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Executive Summary
Salad Bar is a tiny, start-up company that delivers mixed salad packets to supermarkets and restaurants around the UK. In order to provide our consumers with convenience and health, we strive to provide high-quality ready-to-eat salads that are convenient and nutritious. Our primary clients are housewives who like preparing meals for their families but do not have the time to go to local markets or wait for veggies to be ready to use before they can begin cooking. The components in our goods will save customers time while also providing them with nutritious and nutrient-dense foods for their meals. Customers in the targeted market will be reached via the distribution of our goods to supermarkets and grocery shops in the town Centre, which will be easily accessible for them (Fornaro, 2019). In the future, we want to include more veggies for making salads in our goods to provide consumers with a greater variety of choices. Furthermore, we are contemplating the possibility of offering ready-to-eat fruit packets in modest sizes for children and supplying them to schools.
Our company does not currently have any direct rivals in the market place. All of the mixed salad packets are sold by indirect vendors, who offer them in a variety of formats and locations, such as local markets or fruit stores. As a result, our goods are distinct in a number of ways, including the fact that they do not need washing, cutting, or rinsing, and that they seem more appealing in their packaging than the typical vegetables seen in such marketplaces.
Our website as well as social media tools will be used to sell these items. In addition, we want to participate in a few culinary events and food exhibits in the future. Furthermore, we want to raise our marketing expenditures throughout the off-season   (Dam, Lê and Ghose, 2015) . Additionally, since customers prefer to make purchasing decisions for such items in-store, we want to attract their attention by designing visually appealing packaging.
We need a bank loan of £2000 in order to establish and manage our firm. In order to finance our first outlay of funds. As part of our personal investment, we may put up £1000 toward the start-up of this firm. We think that Salad Bar will establish itself as a prominent firm in the region and will provide our consumers with high-quality fresh mixed veggies as salad.
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A business plan is also a road map that helps a company prepare for the future and avoid roadblocks. Making and updating your business strategy takes work, but it pays enormous returns in the long run. Salad Bar is a tiny, start-up company that delivers mixed salad packets to supermarkets and restaurants around the UK. In order to provide our consumers with convenience and health, we strive to provide high-quality ready-to-eat salads that are convenient and nutritious. Our primary clients are housewives who like preparing meals for their families but do not have the time to go to local markets or wait for veggies to be ready to use before they can begin cooking. The components in our goods will save customers time while also providing them with nutritious and nutrient-dense foods for their meals. Customers in the targeted market will be reached via the distribution of our goods to supermarkets and grocery shops in the town Centre, which will be easily accessible for them (Fornaro, 2019). In the future, we want to include more veggies for making salads in our goods to provide consumers with a greater variety of choices. Furthermore, we are contemplating the possibility of offering ready-to-eat fruit packets in modest sizes for children and supplying them to schools.
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Salad Bar is a tiny and middle-man firm that buys vegetables from the wholesale market, prepares them for consumption, and then distributes them in packages of mixed Salad to local supermarkets and restaurants. As previously said, our organisation is headquartered in London, which is a rather large city in England  (Sen and Heim, 2016) . In this location, there is a scarcity of ready-to-eat veggies for homes, and they must go through a lengthy preparation procedure to get them. Our firm is dedicated to providing customers with the freshest and most convenient veggies of the greatest quality.
