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I am a creator of cupcakes with the ability to personalise to any occasion. My vision for my business is to not only offer beautifully decorated tasty cupcakes but to be able to offer a service for people who require them at short notice, made with the same love as every other cupcake. Working from home gives me the flexibility to be able to achieve this. I believe this will also give an advantage over my competitors, as the id no one offering the same services within the 10 miles radius search I conducted.
The name Baked by H was created in 2020 but has been operating for 10 years for a group of friends and family. Interest in my cakes rapidly increased during the covid pandemic.
I have a health £13.000 start up fund which was left to me by my Stepfather, and I plan to expand to bigger premises after my 1st year, giving me the space needed to employ staff and increase productivity.
I have researched areas that’s could possibly affect my business using PEST and SWOT analysis, looked at I can advertise, get sales and market my business through social media platforms, leaflets, posters, competitions, schemes and incentives.
Using my figures from May 2021 to April 2022 I made a profit of £20,535.62.
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[bookmark: _Hlk107307203]I started making cakes as a hobby for family and friends about 10 years ago. When posting pictures of my cakes on social media people started asking could they order cakes from me, so I started doing a few now and again. I have been getting more interest, so I have been looking into starting my own business making cupcakes. As a starting point I would be concentrating on basic flavours for example vanilla, chocolate, lemon and strawberry, will take orders of different flavours on request providing enough time has been given from order date to the required date.
During the lockdown, I started making bake-at-home kits for children to be able to make their own cakes under the supervision of an adult, in these kits, included everything needed to be able to make and decorate 12 fairy cakes, this is something I would like to do on regular bases along with occasion cakes, tray bakes, and cookies.
I will be operating as a sole trader and working alone as this is the best option for me at this present time, I currently hold a 4-star food hygiene rating and have the relevant insurance and certificates to operate as a sole trader. (See appendix 3)
Over the years I have gained experience and skills in different environments, please find attached Curriculum Vitae (See appendix 1). I believe these skills and experiences will enable me to operate my business successfully.
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My location is based on an estate with approximately 120 properties on the outskirts of Llantwit Major and is easily accessible from the main road. I am conveniently located to many near by villages with Wick, Cowbridge and St Athan all within a 10-minute drive away. My business is run from home, I have a good quality oven, mixer and utensils with a large pantry for storage of ingredients and equipment. I have a designated office space within my Livingroom for doing the administration side of my business.
The production of the cupcakes based on a box of 12 take 1 hour in total, this includes the preparation, baking and cooling time, decoration and packaging. Specific personalised order can take longer depending on the detail. The delivery will be made by myself which will be charged accordingly where applicable.
I follow strict Health and Safety rules ensure my production area is always free from children and animals, handwashing, PPE, cleaning and sanitation of all areas and correct storage of ingredients and all other materials used for my business. I monitor quality control at least once a month or if there is a change in supplier or brands being used, to ensure my quality remains at a high standard. I also regularly monitor quantities being used and regular stock takes on my supplies to ensure I have a health supply of materials, everything used is noted to ensure I do not run low. I always keep enough supplies to cover a minimum of 60 cupcakes.
I used a computerised database system to store client’s basic details such as, name, address, phone numbers, email address, orders including quantity, flavour, date, personalisation details, any allergies and any discounts applied for loyalty or refer a friend. Emails are sent to clients on the database offering special offers before yearly events like Valentines, Easter and Xmas. The is periodically reviewed and clients that have not ordered for a period of 2 years gets removed.  
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I have researched the market in my area and looked for potential competitors (see appendix 2). Whereas there are a small number of people in the same line of business around the area, their willingness to accept orders on short notice is something they do not offer. With this being my unique selling point, I believe this will attract new customers and give me the opportunity to show what I can do in the hope they become regular customers.
Giving customers the option to customise for the occasion they require is also a great selling point, for example, weddings, hen or stag parties, baby showers, christenings and even funerals, as these events could be anytime of year it would bridge the gap between the expected already busy months of, Valentine’s Day, Mother’s Day, Easter, Father’s Day, Halloween and Christmas.  
I also discovered that my competitors preferred way of distribution is collection from their location, so offering delivery to the customers location or venue would also make my business more desirable. 


Using a PEST Analysis (Aguilar, F. 1967).  which is an external analysis and is important for Strategic Management, I have identified some area’s that could affect my business. 
· Political - factors that could affect my business are taxation, if taxes where to increase this could potentially jeopardise a small businesses like mine by having to make cutbacks in other areas, for example, using cheaper ingredients would lower the quality of my produce. Also, if regulations where to change for preparation of home baked goods this could force me to move to an industrial unit sooner than planned.
· Economically - interest and inflation rates could lead to my business struggling financially and debt levels which have increased over the last few months due to the increase in living costs with gas, electric and fuel. 
· Socially - lifestyle trends along with consumer attitudes and opinions could affect production, with a lot of influence around at the present time encouraging people to eat plant-based produce could mean me finding alternate ingredients to accommodate this.
· Technology – making purchases online has rapidly increased, so ensuring I have the equipment to be able to provide this service is a must. This would include adequate devices, software and internet connection.




