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This report is basically about the entire business plan for the cake shop "World of Cakes." This restaurant will have a wide range of cake items and services. The cake shop will also offer online delivery, takeout, and catering service. As for goals, the cake shop wants to add more product lines, increase sales over time, and bring in more customers.The report's goal is to discuss World of Cake's marketing strategy and approach in the competitive baking business. To discuss this topic some essential methods are described here like the STP method, PESTLE Analysis and SWOT Analysis. At the end of this report, a marketing strategy or business plan is described here that can be used by World of Cake to grow successfully and reach its targets. As per the discussion of this report it can be concluded that a good marketing plan is necessary for any kind of business to compete in this cut-throat world. In this report, the STP method was described to discuss the relationship between customers with World of Cake. Some other analysis methods like PESTLE and SWOT are also mentioned throughout the report to judge the external environment as well as the strength and limitations. A business plan that can be beneficial for World of Cake was attached at the end. Financial plan always helps us to know where our business stands and then let us to make better informed decisions about our business for resource allocation. It also gives a broad picture to set and truck progress towards our business goals. Any small business needs more cautious about their finance as it’s got very limited source of finance. A well-planned financial plan can help us to establish a successful business with greater confidence. It is also an important tool for all share holder or partners to know and consider our business because its give clear idea where we can see our business expenses and generate revenues. Ultimately every business survives when it makes enough profit then it’s expenses. This plan can give more confident and build better unity within the shareholders or partners to invest more to continue the business. Here I am going to explain our ‘World of Cake’ shop’s financial plan step by step to get a clear view of our business plan. It will cover our Sources of finance, Cash flow forecast, Sales forecast, Cost of production forecast and Break-Even analysis for our cake shop. 
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The ‘World of cake’ will open its doors on 1 January 2023. The company will be operating in Camberwell Green and the whole South East London area. The Bakery Company has a broad and very diverse range of clients. This really is a company that has something for everybody and which appeals to all ages. The speciality of this cakes chain will be that it shall focus providing the best cakes from every country .
World of cake is Legal Limited company (LTD). A LTD. company or Limited company is a legal entity formed in accordance with the law enabling an entrepreneur, or business owner to operate a business under a separate business entity. In our cake shop, there are five owners, and each of us has 20% of the company. These shares are equitably distributed, and we have each put up a personal deposit of £8000 cash. The contractual agreement for the partnership, which must be registered with the appropriate authorities and signed by each partner before it can be considered valid, specifies the profit-sharing and responsibility-taking arrangements (Abrams 2010). Each partner will lead as CEO, COO, CFO, CMO, or CTO, depending on their skills and what they all agree on. As each partner has the same amount of power, the different positions have been set up to cover all the important parts of running a business. We’ll make a board and talk about ideas, possible changes, problems, and performance to come up with a solution that everyone can agree on. Since everyone will contribute the same amount, everyone's opinion is just as important because the outcome will affect everyone in the same way.
As for the operation time of the restaurant, it will be open from 8 a.m. to 20 p.m.  every day including at the weekends. The cake shop will provide booth products and services (online delivery).
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The cake store offers a variety of handcrafted, hand-crafted, and custom-made items. The product line will include cakes, snacks, sandwiches, coffee and soft drinks. The greatest cakes from every country on the planet are shown in this cake shop.
The World of Cake is more special because it presents a wide variety of the most delicious cakes that can be found in every country on the planet. To begin, we concluded that it would be beneficial to research the cakes that are traditional to the nations to which we belong! At the beginning of each month, we will choose four countries from which to get the most delicious cakes. We will present below the first traditional cakes from 4 countries .
Romania
Papanasi are a kind of dessert made from sweet cottage cheese, eggs, flour, semolina, breadcrumbs and sugar.  They are normally served with cream and jam or jam, but they are also served sprinkled with sugar.
Portugal
 A pastel de nata is a Portuguese custard tart made with puff pastry and filled with egg custard that is served with a dusting of powdered sugar and a pinch of cinnamon.
Bangladesh
Gulab jamun is a beloved Indian dessert consisting of fried balls of a dough made from milk solids and semolina, soaked with an aromatic syrup spiced with green cardamom, rose water, saffron, and more.
Ecuador 
A tres leches cake, also known as pan tres leches, is a sponge cake - soaked in three types of milk: evaporated milk, condensed milk and whole milk.  Tres leches is a very light cake with lots of air bubbles.
In addition to the sensational cakes that we will have, World of Cakes will also have in stock soft drinks, chips, dried nuts,croissants and much more!  Of course, you won't miss the famous Brazilian Coffee that we already have in stock!
Services- World of Cake will serve its target market by offering both takeout and online delivery services. Customers may place orders using the restaurant's website or mobile app, and they'll get their meals promptly. Deliveries may be delayed or cost more depending on how far away you are from the restaurant. It might take up to 30 minutes to deliver your order on average. Telephone ordering are another convenient option for customers. There will be two phone numbers for the eatery so that customers may try to reach them even if they get a busy signal. However, there are also takeout options accessible right there. The menu will be plastered on the window in large, legible writing and there will always be someone there to accept orders. Customers who want to eat in may take advantage of free Wi-Fi and a reading nook stocked with books from a variety of genres. In addition, we'll have a photo booth and board games to keep children occupied. As the needs of its clientele become clearer, the organisation will strive tirelessly to meet them.
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In actuality, the S.M.A.R.T. component of S.M.A.R.T. goals is an acronym standing for "developing your objectives for our organisation." The abbreviation for "specific, measurable, achievable, relevant, and timely" is "S.M.A.R.T."
Every month, we will make use of S.M.A.R.T. objectives in order to keep ourselves focused and inspired, and as a team, we will create S.M.A.R.T. goals in order to assist all of us in remaining focused throughout the month. My group is naturally competitive in nature. It's fun for us to see who can achieve the most ambitious objectives we set for ourselves and compete for bragging rights.
There is a distinction to be made between attempting the impossible in the pursuit of one's aspirations and attempting the impossible for the sake of achieving nothing. The concept of relevance refers to the fact that we want our efforts to truly drive our organisation towards the ultimate objective of growth, and the concept of timeliness refers to the fact that we have set a time expectation for both ourselves and your aim.

