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EXECUTIVE SUMMARY


Cafe B is a new idea of a coffee shop, it will be located in Liverpool street, where people are not just looking for a take away coffee, but for a nice and spacious place where they can meet comfortably, have a group discussion, or just sit quietly, work, and read. 
We can find other fast foods or coffee shops in the area, but the places are so tight and over crowded often, and have not the right combination of factors for everybody.

Cafe B is determined to become a daily necessity for local coffee addicts, a place where the numerous workers and students can escape the daily stresses of life or just have a comfortable place to meet friends or to read a book, all in one.

Cafe B will focus on serving in the best way the 3 nearby universities students, people working in offices located close to us and all the people from the main gym in the area. 
We think that these customer groups are most likely to buy our coffee and not others, because of the very high quality we serve.
In addition, all the workers of the directional offices in the area need to have a coffee at any moment of the day and we could also think about offering partnerships for the abitual customers, we will encourage them using a loyalty scheme that will give them a free cup of coffee when they buy eight drinks.

One of our strong points that makes the difference between us and other shops in the area, is that we do not just offer a great coffee, but we also offer a large and delicious variety of products like pastries, juices, tea, cakes etc, and in addition we have a free Wi-Fi connection service, desk space, and comfortable chairs and tables.


We plan to grow quickly.
We aim to reach a high industry-standard profit in 6 months, and to increase it in the next months,
one of our advantages is that our production prices are 4% lower than the average in London so we can produce more, paying less. We will buy our coffee wholesale from a supplier that specializes in high-quality coffee.

We will market our coffee shop to businesses in the nearby area through display marketing in relevant locations. We will also use social media marketing to target people nearby, and we will connect with people through our social media accounts.
Finally, we will display posters and images in our shop, which, due to its location, will market our coffee shop to a high number of potential customers at a very low cost.
Our marketing will focus on the quality of the coffee we sell, as well as the benefits of our shop to office workers.
During the week after we open, we will offer substantial discounts on coffee to attract people to our business. This offer will be central to our marketing during this period.


The investment needed is of £90,000  to cover the start-up expenses and assets needed plus deficient spending in the first months.
We will hire 4 full-time employees with at least two years of barista experience, as well as 3 part-time employees to help during busy periods and in the weekends.
The start-up expenses of £90,000 include:

Legal expenses for obtaining licenses and permits as well as the accounting services.
Marketing promotion expenses.
1 year salary of the marketing analysis team.
Insurance.
Pre-paid rent expenses for the first 12 months
Enough primary products for 6 months.
Other start-up expenses including stationery and phone and utility deposits.
All the needed machines to start the activity, including office equipment.
Excluding the profits, every 12 months the investor will receive a cash 10% of the initial opening price.


Aleksandrina Hristova

Analysis on Developing Business Plan


Executive summary
This specific report is based on the concept of business planning of a new project in UK that is known as CAFÉ B. with the involvement of effective management and effective business plan it is possible to develop business efficiencies of an organization and reflect an effective result for better earning. This report will evaluate every sections of important method by which a management can develop plans for better performance in the business market. The discussed business plans will provide the chance of better earning for CAFÉ B Coffee house.


