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[bookmark: _Toc213788529]Executive Summary

The Art of Bocata is a start-up bocatería planned for Streatham, South London. The main idea of the business is to sell fresh bocatas with Spanish and Latin influence. The business will also offer quality Colombian coffee, hot and cold drinks, pastries and simple breakfast items in the morning.
The main product of the business will be bocatas served from lunch time onwards. The menu will include options such as Tropical Chicken, Spanish Serrano, Spanish Tortilla and Latin Veggie, together with one house special pork bocata. In the morning, the business will focus more on coffee, breakfast toast options, pastries and other quick food for people going to work, college or school.
The business is based on a gap in the local market. In South London, especially around Streatham, many people do not have easy access to Latin style food nearby. In many cases, they need to travel to places such as Brixton or Elephant and Castle. At the same time, there are cafés and takeaway shops in the area, but not many offer this mix of Spanish, Latin and Mediterranean-style food in one place.
The target customers will be local workers, commuters, students, residents and members of the Latin community. Streatham High Road is a busy area, so the business will focus on food and drinks that are quick to buy, easy to eat and still good quality. This makes the business suitable for both breakfast and lunch trade.
What makes The Art of Bocata different is its mix of fresh bocatas, Latin flavours, Spanish influence and quality coffee. The business aims to be professional but also warm and familiar. It will offer a simple menu, affordable prices and a product that feels different from a normal sandwich shop.
In the short term, the aim is to open successfully in Streatham and build a regular local customer base. In the long term, the business hopes to become known in the area for its bocatas and coffee, and later grow through delivery and a stronger local brand.
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[bookmark: _Toc213788531]Business Description 
The Art of Bocata is a small start-up bocatería with coffee service based in Streatham, South London. The business will mainly sell fresh bocatas, but it will also offer Colombian coffee, breakfast items, pastries and cold drinks.
The business will work in two parts during the day. In the morning, it will focus on coffee and breakfast service. From 12:00 onwards, the main product will be the bocatas. This gives the business a clear structure and helps serve customers at different times of the day.
The concept is based on food that is simple, fresh and quick to prepare. The menu is designed to be easy to manage, so the service can be fast and practical for customers who do not have much time. This also helps the business control costs and keep the operation more efficient.
At the start, The Art of Bocata will be a small family business. The owner will manage the daily operation, with support from family members in food preparation and service. This can help the business keep a consistent style and reduce staff costs in the early stage.
The business will offer a mix of Spanish style bocatas and Latin flavours, with Colombian coffee as an important part of the concept. The aim is to create a place that feels friendly, different and easy to access for local people.

Legal Form
The Art of Bocata is planned as a small family run business. At the beginning, the most suitable legal form would be a partnership, because more than one person will be involved in setting up and running the business. This can help share responsibilities, costs and daily work in the early stage.

[bookmark: _Toc213788532]Product Description 
The main product of The Art of Bocata will be fresh bocatas made to order. The bocatas will be the centre of the business and the main product at lunch time. They are inspired by Spanish bocata style, but some of them will also include Latin flavours. This gives the menu a different identity and makes it more special than a normal sandwich shop.
The menu will include a signature house special bocata, together with other options such as chicken, serrano, tortilla and veggie bocatas. The business will also sell toasties, sides and extras, so customers can choose something simple or make their meal bigger.
In the morning, the business will offer coffee and breakfast items. This will include pastries, Spanish style tostadas and other simple breakfast options. This part of the menu is important because it helps the business attract customers before lunch and gives people more choice during the day.
The coffee side of the business is an extra service, but it is still important. The shop will offer Colombian coffee, iced drinks, tea and other café options. This can help bring in customers in the morning and also increase sales during the day.
The menu is designed to be clear and not too large. This is important because the business wants fast service, easier stock control and less waste. A smaller menu is also better for a new business because it is easier to manage and helps keep the quality more consistent.
The products are made for people who want food that is quick, filling and full of flavour. The aim is to offer something more interesting than a basic meal deal, but still at an affordable price. This makes the product suitable for workers, students, commuters and local people with busy daily routines.





