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Executive Summary
The Campus Hot Food Hub will provide quick, affordable, freshly prepared meals for students, staff, and visitors, addressing the lack of convenient on-campus  food options and the rising cost of living (Abrams, 2019; House of Commons Library, 2023). Operating as a sole trader, the Owner will oversee strategy, daily operations, staffing, suppliers, stock control, and food safety compliance to maintain a simple and efficient structure (Barrow, Barrow and Brown, 2021).
The Hub offers a varied and inclusive menu with vegetarian, vegan, halal, and allergen friendly choices to meet the needs of a diverse campus community. With an average spend of £5 and an estimated 110 daily customers during teaching weeks, the business aim is to perform strongly across the academic year. Even with reduced demand during holiday periods, the financial plan shows sustainable annual profit supported by consistent term‑time footfall and efficient cost management (Mariotti and Glackin, 2020).
Start‑up funding of £4,430 will cover equipment, initial stock, packaging, licensing, and staff training. The Owner will contribute £3,000, with the remaining £1,430 potentially supported through a small business loan or university enterprise scheme. The Hub presents a realistic and financially viable opportunity to enhance the campus experience while delivering long-term operational sustainability.
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[bookmark: _Toc225592507]Overview of the Business
The Campus Hot Food Hub is a small on-site food service providing students and staff with fast, affordable, freshly prepared meals throughout the day. The business will operate as a sole trader, giving the Owner full control over strategy, daily operations, staffing, suppliers, and food-safety compliance while keeping start-up costs low and decision-making simple (Abrams, 2019). A small team consisting of a chef and part-time support staff will assist with food preparation, peak-time service, and maintaining a clean, efficient environment.
The Hub aims to improve convenience and well-being on campus by offering a welcoming space where people can take short breaks and enjoy fresh meals without leaving the building. It provides quick service, inclusive menu choices, and fair pricing that meet the needs of a diverse community. The menu includes hot and cold meals, snacks, and drinks, with vegetarian, vegan, halal, and allergen-friendly options to ensure accessibility for all customers (Mariotti and Glackin, 2020). Through this combination of convenience, affordability, and inclusivity, the Hub positions itself as a valuable addition to the campus environment.
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[bookmark: _Toc225592509]Market Analysis (Competitors, Customers, Target Groups)

According to UK Parliament research, students are increasingly affected by rising living costs, making affordable on-campus food options more important than ever (House of Commons Library, 2023). The UWTSD London Campus has around 400 students on site each day, but food options are limited to vending machines. These machines provide quick access but offer limited choice and do not provide fresh or substantial meals. Nearby cafés and supermarkets are often too expensive or inconvenient for students with short breaks. In comparison, the Campus Hot Food Hub will provide freshly prepared meals at affordable prices directly on campus, removing the need for students to travel elsewhere. This gives the Hub a clear advantage by combining convenience, price, and food quality in one place. The Hub will serve students who need a combination of quick and low-cost meals, with staff, contractors, and visitors as additional customer groups.

[bookmark: _Toc225592510]PESTEL Analysis 

Pestel analysis evaluates the political, economic, social, technological, environmental, and legal factors that influence the business environment (Barrow, Barrow and Brown, 2021).
Political: The Hub must comply with university policies and UK food safety regulations, including hygiene standards, allergen requirements, and mandatory staff training.
Strategy: Stay fully aligned with university guidelines and maintain strong hygiene practices. Keep all training up to date and maintain good communication with campus management so policy changes can be implemented smoothly.
Economic: High living costs for students increase demand for affordable meals, while sudden changes in supplier prices can affect budgeting and long-term sustainability.
Strategy: Keep prices student-friendly while monitoring supplier costs closely. Use meal-deals, portion control, and strong stock management to protect margins. Review suppliers regularly to stay competitive without compromising quality. 
Social: A diverse campus population expects quick service and inclusive options including vegan, halal, and allergen-friendly choices. 
Strategy: Offer a menu that reflects the campus community, quick, inclusive, and accessible. Maintain fast service during peak times through simple workflows and good organization. Use feedback from students and staff to keep the menu relevant. 
Technological: Digital payments, reliable equipment, website, and the university app support efficient service and communication. 
Strategy: Use the website and university app to share menus and updates and rely on a modern POS system for speed and stock control. Keep equipment well maintained to avoid downtime and ensure consistent service. 
Environmental: Students expect recyclable packaging and reduced food waste.
Strategy: Use recyclable packaging where possible and follow clear waste-reduction routines. Rotate stock so older items are used first, apply portion control, and conduct regular checks to minimise waste and maintain a responsible image on campus. 
Legal: The Hub must comply with food hygiene, health and safety, and employment laws.
Strategy: Keep all legal requirements documented and up to date. Provide regular staff training on hygiene, allergens, safety procedures, maintaining clear records and supporting smooth inspections.
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The marketing mix provides a structured framework for managing product, price, place, and promotion decisions (Mariotti and Glackin, 2020). Research shows that high-quality campus services significantly increase student satisfaction and commitment to the university experience (Cinkir, Yildiz and Kurum, 2022).
Product
The Hub focuses on freshly prepared hot meals, snacks, and drinks that students and staff can rely on throughout the day. The menu includes vegetarian, vegan, halal, and allergen‑friendly options, ensuring it is inclusive and suitable for the diverse campus community. The aim is to offer simple, fresh, consistent food with quick service. Friendly interaction and a clean, organised environment are also part of the product, as the overall experience matters as the food itself.
Price
Prices are genuinely affordable for students, which is important given the high cost of living in London. The goal is to remain competitive with nearby cafés while still covering costs through careful stock control and efficient operations. Meal deals and loyalty rewards help keep the Hub attractive without relying on heavy discounts. The pricing strategy is straightforward, fair prices and clear value.

