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	[bookmark: _Toc287535890][bookmark: _Toc287535392]1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
Under this business plan the study of CHOCO CAFFE is considered, in which every element of the business has been discussed. It will include business details, name and address of the of the business, name and address of the personnel working in it. It also includes business idea, business goals and business tools( SWOT analysis, PESTEL analysis, SMART analysis, PORTER analysis , 4 P analysis ) which help the business to understand the method of accomplishment of goals. It states the working and purpose of working of the business, also it describes uniqueness in the business. How and by what means business is different from others and how to maintain it for longer time. It also describes about the market research and requirement of the business.  Also it discusses the legal requirement of the business (360 Business Law Blog, 2022)
Different factors considering customers, competitors, market risks and price have been mentioned in order to understand the market trend better. It also describes different means to advertise the product into the market. We will be included our vision and concept for Choco Caffe Portsmouth It also includes data that signifies profit and loss forecast. Financial risk management, cash flow forecast and finance source.
Developing our Business plan for Choco Caffe we used several business tools to create and to estimate all the aspects of startup company.
We identified strengths, opportunities, weaknesses, traits, political factors, economic factors, social factors, technological factors, legal factors, what is really achievable and measurable of our business, what is relevant and the time bound needed, how to use different price strategy , and how to use different strategies to be competitive with our competitors.
We attach all this business tools in the first section of appendix.
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	


	
	
	

	
	[bookmark: _Toc287535891][bookmark: _Toc287535393]2 Business details
[bookmark: _Toc287535394]Company name:
      Choco Caffe Portsmouth
	

	
	[bookmark: _Toc287535395]Address:
     Unit 22, Cascades Shopping Centre, Commercial Road, Portsmouth, Hampshire, PO1 4RL


	

	
	Primary contact method
      Phone number 02392851255
Email address: chococaffeportsmouth@gmail.com

	

	
	
	

	
	[bookmark: _Toc287535398]The business will: (Provide a brief description of what your business will do)

The purpose of the business will be to sell and to promote special products of coffee,hot and cold choco drinks,chocolate in a authentic Italian Coffe Shop Design .
The main goal of Choco coffee will be providing very advanced quality of services to the consumers of the cafe at an affordable price in order to rule over major part of the market share and let consumers to totally get benefit from services available at cafe. Choco Coffee should maintain several activities to continue smooth business operations and achieve success in the thriving industry. The crucial activities of the cafe should be planning of menu, preparation of food and drinks, offering best quality services to customers and  create a peaceful ambiance that may offer relaxation to customers. The segmentation of the customers helped business in examining the criteria of consumers who are best suited for the introduced products and services. It also helps in determining target customers of the new start-up and also the type of communication channels the business must adopt for betterment of relationship with customers. 
The most commonly used demographic segmentation factors are:
Age, Gender, Ethnicity, Income, Level of education, Religion, Occupation, Family structure (Rötzsch Thomas, 2020)
Also, company will focus on partnership strategy with different factors institution and bodies named as,agencies, food vendors and many other. Company will also consider selling of coffee , other coffee product, coffee mugs, customised branded mugs, chocolates , branded key logs, branded t-shirts and magnetic gifts.

	

	





	
	
	
	
	
	

	
	[bookmark: _Toc287535892][bookmark: _Toc287535399]3 Key personnel
[bookmark: _Toc287535400]Details of owner(s):
Name: A K M Amdadul Hoque ( Finance)
	

	
	Position/main responsibilities: Manager /Coordinate the operation of the restaurant ensuring that kitchen, bar and waiting staff are working as a team , recruitment, training , managing , monitoring and motivate the staff.
	

	
	Experience and knowledge of our industry: Manage team , control food waste and weekly labour cost by providing time management, reduce customer complain and deliver KPI
	

	
	
	
	

	
	Previous employment: Deputy manager in Superdrug 
	
	

	
	Key skills brought to the business: Understand KPI, Managing team , customers service. Able to provide valuable knowledge and up to date advice on products.
	