[bookmark: _Toc213788533]Business Objectives (SMART Objectives)

[bookmark: _Toc213788534]Short-Term Objectives (less than a year)
The first short-term objective is to secure a good unit on Streatham High Road and prepare it for opening in summer 2026. This includes the basic set up of the shop, equipment, licences, decoration and the first stock needed to start trading. 
The second objective is to open with a clear and manageable menu. The business will start with around 5 to 8 bocatas, breakfast items, Colombian coffee, cold drinks and other simple products. This will help the business keep the service fast and more organised in the beginning.
The third objective is to promote the business before and after opening. This will be done through TikTok, local social media content and printed flyers in the area. The aim is not only to attract online attention, but also to make local people in Streatham know the business and visit the shop.
Another short term objective is to build regular daily sales. The business will aim to reach around 50 to 60 customers per day in the early stage, with 60 customers a day as the main target. This will help create a stable customer base and support the growth of the business.
A further objective is to reach around £10,000 in monthly sales in the first stage of the business, depending on customer demand and overall performance. This target will help measure if the business is moving in the right direction.
A final short term objective is to start delivery within 3 to 6 months of opening, if the business is performing well and there is enough customer demand. This could help increase sales and make the business more accessible to people in the local area.

[bookmark: _Toc213788535]Long-Term Objectives (More than a year)

One long term objective is to make The Art of Bocata a known bocatería and coffee spot in South London. The business wants to build a strong local reputation for good bocatas, quality Colombian coffee and friendly service.
Another long-term objective is to grow the menu in a careful way. In the future, the business plans to add more breakfast options, rotating Latin specials and new products that fit the identity of the brand. This will give customers more choice without losing the main concept of the business.
The business also aims to hire part-time staff when sales become more stable. This will help the business manage busy hours better and improve daily operations as the customer base grows.
A further long term objective is to increase takeaway and delivery sales. If the first shop performs well, delivery can become a bigger part of the business and help reach more customers outside the immediate area.
In the longer term, the business may open a second location in another area of South London. This will only happen if the first location is successful and the business is financially stable.
Finally, the business may introduce branded products in the future, such as Colombian coffee beans, sauces or other selected items. This could create an extra source of income and help build a stronger brand identity.

[bookmark: _Toc213788536]Market Analysis and Marketing Plan

[bookmark: _Toc213788537]Market Analysis (Competitors, Customers, Target Groups)

The Art of Bocata will focus on customers in Streatham and nearby areas. The main target customers will be local workers, commuters, students, young adults and residents. These customers often want food and drinks that are quick, filling, affordable and good quality.
The business will also try to attract customers from the Latin community in South London. Many Latin customers enjoy food with stronger flavour and a more homemade feeling. At the same time, the business can also attract British and other non-Latin customers who want to try something different from a normal meal deal or standard sandwich.
The marketing approach will focus on both local customers and digital customers, but the main aim is to build regular local custom during the week, especially at breakfast time and lunch time.

1. Market Segmentation
The market can be divided into different groups.
One group is workers and commuters. These people need quick breakfast, coffee or lunch before work or during a short break.
A second group is students and young adults. They usually want food that is affordable, tasty and easy to buy.
A third group is local residents and families. They may want a friendly local place where they can buy fresh food and drinks near home.
A fourth group is Latin customers and other people who enjoy stronger flavours, Spanish style bocatas and food that feels more original than a normal café or sandwich shop.

2. Targeting
The main target market will be workers, commuters, students and local residents in Streatham. These groups are the best target because they are more likely to buy food and coffee regularly during the week. The business wants to become part of their daily or weekly routine.
A second target group will be Latin customers and people who already enjoy international flavours. This group can help the business build a strong identity and stand out from standard coffee shops and takeaway places.
3. Competitors
The main competitors of The Art of Bocata will be local cafés, bakeries, takeaway shops and sandwich chains such as Subway. Coffee chains such as Costa and Pret will also be competitors because many customers already know these places and buy from them regularly.
These businesses are strong because they are easy to find and already have regular customers. However, many of them offer more standard food and do not have the same Spanish and Latin style concept. Some options can also feel too basic, less personal or not very different from each other.
The Art of Bocata will try to compete by offering fresh bocatas made to order, Colombian coffee, breakfast items and a more original food idea. The business will not only compete on price. It will also compete on flavour, quality, friendly service and a concept that feels more special than a normal sandwich or coffee shop.
4. Positioning
The Art of Bocata wants to be seen as a warm, local and different bocatería with coffee service. It will be a place where customers can buy food quickly, but still enjoy something with more flavour and identity than a normal takeaway.
The business will be positioned as affordable but still good quality. It will mix Spanish-style bocatas, some Latin flavours and Colombian coffee in one simple concept. This mix can help the business stand out and create a stronger identity in Streatham.
The aim is for customers to see The Art of Bocata as a place for everyday food, but not boring food. It should feel practical for busy people, but also more special than a basic meal deal.