Looking at my SWOT analysis my strengths and opportunities out way my weaknesses and threats, I can overcome these by being focused and working hard to achieve these goals, making my business successful and sustainable, to also pass my skills and knowledge to others. I am keen to add new ranges to my menu when I have adequate workspace. I will need to be vigilant with my finances by keeping costs as low as possible and managing portion sizes to make a healthy turnover   to be able to reach my opportunities. Keeping an eye on any new competitors, monitoring their costing, quality, and strategies. This will enable me to adjust my business to remain a strong competitor. 
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First created in 1960 by E. Jerome McCarthy with only 4 Ps, then later in 1981 Blooms & Bitner added 3 more Ps making it the 7 Ps of Marketing Mix that we use today. I have referred to the mix to assist with how I can market my business, some may not be relevant right now, but as my business grows the guidance of the mix will enable me to introduce more strategies.
My Sales and Marketing will be mainly online via social media platforms and word of mouth and leaflet drops and posters to be able to reach customers who do not have social media or know me. My Unique selling point will be to accept orders for short notice, if I am given 24 hours this can be achieved, however, there will be limited choice to the final decorate and flavour but will do upmost to create as close to what the customer wants as possible.  
To encourage sales, I will be doing:
· Once a month special offer, offering a free item I plan on introducing to my menu when ordering a box of 12 cupcakes with a feedback form.
· Competitions on Facebook, like, share and comment to win a box of 6 cupcakes.
· Refer a Friend Scheme, when the friend orders and pays for 12 cupcakes or more you will receive a £3 discount off your next order.
· Loyalty Scheme, get 1 stamp for every box of 12 cupcakes and get s box of 6 free when ordering your 5th box of 12 or 10th box if ordering boxes of 6 or a combination of 6 and 12 boxes totalling 60 cupcakes.
I also offer a delivery service for a small fee if over 5 miles or free if the order is over £50. 
 
[bookmark: _Toc108723885]
Financial Information

[image: ]

	Cost Item
	Total cost 

	[bookmark: RANGE!A2]Materials
	8,052.21

	[bookmark: RANGE!A3]Rent
	1,344.00

	Utilities
	240.00

	Start up Equipment
	734.98

	
	







Costing

	ITEM
	UNIT PRICE
	QUANTITY
	NEEDED FOR 12 CAKES
	PRICE FOR 12

	FLOUR
	11.99
	3000G
	150G
	60p (4p per g)

	EGGS
	1.00
	6
	3
	50p

	STORK
	3.55
	1000G
	150G
	53p (3.5p per g)

	CASTER SUGAR
	8.29
	5000G
	150G
	25p (7p per g)

	BUTTER
	10.99
	1000G
	175G
	£1.92 (11p per g

	ICING SUGAR
	7.99
	3000G
	350G
	93p (3p per g)

	FLAVOURING
	2.50
	30ML
	2.5ML
	21p (8p per ml)

	COLOURING
	2.50
	30ML
	2.5ML
	21p (8p per ml)

	COCOA
	20.50
	1500G
	50G
	68p (14p per g)

	BOXES 
             
	8.99
11.99
	6 HOLE
12 HOLE
	
	

	CASES
	9.99
	500
	12
	24p (2p per case)

	UTENSILS
	30.00
	ONE-OFF
	ONE-OFF
	ONE-OFF

	OVEN
	614.99
	ONE-OFF
	ONE-OFF
	ONE-OFF

	MIXER
	89.99
	ONE-OFF
	ONE-OFF
	ONE-OFF

	RENT
	112.00
	20% OF 560.00
	
	£1

	UTILITIES
	20.00
	20% OF 200.00
	
	18p 



12 CUPCAKE MIX
150G – FLOUR, CASTER SUGAR, STORK
3 – EGGS

FROSTING FOR 12 CUPCAKES
175G - BUTTER
350G - ICING SUGAR
2.5ML FLAVOURING
2.5ML COLOURING 
£6.07 to make 12 cupcakes.
1Hr to make 12 cakes.

Rent £112 ÷ 28 days = £4 per day based on an 8hr working day = 50p hour.
Utilities £20 ÷ 28 days =71p per day based on an 8hr working day = 9p per hr.