Objectives: Salad Bar’s goal is to offer a fresh and ready-to-eat vegetables like carrot, cucumber, green peas, onions, celery, cabbage, papaya, and sweet corn bundle. Our company's goal is to:
· Strong sales in major supermarkets in the city
· Distribute the product to local eateries.
· Price and operation stability throughout growth.
· Deliver the freshest organic veggies to our customers
· Repaying family loans
How to Succeed
Quality and Availability: Our veggies come from local farmers, and we only pack the best.
Branding: Our vegetables will be vacuum-sealed, extending their freshness by 5 times.
Availability: We prepare our customers' vegetables so they can relax and enjoy their dinner.
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In the vicinity of the city, there are several farms that provide their fresh produce to a wholesale local market every morning  (Varadarajan, 2015) . The veggies for our goods will be sourced from this wholesale market, which specializes in providing fresh vegetables at competitive pricing. Because our organisation is situated near the market, we have easy access to them at any time of day or night. Our items will be put in vacuum-sealed bags, which will ensure that they remain fresh for a maximum of 25 days after purchase.
In the future, we want to include additional veggies in our goods, such as chopped onion, green beans, lettuce, and other greens, for example. Between now and then, the firm would want to investigate the feasibility of developing new items for a new market segment. Fruit and vegetable packets for children in schools will be the next product to be introduced (Davila, Epstein and Shelton, 2007) . In London, kids spend around 5 hours every day in school, which is a significant amount of time in a small country. The majority of parents do not have the time to make snacks for their children, thus students must purchase snacks from their respective institutions of higher learning. Many harmful junk foods are available in London schools, including potato chips, popcorn, candy, biscuits, ice cream and other desserts. The majority of these items are available at the school's snack booth. As a result, it might be a fantastic chance to provide pupils with a fresh, nutritious snack during their school breaks over the year. Our next product will be a fruit salad pack in a modest size that will be distributed to children in schools. This box contains a selection of chopped and ready-to-eat fruits in a range of sizes. This product, which combines a variety of vibrant fruits with a visually appealing container, may appeal to students of all ages and backgrounds.
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74.8 percent of the UK's population now lives in cities. Urbanization has recently had a good impact on processed fruits and vegetables. Because London has a large educated population, they are more conscious of what they eat, leading to increased intake of healthful foods like vegetables (Mathrani and Mathrani, 2013)  . Also, busy individuals choose dishes that need less preparation time. According to studies, London ranks 15th in the world in terms of vegetable intake, with 233 kg per capita, a significant amount compared to other nations. So, provide them ready-to-use vegetable Salad packets so they can produce homemade cuisine in less time.
Competitors
It's rare to see fruits and vegetables at supermarkets in the UK. Most farmers selling their items in these marketplaces lack a brand and cannot properly promote their goods. Also, the veggies are unclean and need a lengthy preparation procedure. Our firm has no direct rivals. However, two indirect rivals may have an impact on our firm  (Boonstra, 2009).  Prices are quite low and sensible.
Local markets: Almost all of the vegetables sold at these markets are delivered in the same condition, necessitating extensive preparation. Prices are reasonable and inexpensive.
Fruit shops: their veggies are superior to local markets. Cleaned and more organized. They are still in their natural state and need extensive processing. These stores' prices are far higher than local marketplaces.
SWOT analysis is a powerful tool used by businesses to make better business decisions.

