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[bookmark: _Toc523698093]Introduction
Maund et al., 2017 described a business plan as ‘an executive summary which captures the gist in the project planning process.
This reflective report will define what Marketing is with an explanation of the marketing process. 
Furthermore, the report would be describing a business plan that was shared among the 7 groups that were created. My own group comprises of 5 of us and our Team work was centered on drafting a business Marketing Plan.
Initially, it was tough for the team as we all have limited marketing planning academic knowledge. However, towards the group presentation date we were able to create a new brand restaurant which should be located somewhere around Elephant and Castle. Hence my reflective report is a postulate of the marketing planning which will be followed by the conclusion. Core text book “Skills for the work place” and online research will aid in writing this report.
[bookmark: _Toc523698094]Defining Marketing
Investopedia (2018) defined Marketing as “the activities of a company associated with buying and selling a product or service. It includes advertising, selling and delivering products to people”. The goal of our reflective marketing is to have more of our target customers into our restaurant to buy our food products in order to ensure a stable profit margin.
[bookmark: _Toc523698095]The marketing process
Ahmed (2014) described the marketing process as “the process of analysing the market opportunities, targeting and developing the markets selection and marketing mix and finally managing the marketing effort”. 
An understanding of the marketing process helps me and my team members to understand the opportunities and our target market. It also helped us to be able to lay down our strategies and analyse our action plan. This reflective approach was centered on attracting more customers and the approach was based on the following marketing process as listed below.

[image: https://thumbs.dreamstime.com/b/diagram-marketing-process-opportunities-to-planning-84304794.jpg]
(Yahoo, Diagram marketing process)
[bookmark: _Toc523698096]Reflective Report on marketing planning
[bookmark: _Toc523698097]What is marketing planning?
Marketing planning according to Syndicate Room Ltd,2018 is a business blueprint that outlines the business marketing strategy and how resources would be align to fulfill the business  objectives including meeting its sales target and capturing more customers.
In my last term, I learned more information on marketing plan and I found it helpful, as it ensured that I listened carefully and received information.
Secondly, on starting this course my idea on marketing was just about buying and selling. My reflective marketing planning encompasses a discussion on the following marketing planning gist as listed below.
[bookmark: _Toc523698098]The market
My first reflective report is that as a Team we came together to decide our target market. We opted for the hospitality market hence we were able to choose a brand name for our new business. We reflect on the hospitality market as a fast moving business and that having a restaurant in a good location in London with a population of about 15m is worth taken. 
[bookmark: _Toc523698099]SWOT analysis
As a team we did a little bit of SWOT analysis for our new business.
The business strength is its brand name, the location as well and the drive of its owners to make a difference.
The business weakness was lack of finance and practical experience in the hospitality business.
Opportunities are wide as the regeneration around Elephant and Castle will bring in other businesses and this will increase the demand for food, breakfast and lunch, and night meal.
The main threat to the business is the related activities of the competition around. We knew of the completion but we were prepared to come in.
[bookmark: _Toc523698100]Marketing strategy
Our marketing strategy was based on our business goal which was to deliver a fast moving service with quality. Hence our marketing strategy is a reflection of the steps taken to achieve the business goals (Lake, 2018).
[bookmark: _Toc523698101]The Marketing Mix 
Marketing mix is a set of tools and strategies put together in order for a business to be able to market its product (Holloway, 2014). 
One way of achieving our marketing strategy was through the use of the Marketing Mix. During my time in lectures and seminars, I then realize that it is a whole concept of 7ps of marketing mix such as Product, Place, Price, Promotion, Process, People, and Physical Evidence. 
According to Bitner, 1992; Peattie et al., 1997; Amis et al., 1999 and Ennew et al., 2000 the 7ps encompass the following:
Product-this entails what the company is dealing with or trading. 
Place –explores where the business is to be located and how to decide where to have the location. This gave us the option to be looking at a location either close to shopping malls, markets or car parks hence the reason why we chose Elephant and Castle. 
Promotion- is another form of sales by using different methods to attract customers. For example internet discount promotion and physiological sales promotion have bled my knowledge in the entire unit.
Price – this must be categories as value for money. Initially, before doing this module my idea of pricing was just based on actual cost but now I can use my understanding about my competitors and choose the right marketing price. 
 Processes- entail how the product is to be manufactured and delivered. On starting the unit I have no idea about processing my product. Now I can clearly say that I know how to coordinate my ways of delivery my product to my customers.  
The People- this includes our  target customers: on starting this module, I have no idea about targeting, now I can focused my knowledge on potential customers with certain consideration about the product, the price, demography and packaging etc.  
[bookmark: _Toc523698102]Customer Strategy
 Now I can explain my understanding about strategy which gives me the knowhow to compete and how to edge  my business rivals such as offering  gift card, loyalty card and buy one get one free which  may build our  customer loyalty base. 
[bookmark: _Toc523698103]Brand strategy
Our strategy was geared towards making sure that many people can see us and have us in their good books.  Now I know I can advertise in many ways such as online, word of mouth, newspaper, television, posters and recommendation to maintain my Brand and that serving good food  at all time is good to maintain quality coupled with a  blossom day and night  premises  (Kotler and Armstrong, 2008).                  
[bookmark: _Toc523698104]Analysis and evaluation of our marketing plan
The brand reflects our new restaurant which was created. The restaurant was named ‘Continental Gourmet Restaurant to be located around Elephant & Castle which is a busy spot surrounded by shopping malls and other offices (ONS, 2015).The  location was adopted because our restaurant is a competitive  brand which satisfies the marketing mix-Place.
Our target customers were mainly the different segments of people living in Southwark. This includes Students 25%, Young professional 55% and Home owners 20% (EGPP, 2014). Hence we were able to satisfy the marketing mix- People (customers).
The product will be chicken and fries and a drink for students, Young professional and Home owners will be offered English, Continental Europe and American dishes. The team was able to dine at various restaurants around the area hence our product was customer orientated for our target customers’ segment.
Our Pricing strategy was centered on maintaining our brand but as a new business we opted for price penetration by offering 5% discount for any amount above £5.Our pricing policy enables us to be cost effective, a saleable new brand and we could be able to keep our customers happy hence this  satisfy the marketing mix –Price
As a new business, our promotional strategy was to offer a 20% discount on   for the first one week of stating offering services to the public which will be looked into on a weekly basis. Other promotional techniques like leaflets, brochures, website and online booking could be used simultaneously with our in-house discount policy hence we were able to satisfy the market mix-Promotion as customer growth of 1% was projected (EGPP, 2014).
Our business strategy was based on fast food delivery time. Food processing will start by   equipping the kitchen with modern cooking utensils, supply chain will be aligned with ongoing competitors, and training will be given to the chefs and other restaurant operatives. Hence we were able to satisfy the marketing mix – Processing.
The processes involved in delivering our services will create the enable environment to present some sort of physical evidence to our customers, PDQ machines will be used couple with the MICROS to produce input and payment receipts which will be given to all customers showing what was ordered, total amount,  discount and cash or credit card payment.
Our Brand strategy enables us to maintain a website, have ongoing leaflets and brochures and an online ordering and payment system.
Projected budget
From our projection of sales and pricing we were able to have a projected reflective budget shown below for a 3 year period.
	
