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	[bookmark: _Toc287535392][bookmark: _Toc287535890]1 Executive summary
The BritBeans Café is designed to revamp London’s coffee scene by providing its customers with a distinctive and eco-friendly coffee experience. The city centre is where we will be located. We will be serving ethically sourced coffee beans, artisanal pastries, and a variety of teas in a cosy ambience. The team of seasoned professionals headed by Founder and CEO Sorin Chelm at BritBeans Café is going to be serving customers from diverse segments, such as eco-conscious millennials, students, remote workers, and tourists. Through community engagement, customer satisfaction, and operational excellence, our business model becomes the pillar of our community. For the next three to five years, we aim to open many venues, develop partnerships with local suppliers, and increase the turnover to £500,000 and above. Leveraging competitive pricing, developing innovative marketing campaigns, and emphasising the high quality of our business in every aspect, BritBeans Café is committed to becoming a part and parcel of London's coffee culture.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891]2 Business details
[bookmark: _Toc287535394]Company name:
BritBeans Café
	

	
	[bookmark: _Toc287535395]Address:
456 Queen Street, London, EC1A 1HQ, UK
	

	
	Primary contact method
Email: info@britbeanscafe.co.uk
Phone: +44 20 1234 5678
	

	
	
	

	
	[bookmark: _Toc287535398]The business will: (Provide a brief description of what your business will do)
BritBeans Cafe will be a cosy nook for coffee and tea lovers in the centre of London. We will be focusing on fresh British coffee beans and a wide range of traditional and herbal teas, as well as artisanal pastries and sandwiches. Our café will be a place where people can socialise and be a part of the community.

 

	

	



	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc287535892]3 Key personnel
[bookmark: _Toc287535400]Details of owner(s):
	

	
	Owner:
	

	
	Name: Sorin Chelm
Position/Main Responsibilities: Founder & CEO
	

	
	
	

	
	Experience and Knowledge of Our Industry: Over 2 years of experience in the coffee industry, with in-depth knowledge of coffee sourcing, brewing techniques, and café management.
	

	
	Previous Employment: Manager at JavaBeans Café, where she led operations and increased sales by 40% over three years.
	

	
	Key Skills Brought to the Business: Leadership, strategic planning, coffee expertise, and customer service.
	

	
	Business Experience and Any Training Undertaken: Successfully ran a pop-up coffee stand for 2 years, extensive barista training, and a business management course.
	

	
	Academic/Professional Qualifications: B.A. in Business Administration, Certified Barista Instructor.
	

	
	Salary Expectations: £30,000
	

	
	
	

	
	Employees:
	

	
	Name: Lucy Hamilton
	

	
	Position/Main Responsibilities: Head Barista
	

	
	Experience and Knowledge of Our Industry: 5 years as a professional barista, with a passion for crafting perfect coffee drinks.
	

	
	Previous Employment: Lead Barista at Café Artisan.
	

	
	Key Skills Brought to the Business: Expertise in coffee brewing.
	

	
	Business Experience and Any Training Undertaken: Barista training programs, coffee tasting workshops.
	

	
	Academic/Professional Qualifications: Diploma in Hospitality Management.

	
	Salary Expectations: £28,000

	
	

	
	Name: Alex Johnson

	
	Position/Main Responsibilities: Marketing Manager

	
	Experience and Knowledge of Our Industry: 3 years of experience in marketing within the hospitality sector.

	
	Previous Employment: Marketing Coordinator at BistroBake, where he led successful social media campaigns.

	
	Key Skills Brought to the Business: Digital marketing, social media strategy, brand development.

	
	Business Experience and Any Training Undertaken: Completed courses in Digital Marketing and Social Media Management.

	
	Academic/Professional Qualifications: BSc in Marketing.

	
	Salary Expectations: £35,000

	
	

	
	Name: Sarah Gomez

	
	Position/Main Responsibilities: Operations Manager

	
	Experience and Knowledge of Our Industry: 7 years in café operations, specializing in supply chain and inventory management.

	
	Previous Employment: Operations Assistant at BeanScene Café, where she optimized supplier contracts and inventory systems.

	
	Key Skills Brought to the Business: Supply chain management, operational efficiency, team leadership.

	
	Academic/Professional Qualifications: MSc in Operations Management.