Place
The Hub operates directly on campus as a walk-in service, giving it a natural advantage. Students and staff do not need to leave the building during short breaks. The layout supports quick service and smooth flow during busy periods, making the Hub part of the everyday routine on campus.
Promotion
Promotion focuses on clear consistent communication. The university website and app share daily menus, opening times, and weekly specials, making it easy for students to check what is available. Word of mouth will grow naturally through friendly service and reliable quality, supported by small loyalty rewards and occasional offers to encourage regular visits.
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The financial plan outlines the expected costs, revenue patterns, and funding requirements for the Hub’s first year of operation. Effective financial planning is essential for anticipating expenses, managing risk, and ensuring long‑term sustainability (Barrow, Barrow and Brown, 2021). Because the university operates on a term‑based academic calendar, the projections reflect realistic fluctuations in demand, with higher customer numbers during teaching weeks and reduced activity during holiday periods.
The plan includes a detailed breakdown of start-up expenses, monthly sales forecasts, cost flow projections, and a break-even analysis. These calculations are based on an average spend of £5 per customer, an estimated 110 daily customers during teaching weeks, and 30 during holiday periods. Fixed monthly costs of £3,900, reflecting the Hub’s lean staffing structure outlined in Appendix A, and a 40% cost of goods sold (COGS) rate were used to model profitability across the year. The financial plan uses a 40% COGS, which aligns with industry benchmarks for small-scale campus food services (Mariotti and Glackin, 2020) and reflects the Hub’s menu of affordable hot meals, snacks, and drinks designed to maximize both accessibility and profitability.
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The Hub requires £4,430 to cover the full start-up costs for equipment, first-month stock, packaging, licensing, and staff training. This initial investment provides everything needed to launch the service at full capacity and maintain consistent quality in the opening month. A full breakdown of start-up costs is included in Appendix A. 
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The Hub will be funded through the Owner’s initial investment, demonstrating commitment and keeping early decision-making simple (Barrow, Barrow and Brown, 2021). Additional support may come from private investors or a small business loan to cover remaining start-up costs and provide early working capital. As the business grows, development will be financed through reinvested profits, supporting menu expansion and long-term sustainability (Mariotti and Glackin, 2020). Start-up expenses include equipment, stock, packaging, licensing, and staff training.
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Start-up expenses cover the essential items required to open the Hub and deliver consistent service from the first day of operation. This includes all necessary equipment, initial food stock, packaging, cleaning supplies, licensing fees, and staff training. These items ensure the Hub can operate safely, efficiently, and in line with food safety standards from the outset. A full breakdown of all start-up costs is provided in Appendix A, with the total estimated investment amounting to £4,430.
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Production costs cover ingredients, packaging, utilities, equipment upkeep, and staff wages, with food supplies being the largest expense (Barrow, Barrow and Brown, 2021). Strong stock control and reliable supplier relationships help keep these costs stable, allowing the Hub to maintain affordable prices without compromising food quality or service standards. The full cost flow table is included in Appendix A. 
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The break-even chart is included in Appendix A. The business is expected to reach its break-even point at around 43 daily transactions, the level needed to cover all fixed and variable costs before generating profit. This estimate is based on an average transaction value of £5 and the cost structure outlined in the financial plan. Reaching this level consistently means the Hub covers essential expenses such as ingredients, packaging, utilities, and staff wages, while also absorbing fixed costs like equipment and licensing (Mariotti and Glackin, 2020). Once daily sales remain steady, the Hub builds a buffer that supports reinvestment, menu improvements, and long-term stability. Strong stock control, efficient workflows, and reliable service during peak times will help the Hub stay above this break-even level.
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Financial Tables 
The financial tables are based on the real academic calendar of the university. Each term includes 10 teaching weeks, and demand varies depending on whether students are on campus or on holiday. To keep the forecasts realistic, the year was divided into teaching and holiday periods using the actual term structure:
Term 1: 10 teaching weeks
Term 2: 10 teaching weeks
Term 3: 10 teaching weeks
During teaching weeks, around 400 students are on campus each day, so the Hub expects an average of 110 customers per day. During holiday periods, demand is expected to drop to around 30 customers per day, from staff, contractors, and visitors.
All revenue, cost, and break-even calculations are based on the following assumptions:
£5 average spend per customer.
30 operating days per month (7-day service to support weekday and weekend students) COGS at 40% of revenue.
Fixed monthly costs of £3,900 (staff wages, utilities, cleaning, etc.)
The business operates in a university‑provided space with no rental charge, as the premises are allocated for on‑campus student services. This allows the Hub to avoid commercial rent costs, which is reflected in the fixed monthly cost structure. The following tables present the revenue forecast, cost of production forecast, cash flow projection, and break-even analysis for the first year of operation.