Based on 40 minutes of preparation and baking time, with 20 minutes of decoration time, 36 (3 boxes of 12) individual cupcakes can be produced in a 1hr time slot, making a maximum number of 288 (24 boxes of 12) cupcakes per day. I would need to produce 120 cupcakes before I start making profit, based on £25 per box of 12, I would need to make 10 boxes which could potentially be achieved within the first day of production. To be able to make a comfortable living and make my business sustainable I would need to produce 20 boxes per day.
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Appendix 1
Curriculum Vitae
A highly reliable, responsible, and organised computer literate person, experienced in customer service and with an excellent telephone manner. I gain great satisfaction from providing full support within a team, can also work well on my own initiative, meet deadlines and work in a methodical manner. Through extensive client contact, I have developed excellent interpersonal skills,  good listening skills, assessing, and dealing comfortably with people at all levels. I am keen to consolidate my skills, abilities, and experience in running my own business. 
Employment History
Home Baker – September 2016 - Present
Housekeeper- NHS Trust Cardiff March 2016-July 2016
Shift Manager-Ladbrokes May 2010-June 2013
Office Assistant- Goodlife Medical Nov 1994-Feb 1996
Office Junior-Harrington’s Lettings Oct 1993-Nov 1994
Education
Llantwit Major Comprehensive School 1987 - 1992
JHP Training Cardiff 1992 – 1994
University Wales Trinity Saint David 2017 - 2021
Qualifications
Maths GCSE D, English Language GCSE C, Science GCSE D, Catering GCSE C, Child Development COE- Merit, RSA Typing Level 2, Commercial Studies COE-Pass.
NVQ Level 2 Business Admin 
Professional and Key Skills:
Accuracy and attention to detail 
Administrative tasks 
Dealing with enquiries 
Excellent communication and 'people' skills 
Good computer skills 
Good mathematical skills 
Handling cash and cheques 
Honesty and reliability 
Processing payments and withdrawals 
Tact and discretion, to deal with confidential information
The ability to work as part of a team 
Using a computerised system to update account details

References
[Available upon request.]
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P(political)
Taxation 
Regulations


E(Economical)
Interest Rates
Inflation Rates
National Debt Levels


S(Social)
Life Style Trends
Consumer Attitudes and Opinions


T(Technological)
Ways in which consumers make purchases
Internet Connectivity Abilities and Issues



STRENGTHS
Versitility
Ability to work outside normal working hours.
Ability to create personalised/Dietry requirements.
 


WEAKNESSES
Limited workspace
Not having a employee's to be able to cover sickness or time off.



OPPORTUNITIES
Potential to move to large facilities.
Add new ranges of goods. And supply to outlets
Run classes to teach others.



THREATS
New competitors
Financial 
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A Month name May-21 Jun-21 Jul-21 Aug-21 Sep-21 Oct-21 Nov-21 Dec-21 Jan-22 Feb-22 Mar-22 Apr-22 Total

Opening Balance 13,000.00    13,164.64     14,052.64 14,972.26 16,423.50 17,742.74 17,870.74 18,530.36 21,243.36 21,340.36 22,534.06 22,907.06 25,006.81

Income from sales 775.00 1,300.00 2,075.00     2,850.00 2,200.00 650.00 1,425.00 3,625.00 650.00 1,950.00 775.00 2,975.00 18,400.00

Own funds 500.00 500.00

     

                                                                       

C                                                                              

                                                                             

Total money in (£) 13,775.00 14,964.64 16,127.64 17,822.26 18,623.50 18,392.74 19,295.74 22,155.36 21,893.36 23,290.36 23,309.06 25,882.06 43,906.81

Materials 243.38 780.00 1,023.38 1,266.76 876.76 390.00 633.38 780.00 421.00 624.30 270.00 743.25 8,052.21

Rent 112.00 112.00 112.00 112.00 112.00 112.00 112.00 112.00 112.00 112.00 112.00 112.00 1,344.00

Utilities 20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 20.00 240.00

Start up Equipment 734.98 0.00                                                             734.98

                                                           

                                                                             

                                                                             

                                                                             

                                                                             

                                                                             

                                                                             

                                                                             

                                                                             

                                                                             

                                                                             

                                                                             

                                                                             

E                                                                              

                                                                             

Total money out (£) 1,110.36 912.00 1,155.38 1,398.76 1,008.76 522.00 765.38 912.00 553.00 756.30 402.00 875.25 10,371.19

Balance (£) 12,664.64 14,052.64 14,972.26 16,423.50 17,614.74 17,870.74 18,530.36 21,243.36 21,340.36 22,534.06 22,907.06 25,006.81 33,535.62

Closing balance 12,664.64 14,052.64 14,972.26 16,423.50 17,614.74 17,870.74 18,530.36 21,243.36 21,340.36 22,534.06 22,907.06 25,006.81 33,535.62
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