	
	Salary Expectations: £32,000



[bookmark: _Toc287535402][bookmark: _Toc287535893]Vision
	
	
	

	
	[bookmark: _Toc287535403][bookmark: _Toc287535894]4 The business idea
	

	
	[bookmark: _Toc287535404]Sum up your business idea:
4. The Business Idea
BritBeans Café will offer a unique coffee experience by serving high-quality, ethically sourced coffee and homemade pastries in a cozy, welcoming environment. Utilizing the Business Model Canvas (BMC) to explain, our key components are:
· Value Propositions: Offering not just coffee, but an experience through specialty brews, coffee education sessions, and community events.
· Customer Segments: Targeting coffee enthusiasts, remote workers, and local residents seeking quality coffee and a comfortable workspace or meeting spot.
· Channels: Sales will be conducted through the café, online orders, and local delivery services.
· Customer Relationships: Building loyal customer relationships through exceptional service, loyalty programs, and community engagement.
· Revenue Streams: Revenue will be generated from coffee and pastry sales, merchandise, and hosting coffee-related workshops.
· Key Activities: Sourcing quality coffee beans, preparing coffee, managing the café, and engaging with the community.
· Key Resources: Skilled baristas, a well-located café space, and high-quality coffee beans.
· Key Partners: Local bakeries for pastries, coffee bean suppliers, and community organizations.
· Cost Structure: Costs will include rent, salaries, ingredients, marketing, and utilities.


	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535405][bookmark: _Toc287535895]5 Business goals
	

	
	1. What do you want to achieve in your first year of business? 
	

	
	· Achieve a turnover of £150,000.
· Establish a strong local presence and build a loyal customer base.
· Achieve a customer satisfaction rate of over 90%.
· Operate at breakeven or achieve a modest profit by the end of the first year.
· Develop and launch a mobile app for ordering and loyalty rewards to enhance customer engagement and convenience.

	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?
· Expand BritBeans Café to multiple locations within the region.
· Establish partnerships with more local businesses and suppliers.
· Increase turnover to over £500,000 with profitable operations across all locations.
· Adopting the business platform model of Klofsten, we aim to reinforce our role in the coffee market by extending our product line (for example, introducing new coffee varieties and vegan and gluten-free options), improving our organisational capabilities using training and technology investments, and extending our market reach through both physical and digital channels. This strategy promotes sustainable development and a strong market share.

	

	
	
	

	
	
	

	
	

	
	
	

	
	[bookmark: _Toc287535406][bookmark: _Toc287535896]6 What the business does

	

	
		Product/service
	Features
	Benefits

	· [bookmark: Text26]Specialty Coffee
	· Sustainably sourced beans
	· Enhances flavor, supports fair trade

	· In-house Baked Pastries
	· Freshly prepared daily
	· Offers freshness, homemade taste

	· Variety of Brewing Methods
	· Espresso, French press, cold brew, etc.
	· Cater to all coffee preferences

	· Cozy Environment
	· Comfortable seating, free Wi-Fi
	· Ideal for relaxation or work

	· Seasonal Menu Items
	· Rotating selections based on seasons
	· Provides novelty and choice

	· Customer Loyalty Program
	· Rewards for frequent visits
	· Encourages repeat business, builds community



	

	
	
	

	
	[bookmark: _Toc287535407][bookmark: _Toc287535897]7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	· We offer a "From Bean to Cup" experience with an in-house roasting facility, which not only ensures freshness but also allows customers to personalize their coffee roast level.
· Our café operates with a commitment to sustainability, including compostable packaging and a zero-waste policy.
· We host community events and barista workshops, fostering a strong local community connection.
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc287535898]8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:
1. Food and Beverage Service License
2. Health and Safety Inspection Certifications
3. Public Liability Insurance
	

	
	You will meet your legal and insurance requirements by:
1. Applying for all necessary permits and passing all health inspections before opening.
2. Training staff thoroughly in health and safety protocols to ensure compliance.
3. Securing insurance from a provider that specializes in food and beverage businesses.
	

	
	
	



[bookmark: _Toc287535409][bookmark: _Toc287535899]Marketing
	
	
	

	
	[bookmark: _Toc287535410][bookmark: _Toc287535900]9 Market research
	

	
	[bookmark: _Toc287535411]Trends in your chosen market are:
· Increasing demand for specialty coffee and ethically sourced products.
· A rise in the "coffee culture" with consumers seeking unique coffee experiences.
· Growth in plant-based and health-conscious food and beverage options.
	

	
	[bookmark: _Toc287535412]How you know this: 
· Industry reports show a significant rise in specialty coffee sales (Khan, 2022).
· Social media and online platforms highlight a growing coffee enthusiast community (Grubor and Milicevic, 2021).
· Market analysis indicates a higher consumption of plant-based products in cafes (Mitchell and Greatorex, 2021).
	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901]10 Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are:
The customer groups BritBeans will be targeting are:
1. Eco-conscious millennials
· aged 25-34
· College educated, middle-high income
· Value sustainability, willing to pay premium
· Where they hang out: Social media, environmental sites
2. Students
· Aged 18-24
· Frequent cafes to study and socialize
· Value affordability, atmosphere
· Where they hang out: College campuses, apartment neighborhoods
3. Remote workers
· Aged 30-45
· Middle-higher income
· Need workspace and stable internet
· Where they hang out: Co-working spaces, cafes with wifi
4. Tourists
· Domestic and international
· Middle-high income bracket
· Experience local culture and food
· Where they hang out: Top sightseeing destinations and attractions
Similar web Analysis