5. Reaching Your Audience
The business will reach customers through social media, local promotion and word of mouth. TikTok will be one of the main tools because it is a good way to show the food, the drinks and the style of the business. Instagram can also help show the products and attract local interest.
The business will also use local promotion in Streatham. This can include flyers, opening offers and simple lunch or breakfast deals. This is important because the business does not only want online attention. It wants local people in the area to know the shop and come back regularly.
Friendly service, good product quality and a clear identity will also help the business grow. If customers enjoy the food and service, they may recommend it to other people. This can help the business build a strong local reputation

[bookmark: _Toc213788538]PESTEL Analysis 

A PESTEL analysis helps to understand outside factors that may affect The Art of Bocata. These factors can create both opportunities and risks for the business. (Burns, 2022).
 
Political
The business must follow UK food safety rules, hygiene regulations and local council requirements. Before opening, The Art of Bocata will need the correct registrations, licences and health and safety procedures. These rules are important because they help protect customers and build trust. If the business does not follow them properly, it could face delays, fines or other problems. (Food Standards Agency, 2025 GOV.UK, n.d.).

 
Economic
Economic conditions can affect how much customers spend on food and drinks. If the cost of living stays high, some customers may buy cheaper food or spend less often. This could be a challenge for the business. At the same time, many people still need affordable breakfast, lunch and coffee during the day, so there is still demand for simple and fairly priced food. Rising costs of rent, ingredients, packaging, electricity and supplies may also reduce profit, so good cost control will be very important. (Burns, 2022).


Social
Social factors are very important for this business. Many people now want food that is quick, fresh and easy to buy. Customers also like trying new flavours and different café ideas. In South London, there is a diverse population, including Latin communities and customers who enjoy international food. This gives The Art of Bocata a good chance to attract interest. People also often like local businesses with friendly service and a warm atmosphere, so the family-style concept may be a social advantage. (Kotler and Armstrong, 2021).

Technological
Technology can support The Art of Bocata in different ways. Social media such as TikTok and Instagram can help promote the business and attract local customers. Delivery apps may also help the business reach more people after opening. In daily work, simple tools such as a card machine, till system and stock control system can help the shop stay organised and work more efficiently. However, delivery apps can also reduce profit because of platform fees, so they should be used carefully. (Kotler and Armstrong, 2021).

Environmental
Environmental factors are also important for The Art of Bocata. Many customers now care more about packaging, waste and the environment. For this reason, the business should try to reduce waste by keeping the menu simple, managing stock carefully and not buying more than needed. It could also use recyclable packaging where possible. This can help the business build a good image and also reduce costs. Food waste and energy use should be controlled because they affect both the environment and the daily running costs of the business.
Legal
The Art of Bocata will need to follow legal rules related to food preparation, hygiene, customer safety and business registration. Food allergens must be clearly shown and explained to customers. If staff are hired in the future, the business will also need to follow employment law, working hours and wage rules. These legal responsibilities are important because they help protect customers, workers and the business itself. (Food Standards Agency, 2025; GOV.UK, n.d.).


[bookmark: _Toc213788539]SWOT Analysis
A SWOT analysis looks at the strengths, weaknesses, opportunities and threats of The Art of Bocata. This helps the business understand what it does well, what may be difficult, and what outside factors may affect success.

Strengths
One strength of The Art of Bocata is its clear idea. The business is not just a normal café or sandwich shop. Its main focus is on bocatas, which are made to be tasty, filling and different from a basic meal deal or standard sandwich. This can help customers remember the business for good food that feels more special.
Another strength is the mix of Spanish style bocatas, Latin flavours and Colombian coffee. This gives the business a stronger identity and helps it stand out in the local area. It offers something familiar for some customers and something new for others.
The business also has a simple menu, which can help make food faster, reduce waste and control stock more easily. This is useful for a new business. Family support in daily operations is another strength because it can reduce staff costs at the beginning and help the business run in a more personal way.
A final strength is the atmosphere the business wants to create. The Art of Bocata aims to feel warm, friendly and welcoming. This can make customers enjoy not only the food, but also the experience, and it can encourage them to come back again (Hanaysha, 2016).


