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Introduction 
Entrepreneurship means when an individual creates a business bearing all the risks of losses with the hope of making a profit. Recently too many entrepreneurs are coming up with new and unique business ideas. In this assignment, the main focus is the business of cloud kitchens (Choudhary, 2019). The assignment will help in understanding the concept of cloud kitchen with the analysis of this industry about the potential that this specific industry has. Also, there will be a descriptive and critical analytical analysis of the operational plan and management plan that an entrepreneur needs to do to enter this industry. Cloud kitchen’s marketing plan and financial plan are also a part of this assignment. To be successful in any field a variety of research is needed and market research is one of the key factors to research is the specific market of that place where the business is going to occur.
[bookmark: _Toc110358175]Business Description 
In this era of the internet where the generation wants everything with one click, this attitude of getting everything fast and effortless has given momentum to this new business 'Cloud Kitchen'. A cloud kitchen is a restaurant that focuses on takeaways and home delivery (Hussain, A., 2021). These restaurants do not mostly offer dine-in facilities in their outlets. This is also referred to as a ghost kitchen or virtual kitchen. In this outlet, only the food is made and then the prepared food is sent to the customers via takeaways or food delivery apps. This model of restaurants saves time as it is a fast and easy process, money as these restaurants do not need much space for the customers to dine, the businesses only need a place to make the food, and hassle as this setup does not have many employees so it is easy to manage and also fewer customers to interact with. After the covid-19 pandemic, most people are aware of hygiene and contactless services (Siddiqi, 2022). This scenario has given a huge opportunity to the entrepreneurs to get into this digital form of kitchen. Few businesses also work on both models mainly on the cloud or the takeaways and they also provide some space for the people who do not have any option for that and needed a place to dine in.
[bookmark: _Toc110358176]Industry Analysis 
This cloud kitchen is basically under the restaurant industry. This industry has always seen ups and downs, and the businesses in this industry always need to think of something different to stand out from the other business. So to open or run a cloud kitchen an analysis of this restaurant industry is strictly needed. This analysis will be done by porter’s five forces. Porter’s five forces framework is based on the factors that an organization has to face the threats and opportunities from the external setting of the organization. The existing competitors, the threat of new entrants, the power of buyers and suppliers, and the threat of substitute products are part of this (Bruijl and Gerard, 2018).



Figure 1 Porter's Five Forces
                                                                
The threat of new entrants, as described above, is that in this digital era the business of cloud kitchen got into the limelight and many people are coming into this business because they can easily start the business from their home kitchen and deliver the product via delivery apps. The threat of substitutes, the business of food and restaurant is highly substitutable, where the customer will find better and cheaper food, they will go there, in the cloud kitchen setup this is also the same, so to be in the lead the business has to think creatively and differently. Bargaining power of supplier and customer, this industry is full of competition, and most competition the industry faces the most bargaining happens there. If the supplier has too many customers to sell the raw material the supplier has the bargaining power and vice versa. This also works for the customers, if there are many restaurants or cloud kitchens in an area then the customers have the power to bargain and choose the restaurant they want to order from and if there are only one or few restaurants then the restaurants have the power to put the price in the products. So to grow the cloud kitchen business, it should be where the competition is less. Existing competitors, this business model is under the restaurant industry if the setup of the cloud kitchen has existing competitors in the market then it can hamper the growth of the business. To grow in the business the owner must think differently from the competitor.
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Operation Plan: 

	Goals
	Techniques to be followed
	Description
	Time Frame
	Progress Ratio

	Providing the best quality food
	Increasing the number of experienced, and talented chefs
	There is a very less number of chefs available in the kitchen, and it is important to hire new, and experienced chefs to serve premium quality food to customers (Mahfud, and Lastariwati, 2019).
	1-month
	Ongoing 

	Expanding the kitchen
	Opening different branches
	It depends on the success ratio of the kitchen and how it will perform and based on the performance, different branches in different cities can be opened.
	6 months 
	Yet to start

	Introducing new cuisines
	Arranging training for the present chefs and hiring new chefs
	In the era of competition, it is very tough to manage the performance of an organisation. Still, the organisation will start to introduce different types of cuisines in the future. In order to proceed with this aim, proper training is required for the existing chefs, and new skilled chefs will be hired. 
	6 months
	Ongoing



Table 1: Operational Plan
(Source: Self-Developed)
Management Team Plan:

	Goals
	Selection Criteria
	Selection Process
	Expectations from members

	Increasing the performance speed
	· A test will be arranged to select the team members for each cooking team.
· Each team member should complete at least one dish within 15 minutes with proper presentation, and quality
· Each team member should follow hygiene protocols while giving the test
	Personality, and quality test
	Every team member will perform fast.

	Improve the quality
	The quality of the food should be above 90% of the "Quality measurement tool" that s installed on every kitchen counter
	· Quality Tests will be held
· In the first step, the taste of the food will be tasted
· In the second step, the nutritional value will be tested
· In the last step, the packaging, and presentation will be tested.
	Every team member should give 100% quality.