[image: ]

[image: ]

[image: ]

[image: ]

Workshop Coffee is one of the leading coffee shops in the UK. The Workshop Coffee's similarweb report shows that UK users lead monthly visits with a 74.77% share and are growing from there. Sharply going down on the US and Norway. Among the top mentions are roastful.com and google.com, which reflect a good SEO (search engine optimisation) strategy. YouTube is the current and obvious leader in social traffic statistics, hinting at the popularity of video as another effective marketing strategy. The BritBeans Coffee could try and execute a UK-centred digital strategy like Workshop Coffee did for its target customers, which will involve SEO and video content marketing to increase the visits and engagement seen in the provided analytics.

 





	

	
	[bookmark: _Toc287535415]Your customer research has shown what your customers want is: 
	

	
	1. Eco-conscious millennials demand transparent sourcing and documented environmental responsibility. The secondary research was performed by studying the reports and trend analyses that showcase the vital role of sustainability for this age group. Moreover, the studies and articles reveal their intention to patronise businesses with environment-friendly operations (Paulson and Williamson, 2020).
2. Students: They are of high priority and also create an atmosphere of socializing. Research included the examination of consumer behaviour studies and academic journal articles that concentrated on the spending habits of students. The market research summaries from IBISWorld or Mintel databases indicate that this group places a lot of emphasis on cost and community importance (Rachmad, 2022).
3. Remote Workers: These places require facilities like strong Wi-Fi, power outlets, and comfortable chairs. Secondary research was collected from remote work and productivity blogs, LinkedIn articles that talk about work trends, and surveys that were conducted by remote work advocacy organisations, which give us a clear picture of the needs of this customer segment (Bugg, 2022).

4. Tourists: They look for experiences that are specific to their location and try to make things more convenient for themselves (Holt, 2022). Travel industry reports, tourism surveys, and travel blog reviews were studied to identify the interests of this group. Through this, websites that aggregate tourist reviews, such as TripAdvisor, were also searched to reveal patterns in tourist café usage and expectations (Holt, 2022).
	

	
	
	

	
	[bookmark: _Toc287535416]How you know this:
· The data is derived from industry reports, consumer behaviour analyses, academic research, and articles from reliable sources related to sustainability, student life, remote work, and tourism. Such secondary data helps to generalise customers' overall preferences and behaviours (Mccorriston and Osborne, 2019).
	

	
	[bookmark: _Toc287535417]Number of customers you expect to win in each group and what they might pay:
	[bookmark: _Toc287535418]Group
	[bookmark: _Toc287535419]Number of customers
	[bookmark: _Toc287535420]Price they might pay per unit

	Eco-conscious millennials
	150
	£3.50

	Students
	300
	£2.50

	Remote workers
	100
	£4.00

	Tourists
	200
	£3.75



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc287535902]11 Profiling competitors

	

	
		Competitor name
	Strengths
	Weaknesses

	Cafe Aroma
	Convenient location
	Higher prices

	Bean There
	Award-winning baristas
	Limited seating

	Brew Crew
	Fast service
	Inconsistent quality

	Sip N’ Snack
	Diverse menu
	Slow service during peak hours

	The Local Bean
	Community involvement
	Limited opening hours



[bookmark: _Toc287535443]



How you can improve on their offer and/or price(s) unique offerings:
· Implement a policy that undercuts competitors' pricing by 5%, providing more affordable coffee options.
· Feature a different locally-sourced coffee each week at a discounted rate to promote regional producers.
· Provide discounts to customers using reusable cups to reinforce our eco-friendly practices and savings.
· Designate a dedicated space for customers seeking a quiet environment for work or study with premium Wi-Fi.
· Introduce a monthly subscription plan with perks like priority seating and complimentary pastries.
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903]12 Managing market risks
[bookmark: _Toc287535445]Write down the risks you have identified:
1. Saturated market with many coffee shops.
2. The economic recession which discourages consumers from spending on non-necessities such as gourmet coffee (Simamora, 2020).
3. Supply chain disruptions that are hindering the availability of ingredients (Smith, 2021).
4. Seasonal variation of customer traffic.
5. Change in consumer preferences resulting in a decline of current offerings.
	

	
	[bookmark: _Toc287535446]How will you manage these risks so that they become less of a threat:
	

	
	1. Differentiate with unique offerings and an outstanding customer experience to distinguish yourself from others.
2. Provide a variety of products at various price ranges in order to ensure that cost-conscious individuals can still find solutions in your shop.
3. Expanding the number of suppliers is also important, as is keeping a good stock of essential items to prevent the problem of supply.
4. Generate seasonal promotions that can draw new customers during off-peak periods.
5. Constantly improve the menu based on customer feedback and current market trends.
	