Weaknesses
One weakness of The Art of Bocata is that it will be a new business at the beginning. Because of this, many customers may choose familiar cafés, sandwich shops or big chains first, as they already know those places.
Another weakness is limited money in the early stage. As a small start-up, the business may have to manage rent, equipment, ingredients, promotion and other running costs very carefully. This means the business will need good cost control from the start.
The business will also begin with a small team. This can help reduce costs, but it can also create pressure during busy hours. If one person is absent, daily operations may become more difficult.
A final weakness is that the concept may be new for some customers in the area. Some people may not understand the bocata idea straight away, so the business will need strong promotion and good presentation to explain the menu clearly.

Opportunities
There is a good opportunity for The Art of Bocata because Streatham and nearby areas have many potential customers. The area has workers, students, commuters, local residents and people passing by every day. Many of them want food that is quick, filling and affordable.
Another opportunity is the local gap in the market. There are cafés, bakeries and takeaway shops in the area, but there are not many places offering Spanish style bocatas with Latin flavours and Colombian coffee. This gives the business a chance to offer something different and more memorable.
The Latin community in South London is also an important opportunity. Many people living in areas such as Streatham, Norbury, Brixton and Tulse Hill are interested in Latin food and familiar flavours. Some customers still travel to other areas to find this type of food, so The Art of Bocata could attract part of this demand closer to home.
Marketing is another opportunity. The business can use TikTok, Instagram, local flyers and word of mouth to build interest before and after opening. This can help attract both local customers and younger people who like trying new places.
In the future, delivery, meal deals, loyalty offers and small menu expansion can also help the business grow and reach more customers.



Threats
One threat for The Art of Bocata is that it will be a new business, so many people will not know it at the beginning. Because of this, some customers may choose places they already know, such as coffee chains, local cafés or takeaway shops.
Another threat is strong competition in the area. Streatham already has cafés, bakeries and fast food options, so the business will need to work hard to get attention and build trust with customers.
A third threat is rising costs. Rent, ingredients, utilities and packaging may become more expensive. If this happens, it may be harder for the business to keep prices affordable and still make a good profit.
There is also a risk linked to food safety and legal rules. The business must manage hygiene, allergens, licences and health and safety correctly. If not, this could create delays, fines or damage the business reputation.
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The marketing mix helps explain how The Art of Bocata will sell its products and attract customers. The four main parts are product, price, place and promotion.

Product
The main product of The Art of Bocata will be fresh bocatas made to order. This will be the main focus of the business. The menu will also include breakfast items in the morning, pastries, snacks, speciality Colombian coffee and cold drinks.
The bocatas will be the star product because they are more special than a basic sandwich. They will be tasty, filling and made with Spanish and Latin inspiration. One of the main aims of the business is for customers to remember the bocatas as good quality food that leaves them satisfied.
The menu will stay simple at the beginning. This will help the business prepare food quickly, control stock better and reduce waste. Some bocatas may also be sold in different sizes, such as half or full size, to give customers more choice.

Price
The business will use fair and affordable prices. The aim is to give customers good value for money, not to be the cheapest and not to be too expensive.
The special house bocata may cost around £8 to £10, while other bocatas may be around £6 to £7. Coffee prices may start from around £2 to £3, and breakfast items may be around £3 to £4, depending on the product.
This pricing strategy is important because many target customers, such as students, workers, commuters and local residents, want food that fits their budget. The business may also offer meal deals, for example a bocata with a drink and a side, to make the menu more attractive.

Place
The Art of Bocata will be based in Streatham High Road, which is a busy area with workers, students, local residents and people passing by during the day. This location is important because the business wants to be easy to find and easy to access.
The business will mainly focus on takeaway service, but it may also have a few tables inside, around three or four, for customers who want to sit and eat. This will help keep the business small and easier to manage at the start.
Delivery may be added later, once the business is more established and there is enough demand. At the beginning, the main focus will be local customers in the area.