Introduction
Developing business system stands on the concept of bsu9iness planning which provide opportunities for better development of business strategies and different activities with the reason of developing competitive advantages. Effective business planning can be developed after having a clear analysis on business environment and other important factors such as management, finance and market system. Therefore, having effective planning for developing business system is necessary for fulfilling all organizational goals and objectives. This paper will provide a business analysis on CAFE B Company in UK.
1. Company profile
SWOT analysis
Strength
· Effective brand identity can be the reason of better developing of CAFÉ B coffee.
· Good test of coffee can attract huge numbers of customers which will develop revenues for this company.
· Low price of coffee may involve the positive result for enhancing customer base.
Weakness
· Lack of expertise may be the reason of facing challenges for this company.
· Fluctuation of pricing may be the reason of decreasing customer’s numbers.
· Lack of management and marketing may be the cause of another weakness for this coffee company.
Opportunities
· CAFÉ B has the opportunities for attracting huge numbers of customers by providing them delicious test of coffee (Lauwreen, 2020).
· Product differentiation can be the other reason of gaining large revenues.
· Developing expert base and promotion system can reach to people and attract them for better earning.
Threats
·  Increasing numbers of competitors can be the reason of vital threat to this coffee company.
· Numbers of cafe in the same location of UK may be the great threat of increasing competition in market.
· Lack of performance of employee could reflect negative result for developing business system.
PESTEL analysis
Political factor
Rues that are set by the UK government can create issues for starting up this new project. On the other hand, with the governmental help this company can develop its better future development plans.
Economic factor
For starting up this project it is necessary for having sufficient amount. Therefore, this company should focus on invest efficient money from different sources. Lack of enough amount can damage the entire development of the project. As a result, this company can face lots of challenges to survive in the business market.
Social factor
UK is one of the populous countries where people are trying to get jobs for developing their economic situation (Miller and Siriwardane, 2018). Therefore, this company has a bright opportunity for making an effective base of employees for providing best benefits and services to its customers. On the other hand, through this, CAFÉ B can develop better plan of CSR activities.
Technological factor
Technological base is able to develop organizational performance for every company. therefore, this company should develop its marketing segments with the uses of modern and digital technologies. Social media activities such as Fcaebook, Twitter, Instagram and YouTube can develop customer base by proving data and information about this coffeehouse.
Environmental factor
CAFÉ B has the opportunities for developing business by using biodegradable products in business. For serving coffees, using of paper cups may increase the positive advantages for this company. On the other hand, with effective management business environment can be developed positively.
Legal factor
Rules, Regulations and taxation system of UK government can create issue for developing business of this company. Therefore, this company should develop plans for obeying all rules and regulations for better development purpose.
Porter’s Five forces analysis
Bargaining power of buyers
In UK people are loving to take sip of coffees which can be act as positive advantages for developing business process of CAFÉ B. this will provide the chance of better earning by providing most delicious coffee to its customers.
Bargaining power of suppliers
 Maintaining an effective relationship with suppliers is necessary for maintaining import and export system. Besides this, it will help to develop business base and supply to the business market. For that reason, CAFÉ B should focus on build strong an effective relation with the supply chain.
Threats of substitute
 Threat of substitute products may be the reason of facing challenges to this company. Numbers of coffee houses are located at that place where CAFÉ B wants to expand its business (Chandra-Mouli et al., 2019). Therefore, the threat of substitute is much high which can decrease the performance of this company.
Threats of rivals
Numbers of coffee company are trying to attract customers by developing business strategies. This may be creating challenges for this upcoming coffee house. 
Numbers of competitors
 Increasing the numbers of competitors may be the reason of drowning business for this company. Products differentiation should be the main motive for providing competitors to rival companies.
Product and services
CAFÉ B has decided to provide different types of products to its customers. In those products some are latté, cappuccino, flat White, Americano, Mocha, etc. on the other hand, providing delicious coffee with reasonable price will be another process for providing best services to its customers. For that reason, this company should employ most expert employee by which it is almost possible to gain positive result for developing customer base. Besides this, offering special price for new customers and rewards for old customers can win trust of customers by which it is possible to reflect and effective result for the business development. 
3. Market Audit
The Café B is a new company that is focused on the delivering the quality coffee and its beverage to the consumers. The taste of coffee is highly liked by the English people and also the overseas people. The company has made special arrangement with new recipe in coffee making along with several other beverages. The competition in the market is not much as the other coffee house in the town serves different category of people and its servings are also different and it is mutual to not exchange with the business idea (Wood and Jobber, 2016). The nearby coffee company that is competitor of Café B is Café House, Café Day, Mold Coffee and many more. These company are in distance to each other and they all has different flavor in coffee beverages. The main ingredient of the all the coffee company is same but making process differs. 
Café House
The Café House is established a decade ago and the establishment was made with a large space, therefore this company has made huge impact on the coffee making and selling. The number of customer base is highest for this company as it has maintained the coffee beverages making and its traditional way (Han et al., 2019). The number of employees working currently in this company is more than 30, and the company has even started to make own line of coffee franchise in the town. The type of coffee beverages is lined up and it serves more than 15 different beverages. This company also introduces a new flavor of coffee beverage every year to make prominent name in the market.
Café Day
The Café Day is newly opened company and it has gained huge popularity in the market. The popularity was due to the different kind of flavor that let people crave for its taste. Therefore, the new drinks and its beverages made huge sale in the town. Initially company made big impact and the quality was maintained in the initial times, with increase of quantity made problem to the company and hence with quantity this company lost the taste it delivered earlier (Kreutzer, 2019). The market share and popularity fell down subsequently. The number of employees working in this company is 15 and it is surviving the market.