	
	[bookmark: _Toc287535447][bookmark: _Toc287535904]13 Pricing
	

	
	[bookmark: _Toc287535448]How you can calculate your prices:
	

	
	· Factor in the cost of goods, desired margin, and competitor pricing for market alignment.
· Use a tiered pricing strategy for different sizes and specialty drinks.
· Regularly review and adjust prices based on operational costs and market conditions.
· Offer discounts and loyalty rewards to encourage repeat business and higher spend per visit.
· Consider value-based pricing for specialty items that offer unique experiences to customers.
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535449]How your prices compare with the competition:
	

	
	
	Product/service
	Your price(s)
	Range of competitor prices (per unit)

	Standard Coffee
	£2.30
	£2.50 - £3.00

	Specialty Latte
	£3.20
	£3.00 - £4.00

	Freshly Baked Croissant
	£1.70
	£1.80 - £2.50

	Organic Tea
	£2.10
	£2.00 - £3.00

	Seasonal Specials
	£3.80
	£3.50 - £4.50




	

	
	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
· Sourcing Costs: Our direct relationships with coffee growers allow for more competitive pricing on standard coffee and specialty lattes.
· Production Efficiency: We bake our pastries in-house, reducing costs and allowing us to offer freshly baked croissants at a lower price.
· Pricing Strategy: Our organic tea is priced slightly above the lowest competitor to reflect our quality while remaining competitive.
· Quality of Ingredients: The premium ingredients in our seasonal specials justify a higher price point, aligning with top market prices.
· Value Proposition: Our pricing reflects our commitment to sustainability and community, which adds value beyond the physical product.

	

	
	
	














	
	
	

	
	[bookmark: _Toc287535451][bookmark: _Toc287535905]14 Promotion and advertising
[bookmark: _Toc287535452]How and where will you promote your product/service?
	

	
	
	

	
	· Utilize Instagram and Facebook for daily updates, customer engagement, and targeted ads showcasing our coffee and sustainability ethos.
· Partner with local businesses and events for cross-promotion, offering exclusive discounts to mutual customers.
· Conduct coffee workshops and tastings in-store to build a community of loyal, informed customers (Barringer and Ireland, 2018).
· Implement a referral program incentivizing current customers to bring friends, expanding our customer base organically.
· Launch an email newsletter featuring new products, café news, and special offers to keep customers informed and returning (Svartbäck and Ekholm, 2021).








	

	
	
	

	
	
	



[bookmark: _Toc287535453][bookmark: _Toc287535906]Running the business
	

	
	

	
	[bookmark: _Toc287535454][bookmark: _Toc287535907]15 Staff


	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	Barista
	£20,000
	Previous barista experience
	Barista certification

	Chef
	£25,000
	Experience in baking and pastry
	Culinary arts degree

	Manager
	£30,000
	Experience in retail management
	Business management degree

	Marketing Specialist
	£28,000
	Background in digital marketing
	SEO and social media courses

	Cleaner
	£18,000
	Experience in commercial cleaning
	Health and safety certification



	

	
	[bookmark: _Toc287535455][bookmark: _Toc287535908]16 Premises

	
	Cost £

	Premises required at start-up: Central London location
	£200,000

	Premises required in the future (if different): Second location in business district
	£150,000



	

	
	[bookmark: _Toc287535456][bookmark: _Toc287535909]
17 Suppliers
[bookmark: _Toc287535457]Your key suppliers and their credit terms
	Supplier
	What you’ll buy from them
	Number of days’ credit

	Union Hand-Roasted Coffee
	Coffee Beans
	30 days

	Gail’s Bakery
	Baked Goods
	30 days

	Habitat
	Furniture & Decor
	45 days

	Arla Foods
	Dairy Products
	30 days

	Local Farmers Market
	Fresh Produce
	15 days

	Clean Supplies Co.
	Cleaning Supplies
	30 days

	TechWare Solutions
	POS System & Tech
	60 days

	EcoPackaging
	Biodegradable Packaging
	30 days



	

	
	
	

	
	
	




	
	
	

	
	[bookmark: _Toc287535458][bookmark: _Toc287535910]18 Equipment
	

	
	
	Resource
	When
	How Funded
	Cost £ per Unit

	Espresso Machine
	Start-up
	Loan
	£5,000

	Coffee Grinder
	Start-up
	Loan
	£800

	Oven
	Start-up
	Loan
	£1,500

	Refrigeration Unit
	Start-up
	Loan
	£2,000

	POS System
	Start-up
	Investment
	£1,200

	Furniture Set
	Start-up
	Investment
	£10,000

	Dishwasher
	Start-up
	Investment
	£1,000

	Coffee Brewer
	Start-up
	Loan
	£600




	

	
	
	

	
	
	

	
	
[bookmark: _Toc287535459][bookmark: _Toc287535911]










19 Managing operational risks

	Risk
	Solution

	Staff
· High staff turnover.
· Low employee engagement.
· Recruitment challenges.
· Skillset deficiencies.
	
