s Cafe
[bookmark: _Hlk133689419]2.4 Definition of tactics and  marketing objectives. 
  The company wants to get into the coffee business, which has clear growth prospects even in the current economy. The goal of the management is to get middle-class customers and, more importantly, to keep them by selling high-quality goods at affordable prices and giving great customer service. People will think of the café shop as a nice, welcoming place where the staff builds trusting relationships with customers by making friends with them.
2.5 Key elements
   The hiring of a barman renowned across the nation for his skill in mixing drinks and his entertaining show while doing so is one of the crucial components.  The workforce, which has been carefully chosen to fit the mood produced inside the café, plays a specific function in this type of business. The personnel will then take training sessions on maintaining client relationships as well as the proper preparation of the products sold.



 2.6 SWOT analysis
[image: Graphical user interface, website

Description automatically generated]
                                                  Figure 2 (https://foundersguide.com/how-to-apply-swot-in-business/)
2.7 Price policy
    The Coffee will fall into the medium pricing range based on the prices it charges. The Coffee will apply a commercial discount ranging from 30% (for alcoholic and non-alcoholic drinks) to 300% (for coffee- and tea-based items), depending on the product. The price of a coffee will range from £1.8 to £3.5, that of a hot chocolate from £2.5 to £3.2, that of non-alcoholic beverages from £2.5 to £5 and that of beer from £3.5 to £5.5. The Café shop will have 20% off of all items between 3:00 and 6:00 p.m. on weekdays to draw in guests.

[bookmark: _Hlk133699568]3. The tactical strategy
3.1 Organization chart of the company 
   The Baba Room Café organisation chart is headed by a management who answers to an administrator and an economic and commercial director. The administrator in turn is in charge of the remaining employees, which consists of 4 servers, 2 bartenders, and 2 cleaners who will work in shifts. With the exception of the administrator, who will have extensive industry experience, hiring decisions for the other candidates will be based more on personal traits and a candidate's eagerness to learn than on their background in the industry.  They will report to the administrator, who will unavoidably have prior management experience. The manager will be in charge of the day-to-day operations, the interactions with partners and suppliers, and the current activity of the coffee shop. However, they will also work closely with the management of the business to establish and uphold the coffee promotion policies and the performance bonuses given to staff members.
  The duties of a bartender include taking orders from customers, making drinks, setting up jukeboxes for service, serving customers at the bar, collecting payment for the services rendered, cleaning and storing inventory items, maintaining a safe and clean work environment, and managing the supplies of drinks and other necessities. The Waiter takes orders from customers, serves food and drinks, collects payment for the services rendered, sets up the serving area for fresh orders, and keeps the workplace safe and tidy. Along with serving customers, it is preferred that all waiters display the products in an appetising way so that the cafe manager can take action to reduce customer dissatisfaction.

4. The Financial plan
[bookmark: _Hlk133699664]4.1 Start-up costs
The Baba Room Cafe will follow the business plan's pre-calculated expense estimate. So:
- Electrical installation: for lighting and some machines is £2,000. 
-  Installations for sanitary purposes, including hot and cold water supplies and sewers for the removal of domestic wastewater £2,000
 - Temperature, steady humidity, and air purification from a cooling and heating installation provide comfort.  £2,000. 
- Low-voltage wiring for electronics such a phone, computer, security cameras, alarm, register, speakers, etc.  £2,000.
- Straightened the walls and painted with washable paint: £2,000 
- Parquet: £ 2,800  
- Tile: £600 
- The bar purchase price: £ 2,000
- Refrigerated food and cake showcase: £500
- Microwave oven: £100  
- Customised café cash register and software: £1,200 
 - Ice machine: £200
- Technological furniture: bar, worktables, closets, shelves: £2,000
- Employee changing room:  £300 furnishings Reception/service areas (40–35 seats):
- 15 square tables (90x90 cm): £ 1,500.
- 30 armchairs: £2,880.
- Corner sofa (2 people): £800 (2 pieces x 400 pound/piece).
- LCD TV: 2 pieces x £450 = £ 900
- Interior decorations which is plants, paintings, flower vases curtains, ornaments, supports, is £ 7,000 
- Video surveillance, monitoring, and recording system: £1,500.
- Sound system: £ 1,500
- Dishes: 40 dessert plates @ 2 pound/each = £ 80 
- Cutlery (forks, knives, spoons): £ 160 (40 x 4 pound/set).
- Payment notes: 15 x 15 pound/piece = £ 225
- Coffee, tea, alcoholic and soft drink, and cigarette sellers provide free cups, saucers, glasses, ashtrays, napkins, trays, and menu holders.
- Storage: shelves = £200 
- Computer desk: £1,000 
- Printer/copier/fax/scanner:  £1,000
- Phone:  £ 100 
- Investment costs: £38,545

4.2 Monthly costs
Personnel costs
- Manager's mobile phone: 30 pound/month.
- Salaries monthly cost:  20,464 pound/month.
- Rent usually costs the most in the current economic climate and rent is 4,000 pound/month.
- Monthly utilities: £ 250 (Water/electricity)

[bookmark: _Hlk133699938]4.3 Supply costs
Cafe consumption is typically split:
One kilogramme of excellent coffee costs £10– £12, and one coffee requires 8 g of coffee powder, therefore one kilogramme can make up to 125 coffees.
- 100 clients x 30 days = 3000 customers x £ 2.5   = £ 7,500.
- Calculation: 3000 consumers x 2.5 products = 7,500 products/month.
- 3000 coffee and tea items (40%), 1000 teas = £ 2,200 
- Coffee costs £ 160 (16 kg x 10 pound/kg).
- Tea: 1000 x 0.6 = £600 
- Condensed milk, sugar, honey sachets = £ 100 
- Soft drinks (15%): 1125 items monthly x 2.2 = £ 2,475
- Alcoholic drinks (25%): 1875 items per month x £5 = £ 9,375
- Pastry, cakes, and ice cream (20%): 1500 per month x = £ 3,750
- Promotion costs: 1% of pay = 160 pound/month in the first year.

[bookmark: _Hlk133699909]4.4 Turnover
One person's cafe payment note has two or three products.
  Customer flow: 100 consumers per day in the first year, 125 in the second, and 150 in the third as the business grows 25% per year.
- 100 costumers daily x30 days = 3000 monthly in the first year. Monthly pound turnover £18,240 in the first year = £ 218,880 ANNUALLY
- 3000 coffee and tea items (40%), 1000 teas = £2,800 
- Average coffee price: 2000 x £10 = £20,000
- Tea averages 1000 x £ 2.2 = 2,200
- Soft drinks (15%): 1125 items monthly x 2.8 = £3,150
- Alcoholic drinks (25%), 1875 products/month x £5 = £ 9,375
- Pastry, cakes, and ice cream (20%): 1500 per month x 2.5 = £ 3,750
- 25% increase in year 2: £ 273,600 In the third year, £ 342,000 was 25% higher than in the second.

Conclusion
  Last but not least, at a café business, it is not uncommon for a single consumer to purchase two or three separate goods, leading me to assume that, in the first year, 100 customers per day will turn into 3,000 clients per month. After that, annual growth of 25% will bring the company to 125 clients by Year 2 and 150 clients by Year 3.  
   The first month's revenue is £18,240, and the first year's revenue is £218,880, and the second year's revenue rises by 25%, becoming 273,600 annually, and the third year's revenue rises by 25%, totalling nearly £342,000. Given the current market conditions, I believe that I can safely safeguard my investment with this sum of money in under 10 months.
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