Mold Coffee
The Mold Coffee is another countryside coffee beverages making company, and the major disadvantage of this company is that its location is very far from the town and this way major section of the consumer does not visit. The cafeteria area is made into large space with luxurious design and construction. The dining area is also made huge to accommodate large customer base, but the location is off track to main road.  
4. Target Market
The target market is defined as the customer that are categorized into several; type as per their age, gender, skill, behavior, lifestyle, spending habit and many more. The target market is always confined to some category and not all market belongs to single organization. Achieving the target market is very tough and it requires heavy investment, marketing skills, sales management, better accounting team and manufacturing team. The integration all the mentioned team and department will result in achieving the number of consumers. The Café B company has major benefit of having a frontline restaurant and the space allocated to the business is huge, therefore this is advantage to the company (Taylor, 2019). The target market of the company is only adult and not children, as consumption of caffeine is banned and illegal for children. Therefore, the customer needs to have atleast 18 years of age. Mainly the college students, IT professionals and staffs have this product to lighten their mood and also to energize.
5. Marketing Plan 
The marketing plan of the company will provide the current position of Café B and its competition in the market. This plan will help the company to know about the place it holds in market and what changes it requires to improves its place. There are several tools that will provide detail information of the marketing plan of the company and ways with which this company will elevate in the market. The marketing plan of the company usually depends on the influencer and its method. The major influencer in current times is social media and internet. The internet has made major impact on socializing of people and engaging people with the internet. The internet came up with new services like social media, messaging and many more. These services are consuming a large section of time of every people (Da Silva and Las Casas, 2017). The offline method like printing in newspaper, magazine and many more place are not much effective as it is on the social media and internet. The availability of people on social media is highest and therefore it has become a virtual market and marketing there helps the company to gain the popularity. 
The marketing strategy that is required to implement into this company is strategy/customer/resource matric by Hooley. This strategy is based on the company that have several types of customers and each section of the customer prefers different type of product that is usually served by the company. This matrix is divided into three parts, first is customers, second is strategic focus and lastly resource requirement. The customers are initially categorized as per their demand and hence the marketing strategy is made to ensure each and every customer enjoys the benefit of company (Kraak et al., 2019). The customer with young age, prefers mild coffee taste, extra space to enjoy the drinks and many more. This type of customer also requires likewise resource to meet the demands of customers. Therefore, this marketing tool will categories number of customer and hence the delivery of their demands will be key focus. 
6. Management Team
The management team is one that manages and operate the company with new and creative ideas and sustain the market. The management team comprises of different type of people and employees, and all these people has equal contribution in the company in their respective work and field of work. The team of effective and efficient employee makes a company to achieve its target with ease. Therefore, it necessary to have a better human resource department that will recruit and train right people. Now management team comprises of commercial manager, creative star, creative supporter, great communicator, leader and many more. The creative star is the one that operates in the kitchen area, as this is a coffee beverage making company, therefore the creative star operates in the kitchen area. The introduction of new flavor and drinks are necessary to have a brand name in the market, the new brand and its concept originates from the management team. The management team has principle to manage and make new product with the help of R&D. the leader is the manager of the owner of the restaurant that takes crucial decision in providing investment and human resource to expand and make new way for the company. The Café B has also made similar type of management team, the creative star and its supporter mainly operates in the cafeteria and it handle all the customer with their demands. The commercial manager is the one that helps coffee beverages making company to expand its popularity and space in the town and city.
7. Financial Plan
The financial plan of the company Café B s mentioned below in the table, it summarizes all the necessary steps that are required to establish better café shop. The financial plan will provide detail information on the expense and its way out on the revenue earning process. The inflow and outflow of the investment will decide the different strategy used and implemented by the company in future to improve the business. The Café B is already in integration with the finance team and it already makes a yearly balance sheet, income statement, recording every transaction and many more. The digitalization of payment has enabled higher scope to the small-scale business to transfer the amount directly to the seller or to the buyers.
Conclusion 
The study is based on the business plan of the Café B Coffee shop that is located in the UK. The company is located in the town are and it can easily access by the customers. The company has made recent entry into the beverage industry. The number of competitions has increased and new entrants are also making big way into this business.
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Executive Summary
Consumers' interest in the coffee industry spreads throughout the world. This report provides the planning and execution of a start-up café known as the Coffee Boutique. Coffee Boutique will be placed in the centre of England's Piccadilly in Leicester Square, which is the heart for business alliances. It will provide a fun, relaxing environment in which visitors can get good food, service and entertainment at a fair price. The coffee Boutique offers its customers with a range of options, not only inclusive of all kinds of coffee but also offer special teas, juice, soda and non-alcoholic drinks. The wine and beer are both going to be on sale. Breakfast, lunch and dinner will be served by Coffee Boutique.This report provides the planning and execution of a start-up café known as the Coffee Boutique. There are several factors which contribute towards a successful establishment of an organization, such as products, services offered by the company, its operationalas well as financial aspects. 