· Offer competitive wages, opportunities for advancement, and a healthy work-life balance to reduce turnover (Nelson, 2013).
· Foster a positive workplace culture that values staff input and provides recognition for their contributions.
· Implement a robust recruitment process that includes targeted job postings and partnerships with barista schools.
· Provide ongoing training and professional development opportunities, including workshops on the latest café trends (Kimes and Barrash, 2021).

	Suppliers
· Supply chain disruption.
· Material price volatility.
· Single-source reliance.
· Inconsistent quality.
	
· Establish a diverse supplier base to minimize the impact of disruptions from any single source.
· Engage in long-term contracts to lock in prices for key commodities, where possible.
· Develop relationships with multiple suppliers for specialty products to ensure a continuous supply (Sharma and Kharub, 2021).
· Implement strict quality control processes and regular supplier reviews to maintain high standards.





	

	
	
	



[bookmark: _Toc287535460][bookmark: _Toc287535912]Finance 		
	
	
	

	
	[bookmark: _Toc287535461][bookmark: _Toc287535913]20 Start-up costs
	

	
	[bookmark: _Toc287535462]Calculate how much money you need before you start trading

	[bookmark: _MON_1354449455][bookmark: _MON_1354450031][bookmark: _MON_1354450125][bookmark: _MON_1354450158][bookmark: _MON_1356440720][bookmark: _MON_1356442165][bookmark: _MON_1356442239][bookmark: _MON_1358089688][bookmark: _MON_1359207222][bookmark: _MON_1359207276][bookmark: _MON_1359207317][bookmark: _MON_1359883007][bookmark: _MON_1359957430][bookmark: _MON_1360669426][bookmark: _MON_1360669437][bookmark: _MON_1360670962][bookmark: _MON_1360670974][bookmark: _MON_1360670985][bookmark: _MON_1360671100][bookmark: _MON_1360671129][bookmark: _MON_1360671223][bookmark: _MON_1360671239][bookmark: _MON_1360671253][bookmark: _MON_1360671861][bookmark: _MON_1360672054][bookmark: _MON_1361091241][bookmark: _MON_1361091279][bookmark: _MON_1361091296][bookmark: _MON_1361091394][bookmark: _MON_1361091761][bookmark: _MON_1361091782][bookmark: _MON_1361101438][bookmark: _MON_1363597309][bookmark: _MON_1363598083][bookmark: _MON_1318014947]Category
	Cost £

	Equipment
	22,100

	Stock
	5,000

	Tools
	1,000

	Vehicles
	0

	Professional fees
	3,000

	Insurance
	2,000

	Rent/rent deposit
	10,000

	Stationery
	500

	Marketing
	4,000

	Consumables
	2,000

	Licences
	500

	Training
	1,500

	Association fees
	0

	Wages/recruitment
	10,000

	Security/health and safety equipment
	2,000

	Market research costs
	3,000

	Decorations
	2,500

	Initial ingredient purchase
	3,000

	Software subscriptions
	1,200

	Other
	1,500

	TOTAL
	74,800






	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast
	Category
	Year 1 (£)
	Year 2 (£)
	Year 3 (£)

	Total expected sales
	88,000
	129,000
	164,000

	Less variable costs
	43,000
	64,000
	78,000

	Gross profit
	45,000
	65,000
	86,000

	Gross profit margin
	51.14%
	50.39%
	52.44%

	Salaries/wages (survival income + any staff)
	12,000
	18,000
	24,000

	Premises (including rent, rates, utilities)
	6,000
	8,000
	10,000

	Telephone and broadband
	600
	800
	1,000

	Printing, post and stationery
	300
	400
	500

	Advertising and promotion
	2,000
	2,700
	3,400

	Bank charges
	200
	250
	300

	Professional fees
	800
	1,000
	1,200

	Insurances
	1,000
	1,200
	1,400

	Bank/HP/Interest
	1,000
	1,300
	1,600

	Stock
	3,000
	4,000
	5,000

	Consumables
	800
	1,000
	1,200

	Equipment and vehicle leasing
	1,500
	1,800
	2,100

	Depreciation
	1,000
	1,200
	1,400

	Other (please specify)
	600
	700
	800

	Total fixed costs
	30,800
	41,350
	52,900

	Net profit (gross profit less fixed cost)
	14,200
	23,650
	33,100

	Net profit margin
	16.14%
	18.33%
	20.18%

	Break even
	73,800
	105,350
	130,900



	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535465][bookmark: _Toc287535915]22 Sourcing finance
	



	
	[bookmark: _Toc287535466]Total borrowing requirement for the business
[bookmark: _MON_1356441964][bookmark: _MON_1356445544][bookmark: _MON_1356445551][bookmark: _MON_1356445556][bookmark: _MON_1358089526][bookmark: _MON_1359207625][bookmark: _MON_1359809739][bookmark: _MON_1360670750][bookmark: _MON_1360670765][bookmark: _MON_1360672178][bookmark: _MON_1361092637][bookmark: _MON_1356441857][bookmark: _MON_1356441902][bookmark: _MON_1356441946]
	Description
	Amount (£)