	Arranging extra classes to increase the skills of the team members 
	After meeting all the requirements of customers, if the feedbacks I positive, then those members are eligible for the extra classes (Radetzky et al. 2019).
	· Extra classes will be arranged only for the selected people
· The classes will be held after the duty hours on each alternative Sundays
· Duration of the classes  
	All the classes should be attended by the team members



Table 2: “Management Team Plan”
(Source: Self-Developed)
Team planning is very difficult in the business plan because in case the alignment of a team is not proper, then the entire organisation will suffer. In the above plan, it has been clearly stated that every team member should adhere to the quality parameters by maintaining proper speed. On the other hand, it has also been discussed that the extra classes will be only available for the deserving employees. 
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	Goals
	Steps to be taken
	Description
	Time frame
	Progress Ratio

	Analysing buyers' bargaining percentage
	Surveying the sales ratio by analysing the actual price, and the sold price
	The marketing management team should start to survey the actual price of each product and review at which price the products are getting sold. This objective is highly relatable to the “Marketing 4Ps theory” as the product is the main focus and the objectivity of the product will be analysed (Niazi et al. 2021).
	3 months
	Ongoing

	Analysing the buying pattern of the buyers
	Taking interviews with the buyers by taking opinions from them about the service of the company. 
	Interviews should be arranged because it will not be clear whether the organisation is providing the best service or not. Interview sessions can be considered promotional activities as referred to in the 4Ps of the marketing mix because whenever the interviewer is asking questions to customers, he or she is promoting the brand as well. 
	2 months
	Ongoing

	Analysing the trend of the domestic market
	Review the sold products in the local market
	This strategy is directly related to the price of “marketing 4Ps” because here the differentiation will be calculated among the actual price and the sold prices in the domestic market. Not only that but the place of “marketing 4Ps” is also used here because the domestic market is the home place where every organisation can trade as per their own choice (Abdelhady et al. 2018).
	1 month
	Ongoing

	Analysing the trend of the international market
	This is a start-up, and the brand is yet to go into the international market, but aiming to hit the global market soon. 
	The brand is a start-up brand, and it is yet to enter the international market. 
	1 year approximately
	Yet to be started



Table 3: Marketing Plan
(Source: Self-Developed)
Financial Plan 

	Goals
	Steps to be followed
	Description
	Time frame
	Progress rate

	Increasing the market share
	Increasing the number of branches
	The number of branches should be increased to increase the awareness of the brand as well as the market share.
	6 months
	Ongoing

	Improving the sales percentage
	Improving the sales percentage by selling more products online, and offline.
	In order to improve the sales percentage, a digital marketing strategy should be followed (Bala, and Verma, 2018). Digital marketing means selling products online, and the social media platforms can be used as one of the most powerful promotional mediums.
	3 months
	Ongoing

	Making the administrative strong
	Investing more n research, and development
	Increasing the food research, and different types of cuisines to enhance the knowledge, and expand the business in different countries.
	6 months
	Yet to be started

	Reducing unnecessary expenses
	Applying the “Cost-cutting strategy”.
	“Cost-cutting Strategy” can be applied to reduce unnecessary costs of an organisation. For example, there are many employees in the organisation who are a burden to the company and do not have any contribution (Kim, and Behr, 2021). Those employees should be sacked, and only the capable employees should be kept to save the expenses. 
	6 months
	Yet to be started



Table 4: Financial Plan
(Source: Self-Developed)

From the above discussion of the financial, marketing, operational, and management team plan it is clear that the organisation wants to expand its business very soon among all of the cities in the United Kingdom, and it is aiming to expand its business also outside of the country very soon. 
[bookmark: _Toc110358179] Market research 
The assignment is happening over UK’s cloud kitchen business. So it is important to do market research to find out the potential of the business. Market research is defined as the process of evaluating the practicality and suitability of a new product or service or business through research that is direct from the response of consumers (Mooi et al, 2018). Cloud kitchen products are slightly more expensive than the local restaurants but the hygiene is way better than in the restaurants. From the UK's perspective, it can be said that the customers are more focusing on hygiene and they are willing to pay more money for that. The covid-19 pandemic has opened up opportunities for businesses like cloud Kitchen and the market in the UK is very much positive for this business.
[bookmark: _Toc110358180]Conclusion 

This analysis has shown us the entrepreneurship opportunities of Cloud kitchen in the UK’s market. This has given descriptive knowledge about the business model. The analysis of the restaurant industry is been done with the help of porter’s five forces framework so that it will help the cloud kitchen businesses understand the opportunities. Cloud kitchen businesses do not need a big and complicated operations and management plan but they must need a solid and accurate plan or strategy to run and execute the operations effortlessly. They also need the right marketing plan to attract more customers and a financial plan to execute every operation within the right budget. All these plans are thoroughly discussed in the assessment. One of the most important aspects of market research is also included here to look into the potential of the business in the specific market.  In the end, it can be said that cloud kitchen is an emerging business plan and has a lot of potentials to grow in the future.
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