Contents


Company Overview
The Coffee Boutique will render customized coffee drinks and also Brunches and dinner to its customers. 
The mission statement 
To provide a soothing atmosphere to people where they can receive a good quality of food and find a good way to be entertained at a reasonable price. 
Company’s structure will include the building's interior design which will concentrate on a comfortable atmosphere. Coffee Boutique is divided into numerous regions. Some have tables and chairs and others have large old-stuffed couches and chairs, end tables, dining tables, bookshelves, lamps and treaded teapots. A system is built to listen to music and entertainment. There will be a broad variety of table games. Nightlife with acoustic jazz, blues and folk music will be performed. Poetry readings and an open microphone will take place in selected evenings. The walls are used as an art gallery and there is an artist who lives from time to time. The site includes an area of 3525 square feet that was used as a restaurant and a sports bar. There is a large parking lot in the cafe. The remodelling of the current stands, new carpet and some new furniture would be omitted. There is just minimum need for renovation of the kitchen and bathrooms. The land is officially restaurant-zoned. There are significant numbers of young, upwardly mobile people with expensive income in the three-mile radius area around Coffee Boutique. A great number of middle class "Baby Boomers" supplement this by the vast number of people who visit coffee homes. This is complemented by the willingness to adapt over time is one quality that this company can possess (Kanyan et al. 2016). The Coffee Boutique would have a room of 3,525 square feet and a flexible kitchen, rather than restricting potential opportunities by providing a limited space. As the trendof coffee houses ends, this Coffee place can be turned into an all-round restaurant or something that the situation needs. 
Products and Services
The coffee house provides its customers with a range of options. All kinds of coffee and tea are available. The options of coffee vary from espresso to latte and raspberry-mocha to standard flavour. The teas vary from English to aromatic. Wine and beer will be on offer for those who want something else to drink. A bottle or a carafe of wine may be purchased. Micro-brewed bottled beer is given. Croissants, muffins, bagels, beans, pastries, crepes filled with fruit etc. are included on the breakfast menu. The baked goods are bought from The Works, except for the crepes. Sandwiches, salads and 7 different soups are served for lunch and dinner. A selection of cold soups is provided during hot weather. Coffee Boutique also offers an extensive variety of drinks and appetizers. They include the pesto dish, the cheese and the green chilli, etc the stuffed champignons; the mini bread served to you with your pick.A marbled forest green laminate will appear on the tops of the table. In gold pots plants abound. The food and dishes are not paired and are bought from old and prosperous shops. The cups of coffee are from the 1940s and 1950s. They are supplied by and for sale by a local antique company. 

Market Audit
Analysis of market-based on age, income, occupation and education.
	Age
	Population
	Occupation
	Population

	21-24
	6.26%
	Executive
	12.96%

	25-29
	7.7%
	Prof
	13.16%

	30-34
	8%
	Tech. Support
	5%

	35-39
	16%
	Admin
	20%

	40-49
	17%
	Total
	60%

	Total
	54.96 %
	
	

	Income
	Population
	Education
	Population

	50k-75k
	21%
	Bachelor’s degree
	5%

	35k-49k
	7.7%
	Associate degree
	9%

	25k-34k
	8%
	Graduate degree
	14%

	Total
	36.7%
	Total
	28%



PESTEL analysis was conducted for Coffee Boutique which would include political, environmental, social, technical, ethical and legal factors (Pan et al. 2019).The number of numbers was determined by a radius of 1, 3, and 5 miles. A three-mile radius has been used to assess the market share of Coffee Boutique. Global figures show that most people do not drive for food or entertainment for more than three miles (Aithal 2017). The study indicates 162,908 people residing within a radius of 3 miles. 



