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[bookmark: _1yip4i7ojvjz][bookmark: _Toc89262406]Introduction
A start-up is the best way to create a business organisation that will allow the owner to have a financial source in the future. A start-up allows the beginners to learn about the functions of the business and the industries also. With the correct formation of strategies and methods one can develop an outstanding business. The study has been aimed at the creation of a business plan for a coffee shop that also offers homemade cake. This study will show the aim of the organisation and the various marketing strategies that can be used for the growth and development of the organisation and also various aspects, such as financial resources that are important for a business.
[bookmark: _nxa5hzqi8u1g][bookmark: _Toc89262407]1. Overview of the organisation
A start-up of a coffee shop in the UK is a great idea that will grow for sure. The demand for such shops has been increasing in the UK. People in the UK is having a trend of. The shop will be able to fulfil the demand of the individuals who are in search of a great quality coffee (Gonzalez, 2017). A coffeehouse or a coffee shop or even a cafe is mainly an establishment that has the aim to sell various types of coffee such as latte, cappuccino and espresso (Ferreras-Garcia et al., 2020). These are some kind of coffee that can be sold by the business. In addition to these, the organisation will also sell ice coffee and other beverages which are not caffeinated such as cold drinks. The name of the organisation will be Impresso Espresso. It will be a sole trader as I will be the owner who will be managing the whole business. The organisation will be a UK based one and soon will be financially sourced by the owner and business support grant by Welsh government. Furthermore, I will be able to have a better understanding of how the business function which will help me to understand the other coffee shops in the UK and what are their business strategies are for being successful (Jalan, 2021).
[bookmark: _poq1gatq4p][bookmark: _Toc89262408]2. Aim of the organisation
The organisation has aimed to offer great quality coffee and homemade cakes. These two products are food items that are sold regularly. Workers and students are the ones who are the biggest consumers of coffee and hence organisation has aimed to attract a wide number of these individuals for the selling of its products. Impresso Espresso has the objective to come up as a coffee shop that will be a part of the beverage sector of the UK. The organisation has been aimed to deliver a quality of beverages that will be highly refreshing. By achieving these goals the organisation will develop and grow in the industry (Turner and Endres, 2017). Furthermore, business will have two aim mission. One of that will be developing a way of financial source and to create a business environment in which the customers, as well as the employees, will be treated with a huge respect and dignity. There specific goals of Impresso Espresso will be as follows:
Profit: Impresso Espresso has aimed to generate a profit of £50,000 in 2 years.
Employees: To hire employees that will provide exceptional quality of work as well as those who are customer focused and also help in the development of the shop (Huynh, 2019).
Customers: Create a base of loyal customers who live around the area of the establishment and also those who work around (Huynh, 2019).
[bookmark: _msixy9y8fhic][bookmark: _Toc89262409]3. The products and services offered by the organisation
Impresso Espresso will aim to deliver exceptional quality of products and services to its customers for this the organisation will try its best in making of its products. The organisation will aim to sell coffee along with other beverages such as tea, cold drinks etc. Impresso Espresso will also try to sell a huge variety of coffee such as ice coffee, cappuccino, espresso, americano, latte and others (Porter, 2018). The company has aimed to provide great quality of service to its customers for the maintenance of the customer base. For this, the organisation might require a substantial number of staff. The services that will be provided by the organisation will surely depend on the individuals who will serve hence they will be expected to have a great personality as well as dedication. (Niftiyeva, 2020). Impresso Espresso should research the market before the formation of their menu list as it will help them in deciding the products that will be sold by them. They should also look for the trends among the individuals and what kinds of beverages are being offered the most in that time. Hence, the selection of the products and services will get easy. Generally, the coffees that are the most bought by the customers is espresso and latte so Impresso Espresso should keep these two products already on their list. They should also deliver their products to homes, offices and even they can use stalls for the selling of their products (Huynh, 2019).
[bookmark: _pwp2cqtmq370][bookmark: _Toc89262410]4. The physical location of the business and the things required
Impresso Espresso will be a UK based coffee shop and hence will try to establish itself in the areas of the market. The place in which most of the gathering is happening will be very useful for the shop as they will be able to gather a huge number of customers. Queen Street in Cardiff will be the best location at which Impresso Espresso should be established. The location gathers a huge crowd which will help in the sales. This will boost the sales of the shop and will be helpful in the making of profit which is one of the aims of the business (Han et al., 2018). Moreover, the shops can also be established around parks, malls and educational institutes such as schools and universities. This will help the organisation in its advertisement as well as will make the image of the brand due to having a wide variety of physical appearance. Impresso Espresso will also try to grow its company outside of the chosen location, attempting to build a presence in other marketplaces in neighbouring countries. Being available at a single location will restrict the growth of the shop and hence it will not be able to generate enough profit for its survival. The shop should choose appropriate locations that will help in the selling as the placement of the product is very important in a business and more in a start-up (Jang and Lee, 2019).
[bookmark: _4ab5wzkxh46g][bookmark: _Toc89262411]5. Discussion of the strategies used for the employment of the individuals such as number roles and the source of employment
Every organisation requires a huge personnel for its development. The responsibility of the Human Resource department is to provide the organisation with individuals who will improve the working of the organisation. The managers of Impresso Espresso are required to gather those individuals that will help the organisation to grow. This can be achieved by employing around 20 persons who will be trained for the role of their jobs. These individuals will be found mostly those who are in search of part-time roles (Shastak, 2018). Those who are unable to obtain a sufficient amount of money to support them. However, Impresso Espresso should prioritise those who are customer focused and can deliver the best quality of services to the customers. Impresso Espresso should employ individuals for the role of managers, waiters, baristas and a group that will look after the requirements of the organisation (Tikson, 2018). For this, the HR department of Impresso Espresso needs to evaluate the requirement of the roles. After this, the advertisement of these roles needs to be done which will show that the organisation is currently hiring for the respective roles. The most important thing is that the hiring of the individuals that are suitable for the organisation. Impresso Espresso will try to find individuals that have the quality to work with a team, are active listeners and attention to detail (Rahardjo et al., 2019).