Promotion
The business will promote itself through TikTok, Instagram, flyers and local word of mouth. Social media will be very important because it can show the food, the coffee, the atmosphere of the shop and the personality of the brand.
The business owner is already interested in digital promotion, especially through TikTok, so this can help attract attention before and after opening. Flyers can also be given out around Streatham to help local people know about the business and remember the name.
The business may also use opening offers, meal deals and loyalty rewards, such as a free coffee after a number of purchases. These ideas can help attract first-time customers and encourage them to come back again.
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[bookmark: _Toc213788542]Management Team and Their Background

The Art of Bocata will start with a small management team made up of the owner and close family support. In the early stage, this will help the business reduce staff costs, keep communication simple and manage daily work more easily.
The main person in the business will be Daniela Llaguno, who will be the owner and manager. She will be responsible for daily operations, customer service, stock ordering, basic administration, marketing and helping with coffee preparation. Daniela is studying Business Skills for the Workplace, which gives her useful knowledge in communication, organisation, teamwork and business planning. This can help her manage the business in a practical and organised way.
Daniela’s mother will also have an important role in the business. She will support the kitchen side and help lead food preparation, kitchen organisation, hygiene and product consistency. This is an important part of the business because good food quality and smooth kitchen work can improve customer satisfaction and help the business build a good reputation.
Sherigan Salazar will also support the business in both kitchen and front-of-house tasks. This may include helping with food preparation, customer service, stock organisation, cleaning and general support during busy periods. This role will help the business stay flexible and work more smoothly in daily operations.
Overall, the management team will be small, but it will be suitable for a start-up business. Each person will have a clear role, and this can help the business stay organised, control costs and give more consistent service in the early stage.
[bookmark: _Toc213788543]Organisational Chart

The organisational structure of The Art of Bocata will be simple.
Owner / Manager – Daniela Llaguno
Responsible for:
•	daily management
•	customer service
•	stock ordering
•	administration
•	marketing support
•	coffee preparation
Kitchen Lead / Food Preparation – Mother
Responsible for:
•	food preparation
•	kitchen hygiene
•	stock rotation
•	product consistency

Operations and General Support – Sherigan Salazar
Responsible for:
•	food prep support
•	front-of-house support
•	cleaning
•	stock organisation
•	help during busy hours

This structure is simple and practical for the first stage of the business.
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The first key milestone is to secure a suitable location on Streatham High Road and complete the basic set-up of the shop. This includes equipment, licences, preparing the space and finalising the first menu.
The second key milestone is to open the business in summer 2026 with a simple menu of bocatas, breakfast items and Colombian coffee. At this stage, the business will also start local promotion through TikTok, flyers and word of mouth.
The third key milestone is to build a regular customer base in the first months of trading. The aim is to reach around 50 to 60 customers per day and begin to create repeat business from local workers, students and residents.
Another key milestone is to introduce delivery after the first three to six months, if the business is performing well and there is enough customer demand. This can help the business reach more people in the local area.
A further milestone is to move closer to break even during the first year of trading. This will show that the business is becoming more stable and that the concept is working.
In the longer term, key milestones may include hiring part-time staff, adding more breakfast items and Latin specials, growing delivery sales, and possibly opening a second location if the first shop performs well.

[bookmark: _Toc213788545]Financial Plan (One Year)


[bookmark: _Toc213788546]Sources of Finance 
The Art of Bocata will need around £42,000 to cover the start-up costs and the first running costs of the business. This money would be used for the rent deposit, refurbishment, equipment, furniture, licences, first stock, branding and other things needed before opening.
The main source of finance would be personal savings and a Start Up Loan. Personal savings would help at the beginning and also show commitment from the owners. The loan would help cover the bigger costs, especially the set-up of the shop and the first stage of the business.
This money would be used to prepare the shop, buy equipment and help with early costs while the business is still building regular sales.
The owners understand that a loan also brings risk because the money must be paid back. Even so, they believe The Art of Bocata has good potential in the local area and could become a successful business if it is managed carefully.
[bookmark: _Toc213788547]Cash Flow Forecast  

For The Art of Bocata, cash flow will be very important in the first months. Even if the business starts selling, money will still be going out on rent, stock, bills and other daily costs. At the start, this may be difficult because the business will have many expenses before it becomes stable.
The business may need around £42,000 for start-up costs and early running costs. This money would help pay for the deposit, refurbishment, equipment, first stock, licences and other important things needed before opening and during the first stage of the business.
Because of this, the business will need to be careful with money from the beginning. It will try to do this by:
· controlling stock
· avoiding waste
· keeping the menu simple
· checking daily sales
· watching spending carefully

Simple cash flow example
· Estimated monthly sales: £7,280
· Estimated fixed costs: £3,000
· Estimated variable costs: £3,120

Total monthly costs = £6,120
Estimated monthly balance = £1,160
This shows that the business may have a small positive balance if sales targets are reached, but money will still need to be managed carefully in the first months.