Specific– Increase revenue month over month.
Measurable- Increase Monthly Recurring Revenue (MRR) earned by 10% month over month.
Achievable- Going up to 10% month over month growth right away might be a bit of a stretch.  It’s important to keep goals ambitious but reasonable.  Plan interim goals to help us to track progress. For example, set goals to increase MRR by 10% in month one of the quarter and then12% in month two. That will make sure you’re on track to reach your MRR goals by the end of the quarter. Increase MRR by 10% month over month by the end of the quarter.
Relevant- Increase MRR by 10% by the end of the quarter so the organization can continue to grow.
Time-based– The team will increase MRR earned by 10% month over month so that the organization can continue to grow taction for both ourselves and your aim.
Short-term business goals can be reached in six  months or less. Even though you might think it's easy to set short-term goals, it can be very hard to do so. When setting goals for the quarter, businesses often ask too much of themselves. Setting goals is all about taking a measured approach to improve some part of your business. Don't take on more than you and your business can handle. Instead, set goals you know you can reach and encourage your staff to work toward them.

[bookmark: _Toc120719596]Short-Term Objectives (less than a year)
· The cake shop wants to have complete control over its cash flow.
· Improve productivity
· Team building 
· Increase website traffic 
· In two month, collect customers feedback 


Long-term goals are objectives that you desire to attain at some point in the future, maybe months or years from now. The achievement of this kind of objective will provide your job with a purpose, will assist you in making better choices, and will provide a significant amount of daily drive.

