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[bookmark: _Toc202559162]1. Defining the Business Concept and Brand Identity
Snack Wall Society introduces a contemporary twist on catering by offering visually impactful display walls filled with edible cones made from sweet or savoury waffles. These cones, filled with gourmet charcuterie or artisanal desserts, function as both food and decor, creating a statement piece at events. The product offering addresses the rising demand for catering that is not only delicious but also Instagram worthy and convenient. With its name, Snack Wall Society positions itself as both sophisticated and community driven offering something different, elegant, and experiential for celebrations ranging from weddings to corporate receptions.

[bookmark: _Toc202559163]2. Origins of the Business Idea and Entrepreneurial Motivation
The concept for Snack Wall Society emerged after experiencing repetitive and uninspiring catering across multiple events. While venues were beautifully styled, the food presentation rarely matched the visual experience expected by today’s audience. A casual conversation at a party about how the cake table looked better than it tasted sparked the thought: what if the food itself could become the feature? The idea of edible cones mounted on decorative walls was born. To validate the concept, a digital questionnaire was distributed. The findings were promising: a large percentage of respondents found the idea highly appealing and expressed strong interest in booking such a service in the future. This real world feedback confirmed a market opportunity and inspired the transition from idea to business model.
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Snack Wall Society (2025a)

[bookmark: _Toc202559164]3. Business Structure and Legal Ownership Considerations
Snack Wall Society will be launched as a sole trader business. This model provides full decision-making control, low startup costs, and ease of setup key advantages for a small, service-based enterprise (Williams, 2022). The streamlined structure enables a rapid response to customer feedback and flexibility in day-to-day operations. However, it also presents disadvantages, including unlimited personal liability and limited access to external funding (Alvarez, 2018). For the current stage of development, the benefits of simplicity and autonomy compensate these limitations. Should the business scale rapidly, transitioning to a limited company will be explored to limit liability and attract investors.

[bookmark: _Toc202559165]4. Vision, Strategic Direction, and Value Proposition
The mission of Snack Wall Society is to deliver elegant, high quality catering experiences that transform food into decor, and why not, memories. The strategic aim is to become a preferred provider for decorative catering in South Wales. SMART objectives have been established to measure progress: securing 30 bookings in the first year, reaching 1,000 Instagram followers within six months, and generating at least £30,000 in revenue by the twelfth month. These goals are specific, measurable, achievable, relevant, and time-bound (Barrow et al., 2021). The unique selling proposition (USP) lies in offering a dual purpose product that is both practical and photogenic meeting modern customer expectations for both taste and presentation (Kotler, Armstrong and Opresnik, 2021).

[bookmark: _Toc202559166]5. Strategic Location and Physical Operations
Cardiff has been selected as the base of operations due to its vibrant event industry, growing economy, and proximity to key markets including Swansea, Newport, and Bristol. The mobile nature of the business eliminates the need for permanent retail space, enabling low fixed costs and high geographic flexibility (Whittington et al., 2023). Events will be booked online through a minimalist website and serviced at customer locations via van delivery. This location based strategy aligns with both logistical efficiency and brand identity as a flexible, premium service provider.

[bookmark: _Toc202559167]6. Human Resource Requirements and Organisational Structure
Initially, the business will be operated by the founder, supported by a network of freelancers. These include photographers for marketing content, part time assistants for event setup, and social media contributors. Local job boards and university career services in Cardiff will be used to source talent (Young, 2020). As demand grows, a part time operations assistant will be recruited to support logistics and customer service. The flat structure allows agility during the startup phase while laying a foundation for future scalability through clearly defined but flexible roles.

[bookmark: _Toc202559168]7. Marketing Strategy and Promotional Implementation
Snack Wall Society will employ a digital first marketing strategy, anchored in visual storytelling and customer engagement. Social media platforms, especially Instagram and Facebook, will serve as primary channels due to the visual nature of the product. Content will include styled photo shoots, reels, and customer testimonials. Offline efforts include printed flyers and business cards distributed at wedding expos and networking events. A launch campaign is scheduled featuring a giveaway collaboration with a local stylist. This approach reflects research by Armstrong, Kotler and Opresnik (2023), who note that emotional storytelling and authenticity are central to building strong digital brands in the experience economy.
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                               (Snack Wall Society, 2025b)			                                     Snack Wall Society (2025c)