[bookmark: _Toc213788548]Sales Forecast

The sales forecast for the first year of The Art of Bocata must be realistic because it will be a new business. In the first month, sales may be lower because people will still be learning about the business. Some people may also prefer to go to places they already know before trying somewhere new.
At the beginning, the business will aim for around 40 customers per day. After the first month, it will try to move towards around 50 customers per day if the response is good.
The average customer may spend around £7 to £8. Some people may only buy coffee or breakfast, while others may buy a bocata, a drink and a side. Because of this, customer spending may change during the day.
Sales may be stronger in the morning for coffee and breakfast, and at lunch time for bocatas and takeaway food. To improve sales, the business will use flyers, TikTok, Instagram, word of mouth, help from friends, meal deals, special offers and local WhatsApp groups.
Delivery may be added after three to six months if the business is doing well and there is enough demand.

Example sales calculation
At the beginning, if the business gets around 40 customers per day and the average customer spends around £7, estimated daily sales would be:
40 × £7 = £280 per day
If the business opens around 26 days per month, estimated monthly sales would be:
£280 × 26 = £7,280 per month
If the business later reaches around 50 customers per day and the average spend is £8, estimated daily sales would be:
50 × £8 = £400 per day
Estimated monthly sales would then be:
£400 × 26 = £10,400 per month






[bookmark: _Toc213788549]Cost of Production Forecast
Initial Costing Requirements
Before The Art of Bocata can open, it will need money for the set-up. This includes the rent deposit, advance rent, basic refurbishment, decoration, coffee machine, kitchen equipment, fridge, storage, small appliances, furniture, licences, registration, insurance, first stock, packaging, branding, signage, and the till and card machine.
The plan is to start small, not too big. At the beginning, the shop would only have around two to four tables. This would help us spend less at the start and make the business easier to control.
All of these costs come before opening, so the money has to be planned properly. If too much is spent too early, it could put pressure on the business from the start.
Estimated start-up costs:
· Deposit and advance rent: £6,500
· Basic refurbishment and decoration: £8,000
· Coffee machine and kitchen equipment: £9,000
· Fridge, storage and small appliances: £3,000
· Furniture and counter set-up: £2,500
· Licences, registration and insurance: £2,000
· First stock and packaging: £2,500
· Branding, signage and marketing materials: £1,500
· Till system and card machine: £1,000
· Working capital reserve: £6,000

Estimated total start-up cost: £42,000

Fixed and Variable Costs
The business will have monthly costs that stay similar, and others that change depending on sales.
The fixed costs would include things like rent, insurance, internet, licence costs, business rates and maybe some wages later on. At the beginning, most of the work would be done by family support, so there may not be a need to hire many people straight away. If extra help is needed, it may only be one person at first.
The variable costs would include bread, meat, cheese, vegetables, coffee beans, milk, cold drinks, sauces and takeaway packaging. These costs can go up if sales go up, because more stock will be needed.
At the start, the menu would stay simple on purpose. This is because we do not want to buy too many different things and then waste food if some items do not sell well. Since this would be our first business, we want to begin in a calm way and learn what customers like most.
Later, if the business goes well, more options could be added. For example, we may add more Latin dishes, weekend specials, soups, or special meals that customers can order in advance. But that would come later, once we see what people actually buy and what works best for the business.
Estimated monthly fixed costs:
· Rent: £1,666
· Utilities: £300
· Internet / phone: £60
· Insurance: £100
· Business rates and licence-related costs: £100
· Extra help / wages if needed: £800

Estimated fixed costs per month: around £3,000

Variable costs change when the business sells more or less. For The Art of Bocata, these may include bread, meat, cheese, vegetables, sauces, coffee beans, milk, packaging, takeaway cups and napkins. If delivery is added later, delivery costs may also become part of the business. Electricity and water use may also go up when the shop is busier.
This means that if sales go up, costs will also go up. Because of this, the business will need to check stock and spending carefully, so that sales are enough to cover all costs.

