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1. Introduction 
After looking at the cost of living in the United Kingdom and many people having to choose between eating and heating the idea for smaller sized consumable goods can only make sense.  The average household throws away 1.96kg of food per day. That is an average of £2 per day. That adds up to £728 and 40% of that food is thrown away because it simply was not used (Jackman, 2023). With an ever-growing cost of living and the country in crisis many people are struggling to buy food shopping. Due to many factors the cost of living in the United Kingdom has risen over the last two years at an unprecedented rate. Between 2010 and 2020 inflation was at around 2.85% but between 2020 and the start of 2023 it has risen by around 10% and more. This is due to a combination of factors including Brexit, covid, and the war in the Ukraine. Covid 19 has caused a strong demand on consumer goods. Brexit has caused trade barriers making these goods harder to import and the rising fuel cost partially due to the war in the Ukraine has made the goods more expensive to buy and to import (Harari et al:. 2023). The innovative idea of a smaller loaf of bread would mean much less food going in the bin. The increasing number of people living alone also adds to the benefit of the smaller loaf of bread and those people will be the main customer target.

2. The Customer 
The figure 1 shows the number of people living alone in the UK and these are the main people that this idea is aiming to sell the product too. With the cost-of-living people cannot afford to waste food especially the people living alone on only one income.  The target customer is single people and those who choice is to only eat a small amount of bread, the product a six sliced loaf of bread. There are many other food items that are sold in large packs suitable for families, such as bread rolls, normally come in packs of four or six, crumpets are the same normally six. There are many others, and the long-term goal would be to introduce these items to consumers but to start this business the concentration will be on a small 6 slice loaf of bread. Other companies make small loaves of bread but small in size not slices, so the bread is actually smaller each slice is half the size of the average loaf, so making a sandwich for example, is not ideal and you would struggle with the contents. This product takes one full size loaf and divides it into small packaging six slices in each. Not only will this be a saving of waste for single people but other consumers that eat very little bread, such as dieters or people who limit themselves to just a few slices a week. 
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Figure 1 Single people in the UK (Published by Clark, 2022). 

British homes are throwing away 24 million slices of bread every month. Figure 2 shows household food waste 11% of which is bakery items. With the amount of waste and the amount of single people, a smaller loaf of bread could only improve those waste statistics.
The main reason for food waste is shoppers are buying more than they need. So again, a smaller loaf would reduce this factor, and shoppers would have the option to buy the size of bread that best suited there needs. (The Guardian,2013)
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Figure 2 Food Waste in the UK (The Guardian,2013)

3.  Porters Five Forces 
Using porters five forces model to see if the idea was plausible and could be a good marketing product. (Zhukova no date). Porters five forces can be used to analyse the industry and the competitor. Using this model will give information on the way this product would fit into the competitive landscape, showing how each factor will affect this business. 
After looking briefly at the buyer power of the customer and at who would buy the product. But in depth the product would not be sold direct to the customer ideally, looking for a supermarket chain to buy the product and sell to the customer. When looking at selling to supermarket chains the decision was made to visit several supermarkets to not only see what similar products, they sell but also where this product would fit into their bakery good section. As expected, there was nothing like what the six sliced loaf produce. Using the porters five forces model the customer need is clear, there is not direct competition. Looking ahead to what could come into the market.
The threat of new entrant, this is where the six-slice loaf needs to have a USP unique selling point, this ensures that it stays ahead of any future entrants to the market. At present the USP is that there is not anything like it on today’s market.
Competition in the industry; after visiting several major supermarkets smaller convenience stores and using google it was discovered there are similar product but none that are the same. The six sliced loaf of bread would be convenient for making sandwiches and toast it would not go unused and cause waste. This means not only an advantage for the customer but also its good for the environment. 
Potential for new entrants into the industry; new entrants may well come into the market. This will be something that will need to be delt with as and when, by keeping prices affordable and costs low hopefully this will eliminate threat of entrants from appearing. Developing a customer relationship by advertising and offering rewards on so many purchases will keep the product ahead of the game. 
Power of suppliers; buying local produce will be more convenient and more environmentally friendly and will support British farming. Although these suppliers can be more expensive the benefits out way the cost.
Power of the customer; when looking at the major supermarkets and local convenience store, a need for this product is obvious. Also, the above chart showing the amount of people living alone confirms the customer base.
Threat of substitute products; although there are similar products on the market today there are none the exact same. By keeping prices low and good advertising, keeping the product in the limelight and making it a family name by offering a reward scheme will fight off potential threats. (Bruijl,and Gerard, 2018).
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Figure 3 Porters Five Forces (Zhukova no date).


4.  Value Chain Analysis
Value is at the heart of every business; a profit margin is the amount of value a company makes minus the value that the product or service costs to create.  The profit will be greater if the costs are kept low. A company should be constantly looking for ways to keep the costs low so the profit margin will remain high.  Michael Porter introduced the concept of the value chain. The objective of a value chain is the process of an organisation going from manufacturing of a product or service as a system with each process made up of inputs and outputs. Inputs, transformation processes, and outputs involve the acquisition & consumption of resources- money, labour, materials, equipment, buildings, land, administration and management. How value chain activities are carried out determines costs and affects profits.  A value chain looks at the process a product or service goes through from the start to finish from making or manufacturing to the absolute end where the customer receives the product or service. Inbound logistic is where the ingredients and packaging for the bread will come from. The ingredients for the bread will be sourced locally using British farm products where possible. The making of the bread will be done in a local bakery that has offered space for the company to lease. Outbound logistics the company will hire a medium sized delivery van to delivery to stores on a daily basis (Clark, 1985). The advertising will be done via social media platforms including face book, Instagram, and TikTok. 
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Figure 4 Value Chain Analysis (MindTools.com 2022).