	Start-up costs
	74,800

	Personal start-up contributions
	-20,000

	Other start-up contributions
	-10,000

	Total required (borrowing requirement)
	44,800

	The assets you have available as security
	45,000



	



	
	[bookmark: _Toc287535467][bookmark: _Toc287535916]


23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
[bookmark: _Toc287535468]The risks that you have identified for your financial forecast are:
	

	
	1. Unforeseen Expenses: Sudden costs can strain finances unexpectedly (Rickman, 2013).
2. Market Volatility: Fluctuations may affect sales and profitability.
3. Delayed Payments: Late payments can disrupt cash flow.
4. Interest Rate Fluctuations: Changes impact borrowing costs and repayments  (Williams, 2021).
5. Regulatory Changes: Compliance costs may increase due to new regulations .


	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
1. Emergency Fund: Maintain reserves to cover unforeseen expenses.
2. Diversification: Spread investments to reduce the impact of market volatility.
3. Incentives for Prompt Payments: Offer discounts to encourage timely payments.
4. Hedging Instruments: Use financial instruments to hedge against interest rate risks.
5. Compliance Monitoring: Stay informed and adapt to regulatory changes promptly.










	

	
	
	



	
	
	
	
	
	

	
	[bookmark: _Toc287535917][bookmark: _Toc287535470]24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 

	

	
	

	



	


	
	

	
	
	

	
	
	
	
	
	





25 Conclusion. 
In a nutshell, BritBeans Café is an extremely promising plan for starting a localised, community-oriented coffee shop in the central London area. Through concentrating on top-notch, ethically-sourced components, specialty coffee beverages, and a cosy environment, we have a clear advantage in the marketplace to meet growing consumer demand. Our competitive analysis, comprehensive financial projections, risk assessments, and mitigation strategies assure that BritBeans can meet the sales, profitability, and growth targets set for the next 3–5 years. Our team, with its passion, experience, and customer- and sustainability-focused mindset, will be the dominant force in London's bustling specialty coffee scene while also making positive social and environmental impacts. By practicing good business and the right values, the business is set for sustainable growth (Burns, 2022).
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INCOME

Cash from sales (incl. VAT) 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 60,000 60,000

Cash received from debtors 0 0 0 0 800 800 800 800 800 800 800 800 800 800 4,000 4,000

Capital/loans received 44,800 44,800 0 0 0 0 0 0 0 0 0 0 0 0 44,800 44,800

Personala and Family Contribution 44,800 30,000 0 0 0 0 0 0 0 0 0 0 0 0 44,800 30,000

TOTAL £ 89,600 74,800 0 10,000 10,800 10,800 10,800 10,800 10,800 10,800 10,800 10,800 10,800 10,800 153,600 138,800

EXPENDITURE

Wages to staff (incl. PAYE & NI) 0 0 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 6,000 6,000

Premises (rent, rates & utilities) 0 0 500 500 500 500 500 500 500 500 500 500 500 500 3,000 3,000

Telephone & Broadband 0 0 100 100 100 100 100 100 100 100 100 100 100 100 600 600

Printing, post & stationery 0 0 50 50 50 50 50 50 50 50 50 50 50 50 300 300

Advertising & promotion 0 0 200 200 200 200 200 200 200 200 200 200 200 200 1,200 1,200

Bank charges 0 200 200 200 200 200 200 200 200 200 200 200 200 1,200 1,200

Professional fees 0 300 300 300 300 300 300 300 300 300 300 300 300 1,800 1,800

Insurances 0 0 200 200 200 200 200 200 200 200 200 200 200 200 1,200 1,200

Bank/HP 0 0 150 150 150 150 150 150 150 150 150 150 150 150 900 900

Equipment & vehicle leasing 0 0 300 300 300 300 300 300 300 300 300 300 300 300 1,800 1,800

Payments relating to variable costs 0 0 300 300 300 300 300 300 300 300 300 300 300 300 1,800 1,800

Capital Expenditure 0 0 250 250 250 250 250 250 250 250 250 250 250 250 1,500 1,500

Other Payments 0 0 300 300 300 300 300 300 300 300 300 300 300 300 1,800 1,800

VAT 0 0 80 80 80 80 80 80 80 80 80 80 80 80 480 480

Owner's wages/salary 0 0 500 500 500 500 500 500 500 500 500 500 500 500 3,000 3,000

Owner's National Insurance 0 0 100 100 100 100 100 100 100 100 100 100 100 100 600 600

Loan repayments (incl. interest) 0 0 700 700 700 700 700 700 700 700 700 700 700 700 4,200 4,200