Table 1 - Start‑Up Cost Breakdown 

	Item
	Description
	Cost (£)

	Grill
	Commercial countertop grill
	350

	Fryer
	Small commercial fryer
	250

	Blender
	For smoothies/milkshakes
	120

	Display Fridge
	For drinks and cold items
	450

	Under‑Counter Fridge
	For ingredients
	300

	Coffee Machine
	Basic commercial model
	650

	Microwave
	Standard commercial
	90

	POS System
	Tablet + software
	250

	Utensils & Tools
	Knives, boards, trays, tongs
	150

	Initial Food Stock
	Hot meals, sandwiches, pastries
	870

	Packaging
	Cups, lids, boxes, napkins
	180

	Cleaning Supplies
	Detergents, cloths, sanitiser
	 70

	Licensing & Training
	Food hygiene, H&S
	100

	Staff Training & Uniforms
	Basic uniforms + training time
	200

	Contingency (10%)
	Buffer for unexpected costs
	400

	Total Start-up Cost
	
	£4,430




Table 2 - Cost Flow Forecast (Cash Flow)
	Month
	Revenue (£)
	COGS 40% (£)
	Fixed Costs (£)
	Net Cash Flow (£)

	June
	6,050
	2,420
	3,900
	–270

	July
	12,100
	4,840
	3,900
	+3,360

	August
	12,100
	4,840
	3,900
	+3,360

	September
	3,300
	1,320
	3,900
	–1,920

	October
	12,100
	4,840
	3,900
	+3,360

	November
	12,100
	4,840
	3,900
	+3,360

	December
	7,700
	3,080
	3,900
	+720

	January
	3,300
	1,320
	3,900
	–1,920

	February
	6,050
	2,420
	3,900
	–270

	March
	12,100
	4,840
	3,900
	+3,360

	April
	9,900
	3,960
	3,900
	+2,040

	May
	3,300
	1,320
	3,900
	–1,920

	Total Annual Net Cash Flow
	
	
	
	+£11,330



Table 3 - Cost of Production Forecast
	Cost Category
	Monthly Cost (£)
	Notes

	Ingredients (COGS)
	40% of revenue
	Teaching: £4,840 / Holiday: £1,320

	Packaging
	180
	Cups, boxes, lids

	Utilities
	300
	Electricity, water

	Equipment Upkeep
	120
	Repairs, replacements

	Staff Wages
	3,400
	Chef + part‑time peak‑time support

	Cleaning Supplies
	70
	Monthly restock.



Staffing Structure
The Hub operates with a lean staffing model to maintain affordability and efficient service. The team includes one chef working six days per week, one part‑time staff member covering peak periods across six days, and a second part‑time staff member providing support on two days to cover rota gaps and the chef’s rest day. The Owner works seven days per week, managing front‑of‑house service, stock control, and cooking on the chef’s day off. This structure supports consistent service quality while keeping monthly staff wages at £3,400, reflected in the fixed cost forecast.

Break‑Even Analysis Chart
Break‑Even Point Calculation
Contribution per sale: £5 selling price – £2 COGS = £3 contribution
Monthly break‑even:

Daily break‑even (30 days):


Table 4 - Break‑Even Table
	Daily Transactions
	Monthly Revenue (£)
	Monthly Profit/Loss (£)

	43 (break‑even)
	6,450
	0

	50
	7,500
	+1,050

	60
	9,000
	+2,100

	70
	10,500
	+3,150

	80
	12,000
	+4,200




Sustainability Summary
At 60 transactions/day, the Hub generates around £2,100 profit per month. At 70 transactions/day, monthly profit increases to £3,150. Even at 50 transactions/day, the business remains profitable. The break‑even point of 43 transactions/day reflects the lean staffing model and efficient cost structure.
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