[bookmark: _Toc120719597]Long-Term Objectives (More than a year)
	
· The cake store also intends to expand its product line and introduce new ones
· Create content of the highest quality
· Adopt cutting-edge technology to create content & connect with the customers
· The item's sales should improve by 20 % as well
· They will also broaden the target area and customers
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[bookmark: _Toc120719599]Market Analysis (Competitors, Customers, Target Groups)
In the UK, the bakery industry is a vast and very competitive market, with a variety of products available including cookies, croissants, pies, doughnuts and cakes. Competition is high in the cake sector and there is a very large number of well-known suppliers as well as niche suppliers. The market is driven by consumer interest in both convenience and quality.  There are numerous niche and mainstream bakeries, catering companies, retailers and online outlets that offer cakes to suit all tastes and preferences. Recently, the market has seen a rise in the popularity of customized and luxury cakes that are tailored for each individual tastes. Customized cakes are becoming increasingly popular because of a large amount of factors, including a greater range of baking tools and ingredients becoming more accessible and a rise in the popularity of social media networks such as Instagram to present beautiful creations. The cakes of this time are very often more expensive than the mass-produced options also available at supermarkets or sometimes they are adapted to all specific requirements. The bakery market in the UK is estimated at over 12 billion pounds in 2021 alone. This fact leads to an estimate of the cake segment as having an annual growth of over 7% in the next 5 years. Consumers are looking for quality but also the ratio between quality and price or convenience, making it a very challenging market for Work of Cake to compete in
In order to succeed in the UK bakery market, World of Cake have to be able to effectively utilise positioning, segmentation and targeting. Marketplace segmentation is the practice of dividing a market into many distinct segments of consumers with varying needs, characteristics, or even activities that may need to use of various marketing strategies or combinations (Armstrong et al., 2018). Market targeting involves evaluating each market sector's appeal and selecting one or several markets to enter. Positioning entails creating a marketing plan to occupy a distinctive, desirable position in comparison to competing offerings in the minds of potential clients. 


Segmentation
World of Cake can segment the UK bakery market into demographic, geographic, psychographic and behavioural segments. For example, they can target customers who have a specific cake preference or have dietary needs. They can focus on specific regions or areas in the UK, such as London or Birmingham. Once the market has been segmented, World of Cake must decide on which segment(s) to focus on. 
Targeting
The main criteria for targeting should include customer needs, preferences and purchase habits. World of Cake can adjust its marketing approach to target clients who are interested in good quality cakes and are prepared to pay for them. In the case of positioning, World of Cake must be able to distinguish itself from its competitors in the bakery market. 
Positioning
Positioning should be based on quality, service and value. The company must emphasize the freshness and uniqueness of their products, as well as their wide range of flavour and design options in order to be successful. World of Cake is a well-established bakery chain that should be able to succeed in the highly competitive UK bakery market. It must strategically segment, target and position itself to gain an edge over its competitors (Putra et al., 2022). By focusing on quality, service and value, World of Cake can establish its place in the UK bakery market and create loyal customers.
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Fig 1: Number of Enterprises
(Source: Statista, 2022)
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The popularity of the cake industry in the United Kingdom has been growing for many years. With a strong reputation for quality cake products, the cake industry has seen a large increase in demand from consumers, who are looking for more luxurious and indulgent treats. World of Cake specializes in creating delicious and crusty cakes, cupcakes, muffins and more. It uses the finest ingredients to make our cakes and all of our products are free from artificial flavours, colours and preservatives. Understanding the external environment, or PESTLE analysis, of the World of Cake in the UK is of paramount importance for the organization. 
Political factors 
These factors have a major influence on World of Cake. Strict food safety regulations are in place, which requires organizations to adhere to a number of technical requirements such as correctly labelling ingredients and providing detailed nutritional information. In addition, policies pertaining to energy costs, such as renewable energy targets, deter pollution, affect the cake industry and can have a major impact on profits. 
Economic environment
It is also an important consideration in the industry. Rising consumer prices, inflation and unstable exchange rates can all have an effect on the cost of ingredients and other raw materials, as well as the profits of businesses. The UK’s economic growth is also a factor, as consumers may be more likely to purchase cakes if they have more disposable income. 
Social factors 
These factors are incredibly important in the cake industry, as they act as the driving force for demand and dictate the range of products that must be produced. Changes in consumer trends, such as the move towards healthier options, can greatly affect a business’s product range and be a key driver for sales (Matovic, 2020). As more people become health conscious, businesses must be aware of and adapt to changing preferences. 
Technological advances 
This category has had a major effect on World of Cake in recent years with the rise of digital cake kits and online cake delivery services. These have revolutionized the way cakes are created and delivered, making it easier for businesses to reach new customers.
Legal environment
This factor is becoming increasingly important as businesses must adhere to a series of laws to remain compliant. Regulations such as the food safety act and the general food regulations are particularly pertinent in the cake industry, as organizations must be aware of their legal requirements for correct labelling, ingredients and nutritional information. 
Environmental
Concerns of the environment in the cake industry must also be taken into account. With the rise of climate change, organizations must consider how their actions are contributing to the environmental impact of their business (Enssle, 2020). This could include waste management practices, the use of renewable energy sources and a commitment to reducing their carbon footprint.
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	Strengths
	Weakness

