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Business Plan for IMS Delicatesy Foods and Cocktails Bar 
Business Brief
In this assessment, I am going to conduct my analysis of my proposed business plan. While going across my business management studies, I found out that restaurant business, coupled with cocktails, is becoming extremely profitable. In this perspective, I have made my mind to carve out a business plan for IMS delicatesy. A restaurant business where the primary focus is given to mixed food of Mexican, Latin American, Brazilian and Indian origin (Lepkowska-White, 2017). In addition, the cocktails are to be provided from all over the World. However, we must remain vigilant about the fact that this proposal and business will add the special value addition on mixed cocktails and varying types of cuisines that are loved from varying demographics. However, special emphasis is placed on populations concentrated with the Latin American population in East Cardiff (the capital of Wales) (Gheribi, 2017). After the selection of important features for an onsite business plan, the focus should be directed towards a human resource for IMS delicately. Employees and their managers are selected respectively for two sections. for Kitchen and Drink Section. Still, for the employability of employees, some were to be added for part-time works to reduce the cost constraints of business valuing cost price delivery of service (Lee et al., 2018).
 
Objectives
To carry out any successful business, it is the number one priority that business aim and objectives are successfully carved out. Only then the value of the business be developed throughout its processing and working. In this perspective, IMS Food Delicatesy will be made on several propositions (Ikemefuna and Enoch, 2016). Some of them are generic to the restaurant business, while others are particular to IMS Delicately. These includes:
 
Delivering and Serving the quality and affordable food to the population in focus. My business plan is for the Latin American population. Hence it is made on the East coast of rivers where mix of all cultures Population is concentrated. Thus, they are provided with organic and deliciously fresh meats and foods that may provide the working population with cost-effective native food (Meketon, 2017).





The second great emphasis upon the focused atmosphere and ambiance. From this perspective, it is located nearby a river where the atmosphere is fresh and is suitable for parties. By employing this, young buyers would be spending more on cocktails of mixed nature.
The third perspective is choosing the targeted market. This is achieved by locating the restaurant in the concentration of native food. Additionally, several other facts, such as being the hang-out place for fun, sea view and known as tourist place, may enhance business working, and demographic may compound it further (Lee et al., 2016).
Now, those basic propositions are discussed; effective use of the continuous process of a business must be taken into account. For this to happen, the business plan is embarking on building and managing effective relationships with customers. For this, efficient human resources are made in numbers and values (Lee et al., 2016). They can develop these habits by embarking on accommodating and being courteous towards rude patron that may develop soft image and repute in front of others.
Additional objectives include outstanding patron experience; hence this should be developed via measurable customer experiences.
A strong customer-centric approach is developed, keeping in view personality types. This can help make customer loyalty to the business and achieving manifold.
Offering a diversified menu and streams is another view that must be focused through this range of customers that may be catered (Lee et al., 2016). 
Furthermore, by employing effective strategies on the part of employees and value proposition through a catchy name and distinctive logo design can create a difference. Once the image is developed, they made automatic sales procedures for business (Mitchell, 2016).











Skills and Experience Needed for Employees
The acquisition of the right labour force is needed for every business to work efficiently. In this vein, the restaurant business IMS is no different than others where sufficient full time and part times labour force developed and retained. In this perspective, the employees were selected for two kinds of force. One for the general food delivery, preparation, and processing of the same (Lepkowska-White, 2017). While there is a preparation staff of four kitchen cooks. Additionally, carefully crafted managers are selected for general staff and drink section staff. The supervisor is required to be people-centric, having an H.R. degree might prove to be a plus for him as this will make it easier for him to know theoretical understanding of managing subordinates and managing food delivery times (Lepkowska-White, 2017). The other one is for the drink section that has the capability to manage drinking section smoothness of processes. This will make it easier for him to offer fresh delivery of cocktails and cuisines within onsite and delivered to home business operations.
In this perspective, the employees should be required to acquire some skills. These are discussed in this paragraph. They are imparted with training that may happen to be in proportion to the safety and health standard of foods (Minner and Shi, 2017). In this dimension, the training for anti-allergen food delivery and preparation be used. On other fronts, the food service will be added with hospitality and tech management skills. Since delivering the food these days is not possible without the effective use of technology. Only, by doing this, effective inventory management is catered as needed (Sheianova, 2018). Additionally, the specific skills are needed for food preparation back of house roles. Thus, recipe formation and designing of broachers be made in accordance with Latin recipes.