[bookmark: _l0zdultrql7l][bookmark: _Toc89262412]6. Evaluation of the strategies that will be used in marketing with initiatives of marketing and PR
Marketing Mix is one of the best tools that Impresso Espresso should use for the marketing of its products and services. The 4P's of the Marketing Mix will be highly useful for the Impresso Espresso for the understanding of the development of their products and services as well as in the deciding of the price. The Marketing Mix will also help in the arrangement of the products as well as the methods that will be used for advertising and promotion. It has been evaluated by the analysis of the market that the use of the internet for the promotion of products is being highly used. Furthermore, the promotion of the products and services is very important also in current times, the use of digital marketing has been increasing (Thabit and Raewf, 2018.). Impresso Espresso should use social media for the promotion of its products. Impresso Espresso should also develop their website and use tools such as Search Engine Optimisation or SEO for the driving of traffic to their websites. This will lead to growth in the sales of the organisation (Chaffey and Ellis-Chadwick, 2019). This will lead to having strong public relations and will gather a lot of new customers to the business. Impresso Espresso should also try to promote their products outside the digital world via the use of advertisement programmes, newspapers and other similar methods as online marketing is not just enough for an organisation to grow (Seitel, 2017).
[bookmark: _tx1s9gj115fj][bookmark: _Toc89262413]7. Discussion of the financial resources of the organisation
Impresso Espresso will be a sole trader organisation. Hence, the only means of financial resource will be the owner of the organisation. The other financial resources that can be are business support by Welsh government, bank loans and financial aid from which can be gathered via the selling of the shares of the organisation, this case comes when the organisation will be facing difficulties. Also, the profits that are taken can act as method that will help the organisation in providing the cash (Jones and Talbott, 2021). The owner of the Impresso Espresso will be able to add its saving into the organisation which will also be a financial method. These of the capital in the organisation should be done properly as expending without prior thinking can lead the organisation to require financial aids from the banks which can harm the organisation. As the organisation will be the sole trader the probability of financial aid may come in line of development. Hence proper planning of the finance of the organisation will also be important (Bakhtiari et al., 2020).
[bookmark: _1d8e5140maw4][bookmark: _Toc89262414]8. SWOT analysis of the organisation
A SWOT analysis is used in the understanding of the various factors that can have an impact or can influence an organisation, these factors are the strengths, weaknesses, opportunities and threats to the organisation. With the use of the analysis, one can have a better view of the various aspects of the business (Teoli et al., 2019).
Strengths: Impresso Espresso will have huge strengths in terms of advertisement and the qualities of products and services developed. The organisation will be able to perform well using the marketing strategies as they will be able to gather a huge customer base. Furthermore, as a new business, they will provide offers to attract customers which will also be a strength (GURL, 2017).
Weaknesses: As a new business, Impresso Espresso will be weak when it comes to competition. Due to the presence of strong competitors in the industry. Impresso Espresso is likely to have huge competition which may harm the business. It will also be quite difficult for the company to gather staff that will stay dedicated (Steer et al., 2019).
Opportunities: Discovering new marketing strategies can be a huge opportunity for Impresso Espresso to expand its business. The use of the five methods of Porter can help the organisation to have an understanding of the competitors of the organisation. Also, it can use Ansoff Matrix to understand how they can introduce their products into different markets of the UK (Dalton, 2019).
Threats: The biggest threat that will be there for Impresso Espresso is having a single owner. A sole trader is highly unpredictable for a new company that deals in an uncommon product. The organisation will be responsible to have a huge competition which can harm the organisation (Vlados and Chatzinikolaou, 2019).
[bookmark: _fst8diyf9bce][bookmark: _Toc89262415]9. 12-month cash flow forecast
Applied the principle of business cash flow generally started to bring a supportive development related to business financial performances in an open order. With the application of this added support, the management is also able to realise a significant amount of development with the maintenance of which business operating design can also be initiated in a supportive order. To present this particular business a significant volume of bank borrowings has been initiated which is indicating the amount of 10000 at the beginning mainly.
When the idea of business cash flow was used, it began to produce a positive trend in terms of business financial performance in an open order. With the use of this additional assistance, management is also able to recognise a considerable amount of development, with the maintenance of which company operational design may also be begun in a supporting order. To present this particular business a significant volume of bank borrowings has been introduced which is indicating the amount of 10000 at the beginning mainly.
According to the present performances a significant volume of 12 cash flow budget for this particular business has been provided below;
[image: ]
[bookmark: _k7aspm60y6wv][bookmark: _Toc89262416]Conclusion
To conclude the topic of the business plan it can be said that the development of a proper business plan is very important for an organisation and more important for new businesses. With the use of the proper structure for marketing and placement of the product an organisation will be able to succeed. Promotion of the products is the key role in the sales of the products. Hence, Impresso Espresso should use proper methods of advertisements. Furthermore, the development of the organisation is also dependent on the employees of the organisation which shows that Impresso Espresso must be very selective in employing individuals. These were some factors that will help Impresso Espresso to form a plan for the development of their business.
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12-MONTH CASH FLOW FORECAST