Levels of Occupancy 
Coffee Boutique is populated by 127 people. To assess occupancy levels, two separate approaches can be used. Hourly – The customer rate will be 9.4 per cent of occupancy if the calculated percentage of occupancy is done hourly. 12 cust/h /127 = 9.4 percent hour of occupancy. Mealtime - Usually two turnovers per meal will be given. Based on the forecasts, the estimates for breakfast will be 23%, lunch 27% and dinner 32%. From breakfast - 57 cust/2 = 29 cust/127 = 23 per cent occupancy level. Lunch - 67 cust/2 = 34 cust/127 = degree of occupancy 27 percent. Dinner - 79 cust/2 = 40 cust/127 = degree of occupancy of 32%. 
The formula for calculating the Market Share:
The formula takes the entire population and then multiplies this amount by the customer's value. 
“Total Population × Age% × Income% × Education% × Occupation% = Total Market
162,908×47.08%×55.90%×56.78%×50.91% = 12,393 persons”
Marketing Plan
There will be many outlets for advertisement and promotion. Next in the community, flyers are distributed. In all Catholic Church Newsletters in the area ads will be taken in all the nearby area such as Soho-City Gate Church and St James Church, near Piccadilly Boutique. If the parishioner carries the newsletter with him, these advertisements will give 10 per cent off. There is a restaurant just a block from the Church and School of the Holy Martyrs (Batko 2016). The family of the owner goes to the church and has a son who has been a student for 7 years at school. A part of the proceeds going to school will be advertised for special events. As Coffee Boutique becomes the state's first union restaurant, advertisements will be put in all union newsletters, offering everyone showing their union card a 10 per cent discount. The Burns' grocery shop and community newsletters will also be placed in the target areas (Delgado and Gill 2018). Radio and newspaper advertisements are put for special entertainment evenings. Entertainment and food critics will be given an invitation and the invitation party will be on the opening night, with more than 1, 200 invitations sent. Menus are circulated for companies in the region and orders may be ordered by fax. A mailing list for customers will be prepared with a monthly mails schedule of events. 
Tactics of sales 
The server often asks the customer if he or she needs additional products such as speciality coffee, sandwich soup, appetizers and dessert. This not only raises the company's revenue but also the amount the server generates (Annarelli and Nonino 2016). Most individuals tip by a proportion of the inspection. The higher the more the tip is tested. The server can monitor its sales. 
Management Team
The management team will include the following people:
· Cook/chefs: The cuisine is prepared in the restaurant by the chef. They are also responsible for the preparation of food products in advance and for ensuring the maintenance of the service area. Their job is to ensure that a tidy, clean and working order is preserved in the Kitchen. The assists cook is supervised and educated.
· Assistant Chef: The assistant is responsible for assisting the cooks.   He/she is to help maintain a safe and sanitary kitchen. Help with dishwashing tasks when needed. He/she is responsible for managing the field of operation.
· Cleaning and maintenance staff: Hygiene is of utmost importance and the staff is responsible for taking care of the cleanliness in the café at all times and also maintain the furniture, artefacts and such.  
· Manager: The manager shall notify the owner directly. They are responsible for handling the overall workforce (Friman 2017). They work with the owner to order materials, to store maintenance, to deal with customer concerns, to schedule employees and to decide on pricing on the items on the menu. Other responsibilities would include ensuring that all shifts and reports to the owner are handled by the workers.
· Customer care team: They are responsible for handling the queries of the customers and for placing the orders via email or telephone.
· Food delivery team: The delivery staff is responsible for delivering the orders on time to the customers. 
· Waiters: They will be serving the food to the customers in the café and taking orders. 
· Bar-tender: For providing customized drinks to the customers.
· Cash Registrar: The employee is accountable for handling the cash earned daily and to maintain all the financial records.
· Quality auditing team: The team is in place to survey all the activities, check on the quality of food and services, they also take customer feed-back and implement improvising plans in the café. (Strydom and Rudansky-Kloppers 2016)
· Proprietor: The employee is in charge of the agency's housing services and employees and his/her responsibilities included: maintain annual reports, competent for legal and other governmental services, writing grants,  and will be responsible on behalf of the agency for fundraising and public speakers (Prabawa et al. 2019). She/he worked closely with Piccadilly Properties to buy inexpensive properties for rent and also created monitoring reports on various Properties.
· Shift Supervisor: The person is responsible for managing the shift of all the employees and reports to the general manager.
· Hostess: The hostess is responsible for welcoming visitors as they come to and sit down in the restaurant. You must make reservations and respond to the telephones. It is also available to support the busing of tables or servers. The tasks include maintaining the clean lobby room. 

Financial Plan
Coffee Boutique needs $99,000 in total. Owner cash is 10,000 dollars, while other owners and families are 16,100 dollars. The loan requirement is $22,500, $20,000 and $23,000 for the operations, supplies and equipment. The number is $73,800 in total. The company is sold to another company as an appropriate exit strategy for Coffee Boutique. The company of restaurants in Piccadilly is booming. Equipment, furniture and other assets will be the least desirable plan. It will be appropriate to renegotiate the remaining balance and create a payment schedule.
Advertising Schedule
	Mode of Ad
	1st Month
	2nd Month
	3rd Month
	4th Month
	5th Month
	6th Month
	Total

	Newspaper
	$100.00
	$100.00
	$100.00
	$100.00
	$100.00
	$100.00
	$600.00

	Yellow Pages
	$95.00
	$95.00
	$95.00
	$95.00
	$95.00
	$95.00
	$576.00

	Websites
	$500.00
	$500.00
	$500.00
	$500.00
	$500.00
	$500.00
	$3,000

	Church Bulletins/Fliers
	$50.00
	$50.00
	$50.00
	$50.00
	$50.00
	$50.00
	$300

	TOTAL
	
	
	
	
	