Furthermore, the restaurant preparation staff under manager one be devised in such a manner that effective use of taste profiling is maintained (Parsa et al., 2017). The manager should remain vigilant to taste and odor management of different foods. In this perspective, seasoning and meat adjustment of cooking be devised according to customer needs. The restaurant business in Wales is already a one to offer several customers. Thus, hassle management should be a prime focus of employees and managers (Lin et al., 2016).
 
Selection Procedure of Employees
For the business to increase manifold, the utilization of employees is of the utmost importance. In this perspective, they are hired for their augmented turnover and retention ratios, as they will be imparted with specialized knowledge on many fronts. The process of employment should consider young force, specifically for waitresses, as being in the young age group helps in the psychological betterment of food. However, as for the management and cook staff are considered the Gen Z people are good with this selection behaviour (Armani et al., 2017). Though, seems very outdated but employing people on references is still one of the most convenient manners of employability. Through this, relevant and trustful employees are built up. As for the general recruitment is considered. The chain of selection should be easier for both stakeholders. The aspects of retention should be studied on the basis of commitment towards the job for I.e., attaining relevant skills on their own. Furthermore, the hiring and training costs should be devised for waitresses, managers, and cooks (Armani et al., 2017). Only then a careful plan of hospitality and retention be developed for them. On a final perspective here, we should design a parameter of seasonal hiring. Hiring them based on their origin holds serious scholarship as customers are cantered to encounter their own people in foreign lands. Hence, the overall model should be crafted based on need, age, and origin. Other business plans might require some other parameters (Yen et al., 2020).
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	Key partners
	Key activities 
	Value 


Propositions 
	Customer


Relationships
	Customer


Segments 

	· Partnering delivery services 

· Waste

· management companies 

· Beverages company 

· Social media 

· Analysts 
	· Organic food production 
· Website development for online process 
· Mixed cocktails 
· Marketing of products 
· Building brand  
· Social media 
· Onsite drink section 
· Latin food 
· Online orders   
	· Ease of view 
· Site planning 
· Easy delivery 
· Efficient and hospitable staff 
· Organic food 
· Latin American food
· Indian taste 
	· Rotational checkback  
· Native food  
· Hospitality 
· Building brand 
· Website development
· Social media 
· Delivery service 
	· Restaurants 
· Online delivery
· Drink section


	Cost structure 
	
	
	Revenue streams
	

	· Blend of cocktails 
· Website development

· Wages of cooks, managers, and waitress/waiters 

· Onsite development of different sections
	
	
	· Monthly earnings
· Daily earnings 
· Online earnings 
· Creating web forums for Latin food chain 
	




Business Model Canvas is the prime basis of business development for any business. This is a brief plan of action of any business that can tell us about its design, working, processing, and enhancement. This is a key model that may optimize the profitability of the business. The model is there to show it to any potential investor that may see its feasibility to invest in. The model comprises of a table with nine variables applicable to all businesses. In this perspective, this briefing will describe key metrics for restaurant and cocktail business in Cardiff, Wales. First of all, key partners are deliberated upon in which beverage companies and partnering delivery companies are there (Yen et al., 2020). Then comes key activities and resources; key activates are the major flow of day to day businesses while the resources are at the disposal of the business to conduct those day to day activities. The activities are preparation of food and mixed beverages while the preparation in food and drink sections are resources where these tasks are performed. Then comes the unique value propositions of business, which entails different values of IMS Delicatasy; these value propositions are a good review of site locations, colored cocktails, and tasty food of native origin for Latin's in Cardiff (Armani et al., 2017). These propositions are delivered via multiple paths called Channels, including onsite food preparation and online food delivery service. These channels are instrumental in making effective relationships to make brand recognition and making brand name subsequently (Yen et al., 2020). The last two parameters are the most important of a business model that is called the Cost Structure and Revenue System. These sections propose the incoming and outgoing of long term and short term cash flows. For this, IMS Delicatesy has to maintain their site opened and provide website development while the revenue generation is added via daily and online learning (Le, 2018). 
 
Targeted Customers
Designing on your business plan based on targeted consumers and customers is extremely important as this will design a basis for revenue generation. Targeted customers are the most important people as it defines who is going to buy from your services. In this perspective, the learning of target consumers of food and cocktail is primarily important. This is done on the basis of three theoretical concepts to identify people as potential buyers. First, the concept is based on demographics (Parsa et al., 2017). This includes age, sex, gender, creed, origin, religious education, and income levels of the targeted population. Based on this geographical location of site selection be made. The second concept underlines the psychographics of people. This is now a matter of attitudes, aspirations, and values, as this may learn to identify inner insight into customer behavior (Sheianova, 2018). Now the third perspective is based on behavior analysis that identifies the habit of buyers and digital behavior to services. Based on these three models, IMS delicately will be focused on the Latin and Indian populace of the North-East Cardiff region besides of river, where these peoples are concentrated. In compulsion, these demographics have even changed the taste of the local population that may undergo a change in consumption habits of their (Parsa et al., 2017). Thus, this business plan is concentrated on the young population, primarily of the said origins. They are mostly university students that may enjoy their vacation and off time from college in IMS Delicatesy’s bar (Minner and Shi, 2017).
 