Stock 0 0 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 1,000 6,000 6,000

Consumables 0 0 400 400 400 400 400 400 400 400 400 400 400 400 2,400 2,400

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 0 0 6,630 6,630 6,630 6,630 6,630 6,630 6,630 6,630 6,630 6,630 6,630 6,630 39,780 39,780

Income less expenditure 89,600 74,800 -6,630 3,370 4,170 4,170 4,170 4,170 4,170 4,170 4,170 4,170 4,170 4,170 113,820 99,020

Opening bank balance 0 0 89,600 74,800 82,970 78,170 87,140 82,340 91,310 86,510 95,480 90,680 99,650 94,850 99,650 94,850

Closing bank balance 89,600 74,800 82,970 78,170 87,140 82,340 91,310 86,510 95,480 90,680 99,650 94,850 103,820 99,020 103,820 99,020

5 6 TOTAL



Start-up 0 1 2 3 4


Microsoft_Excel_97-2004_Worksheet.xls
First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)						10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		60,000		60,000

		Cash received from debtors		0		0		0		0		800		800		800		800		800		800		800		800		800		800		4,000		4,000

		Capital/loans received		44,800		44,800		0		0		0		0		0		0		0		0		0		0		0		0		44,800		44,800

		Personala and Family Contribution		44,800		30,000		0		0		0		0		0		0		0		0		0		0		0		0		44,800		30,000

		TOTAL £		89,600		74,800		0		10,000		10,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		153,600		138,800

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		0		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		6,000		6,000

		Premises (rent, rates & utilities)		0		0		500		500		500		500		500		500		500		500		500		500		500		500		3,000		3,000

		Telephone & Broadband		0		0		100		100		100		100		100		100		100		100		100		100		100		100		600		600

		Printing, post & stationery		0		0		50		50		50		50		50		50		50		50		50		50		50		50		300		300

		Advertising & promotion		0		0		200		200		200		200		200		200		200		200		200		200		200		200		1,200		1,200

		Bank charges				0		200		200		200		200		200		200		200		200		200		200		200		200		1,200		1,200

		Professional fees				0		300		300		300		300		300		300		300		300		300		300		300		300		1,800		1,800

		Insurances		0		0		200		200		200		200		200		200		200		200		200		200		200		200		1,200		1,200

		Bank/HP		0		0		150		150		150		150		150		150		150		150		150		150		150		150		900		900

		Equipment & vehicle leasing		0		0		300		300		300		300		300		300		300		300		300		300		300		300		1,800		1,800

		Payments relating to variable costs		0		0		300		300		300		300		300		300		300		300		300		300		300		300		1,800		1,800

		Capital Expenditure		0		0		250		250		250		250		250		250		250		250		250		250		250		250		1,500		1,500

		Other Payments		0		0		300		300		300		300		300		300		300		300		300		300		300		300		1,800		1,800

		VAT		0		0		80		80		80		80		80		80		80		80		80		80		80		80		480		480

		Owner's wages/salary		0		0		500		500		500		500		500		500		500		500		500		500		500		500		3,000		3,000

		Owner's National Insurance		0		0		100		100		100		100		100		100		100		100		100		100		100		100		600		600

		Loan repayments (incl. interest)		0		0		700		700		700		700		700		700		700		700		700		700		700		700		4,200		4,200

		Stock		0		0		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		6,000		6,000

		Consumables		0		0		400		400		400		400		400		400		400		400		400		400		400		400		2,400		2,400

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		39,780		39,780

		Income less expenditure		89,600		74,800		-6,630		3,370		4,170		4,170		4,170		4,170		4,170		4,170		4,170		4,170		4,170		4,170		113,820		99,020

		Opening bank balance		0		0		89,600		74,800		82,970		78,170		87,140		82,340		91,310		86,510		95,480		90,680		99,650		94,850		99,650		94,850

		Closing bank balance		89,600		74,800		82,970		78,170		87,140		82,340		91,310		86,510		95,480		90,680		99,650		94,850		103,820		99,020		103,820		99,020





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		60,000		60,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		120,000		120,000

		Cash received from debtors		4,000		4,000		800		800		800		800		800		800		800		800		800		800		800		800		8,800		8,800

		Capital/loans received		44,800		44,800		0		0		0		0		0		0		0		0		0		0		0		0		44,800		44,800

		Other (please specify)		44,800		30,000		0		0		0		0		0		0		0		0		0		0		0		0		44,800		30,000

		TOTAL £		153,600		138,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		10,800		218,400		203,600

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		6,000		6,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		12,000		12,000

		Premises (rent, rates & utilities)		3,000		3,000		500		500		500		500		500		500		500		500		500		500		500		500		6,000		6,000

		Telephone & Broadband		600		600		100		100		100		100		100		100		100		100		100		100		100		100		1,200		1,200