	Strengths
	Weakness

	Management and marketing teams that are well-trained
	

	Only being there and not having a lot of other people in the area.
	The first and second years bring in just a tiny quantity of earnings.

	Product that is good for people of all ages and genders
	When compared to our indirect rivals, our items are more expensive.

	Products that are convenient and easy to use.
	

	Produce that is sold in our packages lasts longer than produce sold in normal packages.
	

	Threats
	Opportunities


	By the time we start our business, some similar products may have hit the market.
	

	Our goods' seasonality might result in a loss of earnings for many months each year.
	Selling fruit and vegetable bundles at schools will soon be a new business.

	In the first year, it will be tough to get acceptance in the community and achieve the required profit.
	Future speedy delivery for internet purchases may improve sales.

	
	

	Some clients may be resistant to change in their purchasing habits and continue to purchase items from local marketplaces.
	



Our company can be stronger and more successful if we take advantage of all the strengths and opportunities from the SWOT table. We will need to come up with strategies that will help us overcome our weaknesses and threats, but these can also be good for our business.
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Customers will range from restaurants and motels to families and students. Salad Bar targets two types of customers:
Housewives:
These clients will be purchasing Salad Bar's products from the many supermarkets situated around the United Kingdom (CHANSON and ROUGÈS, 2015). Furthermore, Salad Bar will be able to transport items directly to the customer's house via the use of our website's online ordering system. Customers who purchase from us on a regular basis will get free delivery.
Restaurants:
Using discussions and talks with the management of each restaurant, Salad Bar will target these clients by presenting our goods to the establishments. There are over 30 different eateries in our immediate vicinity that serve carrots in their salads, and we expect to have a long-term relationship with them.
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Providing information on the vegetables offer helps customers appreciate the quality and worth of the supply. Small cards that explain the flavor of various veggies or convey the narrative of firm might be effective . You may also describe the product's origin, such as a local farm, to assist the buyer grasp the product's quality and worth. They are acceptable for vegetarians and vegans, says the business.  Salad Bar may create recipe cards using their veggies as the major components. After introducing additional veggie selections to their products, the corporation may also subscribe their devoted clients to their emails to keep them informed about their goods. Making ensuring your crops are fresh and healthy is the first step to selling them effectively. Customers expect top quality everywhere. This information may be included in the company's motto as a product feature.
Salad Bar is looking for online marketing. To this end, the firm wishes to create a website to promote its goods (Altobella, 2018)  . Our marketing team will also utilise major social media platforms like Telegram and Instagram to regularly engage consumers. To advertise the items, the corporation will also participate in local culinary festivals and fund cooking shows.
Sales Plan: This is vital for restaurant and supermarket sales. By developing mutually advantageous strategic partnerships, these locations may help the organisation create a strong revenue foundation.
 Sales Predictions: Prepare everything, set up the cutting and packing machinery and get the essential company licences. Sales will start in the third month when the first bundles are available. Month three will witness a significant increase in output and sales, which will continue until month six.
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Salad Bar is a Limited Liability Company owned by its management. Hengameh Azad and Samar Akrami both hold 50% of the company.
 Leadership
Samar is a cook who knows many appetite foods. She studied Hospitality Management for 5 years and worked for 2 years on a small vegetable farm. So she'll be in charge of everyday operations and personnel. Hengameh has 5 years of managerial experience and a strong IT background (Stutely, 2012) . She is conversant with software such as Photoshop, Excel, and Word. In addition to developing websites, she has designed logos, packaging and business cards. She worked in accounting and bookkeeping for 2 years at a well-known  Company. Hengameh will handle accounting, inventory, and bookkeeping. They are both members of the UK Chamber of Commerce and have attended branding, marketing, accounting, and management seminars. This organisation may also help them with other commercial concerns.
Staff
Our team member Zhale Amiri is in charge of marketing, research, and ten development areas. She is now the CEO of Niusha Tea and has a PhD in marketing. We need 3 more employees outside the management team and R&D to operate the firm. 1 person for buying and delivery. And 2 more for washing, chopping, and packing. We may recruit additional workers as the firm grows and prospers.
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In terms of financing, it seems that the organisation lacks expertise. They can give more realistic financial estimates and investigate prior comparable firms. But it should be obvious whether they want their money returned and when  (Varadarajan, 2015) . The company plan lacks a pricing approach. There should be more information on how the firm prices its items, as well as comparisons to indirect competitors. The payment mechanism specified in the business plan may limit the firm. On one side, some consumers, notably restaurants and supermarkets, prefer to pay by credit card a month or two later. They may hesitate to purchase more if they don't. Alternatively, the company might pay for purchases gradually rather than immediately. The company plan's compensation expenditure has stayed constant. A potential increase in staffing needs, particularly during peak seasons, should be included into the financial forecast. The first year's closing balance has four negative months, indicating a trouble making all monthly payments. A little quantity of money may be supplied by an investor and not by a bank since banks normally make loans for larger sums (Sushil, 2012)   .
This expense is set for each month and is not subject to the annual tax based on net profit. The first year's cost is as follows:
Administrative Cost:
Building Rent £160
Tax* £12
Insurance £125
Utilities   £110
*The second year's tax is £35 and the third year's tax is £90.
Sales Cost:
Each month, we attempt to maintain this cost around 36% of total sales. The cost of sales includes all costs that directly affect production and is calculated as follows:
£0.06 per pack packaging
2 employees (cutting, cleaning, and packing) £210
£90 cutting and packing machine rental
The goods' raw material:
300g Peas £0.30
Celery (1 stalk) £0.30 
Carrot (500gr) £0.20
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Overall, this firm has a sound business concept and is likely to get the necessary funding provided they make a few minor adjustments to their business plan. Sadly, the bank is unable to provide the firm with the desired amount of money since we are offering a loan with a bigger amount of money (Adel Saleh M and Aimin, 2015). For small firms, investors are more likely to make an investment, and the company should raise its profit margins in order to attract the attention of investors. The firm has a good chance of surviving if they continue to develop new goods and make advancement in the industry via effective management tactics.
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