	· World of Cake offers a wide variety of quality cakes, cupcakes, pastries and other treats that are made with the finest ingredients available.
· The product range includes classic favourites, unique and specialist items and exciting new creations. This means that customers always have plenty of options to choose from.
· They are able to provide customers with consistently excellent products.
· It has developed a strong brand presence in its local area. This gives the store a competitive advantage and helps to draw customers who are familiar with the business (Gasco et al., 2020).
	· World of Cake does not have a significant online presence and does not take advantage of digital marketing techniques to reach out to new customers (Soegoto, 2021).
· This shop offers high-quality products to its customers, but the prices are relatively high. This may discourage potential customers who are looking for good value.
· It does not offer a delivery service, meaning that customers must visit the store in person if they want to purchase a product. 

	Opportunities
	Threats

	· World of Cake could expand its store and offer a wider selection of products. This may attract more customers and increase profits.
· World of Cake can increase its online presence and take advantage of digital marketing techniques to reach out to new customers. This could help to increase brand recognition and drive more sales
· It could introduce a delivery service to make it easier for customers to purchase products. This could open up the store to a wider audience and help to drive sales.
	· World of Cake faces competition from other local bakeries and pastry shops that offer cakes and other treats at lower prices. This could lead to a loss of market share.
· As a food store, World of Cake must always be mindful of food safety regulations. If any issues were to arise, this could lead to a loss of customers and damage to the store’s reputation.
· Bad weather can affect the quality of the cakes and other baked goods sold at the shop. This could lead to customer dissatisfaction and a loss of sales.
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World of Cake is a start-up business headquartered in the United Kingdom that strives to provide customers with the finest baked goods (Dogbe and Revoredo-Giha, 2022). It enables customers to choose from a huge selection of base ingredients, decorations and toppers and the company then uses its own proprietary software to create custom cakes for the customers on demand. This will allow the company to gain a competitive edge over other cake shops, which are generally more limited in their selection (Campo et al., 2020). The company's goal is to establish itself as the leading cake business in the region and an effective marketing strategy will be required to achieve this aim. 
Target Market 
When it comes to entering a new market, it is important to identify the target market in order to ensure success. The World of Cake company should focus on its main demographic, which is people aged 18 to 34. This is mainly due to the fact that this age group is the most likely to make use of the company’s online delivery system, as it allows them to have easy access to custom-designed cakes at any point in time. It also caters to their need for convenience in a busy world and custom-made cakes bring an element of uniqueness. 
Marketing Strategy 
The marketing strategy of the World of Cake company should focus on both traditional and digital forms of marketing in order to reach its target market. The business should first concentrate on developing a successful advertising campaign to expose the brand and its distinctive offerings to the UK market. This could involve using television, radio and print advertising. Also, campaigns such as social media outreach and influencer endorsement should be explored, as these are highly effective in immediately creating a buzz about the brand. The next phase of the marketing plan will be to develop loyalty programs and discounts. World of Cake will reward its customers for their repeat purchases with discounts and freebies. Finally, the company should also focus on digital marketing techniques such as search engine optimization and digital advertising, as this can help further increase visibility for the company and its product offerings. 
Pricing Strategy 
When entering the United Kingdom market, World of Cake needs to ensure that it prices its products adequately. This will not only ensure that the company is able to cover its expenses but also provide customers with a reasonable value for the products they are buying. The company should analyses the cost of its ingredients and take into account the regional taxes in the UK. The business should then choose a pricing point that is a little bit more than the going rate for specially made cakes in order to highlight the novelty of the offering and the caliber of the service it offers. Market skimming only makes sense when a product's quality and reputation can justify its premium cost and when there are enough consumers willing to buy it at that price.