Estimated variable cost per customer:
· Ingredients and drinks: around £3 per customer
This may include bread, meat, cheese, vegetables, sauces, coffee beans, milk, packaging, takeaway cups and napkins.

[bookmark: _Toc213788550]Break Even Analysis 

For The Art of Bocata, break-even is the point where the business can cover its costs with its sales. This depends on rent, bills, stock, daily sales and how much money is made from each product sold.
The business will probably not reach break-even straight away. In the first months, there will be many costs, and the business will still be new. People in the area will need time to know it and try it.
Because of this, the aim in the first year is to get closer to break-even step by step. This can happen if the business gets regular customers, keeps waste low, controls stock well and gives good service.

To get closer to break-even, the business will need:
· good daily sales
· careful spending
· low waste
· fast service
· repeat customers

Break-even calculation
· Estimated fixed costs per month: £3,000
· Average spend per customer: £7
· Estimated variable cost per customer: £3

Contribution per customer = £7 - £3 = £4
Break-even point = £3,000  ÷ £4 = 750 customers per month
If the business opens around 26 days per month, it would need around:
750 ÷ 26 = 29 customers per day

This shows that the business could move towards break-even if it reaches its target of around 40 customers per day at the beginning.
To get closer to break-even, the business will need:
· good daily sales
· careful spending
· low waste
· fast service
· repeat customers


[bookmark: _Toc213788551]Operations and Management Plan

[bookmark: _Toc213788552]Production of Good and Service
The Art of Bocata will mainly sell fresh bocatas, breakfast items, pastries, speciality Colombian coffee and cold drinks. The business will mostly be takeaway, but it may also have a small sit-in area with a few tables.
The way the business will work is simple. The menu will not be too big, because at the beginning it is better to keep things easier to manage. Bocatas will be made fresh to order, while some items like pastries and drinks will be ready for faster service.
This matters because many customers may want food before work, at lunch time or while they are passing by. The business wants to give fast service, but also good quality food.
Fresh ingredients will be used, and stock will be checked often so the business does not waste too much food and can keep the main items ready for customers. Hygiene and food safety will also be part of the daily routine.
The main aim is to give customers good food, a good bocata, and a service that is quick, friendly and consistent.

[bookmark: _Toc213788553]Technology Plan

The Art of Bocata will use simple technology to help the business in daily work. It will use a till system, a card machine and also accept cash payments, so customers can pay in different ways and service can be quicker during busy times.
The business will also use TikTok and Instagram to show the food, drinks, offers and the style of the shop. These two platforms will be important because they can help more people in the area know the business and become interested in trying it.
Stock will also be checked in a simple way so the business can keep control of ingredients, drinks, packaging and other supplies. This can help reduce waste and control costs better.
Delivery apps will not be used at the beginning. They may be added later if the business is doing well and if there is enough customer demand.
The technology used in the business will be simple, but it will help with sales, promotion and stock control.

[bookmark: _Toc213788554]Human Resource Plan
At the beginning, The Art of Bocata will start with a small team. Daniela Llaguno will be the owner and manager, and she will take care of the daily running of the business. She will help with administration, customer service, stock control, coffee preparation and general organisation.
Her mother will mainly help in the kitchen. She will support food preparation, hygiene, kitchen organisation and making sure the products are made well and in a consistent way.
Sherigan Salazar will help in both the kitchen and front of house. He will support food prep, cleaning, stock organisation and customer service when needed.
Starting with a small team will help reduce costs and make the business easier to manage in the beginning. Since this is a new business, it is better to start in a simple way and grow step by step.
If the business grows later, part-time staff may be hired to help in busy periods.

[bookmark: _Toc213788555]Expansion Plan
The Art of Bocata wants to start small and grow in a careful way. At the beginning, the main focus is to get regular customers, control costs and build a good reputation in Streatham.
Later, the business may add more breakfast items and more Latin special dishes, depending on what people like most. It may also add delivery later if there is enough demand and if the business is doing well.
In the future, the business may hire part-time staff to help in busy times. If the first shop goes well, another idea is to open a second location later on.
The business may also sell branded products in the future, like Colombian coffee beans or sauces. This can help the business grow more and give customers more choice.