Cash in-flows Jan Feb Mar Apr May June July Aug Sept Oct Nov Dec TOTAL

Cash sales £15,000 £20,000 £19,000 £23,000 £19,000 £16,000 £35,000 £27,500 £25,600 £35,000 £45,000 £29,000 £309,100

Start Up Loan £10,000 n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a £10,000

Other sources of cash or equity £18,000 £10,000 £13,000 £15,000 £13,000 £15,000 £5,000 £9,000 £8,500 £7,500 £5,600 £6,800 £126,400

Existing assets for business purposes £5,000 £5,000 £5,000 £4,000 £3,000 £3,500 £2,500 £2,000 £2,000 £3,500 £4,000 £4,500 £44,000

Total cash in-flows (A) £48,000 £35,000 £37,000 £42,000 £35,000 £34,500 £42,500 £38,500 £36,100 £46,000 £54,600 £40,300 £489,500

Cash out-flows

Total anticipated cost of sales £10,000 £15,000 £13,000 £18,000 £15,000 £11,000 £24,000 £23,000 £21,000 £30,000 £40,000 £25,000 £220,000

Rent or premises costs £5,000 £5,000 £5,000 £5,000 £5,000 £5,000 £5,000 £5,000 £5,000 £5,000 £5,000 £5,000 £55,000

Utilities (gas, electricity, water) £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £5,500

Insurance £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £1,000 £11,000

Telephone and internet £100 £101 £102 £103 £104 £105 £106 £107 £108 £109 £110 £111 £1,155

Marketing and advertising expenses £250 £250 £250 £250 £250 £250 £250 £250 £250 £250 £250 £250 £2,750

Vehicle running costs £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £1,650

Equipment purchase or leasing £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £5,500

Postage, printing, stationery

£150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £1,650

Transport and delivery £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £200 £2,200

Salary £3,500 £3,500 £3,500 £3,500 £3,500 £3,500 £3,500 £3,500 £3,500 £3,500 £3,500 £3,500 £38,500

Professional fees (legal, accounting etc.) £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £1,500 £16,500

Total cash out-flows (B) £22,850 £27,851 £25,852 £30,853 £27,854 £23,855 £36,856 £35,857 £33,858 £42,859 £52,860 £37,861 £361,405

Your net cash flow (A-B) £25,150 £7,149 £11,148 £11,147 £7,146 £10,645 £5,644 £2,643 £2,242 £3,141 £1,740 £2,439 £128,095

£0 £25,150 £32,299 £43,447 £54,594 £61,740 £72,385 £78,029 £80,672 £82,914 £86,055 £87,795

£25,150 £32,299 £43,447 £54,594 £61,740 £72,385 £78,029 £80,672 £82,914 £86,055 £87,795 £90,234

MONTHS

Opening balance 

Closing balance