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[bookmark: _Toc120719608]Sources of Finance 
Finance is the key element to start business. It is not easy to sources of finance at the beginning especially for a start-up small business. It is mostly by shareholders or partners savings who make up their hard earning cash to deposit to start their dream business. The source can mainly divide in to two key areas one is Internal Sources other is External sources. Under these two major sources there could be few other classified sources to get finance like: 
· Friends and family
· Bank Loan
· Credit Union
· Government-Back schemes
· Local Authorities like Councils
· Crowd Funding
· Asset Finance and Leasing
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In our cake shop business we got 5 shareholders each of us got 20% shares which is equally distribute with personal £8000 cash deposit each. We got total £40000 cash investment to start our cake shop. 
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Cash flow forecast is an important part of financial planning for our business. It is got brief explanation of money in business brought in and how much money paid out and the ending cash balance. Generally, Cash flow forecast statement make for monthly where we can see our business situation every month. It counts all kind of cash in for business as well as all money out for business. It is basically help us to understand the difference between what our profit and loss statement reports as income, our profit and what our actual cash position is. To run a healthy business, it is very important to understand where and when we can get Cash inflow in our business and to run as cash outflow to survive the business. It gives us a clear look at what cash are left of each month, help us to plan a possible business expansion or re investments. It also helps us to make our budget smarter such as take control of other expenses one month for the anticipated cash needs of another month. In a small business like our cake shop There is only two option to Cash inflow.
i) Shareholder’s cash contribution
ii) Cash receive from sales
Cash out flow for our business such as:
i) Premises Rent
ii) Business rate and Insurance 
iii) Raw materials
iv) Utility and Transport bill
v) Marketing and advertising
vi) Cleaning materials 
vii) Uniform
viii) Salary
ix) Repair and maintenance
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Sales forecast gives us an accurate representation of our projected revenue and growth for our cake shop. It is determining our estimates sales, customer head count within in a period say for example in a month. Normally a sales forecast is comparing with present and previous data about our sales from similar items and to compare with our competitor for better market analysis. In the present competitive market to grow the revenue and reduce expenses it is a very vital tool to have a healthy sales forecast. We know its not easy as a new business our sales could hit our target but altogether, we have to give push to it more than our Break Even point to survive the business. The more quickly we can increase our sales the batter time we can generate our profit and reduce our loss. As a Cake shop, we might think about the seasons while we make our sales forecast. Usually in summer people spend a lot compared to winter or say for example after Christmas in January is always quite so we have to consider it when we create our sales forecast. As we discussed Weather and Economic situation also, we need to consider like at present there is high recession in economy with makes people to spend less. Sales forecast help us to make a better planning and marketing purposes. It is a on going process of our business plan. As sales is the main source to generate the profit, we have to be very cautious about it.
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Production is one of the major expensive areas in our cake shop business. We need different kind of raw materials for different kind of cakes, bakery and pastry. We have to be very realistic with current market price of raw materials. All most everything price gone up with high transport cost. Before we set the Cost of production, we need to do the physical market or raw material resource price check which will give us real time price trucker. We have to estimate per unit cost of manufactured good like Cake and pastry in our shop. As it is a food shop, we cannot afford to produce too many foods in one go then unless we sell them, we will end up waste eventually which lead our business down. When we think for cost forecast, we have to remember that it always two types of cost one is Fixed Cost other is Variable Cost.
1. Fixed Cost: The cost that do change or vary with any amount of goods produced. It is something always fixed even we sell one item or hundred items. In a business revenue and output level do not affect fixed cost. In depth asset depreciation is also a fixed cost. There are some fixed costs we have to consider for our cake shop:
i) Rent
ii) Business Rate
iii) Utility bills and Transport
iv) Advertising and Online account
v) Cleaning Materials and Uniform
vi) Salary