	Year 1
	Year 2
	Year3

	Sales £
	200,00
	300,000
	400,00

	Expenses £
	180,00
	250,00
	330,00

	Profit £
	20,000
	50,000
	70,000

	
	
	
	


Source Maund et al., 2017. P391
Capital
As a new business, we could not provide all the capital for startup. I suggested for us to take our business plan to the bank.
[bookmark: _Toc523698105]Self-reflection 
An effect of working on this assignment is that I have learnt different aspects about my team work skills.
Firstly, I learnt that I am good at supporting other people’s opinions and ideas. During the group presentation we worked as one team and I have learnt that a team is more victorious when members within it are able to work with each other.  By managing fact-finding as a team, I felt no hesitation in applying team roles in practice. I was positively connected with the modules I have studied in the last semester.  
Secondly, I learnt that I have good persuasive skills. I was able to moderate the topic of discussion and to bring in other team members to let them make their own contribution. Another important skill that I have learnt is to manage my time very well especially when it comes to market research. Time   management has always been a sector I have struggled to better on. This module has educated me on how to be a good time keeper. 
Thirdly, I also learnt that I have good ability to communicate well with team members. For example, I was able to build a strong relationship with my group members by articulating them and I became a good listener to other people’s opinion without disturbing them as they speak. Although different tasks were allocated to team members, I stayed in stable contact with every member and had talks with them on every possible chance. This also helps me to learn and understand how to foster the different opinions together. Drafting a business plan has helped me to understand how to make an official review.  It has also helped me in analysing methodology, how to check different headings and how to carry out fact-finding. 
As a student studying skills for the workplace, I was supposed to try critic thinking in relation to team roles in drafting the business plan. I have learnt to listen, respect and value everyone’s proposal, and working with people from various cultural background.
This module has helped me to develop my presentation skills and I have acquired quite a lot of understanding and awareness for setting up and managing a business. 








[bookmark: _Toc523698106]Conclusion
As a result of doing my business plan, I have noticed that marketing process is the catalyst of a successful marketing planning. Hence, the marketing manager has to closely work with the finance manager and the production engineer. Since marketing involves producing and marketing products that are customer focused, the marketing manager will obtain data on market research. 
I would put forward that my view of marketing has changed since my last classes.  I used to believe that all activities allied to marketing of goods and services is the responsibility of one single department. In my view, my team members including myself took leadership in the shared tasks; duties and responsibilities were shared equally among all team members. Additionally, it helped in building trust amongst team members. The process of writing the marketing planning has increased myself-confident, communication and decision making and thus enhances my employability.
 Moreover, there was the problem of finding a time opening for the group to work as everyone had separate schedules. However we were all motivated to work together to reach a similar end goal.
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