]
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EXECUTIVE SUMMARY

The Art of Bocata is a modemn Spanish-Latin fusion café and sandwich shop designed for
breakfast, lunch and evening trade.

The chosen location at 111 Mitcham Lane offers strong footfall, corner visibility, access to
Streatham & Tooting customers and a basement for storage/prep.

MARKET POSITION

+ High multicultural population (African, Caribbean, Latin, Spanish, Eastern European)
; Strong commuter flow in the mornings.

+ Competition does NOT offer Spanish + Latin fusion breakfast/bocatas.

= Ideal for coffee-focused breakfast and high-quality bocatas/hamburgers.

MENU CONCEPT

Breakfast:

Spanish: tostada con tomate, jamén, tortilla espanola.

Latin: arepas, boléon, empanadas.

British: bacon rolls, egg muffins.

Coffee: Colombian beans premium (Juan Valdez style), cappuccino, latte, mocha, iced coffee, tea

Bocatas & Sandwiches

Calamares, serranito, pepito de ternera, jamén serrano, chorizo, vegetal, cubanito, pulled pork,
chivito.

Evenmg:
Smash burgers, fries, Latin-style sandwiches, grilled options.

FINANCIAL PLAN

Startup Costs:
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FINANCIAL PLAN
Startup Costs:

+ Equipment (kitchen, coffee): £25,000-£40,000
+ Decoration & setup: £5,000-£12,000

= Deposit + first rent: £6,666

» Licensing & insurance: £3,000

+ Working capital: £10,000

Total estimated: £51,000-£73,000

RENTAL TERMS —~ SELECTED LOCATION
Address: 111 Mitcham Lane, Streatham SW16 6LY
Rent: £1,666.66 per month

Deposit: £5,000 (3 months)

Business Rates: £0 (Small Business Relief)

Class E Use: Suitable for café/food shop

LOAN STRUCTURE
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LUNCH
12:00-23:00
SPECIAL OF HOUSE BOCATAS TOASTIES
THE HOUSE PORK « TROPICAL CHICKEN * TUNA CHESSE
- SPANISH SERRANO - HAM AND CHESS
. SPANISH TORTILLA
. LATIN VEGGIE
SIDES
EXTRAS
+ + PORK * -+ EGGS =
- +CHESSE -+ +BACON » + VEGETABLES
. +HAM . + AVOCADO

. + CHICKEN
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LOAN STRUCTURE

Each founder will apply for a £25,000 StartUp Loan.

Total investment capacity: £75,000.

TIMELINE

* Jan—Feb: Improve credit score, documentation, loan application.
* March—April: Loan approval + contract signing.
+ May—July: Renovation + equipment installation.

* Opening Target: Summer 2025.

[
CREDIT SCORE ACTION PLAN
* Download: Experian, ClearScore, Credit Karma.
* Keep accounts stable (no overdrafts).

* Do NOT apply for credit 60-90 days before loan request.

* Ensure all bills paid on time.
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BEBIDAS
= GASEOSAS. COFFE ICE COFFE
» COKE / DIET . LATTE * . ICELATTE
« FANTA/LIMON - FLAT WHITE - ICEMOCHA
. SPRITE - MOCHA - ICE CHOCOLATE
« AGUACONGAS + AMERICANO/WHITE + ICEMATCHA
- CAPUCCINO - ICE CHAI
. MACHIATO . ICE
B D DRIKS AMERICANO/WHITE
» WATER TYPE OF MILKS
. NESTEA . SEMI . QAT
 ORANGE JUICE - SKINNY . COCONUT
« LEMONADE . SOYA - ALMOND

THE ART OF BOCATA — MENU INICIAL.

~ Sun 29 Mar 18

HOT DRINKS

HOT CHOCOLATE
CHAI LATTE
MATCHA LATTE
BREAKFAST TEA
GREEN TEA
PEPERMINT TEA

SYRUPS

 VANILLA
- CARAMEL
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THE ART OF BOCATA — MENU INICIAL.

BREAKFAST
07:30-11:30

PASTRY SALADITOS SIDES EXTRAS

 CROASSANT « TOSTADAS OIL AND SALT « AVOCADO
 PAIN OF « TOSTADAS TOMATO AND
CHOCOLATE JAMON SERRANO
« CINNAMON « TOSTADAS VEGGIE
« BROWNIE « ENGLISH BREAKFAST
« EMPANADAS
« HUMITAS