	
	$4,176



Expenses for Equipment
	Components
	Amount

	Kitchen 
	$9000

	Tables
	$2000

	Chairs
	$2500

	Couches
	$3000

	Lamps
	$500

	Curtains
	$1000

	Music system
	$4000

	Rugs
	$300

	Uniform
	$200

	Total
	$22,500



COST ANALYSIS
	Start-Up Expenses
	Amount

	Initial Owner Contribution
	$10,000

	Loan for equipment
	$22,500

	Investors
	$16,000

	Operating Loan
	$23,000

	Total Cash
	$99,000



Cost Analysis for 3 years
	Costs
	1st year
	2nd year
	Total 
	Variable Costs

	R&D
	3000
	0
	3000
	

	Production Costs
	425
	425
	850
	100

	Facilities Costs
	200
	200
	400
	

	Marketing Costs
	4000
	5000
	9000
	5

	Customer Service Costs
	400
	400
	800
	6

	Additional Costs
	80
	80
	160
	

	Total Costs
	8105
	6105
	14105
	111
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This is my part of the business plan where I am going to explain our market audit, target market and marketing plan of our coffe shop CAFÉ B. 





1. Where we are
2. Customer target
3. What we offer
4. Competition
5. Barriers to entry
6. Compare pricing
7. Marketing Plan
8. Milestones: 
9. Risks and Mittigants

1.
-We are located in the City of London, 5 minutes walking from Liverpool street station. This is a really busy area and our forecast is to have a high number of walk in at the shop. We have chosen this area because there is a high number of banks, stores and universities, which means that every day there are more than one million of people transiting Liverpool Street area. Our prediction is to receive at the shop a quite good number of customers every day, with the possibility to increase the number of customers as soon as our place will be more known. 

2.
-Our customer target is going to be all the workers, students, and all the people coming in that area that want to have a coffee and eat. During the day time we want to bring to our shop those people that would like to have a good coffee and good coffee within a short time. From the afternoon, the shop it would become a lounge café, where everyone can enjoy our drinks accompanied by good food. We also offer the possibility to organize work meeting inside the shop, booking in advance the places to sit need it and the time of arrival. We want to support all the students in this area, that is why we decided to give them a 10% discount on the bill. We know they have a low income, so we want to give them an opportunity to save some money and at the same time we will ensure us some incomes.

3.
We are going to offer to the customers a classic coffee drink list and 3 special drinks that we will renew monthly. At the end of the month, we will check how many of them we sold and which of these special drinks has been sold good and which one not, so we would change that one with less sales with some new drink. Those drinks are going to be created by our baristas, what we ask them is to keep the same cost of good as to keep the same price for all of them. All the classic and the special drinks will be available with the classic whole milk, skimmed, semi skimmed and also with our selection of lactose-free milk, and with decaffeinated coffee as well. Our lactose-free milk selection is composed by almond, coconut, soya and oat. All the prices of the drinks made it with some lactose-free milk would be increased 0.50 pounds. 
We will introduce in the drink list a various selection of tea, composed by the classics black and green tea, plus our special selections of fruity tea. We are going to set the price for a single pot of tea for 2.80 pounds, and we are going to have the afternoon tea time, where we offer to the customers a pot of tea, one slide of cake from our selection and a plate of cookies with chocolate and fruit at the price of 15.00 pounds. 
We will propose smoothies and frappes based on seasonal fruit and vegetables. We know those drinks are on trend nowadays and we are forecasting to sell a lot of them. Each smoothie will be composed by 2 vegetables or fruit, milk, ice cubes and syrup or spices. The settled price for them is going to be 6.00 pounds. The price for the frappe is going to be 6.00 as well, and the customers will be able to build the frappe choosing from 3 different ice-creams, 2 kind of chocolate and 2 out of 5 kind of fruit. Every extra adds would cost 0.50 pounds more.
In the food selection we want to offer to the customers 5 different sandwiches, 3 kind of salads, 5 different pastries, 3 selection of cakes, egg selection and English breakfast.
The sandwiches will have a settled price of 5.50 pounds and the kitchen would be free to create them, trying to make at least 3 out of 5 available for vegan and vegetarian. The salads will also have a settled price of 6.50 pounds and their ingredients will match with the smoothies. We are going to have the classic pastries at the price of 2.30 pounds each, with almond, chocolate, cream, raisin and marmalade. 3 different cakes, chocolate, carrot and seasonal fruit, with a settled price of 6.00 pound per slice. We will introduce in the menu a selection of eggs, settled price 9.00 pounds, (Florentine, Poached, Scrambled) accompanied by various vegetables and bread. As last we will have the classic English breakfast for 10.00 pounds.



