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Introduction                                                                                                                                                           
I will be giving you a comprehensive report about my business plan for my coffee shop. In this report I will be talking about what it takes to create a new business, my rivals in the coffee shop business. I will be writing about what I'm offering to the market and how much each product will be to show you how each of my products compare to my rivals. I will also be talking about the process I will use in my business. When talking about all of these I will be using the 7 Ps to show all of my information in a nice manner

Marketing activities and 7 Ps
The business plan set is to offer coffee to the customers of High Street Coffee Shop located in Swansea. The establishment of new business requires a strategy regarding product offerings, pricing, location, advertisement, and targeted customers for penetrating the market. Here, for understanding the marketing activities of new coffee shop extended marketing mix strategy is discussed. You can send any special offer by email. Advertising on the radio and yellow page billboard, use sticker on your car, local newspaper and local cable tv station facebook, linkedin and buy space on relevant website, those are all you can make your business marketing

Social Media Marketing
Get started with social media business, create facebook page, twitter account and open youtube channel and finally you create your business account in google and make a business blog.

Internet Marketing 
Start a google adwords pay per campaign comment on blog post and record a video blog post and upload a video to youtube channel and your business and product give online directory listing and register a new domain name for marketing on new product for your service.

Contest Coupons
Start a contest and create coupons and also make a customer of the month program.


Relationship building
Send your customer satisfaction survey. And sponsor a local sports team and join a professional organisation and make your holiday gifts for your best customer. 

Marketing Help
Hire a marketing consultant and make unique marketing ideas and get branded and create your business masscate to help promote your brand 

Product
In setting a new business, it is necessary to decide the products which will offer to the customers. This business plan is about to open in High Street to offer coffee. In regard to plan, the detail menu of products is required to decide which will offer to customers. The product available in the coffee shop will be mainly brewed coffee, teas and espressos drinks. The coffee menu listed with lattes, mochas, cappuccinos etc. A variety of Teas will be offered to the customer. In addition to coffee and teas, refreshments and some delicacies will be offered to customers. When producing the coffee we use the highest grade of coffee beans that are also from fairtrade farms and all of our coffee is brewed in house with the freshest coffee beans. Our teas and refreshments are to the highest quality just like our coffee. Our cakes and delicacies are also made inhouse which means they are as fresh as they can be.

Price
The price of a product is important for the attraction of the customer. In High Street, there are different restaurants which offer the same products which we will offer. In order to develop a competitive advantage with a rival cafeteria. The main competitor Starbucks which offers coffee of minimum price GBP 2.80. In regard to this we will offer coffee of minimum price GBP 2.70. The price of delicacies and refreshments will be also of minimum price. The set price will be GBP 2.50 as per the order of ingredients involved. 

Place
The determining the place for the business is important for the success of business. For opening the coffee shop, we have chosen High Street Coffee Shop located in Swansea. High Street Coffee Shop is one of the busy financial areas having lots of corporate buildings hubs. The place is suitable because potential customers are high in that place. The targeted customer will be corporate employees, workers, office workers and others. Espresso is the most consumed drink in Canary Wharf. The people drink espresso to keep them awake and fresh such that they can work effectively in their workplace.

Promotion
People have to know that a new coffee shop is opening in High Street. In order to educate people aware of the new coffee shop, there is a requirement of promotion of the shop. The promotion is necessary to attract the customers. Most of the customers are attracted due to the advertisement style or promotion strategy of the company. Our coffee shop has not very high capital, it is a small business which will start soon. Therefore, for promotion we use pamphlets, leaflets or add in newspapers. It will be our initial stage of promotion after acquiring profit then we will move to higher promotion practice.

People                                   
The people are responsible for running any business. The people may be internal or external in business. The people internal to the company mean manpower or employees. On the other hand, people external to the company are customers and suppliers, stakeholders etc. The staff selected will be of experience in the business of coffee. The recruitment of the staff will be carried out by giving add in newspapers. The chefs will be considered for full time employment and waiters will be part time employed in the shop. The college students will be suitable for the waiter position as they require money for their own personal expenditure. The customers will be corporate employees, workers, office workers and others. The suppliers for supplying raw materials will be Curator coffees which are famous in the High Street Coffee Shop.

Process
The process is the delivery of the services to the customers which is very crucial from the company's potential growth in the market. The services of coffee shops have to be best otherwise new business will face loss in the market which will be considered as loss to business. The process in a coffee shop consists of greetings of customers, place order, billing, serving order, and providing service till the customer will not leave the shop. If there will be a lack in the delivery of the services then the shop will face a decrease in customers visits which may lead to loss in business.

Physical Evidence
The service is intangible in nature which is incorporated with some tangible elements to give evidence of the services. In providing the physical evidence of the services it will be implemented in the shop by providing good interior decoration. In addition to decoration tables and chairs, sofas and lounges for waiting customers. The magazines and newspaper for passing time plus with Television. By providing these services it will give physical evidence of the coffee shop.
The above discussed models will give the details of the marketing strategy which will help in understanding the process of establishing new business in the market of Canary Wharf. The availability of competitors and other barriers can create problems. However, following the right strategy it will provide a good market growth.
 
Pricing of product
Here in context to the above mentioned company it has been evident to us that the company needs to adopt the pricing of their products keeping into consideration the locality of the shop where it is located, the per capita income of the area and the type of  customers that the outlet  is expected to attract. Moreover this would help in providing vital information regarding the affordability of the product.  In this regard it has also been evident that the cost that the organisation is expected to incur in setting up the business and in producing the product are important considerations. It is reflected from the above analysis that in formulating the price for the product the organisation needs to take into consideration the fixed and variable cost of the products. In this regard it needs to be further stated that the marketing strategies that the organization has developed also has had a major effect on the price of the items that the shop serves. In formulating the prices it needs to be finding the factors which affecting the products are:
●  	Product characteristics
●  	Objective of the firm
●  	Competitive situations
●  	Demand from the product
●  	Customers’ behaviours
In the business plan, the pricing of the product is depending on the product characteristics. The product characteristics means the ingredients used in the making of the coffee, the resources required for making the coffee and other miscellaneous items required in the coffee.  The other factors on which the pricing of the product depends is the objective of the firm. The coffee shop target to earn in the first year is £ 191,700. In deciding that the company initial cost of the product is set as GBP 2.70.  It will increase with the year according to the popularity and performance of the shop. The other major factor affecting the rising of the product is the competition in the market. In Canary Wharf, there are different shops and restaurants operating from years. The major competitor for the company is Starbucks, which is one of the leading brands in the coffee industry. In regard to establishing business in that location the product price of coffee has to be less than Starbucks. The analysis of the coffee market in canary Wharf has to be done. In research it has been found that the minimum price of their coffee is GBP 2.80. By keeping the price in mind, the lowest set price of the coffee will be less than the Starbucks which will be GBP 2.70.  In further production of the coffee will be decided on the demand of the product. In regard to demand, it will only increase if the quality of the coffee and services provided by the shop will be better than other shops. Customer satisfaction is the main key factor which has to be kept in mind while doing business. The coffee shop has to offer the customers with some extra such that it will attract more customers. The coffee shop has decided to provide refreshment and delicacies with the coffee, teas and espresso for attracting purpose. It will be considered as a best strategy however, it requires a proper pricing strategy. The refreshment product has to also be considered in serving with coffees. Customer behaviour is the last factor on which product price depends. The customer loyalty, likes and dislikes these are the factors which cause determination of the products which will be offered to customers. 
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