2. Variable cost: The cost that changes with the proportion of production output or sales. When our cake shop’s sales increase the variable cost also increase. It is something goes up and down through our sales forecast. Variable cost is a constant amount per unit items we produced. There are some fixed costs we have to consider for our cake shop:
i) Raw Materials
ii) Labour cost
iii) Repair and Maintenance  


Initial Administration Budget for Our Cake shop
	Items
	(Assets) Cost
	Monthly Fixed Expenses
	Other Expenses

	Rent
	
	£2000
	

	Business rate
	
	£500
	

	Legal Expenses
	
	
	£1000

	Machinery
	£7000
	
	

	Shop Decoration
	£6000
	
	

	Raw Materials
	£3000
	
	

	Utility Bills & Transport
	
	£1500
	

	Advertising & Web develop
	
	£2000
	£2000

	Cleaning Materials & Uniform
	
	£1000
	

	Salary
	
	£5000
	

	TOTAL
	£16000.00
	£12000.00
	£3000



•Our Initial Investment for first Month: £31000.00
•Our Total Fixed Cost: £12000.00
•Our Total Variable Cost: £10 per unit Cake
•Our Total Cost = Total Fixed Cost + Total Variable Cost
•Our Assets = Our Liabilities + Shareholder’s Capital
•Our Profit = Total Revenue − Total Cost
•Total Revenue = Quantity of Cake sale × Unit Sales Price (£40)
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Break-Even point in an important calculation for any business financial plan. This is the point where Total Cost and Total Revenue are equal. That means in this point there is no loss or profit for a business. We can say other way like the it is the level of production at which the cost of production equals the revenues for a product. Simply how much we need to sell in order to cover all our expenses is our Cake shop Break-Even point. Break-Even analysis is a great tool to determine our product pricing. So, we should aim to fix a price per cake that gives us a comfortable margin over our expenses while allowing our business to remain compositable.   

•Break Even Point = Total Fixed Cost ÷ (Sales Revenue −Variable Cost)
•Break Even Point = Profit zero
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Break Even Analysis for next 6 months

	
	Unit Sales
	Fixed Cost
£
	Variable Cost
£
	Total Cost
£
	Sales Revenue
£
	Profit/Loss
£

	January
	100
	12000
	(100×10)=1000
Others=1000
	14000
	(100×40)=4000
Others=6000
	( −£4000 )

	February
	150
	12000
	(150×10)=1500
Others=1500
	15000
	(150×40)=6000
Others=8000
	( −£1000 )

	March
	200
	12000
	(200×10)=2000
Others=1500
	15500
	(200×40)=8000
Others=8000
	£500

	April
	250
	12000
	(250×10)=2500
Others=2000
	16500
	(250×40)=10000
Others=10000
	£3500

	May 
	300
	12000
	(300×10)=3000
Others=2000
	17000
	(300×40)=12000
Others=10000
	£5000