[bookmark: _Toc202559169]8. Market Research: Insights and Application
To inform product design and marketing strategy, both primary and secondary research were conducted. A questionnaire distributed to eventgoers in South Wales revealed that weddings and birthdays were the most attended events. Over 85% of participants found the cone wall idea appealing, and nearly 80% stated they would consider using the service (Tutuiu, 2025). Key decision making factors included visual appeal, ease of service, and uniqueness. Secondary research reinforced the importance of aesthetic value in catering choices (Soltanifar, Hughes and Göcke, 2021). These insights directly shaped the product offering, event targeting, and digital brand tone.
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             Snack Wall Society (2025d)

[bookmark: _Toc202559170]9. Startup Costs, Financing Plan, and Financial Viability
The total startup cost is estimated at £4,000, which covers equipment, materials, branding, and marketing. This will be funded through a combination of £2,000 personal savings and a £2,000 Start Up Loan. A 12 month cash flow forecast indicates profitability beginning in month two, with a cumulative surplus of over £21,000 by year end. These projections are based on a conservative estimate of two events per month scaling to six, with consistent pricing and reinvestment into marketing and materials (Williams, 2022). The model’s financial viability is strengthened by low overheads, direct customer sales, and scalable operations.
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                           (Snack Wall Society, 2025e)


[bookmark: _Toc202559171]10. SWOT Analysis and Strategic Risk Response
A SWOT analysis identifies the business’s key strengths: a unique and appealing product, mobile delivery model, and strong brand potential. Opportunities include expanding into DIY kits, corporate partnerships, and event styling collaborations. The main weakness is limited capacity at launch, with only one display wall available. To mitigate this, I plan to build a second wall by month seven using reinvested revenue. I will also offer a “Wall & Drop” delivery option, where cones are delivered pre stacked and collected after the event. This model increases service capacity without requiring extra staff. In addition, caps will be placed on weekly bookings, and off season incentives will be trialled to smooth demand fluctuations (Baron and Hmieleski, 2018).



[bookmark: _Toc202559172]Reflective Evaluation on Developing the Business

Developing the business plan for Snack Wall Society was a challenging yet rewarding process that deepened my understanding of both strategic thinking and practical entrepreneurship. What initially started as a creative idea born out of personal frustration with repetitive catering solutions quickly turned into a structured business concept with real potential. The process of moving from idea to implementation taught me how essential research, planning, and self-awareness are in turning a vision into something tangible and viable. One of the most important things I realised during this process is that good ideas are not enough on their own. In the beginning, I was enthusiastic about the cone wall concept because I believed it filled a gap in the market. However, only after designing and distributing a questionnaire did, I understand how valuable real world feedback is. Seeing the positive response from potential customers confirmed that the idea wasn’t just a personal preference it addressed a genuine demand. That was a turning point for me. It gave the business plan more direction and gave me more confidence in pursuing it further.
Another insight came from working through the financial section of the plan. I have always been more comfortable with creative thinking than with numbers, so building a cash flow forecast and calculating startup costs initially felt overwhelming. But in doing so, I learned how vital it is to understand the financial reality of running a business. It is not just about making sales it is about managing costs, projecting growth, and planning for sustainability. Having to face that side of the plan helped me develop more discipline and realism in my thinking. I now understand that creative passion needs to be balanced with structure and data. A challenge I faced during this journey was narrowing the focus of the service. There were moments where I wanted to offer everything to everyone cones for all types of events, different sizes, multiple wall designs but I realised that trying to do too much at once can dilute the brand and overwhelm the business. It was difficult to scale back, but it taught me the value of starting small and growing with intention. I now see the importance of defining clear priorities in the early stages of a startup.
Throughout the process, I also became more aware of my own strengths and weaknesses as a potential entrepreneur. I enjoy branding, storytelling, and customer engagement, and these parts of the plan came naturally. On the other hand, I struggled more with operational planning and logistics, which showed me where I will need support or collaboration in the future. This self-awareness is something I did not expect to gain from a business plan, but it might be one of the most valuable takeaways.
In conclusion, this experience was more than an academic task it felt like laying the foundation for something real. I now appreciate the complexity behind a well-developed business, and I have gained both confidence and clarity. Whether or not Snack Wall Society becomes a full time venture, I know that I have built something I believe in, backed by research, and shaped by reflection.
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How appealing do you find the idea of decorative display walls with edible cones (savoury or sweet) at events?
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. Would you consider using this type of catering service for a future event you're hosting?

&=
Yes, definitely 12 ‘

Maybe 6

Not sure 1 30%
Probably not 1 60%
No 0