4.
Located in our same road, our competitor is the coffee shop “Pret A Manger”. They are big chain with a low quality of coffee, not well-trained staff and quite expensive food already made it and kept it display fridge. They just try to sell as much as they can without check the quality, targeting people in a hurry that just want to grab a coffee and some food as fast as they can. Those shops look often untidy and not so cleaned, mostly overcrowd of people. They don’t have a proper customer service.

 5.
Our shop will have better products, higher quality of coffee, and our staff is going to be trained properly in a way to produce a higher quality of service. We are going to offer a table service to our customer, so they do not need to stand, wait for the coffee and find a place to sit by themselves. Our food will be prepared at the same moment that the customers would order it. 
We are going to keep all the time the shop clean and tidy. We are going to give to the staff skills and knowledge that will make them kind and polite.
We are going to have a table service for who want to be sitting in the shop, and also a fast take away service from the counter. We want to give to each customer a really positive experience with us, something that they cannot find elsewhere.
We will expand our market online, delivery included.

6.
As because they are a big chain, they are able to have low price, but we do not want to have a cheaper price than them. We want to keep focus on the quality of our products and at the same time try to do not have too high prices. On average people spend in the shops nearby us 9.00 pound for 1 small sandwich, 1 coffee and 1 small drink. We will provide with the cost from 9 to 15 pounds the same number of products. but with a higher quality and served straight to your table. We are going to make our sandwiches when the customer order it, and that it will make difference between us and our competitors. Our barista will look after the preparation of the coffee in all the details. He/She would check for each coffee the weight and quality of the coffee ground, the speed of the shot of coffee coming from the coffee machine and a last the color and smell of it. He/She will steam the milk reaching the right temperature, going after that to make a very good coffee that would make the customer happy and satisfied. 

7.
We are going to show online our products from one month before the opening via social media (Instagram, twitter, facebook, youtube), and we would ask to the businesses nearby us to sponsor us through their own social media. We are going to put info and location of the shop in all the exit of the Tube station, banks and universities. After the opening we will keep using these channels to keep our customers update about our special offers. We will also make visible our products inside the shop, with 4 screens around the shop that show pictures, prices and little stories of our products. We will also in the display a presentation of all our food. The day before the opening day we will go around the universities and businesses around us and we will give to each company a coupon that worth for a free coffee, this is it would be our way to make us more visible and welcome new customers to the shop. And when we’ll do that we will ask if we can leave them some brochure with our menu, contact numbers and where to find us.   Our main selling point is going to be our shop, where we will work with a table service, first we take the order, the customer consume what he/she ordered, as last we will take the payment), and the takeaway service, where we will take the order and the payment at the same time, and in few minutes the customer will be served. We will keep tracks of the sells through the till system, which it will also keep on track of our stock. We will be registered in the system all our products and every time we sell something the system will automatically count it in the stock.
 

8. 
We hope that after one year our business will be settled and known all around the area, established a strong connection with the customers During the first year we are going to ask to the customer to write some feedback about our service, products, cleaning and layout of the shop. At the end of it we will check all the information that we got, and we could see what is going not so well and we will try to improve ourselves.  On the second year we will open our market in different platforms like Ubereat, Deliveroo, Just Eat. We are going to upgrade our drink list and propose some new food in a way to keep our customers interested in our products. We would also think to change our design of the shop, in a way to make it more interesting and nicer.  On the 3rd year we believe our business will be really profitable, with a continuous flow of people in the shop. We will keep proposing some new drinks and meal based on the season. In the 3rd year our shop will have gain quite good popularity even in the social media world, where we keep sponsoring our products and where we communicate every kind of offer or changes applied to our shop. We will think to expand our business opening a new shop in a different area. 

9.
There are of course risks for our business, which we have found out already and we want to try to get over them. The biggest problem it is that people who work in this area are used to go in the same coffee shop and it might be difficult to change their habits. Another problem can be that people prefer to get a cheaper coffee, as example the students. Also, our competitors might be a bit faster than us cause they only work in a takeaway and sometimes people want what they want in a really short time. 
What we are going to do for avoid that is to let them at least try once our place, they can then compare the new place with their own usal shop, after that take a decision. We will make everything possible to become the usual place for a lot of people, giving them the best experience ever and hopefully they will help us bringing more people in our place. We also have a solution for the people in a hurry: we will give priority for the takeaway orders. We are not going to sell our coffee for cheaper, but we will offer a better coffee served as fast as the other places, trying every day to do it better.
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EXECUTIVE SUMMARY BUSINESS OVERVIEW



• CAFE B is a totally new idea of a coffee shop.
• We’ll have one of the highest quality coffees in London.
• There are other coffee shops nearby but our one is not just a place where you drink coffee, it’s very large and spacious so people can meet and find themselves really confortable
• We’re looking to become a daily necessity for all the student and the numerous workers in the area
• We’ll offer a large variety of choices to the customers, to satisfy all the
necessities.