	June
	350
	12000
	(350×10)=3500
Others=2000
	17500
	(350×40)=14000
Others=10000
	£6500



From the above table we can see that our Fixed Cost each month are £12000. Our Variable Cost per unit cake are £10. As it is a cake shop, we will also selling Hot drinks, soft drink, cold drinks, pastry, sandwiches, crisps, dry fruits and nuts, fresh fruits and traditional sweets. Here we are focusing cake unit price and rest of them in Others item price/cost. We can see in January when we will first open our “World of Cake” shop we hope we will sell 100 Unit of Cakes and their variable cost will be £1000 and in the same time Others items Variable costs £1000 also. So in January our Total Variable cost £2000. When we add up Fixed cost + Variable cost our Total Cost is £14000. This £14000 is our first month total expenses. Now if we look our Sales, we can see each cake unit we will sell £40. So, from 100 Unit of cake generate us £4000. From Others items we will sell £6000. Our Total Sales Revenue in January £10000. It looks like first month in January we are in loss -£4000. In second month, our shop get little bit busy hopefully and more customer start heading in to our shop also online order will increased we start increase our Cake production from 100 to 150 in February. We also increase our Others items stocks. In February our Cake Variable Cost £1500 for 150 units and Others items Variable Cost increase £1500. This month our Total Cost also increase to £15000. End of February our Sales Revenue will be £14000. This February we will be still in Loss position -£1000 which is better than previous month January. Third month which is March we will increase the cake unit sale to 200 unit which will increase our Total Cost to £15500 but our Sales Revenue will be £16000. In this third month we can see first time we will be in profit of £500. We can say this our Break-Even point for our Cake shop that mean we need to sell at least 200 Unit of Cake which generate £8000 and Others items Sales Revenue £8000. Total if we can make our Sales Revenue £16000 only then we can cover all our expenses with £500 profit. Here we can clearly see that it will take three months to make this shop to hit it’s Break-Even point. Our Initial Investment was £31000. Whereas out total capital was £40000. We keep £9000 in our hand to reinvest for first three months to make sure we can survive in the competitive market. From April we can see our profit increase £3500, May £5000 and June £6500 respectively. Over the next six months our Fixed Cost always keep £12000. By the passage of time when we increase our production our Variable Cost gone up from £14000 in January to £17500 in June. We belive it is great opportunity if we can continue our business like these way we can expand our new branch in next one year time.        
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Business Description

|= Name of the business :World of Cake
= World of cake is a Legal Limited company (LTD)

= Form of the business: Through the partnership of five peop
who each own 20% of this business

= Locajion : Canberwell Green. South East London.
= Opgration time; Open daily from 8 a.m. to 20 p.m.
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Product Description

The cake shop creates a variety of homemade handcrafted and custom goods

- = Drinks:
- Celebrafion Cakes
Pastel de nata (POR)

in (8D)

« Coffee
+ Mango Lassi (8D)
- Freshjuice orange
- Frappuccino

Ine-in , take away and delivery options will be availed by the customers
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Short term objectives (less than a year)

= The cake shop wants o have
complete control overifs cash flow,

= Opfer the next sixmonths, the cake
Usiness hopes fo grow net sales by
10%.

Business Objectives

Long ferm objectives(more than a year )

= The cake store also infends o expand ifs
product line and infroduce new ones

= The item’s sales should improve by 20 % as
well
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MARKET ANALYSIS

» Segmentation: The two major groups of consumers for World of
Cake have been described to be corporate workers and
regular customers (Young et al., 2018).

sitioning: Generally the working operation of World of Cake
Canberwell Green ; South East London

