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[bookmark: _Toc223719907]Task 1 Part 1 - Business Plan
1. [bookmark: _Toc223719908]Product / Service Proposition – Booze Cruise
According to Barringer and Ireland (2022), the business creation and innovative retail concepts encouraged by entrepreneurship contribute to economic development. Many successful small businesses find niches where they can stand out from larger companies by providing specialised products or services. Within the alcohol retail market, supermarkets dominate through a large range of products and lower prices within their own-brand products, although they lack specialist knowledge and curation of premium ranges. 
Booze Cruise will be a specialty retail store that will sell top-shelf alcoholic drinks and a carefully selected range of quality cigars. The shop will offer premium spirits including whisky, rum, craft gin and fine wines, along with recognised brands of cigars. By providing specialized products and informed customer service, Booze Cruise seeks to make a focused offer, targeted at quality rather than mass market convenience (Kotler and Armstrong, 2021).

2. [bookmark: _Toc223719909]The Story Behind the Idea
Business gaps occur when customers cannot receive certain goods and services. The concept of Booze Cruise was inspired by the rising demand among adult consumers for high-end liquors and lifestyle products. An increasing number of individuals are developing innovative tastes, leaning more towards quality wines, craft spirits, and other unique products.
Still, many local stores focus mostly on value and low-priced alcohol products despite this growing popularity. As a result, there may not be speciality stores that offer a variety of products and expert advice for customers who seek premium drinks or cigars. Booze Cruise seeks to cater to this niche segment by creating a store for premium alcohol and cigars at one place.


3. [bookmark: _Toc223719910]Business Ownership
The type of business structure you choose when starting a business is a crucial step because it impacts control, financial liability and legal obligations (Williams, 2022). Initially, Booze Cruise will operate as a sole trader business. Because it is straightforward to form and there is no complex administrative work compared to other business structures, small start-ups largely use this structure.
The owner has total control over their business and can make all decisions alone, which is an advantage of a sole trader. Administrative costs can also be lower at the start of the business. The only disadvantage is that the owner has unlimited liability. This means they would be personally liable for any debts. This can happen even if the debt is from the business.

4. [bookmark: _Toc223719911]Mission Statement, Aim, SMART Objectives and USP
A clear mission statement and objectives help businesses define their goals (Johnson et al., 2023). The mission of Booze Cruise is to provide our customers with high-quality wines, spirits, beers and quality cigars in a specialist retail environment which focuses on quality products and good customer service.
The focus of Booze Cruise is to set up a recognised specialist store that attracts customers with an interest in premium lifestyle products. In order to achieve this aim several SMART objectives have been set. Initially, the first year monthly sales target for the business is around £15,000. In its first year Booze Cruise will look to build a strong customer base of at least 500 regular customers. A significant aim for the business is to develop relationships with at least five premium suppliers. Ultimately, Booze Cruise hopes to earn around a 20 percent profit margin by the end of the first year.
The USP of Booze Cruise is offering premium alcohol and cigars under one roof in a specialist retail shop that focuses on product quality and customer experience.



5. [bookmark: _Toc223719912]Physical Resources and Location
Retail businesses find location vital as it impacts the level of customer footfall and accessibility (Barrow, Barrow and Brown, 2021). Booze Cruise will be placed in a busy high street area that will have a good amount of pedestrians with nearby restaurants, bars and entertainment venues. A good location can attract a regular clientele and spontaneous clients who will see the shop during a passing visit.
Various physical resources will be needed for the shop such as product shelves, display cabinets for premium alcohol bottles, cigar storage space, and a POS system for transacting. The location could also be displayed on Google Maps, which would indicate how accessible the store is.

6. [bookmark: _Toc223719913]Human Resources
According to Barringer and Ireland (2022), human resources are the backbone of any organization, assuring better functioning of business operations on a daily basis. When starting out, Booze Cruise will only have one sales assistant and the owner. The responsibility of managing the company will fall on the owner, who will deal with suppliers and oversee finances. The sales assistant will assist with daily tasks including serving customers, managing stock and carrying out sales. As the firm expands, the business owner can recruit more staff through online job sites and local job ads.


7. [bookmark: _Toc223719914]Marketing Activities
Marketing is essential for the success of newly established businesses in acquiring customers (Kotler and Armstrong, 2021). Booze Cruise will undertake both online and offline marketing campaigns to market its products. We will use social media platforms like Instagram and Facebook to share products and promotions as well as inform customers about new arrivals. Aside from online advertising, the company will print business cards to be distributed. The print production is part of the business’ advertising effort. A Facebook launch post and initial promotions might attract new customers and increase the customer base.