EXECUTIVE SUMMARY MARKET OVERVIEW
• Cafe B will open in Liverpool Street, a very popular and busy area at any moment of the day, because of the 3 universities, the main Gym in the area and the numerous directional offices.
• We think it’s going to be a success, because we can see that in the same area we have 5 fast foods and 4 restaurant, which most of them sell coffee as well, but in a superficial way because unlike us, they don’t consider it one of their strong points.
• Talking about coffee shops, we have only 2 near to us, which may offer a good coffee, but the places are so tight that looks always overcrowded, so people are obliged to take coffee away.
• We are also so lucky that we don’t have any pastries shop, so our large offer of cakes and pastries could be very appreciated.











EXECUTIVE SUMMARY



FINANCIAL HIGHLIGHTS

• The start up investment will be fully covered in 6 months.
• We’ll have a government incentive to buy all of our high quality equipment.
• Our production prices are 4% lower than the average.
• We’ll have a team of financial analysis professionals.
• We think that, considering the production costs and the expected sales we will see in 6 months an exponential growth

[image: ]OUR ASK

• What we are looking for is someone highly reliable that will have the opportuniy to do such a great investment.

• The investment price includes the opening place, the product and the machines.

• Excluding the profits, every 12 months the investor will receive a cash 10% of the initial opening price.

[image: ]INTRODUCTION



• Food industry is the most prospering and always expanding industry.

• Business plan: Opening a coffee shop

[image: ]AIM AND SCOPE



To provide a delightful environment to the customers and to offer healthy, appetizing and unexpected quality of food.

[image: ]DEALING WITH THE COMPETITION



• Establishing customer relationships • Investing in advertisements
• Promotional coupons and deals

SALES PROJECTION FOR THE YEARCosts

R&D
1st year
2nd year
Total
Variable Costs

3000
0
3000

Production Costs
425
425
850
100
Facilities Costs
200
200
400

Marketing Costs
4000
5000
9000
5
Customer Service Costs
400
400
800
6
Additional Costs
80
80
160

Total Costs
8105
6105
14105
111


2021	




MARKET ANALYSIS





• Where we are

• Customer target • What we offer







COMPETITORS




• Who are they

• What they offer

• How are we going to be better







STRATEGY





• What make us better?

• How much it is? • How to find us







STRATEGY



Where we are going to be:
• After 1 year • After 2 years • After 3 years
Risks and Mittigants:
• How to avoid to lose customers
• How to gain popularity









Analysis on Developing Business Plan

introduction



• Developing business system stands on the concept of business planning that provides opportunities





• Having effective planning for developing business system is necessary for fulfilling all organizational goals and objectives.

Overview of the company



[image: ]• Effective brand identity can be the reason of better developing of CAFÉ B coffee in UK.


• Good test of coffee can attract huge	numbers	of customers which will develop revenues for this company.


• Low price of coffee may involve the positive result for enhancing customer base.

Market Audit






[image: ]• The Café B is a new company that	is	focused	on	the delivering the quality coffee and its beverage to the consumers



• The	company	has	made special	arrangement     with new recipe in coffee making along with several other beverages

Marketing Plan



• The major influencer in current times is social media and internet



• The marketing strategy that is required to implement into this company is strategy/customer/resource matric by Hooley



• This matrix is divided into three parts, first is customers, second is strategic focus and lastly resource requirement

Management Team




[image: ]• The team of effective and efficient employee makes a company to achieve its target with ease.



• The management team comprises of different type of people and employees, and all these people has equal contribution in the company in their respective work



• management team comprises of commercial manager, creative star, creative	supporter,	great communicator, leader and many more





financial plan


[image: ]Why should investors invest in cafe B?



• Café B is a small independent business locating in a popular town in the midst of several offices a shopping mall and a very busy train station.

• The overall objective of this business is to expand and become a popular high street brand where customers can get the best coffee!

Start up funding

-In order to start up our business the right way we think it’s a better approach to seek a small loan from the bank.
-This business is a small independent Business so every little helps.
[image: ]-The loan should cover the most important financial part of our business.

Sales forecast





20k


15k

10k






Year 1	Year 2	Year 3










This is a sales forecast for the next 3 years.

Break even point


	Gross profits
	Total sales
	Gross profits percentage

	225.00
	15000.00
	15%

	
	
	

	Gross profit margin
	0.15
	

	Total operating cost
	15000
	

	Break even turn over
	10000
	



Cost structure








• Payroll • Rent
• Marketing
• work appliance

Pay roll £3,000







Rent £1,500








Work appliance £1,000



Marketing£2,000
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