Business Market and Competition
To sustain long term business, every business is required to have a market that may hold a great diversity of consumers. This market, however, is distinctively diversified across regions on demographics and psychographics. In addition, to better understand the position of the market, it is again important to know who your potential rivals in this business are. Welsh restaurant and cocktail business is already a red market with overall saturation to deeper levels (Lin et al., 2016). However, to sustain and progress even in such a market is possible with careful delineation of the plan and working in accordance with them. This perspective of analysing personal and rivals' strengths and weaknesses for business projection helps in carving out a strategy for a business plan. Market competition could be direct or indirect based on rivalries, such as IMS being providing onsite restaurants while others are offering home delivery. These marketing strategies then are employees to make appropriate decision-making procedures. To take an effective decision market strategy should be applied to determine the business plans and then looking forward to investors to attain resources for more active marketing pursuits (Ikemefuna and Enoch, 2016). To identify potential rivals of IMS Delicacy, it is needed that several different kinds of analysis be tried so that they may add value to your service for a better competitive position? This analysis may include many things as Operational Analysis, menu Analysis, Promotional Analysis, and the overall SWOT analysis that highlights the competitive advantage of a business in comparison to rivalries (Lepkowska-White, 2017). 
 
Marketing and Sales Plan
They are making marketing and sales plan to help devise IMS Delicatesy business plan to work in accordance with their rivals' position so as to beat them in the process. To devise a better marketing plan, Promotional Analysis on IMS be formed in which promotions, deals, and dailies from others be accepted. The sales and marketing plans are devised in such a way so that businesses may learn about their beer and half-priced appetizers (Lepkowska-White, 2017). For this, even the promotional SWOT analysis be studied viz—strength, Weaknesses, Opportunities, and Threats. Strengths and Weaknesses of IMS are its online resources and efficient team members, while weaknesses are internal matters on an individual level, such as being centric towards a limited Latin American population basis (Gheribi, 2017). On the contrary, opportunities and threats are the external factors that I provide a breeding ground for business growth and declination based on external factors. In this domain, seasonal vacation poses a great opportunity for IMS to increase its sales. While Covid-19 has been providing the restaurant industry with a great shrink to the restaurant business, in this view, even all restaurants and cocktail businesses are working together for the survival of industry (Lee et al., 2018). 
 
Operational Outlook 
Now that most of the aspects related to business operations are discussed, it makes this important to conduct the flow of operation in a restaurant and cocktail business as IMS Delicatesy. The operational outlook of business comprises the flow of facility maintenance or one site maintenance. This is carried out by checking the facility, inventory, and equipment necessary to work in IMS (Meketon, 2017). If things are distorted, then a manager is required to dispatch the team to repair and supervise the facility for quick resolution and starting operation of the business. Further, in this step of operation, the establishment of new facilities can be authorized based on budgeting and technical exposure of new facilities towards existing employees. Secondly, the management of food and beverages, i.e., the question of inventory management, comes into play (Mitchell, 2016). In this part, coordination with a shift in charge from day or night is necessary. Thus, counting and verifying the inventory is integral at this stage. Additionally, this requires calling to the key resource partners to fill in inventory when needed. Moreover, the quality control for beverages may be checked in this process, and daily sales forecasts are predicted for the shift. On a final perspective, the question is raised about sanitation and safety of premises for employees and clients (Ikemefuna and Enoch, 2016). This entails providing first aid to employees and customers in case of the worst outcomes of excessive drinking. Hence, in this perspective, the overall management of safety is done in accordance with OSHA standards.
 






Back-up Plans 
After the issues of operational management are done for IMS Delicatesy, the importance of a backup plan came into force. The inconsistencies left in the operational plan are catered here in this step of the restaurant business. For this perspective, taking appropriate inventory is the need of the hour so that kitchen food production may not hamper (Ikemefuna and Enoch, 2016). Through careful inventory management should be done in operational steps. However, the business should make contact with other less competitive retailers for purchase, and those will be contacted in case of emergencies. When the beverages are taken over from suppliers, they should be cross-checked before being stored. In this view, first in first out is the best strategy that involves taking out the purchaser profile that was bought as the last transaction (Mitchell, 2016). In addition, this backs up planning would be carefully done so that exorbitant cost may not be incurred on fished kitchen products. 
 