		Printing, post & stationery		300		300		50		50		50		50		50		50		50		50		50		50		50		50		600		600

		Advertising & promotion		1,200		1,200		200		200		200		200		200		200		200		200		200		200		200		200		2,400		2,400

		Bank charges		1,200		1,200		200		200		200		200		200		200		200		200		200		200		200		200		2,400		2,400

		Professional fees		1,800		1,800		300		300		300		300		300		300		300		300		300		300		300		300		3,600		3,600

		Insurances		1,200		1,200		200		200		200		200		200		200		200		200		200		200		200		200		2,400		2,400

		Bank/HP		900		900		150		150		150		150		150		150		150		150		150		150		150		150		1,800		1,800

		Equipment & vehicle leasing		1,800		1,800		300		300		300		300		300		300		300		300		300		300		300		300		3,600		3,600

		Payments relating to variable costs		1,800		1,800		300		300		300		300		300		300		300		300		300		300		300		300		3,600		3,600

		Capital Expenditure		1,500		1,500		250		250		250		250		250		250		250		250		250		250		250		250		3,000		3,000

		Other Payments		1,800		1,800		300		300		300		300		300		300		300		300		300		300		300		300		3,600		3,600

		VAT		480		480		80		80		80		80		80		80		80		80		80		80		80		80		960		960

		Owner's wages/salary		3,000		3,000		500		500		500		500		500		500		500		500		500		500		500		500		6,000		6,000

		Owner's National Insurance		600		600		100		100		100		100		100		100		100		100		100		100		100		100		1,200		1,200

		Loan repayments (incl. interest)		4,200		4,200		700		700		700		700		700		700		700		700		700		700		700		700		8,400		8,400

		Stock		6,000		6,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		1,000		12,000		12,000

		Consumables		2,400		2,400		400		400		400		400		400		400		400		400		400		400		400		400		4,800		4,800

		Other (please specify)		0		0				0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0				0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0				0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		39,780		39,780		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		6,630		79,560		79,560

		Income less expenditure		113,820		99,020		4,170		4,170		4,170		4,170		4,170		4,170		4,170		4,170		4,170		4,170		4,170		4,170		138,840		124,040

		Opening bank balance		99,650		94,850		103,820		99,020		107,990		103,190		112,160		107,360		116,330		111,530		120,500		115,700		124,670		119,870		124,670		119,870

		Closing bank balance		103,820		99,020		107,990		103,190		112,160		107,360		116,330		111,530		120,500		115,700		124,670		119,870		128,840		124,040		128,840		124,040





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		30,000		30,000		30,000		30,000		30,000		30,000		30,000		30,000		120,000		120,000

		Cash received from debtors		1,600		1,600		2,400		2,400		2,400		2,400		2,400		2,400		8,800		8,800

		Capital/loans received		44,800		44,800		0		0		0		0		0		0		44,800		44,800

		Other Payments		44,800		30,000		0		0		0		0		0		0		44,800		30,000

		TOTAL £		111,200		106,400		32,400		32,400		32,400		32,400		32,400		32,400		208,400		203,600

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		12,000		12,000

		Premises (rent, rates & utilities)		1,500		1,500		1,500		1,500		1,500		1,500		1,500		1,500		6,000		6,000

		Telephone & Broadband		300		300		300		300		300		300		300		300		1,200		1,200

		Printing, post & stationery		150		150		150		150		150		150		150		150		600		600

		Advertising & promotion		600		600		600		600		600		600		600		600		2,400		2,400

		Bank charges		600		600		600		600		600		600		600		600		2,400		2,400

		Professional fees		900		900		900		900		900		900		900		900		3,600		3,600

		Insurances		600		600		600		600		600		600		600		600		2,400		2,400

		Bank/HP		450		450		450		450		450		450		450		450		1,800		1,800

		Equipment & vehicle leasing		900		900		900		900		900		900		900		900		3,600		3,600

		Payments relating to variable costs		900		900		900		900		900		900		900		900		3,600		3,600

		Capital Expenditure		750		750		750		750		750		750		750		750		3,000		3,000

		Other Payments		900		900		900		900		900		900		900		900		3,600		3,600

		VAT		240		240		240		240		240		240		240		240		960		960

		Owner's wages/salary		1,500		1,500		1,500		1,500		1,500		1,500		1,500		1,500		6,000		6,000

		Owner's National Insurance		300		300		300		300		300		300		300		300		1,200		1,200

		Loan repayments (incl. interest)		2,100		2,100		2,100		2,100		2,100		2,100		2,100		2,100		8,400		8,400

		Stock		3,000		3,000		3,000		3,000		3,000		3,000		3,000		3,000		12,000		12,000

		Consumables		1,200		1,200		1,200		1,200		1,200		1,200		1,200		1,200		4,800		4,800

		Other (please specify)		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		19,890		19,890		19,890		19,890		19,890		19,890		19,890		19,890		79,560		79,560