 5. Projected Balance Sheet

Table 1 below shows the incomings for the first three months plus the original investment of £10,000 that I have saved to start the company. The sales are estimated, Bread is bought by 99.8% of British households, and the equivalent of nearly 11 million loaves are sold each day. Approximately 60-70% of the bread we eat is white and sandwiches are thought to account for 50% of overall bread consumption (UK Flour Millers no date). The six sliced loaf sales would be just a small percentage of that amount, until it gets market establishment.
[image: ]
Table 1,  Income.

Table 2 shows the estimated out goings for the first three months. As renting a bakery to produce the bread, there will be equiptment ready to use, but there is a row for replacing and repairing equiptment should the need arise. Staff will be just one untill the breads name gets established and more staff are needed. Licencing and insurance are paid annually. The running cost, staff, materials/ingredeiants and advertising have a monthly budget. 
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Table 2 Outgoings 


6. Getting into Retail
[bookmark: _Hlk128059684]The hardest part of this entire venture will be breaking into the retail market. The first step is to understand when the product is ready for retail stores, the most important thing to consider here is whether there can be enough of the product made for the stores. The position of not being able to supply is untenable. After taking a good look into this Bijou bread will be sold hopefully to smaller retail outlets first until established and larger premises can be found if the sales warrant it. The next step is to know the product, what makes it unique and what will make customers want to buy it. The small size of the loaf makes it unique and the local sourced ingredients. The product and everything that will make it sell needs to be known when pitching to the retailer, for the smaller retailer a face-to-face meeting is better, but a large retailer would require emailing to the buyer’s team to request an appointment with the buyers. Samples are a good way to get the smaller retailers attention. Knowing who the customer is who will want to buy the bread After the pitch is done, stay in touch, do not let them forget about the product. (Shopify no date). Larger companies host special days where smaller supplier can get to meet the buyers Waitrose have “meet the buyer’ Tesco’s have a roadshow and Sainsburys have a trade briefing event. (Team, 2021). 

   7. Marketing 
To market the product, it needs a name so it will be called Bijou bread, the English dictionary gives the meaning for bijou as something small and delicate, or small and tasteful. The perfect name. The advertising slogan which is hoped that the bread will become known for will be “small bread but very tasteful”. It is hoped that after seeing this slogan the customers will recognise it straight away as being the small six sliced loaf. The focus of advertising will be to spam social media platforms Facebook, snapchat, Instagram and twitter with a constant barrage of adds. Also, the intension to collaborate with a social media influencer.  Using visual merchandising in the larger retail food companies such as Sainsburys, Marks and Spencer’s and Waitrose would help to get recognition for this product. And along-side a hosted tasting event where customers can taste the bread whilst doing a general shop. The goal would be to offset the amount of goods used by the amount of profit made from extra sales. Tasting sessions have proven to increase sales of new brands as well as existing ones (Beverage Trade Network, no date). Tasting events are also a great way to interact with customers, it is proven that many customers make a purchasing decision based on there emotions, creating a pleasant and captivating event can cause a positive emotion and therefor increase sales. This can also build lasting relationships with your customers.
Marks and Spencer’s hold an annual festival where not only is it a large music event, but there are also demonstrations of cookery by top chefs (M&S no date). Getting Bijou bread on to the set list would prove very beneficial. In fact, there are many food festivals around the UK that are possibilities for promotion of the bread.


8 Conclusion 

In conclusion this report has gone from making to marketing the six sliced loaf or Bijou bread. This report has looked at porters five forces discover the threats that could be possible and the ways in which to avert them.  Porter’s value chain to maps out the way the bread will be produced and sold. The report looked at the cost involved and the profit that could be made. The reports go on to how the bread will be advertised and finally sold. Overall, this report is a detailed account for the planning, making, marketing and selling this product. By having a good plan in place, the success of any innervational idea is much more likely to succeed. Without a well thought out and well documented plan any business venture is more likely to fail. The Bijou Bread can contribute to having less food waste in the UK whilst also saving money for the customers that only want a slice or six of bread. The report has looked at how this bread contributes to less food waste in the untied kingdom and how it will be marketed. A small innovative idea that can reduce spending for the customer and help the environment with less food waste.
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Investment £10,000 £10,000
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Out goings for three months

Month 1 Month 2 Month 3 Total

Equipment repair and replace

Avertisment £200 £200 £200 £600
Staff £1,000 £1,000 £1,000 £3,000
Rent £600 £600 £600 £1,800
Produce £400 £400 £400 £1,200
Licensing £100 £100
Running cost £200 £200 £200 £600
Insurance £1,000 £1,000

total £3,500 £2,400 £2,400 £8,300
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