 
Supporting Evidence 
Once the inventory of my cocktail was diminished to the level when even there were no items of Indian origin, thus, this might have taken Indian customers to dismay and go towards some other competitors. This simple operational mismatch would have the capacity to dismantle the customer values and distort the brand name (Mitchell, 2016). However, the supervisor's carefully designed backup plan with a local third party has provided an opportunity by which the image of IMS Delicatesy is maintained. 
 
 
Financial Cash Flows
The financial cash flows of the business are the most important part of the business. In this pursuit, the utilization of cost-effective employees is the standard skill that can reduce profits. Having a trained employee or even the hiring of trained managers can increase the profit margin and reduce the burden on business. Thus, providing a breeding space to own and enhance the operationalist perspective of business (Sheianova, 2018). The accountant should make proper information on inventory and finished products. Furthermore, the estimation of sales based on seats and table arrangements can help build cash flow analysis to the optimum level. Thus, making the return on investment to the realistic level. In this spirit, even a profit margin on single food or beverage can be calculated (Lin et al., 2016).




	Business name 
	IMS Delicatesy foods 
	And cocktail bar

	Business address 
	Cardiff bay, wales 
	

	Profit and loss statements 
	
	

	For the period 1 January 
	2020 to 31 June 2020
	

	
	
	

	Income 
	
	

	Delivery of food 
	£120,00.00
	

	Services 
	£55,000.00
	

	Cocktails 
	£2,520.00
	

	Total income
	
	£177,720.00

	
	
	

	
	
	

	Expenses 
	
	

	Accounting 
	£2,500.00
	

	advertising
	£7,500.00
	

	Assets – small
	£100.00
	

	Bank charges 
	£962.40
	

	Depreciation 
	£2,385.00
	

	Electricity 
	£2,994.90
	

	Hiring managers
	£4,200.00
	

	Insurance 
	£1,221.00
	

	interest
	£2,401.66
	

	inventory
	£962.11
	

	Onsite maintenance 
	£725.00
	

	rent
	£15,610.00
	

	Repairs and maintenance
	£1,082.00
	

	Telephone 
	£2,165.00
	

	Training/ seminars 
	£2,200.00
	

	Wages and on costs
	£5,000.00
	

	Total expenses 
	
	£57,567.57



For this business plan I have been working together with my partnership for a long period of time and we were looking for the right time and right place to build up and I have my personal savings of £10,000 and get £50,000 loan from the bank and total up the rest from my partnership money.




 
Profit and Loss Balance Sheet
 
 
Thus, the above breakdown of total incomes and expenses makes it liable upon the business to devise plans in accordance so that the headers in the expanse are reduced, and that of income be increased. The Balance Sheet maintains that by far, the most excessive model of earning is a direct food delivery and cocktails provision while the expanses are more inclined towards hiring of managers and wages for employees and inventory (Lepkowska-White, 2017).
 
Advertisement Plans on Online and Social Media Platforms 
The domain of increasing advertisements on social media platforms is taking traction these days. As for the advertisement are concerned, this model may comprise of many strategies based on resources of money and time in hand. These include utilising foodie photos on Instagram, which is the home to high-quality visual content and increasingly becoming popular for drawing hungry eyes (Yen et al., 2020). In addition, partnering with online food apps is also becoming popular, which means using a customer loyalty program that offers users discount price profit margins but augmented sales. Other matters include Geo-targeted Ads, Setting out on making email newsletters, and promoting User generated content. Specifically, the User-generated content provides customers with first-hand experiences at the nearest geotagged areas (Le, 2018). Additionally, using your staff, which has the photogenic faces. Thus, these kinds of human experiences provide highly integrated content in the technologically augmented restaurant market.
 
 
Yearly Profit 
For analysing the overall success of the business, profit marginality is the most important metric to deal with yearly profit. Three ratios are important in this perspective. These are gross profits, which include the cost of the overall goods sold yearly. The other two important indicators are net profit and cost of goods sold (COGS) (Sheianova, 2018). The net profit is the prime indicator as it includes the cost of profits after subtracting the cost of services incurred during service delivery. While the COGS metric is the total food inventory cost that is sold for a period of time. To maximize the profits, all three indicators are needed to be augmented; however, net profit precedes all others (Lin et al., 2016).
 



Potential Partnerships 
For the effective implementation, run, and progress of IMS Delicately, it is needed that the relation with many outsources groups to be made. External help is the most important thing in this digital era. For instance, software chains are recruited to make hiring and booking processes efficient. Furthermore, investors can be contacted with all the time to optimize the service delivery on a horizontal and vertical scale of business proposed (Lee et al., 2016).
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