Targeting: The niche audiences are between 1660 years. It
consists of younger children in one group, families in other and
lastly high-income households of the corporate world
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                                                                                             Market Analysis  Segmentation: The two major groups of consumers for World of Cake have been described to be corporate workers and regular customers (Young et al., 2018).  Positioning: Generally the working operation of World of Cake in Canberwell Green ; South East London  Targeting : The niche audiences are between 10 - 60 years. It consists of younger children in one group, families in other and lastly high - income households of the corporate world
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PESTLE ANALYSIS

= Curent polificalsituationsin the UK can limit the business's opportunities o get more investments.
Economic

Recent inflation and the bad situation of the economy can compel the business o charge more for
basic services and products. The common people are unable fo maintain a nomal lifestyle and their
purchasing behaviours are changing gradually (fhestar, 2022)

Social

The open-
culfure a

inded and progressive society willbe beneficial for the business as it will prioritise the local
diversity in ifs operations and workforce.

jical

business will follow the legal guidelines regarding the rights of workers, quality of products and
giene of the business environment.

onmental

usiness willutilise renewable energy sources and recyclable package materials inffs dining and
1y services
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I MARKET PLAN

/= Product :Majorly the product
| segmentation is varied depending on the
| diversified niche audiences

Price : The pricing s highly dependent on
the qualify of products . The normal items
ke cges and cookies have a lower
Jimited edifion collection desserts
f medium range and that of
detorated cakes and themed ones are
of premium pricing range .(Mowat,2018)
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MANAGEMENT TEAM

= Meet the Team
= The Team Background
= New positions





image19.png
KEY MILESTONES

= August 2022- The Idea

= October 2022- start the
Planning

= December 2022- renfed the

= /January 2023 - grand
opening

February 2023 -1¢t TV
advertissment

= November 2023 - planning to
expand
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Financial Plan for our shop “ World of
Cake”

\“- Financial Department:

= Manage & Control the overall Budget, Expenses and Profit of
the shop.

= Sources of Finance & Cash flow Forecast (Inflow & Outflow)
s Forecast & Cost of Production Forecast
= Break Even Analysis & Managing Shop's Financial Accounting.

ource of Finance:

= 5 share holders each got 20% shares net investment £ 8000
each.

Jotal Investment: £40,000
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Initial Administration Budget

Rent £2000
Business rate £500

Legal Expenses £1000
Machinery £7000

Shop Decoration £6000

Raw Materials £3000

Utilty Bills & Transport £1500

Advertising & Web develop £2000 £2000
Cleaning Materials & £1000

Uniform

Salary £5000

TOTAL £16000.00 £12000.00 £3000
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Profit & Loss Calculation

= Our Initial Investment for first Month: £31000.00

= Our Total Fixed Cost: £12000.00

= Our Total Variable Cost: £10 per unit Cake

= Our Total Cost = Total Fixed Cost + Total Variable Cost
= Ouyf Profit = Total Revenue - Total Cost

= Jotal Revenue = Quantity of Cake sale x Unit Sales Price
(£40)

Break Even Point = Total Fixed Cost + (Sales Revenue
—Variable Cost)

Break Even Point = Profit zero.
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Operations and
Management Plan

= Production of goods and services

= Production In-house mainly as well as
some external recourses

= Online services as well as face to face
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Technology Plan

= Fun and easy to navigate Website

= Create you own cake online options

= QR code Menu (Payment can be done trough it too)
= High quality payment Devices for smooth transactions
= Top of the line Bakery Equipment: HOT, COLD & DRY




image25.png
January

February

March

150

200

250

300

350

12000

12000

12000

12000

12000

12000

(100<10)=1000
Others=1000

(150x10)=1500
Others=1500

(200x10)=2000
Others=1500

(250%10)=2500
Others=2000

(300x10)=3000
Others=2000

(350<10)=3500
Others=2000

15000

15500

16500

17000

17500

Break Even Analysis for next 6 months
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Expansion Plan

=» Open a secondary shop

» Teach the art of
baking/Decorating Cakes
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                                                                                                                                                                  Expansion Plan   Open a secondary shop  Teach the art of baking/Decorating Cakes
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