8. [bookmark: _Toc223719915]Market Research
Understanding customer behaviour and identifying consumers’ needs and wants is significant. For new product development it is useful to conduct market research (Malhotra, 2019). Booze Cruise will use a short questionnaire as primary research that will be given to potential customers in the local area. The survey will find out how frequently consumers buy alcohol, the interest of the respondents in premium beverages, and whether they will visit a specialist store selling alcohol and cigars. Examining trends in the alcohol retail market will also be done using secondary research. The business proposal will include the questionnaire results as an appendix, which will contain the graphs and other data.

9. [bookmark: _Toc223719916]Financial Resources, Competitor Analysis and SWOT
Booze Cruise will have shop rent, stocking product, licence fee and marketing costs as its major costs. The business will be funded from personal savings and a twelve-month cash flow forecast will be included in the appendix. The primary competitors are supermarkets and local off-licence stores selling alcohol at lower prices. On the other hand, Booze Cruise will differentiate itself with its premium products and specialist knowledge. The business's strengths consist of its niche concept and premium product range, as well as competition and alcohol regulations which are potential challenges.
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[bookmark: _Toc223719918]Appendix
[bookmark: _Toc223719919]Primary Market Research Questionnaire
Questionnaire: Booze Cruise Market Research
1. How often do you purchase alcoholic beverages?
· Weekly
· Monthly
· Occasionally

2. Are you interested in premium alcoholic drinks such as whisky, rum or craft gin?
· Yes
· No

3. Have you ever purchased cigars?
· Yes
· No

4. Would you visit a specialist shop selling premium alcohol and cigars?
· Yes
· Maybe
· No

5. What is most important when buying alcohol?
· Price
· Quality
· Brand




[bookmark: _Toc223719920]Survey Results
	Question
	Yes
	No

	Interested in premium alcohol
	7
	3

	Interested in cigars
	5
	5

	Would visit specialist shop
	8
	2




[bookmark: _Toc223719921]Cash Flow Forecast (12 months)
	Month
	Sales (£)
	Expenses (£)
	Net Cash Flow (£)

	Jan
	10,000
	8,500
	1,500

	Feb
	11,000
	8,500
	2,500

	Mar
	12,000
	9,000
	3,000

	Apr
	13,000
	9,200
	3,800

	May
	14,000
	9,500
	4,500

	Jun
	15,000
	10,000
	5,000

	Jul
	16,000
	10,200
	5,800

	Aug
	16,500
	10,500
	6,000

	Sep
	17,000
	10,700
	6,300

	Oct
	18,000
	11,000
	7,000

	Nov
	20,000
	12,000
	8,000

	Dec
	25,000
	13,500
	11,500



[bookmark: _Toc223719922]Marketing Examples
· Business card design: Premium Alcohol & Cigars
· Flyer: Special Launch Offers Available
· Facebook launch post: Grand Opening – Booze Cruise


[bookmark: _Toc223719923]Task 1 Part 2
[bookmark: _Toc223719924]Individual Reflection
During this module, I was able to develop both new and existing entrepreneurial skills while designing the Booze Cruise business plan. Planning and organisation skills are some of the most important I exercised. When creating the business plan I had to consider carefully all the various aspects of starting a business including marketing, finance, location and customer needs. Before undertaking this assignment, I had a fair idea about how businesses operate. However, I realized through the lectures how research and planning are important while developing a business idea.
I became skilled in market research as well. This taught me the importance of knowing customer behaviour and preferences before launching a new business through this process. Carrying out the research kept me grounded about whether my business idea could really work in a competitive environment.
Critical thinking was another significant skill I learned through this module. In creating the business plan, I had to assess whether my idea was realistic, considering competition, costs, and above all, customer demand. It helped me to understand that beginning a business requires more than a good idea. Evaluating risks and opportunities will also be a necessity. For instance, while making the competitor analysis and SWOT analysis for Booze Cruise, I realized that one must know about the strengths and weaknesses of a business before its launch.
Of all the skills that I have developed throughout this module, I think planning and market research influenced me the most. By acquiring these skills, I learned how businesses do not make guesses to help with their decisions. Trying out the questionnaire for the market research also made me realise how valuable customer feedback can be for improving a business idea.


From this module, I also learned how different parts of a business are connected with one another. The decisions I made when writing the Booze Cruise business plan relating to marketing, place, finance and customers all affect one another. This taught me that operating your own business requires looking at the bigger picture rather than focusing on one point. For instance, while planning the marketing activities, I also had to consider who the target customers would be and what types of products the business will sell.
I acquired a more practical understanding of entrepreneurship through this whole assignment. It made me understand that beginning a business requires research, planning and careful decision making. The experience of developing the business plan of Booze Cruise allowed me to use something I learned in the lectures on a real idea. As a result, I am more convinced of my ability to develop and assess a business idea before its implementation.
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