	

	
	Business experience and any training undertaken: Subway franchise experience, customer service training, food hygienic training.
	
	

	
	Academic/professional qualifications: Complete A and 0 level 
	
	

	
	Salary expectations £ 25000/year
	
	


[bookmark: _Toc287535402][bookmark: _Toc287535893][bookmark: _Hlk159878265]


Vision
	
	
	

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

	
	[bookmark: _Toc287535404]Sum up your business idea:
Our main idea is to provide high-quality products(New coffee flavours : crunchy toffee, creamy tiramisu, spicy brandy, aloe and coconut ,cream brulee, cotton candy,hibiscus's and cardamon etc ; hot and cold choco drinks  and special  chocolate flavours such as : gingerbread house , imperial cranberry ,exotic fruits ,pina colada ,red pepper, rhubarb and tamarind for our vegan customers etc.)and services to customers at the reasonable prices.
We do have different types of services based to and products for the customers, so that value can be created for them in a very special coffe shop environment.
Based to Forbes we found couple of services suitable for our business to create more value for the customers:
It is difficult in the industry to find a product for which it is most profitable to continuously provide 100% quality. Ensuring that the coffee workstation and layout allow the barista to accomplish all of their coffee-making tasks with little foot movement and without having to compete for space with other staff members is crucial when it comes to ergonomics. The cornerstone of every coffee business is high-volume coffee sales. Ensure that loyalty card is of a high calibre, able to withstand a customer's handling and yet appear attractive in their wallet. Coffee sales by themselves can never cover a coffee shop's expenses. Coffee may be the main draw for consumers, but if you want to succeed, you need them to leave your store with more than one purchase.
Set prices based on perceived consumer value rather than markups as indicated by accounting. Certain popular products, such as coffee, may have to charge at or even less than the going rate; however, the loss can be dealt with by charging high margins on other products that are only available to a specific business or that appeal to consumers' "don't care and addictive" attitude. Firms must be aware about the fact that clients are well-informed about their preferences, personalised assortments are created. 
Business idea refers to the plan and strategy already made to focus on the steps and process in order to achieve organisational goal. With the significance aim of yielding revenue on a larger scale in the CHOCO CAFE, the company will use different types of strategies to promote the brand over different digital platforms. For instance, if the overarching goal of your digital marketing strategy is to generate more leads through social media, you might run a digital marketing campaign on Twitter. You may share some of your business's best-performing gated content on Twitter to generate more leads through the channel (Hudson, 2023)
For attracting customers on a larger scale, the company will use different scheme such as the organisation provides referral cards to their consumers in order to attract them for enhancing revenue of the company. Also, communicating with customers and maintaining relationships by the use of social media platforms just like Thorntons, the competitive company of CHOCO CAFE. This willhelp the company to create brand consciousness among the consumers. Basically the company is trying to focus on every element present in the market that can enhance performance level in the market.
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

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

	
	1. What do you want to achieve in your first year of business? (for example,  turnover of £100,000 or trading at breakeven)
	

	
	We have to clearly define all the ways how we will use our business so that nothing is unclear. Certainly, we can set specific goals by asking ourself for who, for what, when, where, and why.
We need to make a plan for advertising that has clear steps to follow to make sure we include all the important information.
	Goals
	Specific
	Measurable 
	Achievable 
	Relavant 
	Time Bound

	Attract New Customers
	Increase website traffic by 20%
	Track website visits with Google Analytics
	Integrate targeted online advertisements
	The goal is aligned with overall sales growth
	September, 2024.

	Enhance Social Media Presence
	Acquire 500 new followers on instagram
	Focus on growth & engagement of followers
	Emphasise high quality, sharable content 
	Enhance brand awareness and interaction with customers
	June, 2025

	Increase Revenue
	Achieve 15% growth in monthly sales
	Track monthly sales figures through CRM
	Emphassing on upselling and offering new services
	Booost sustiablity and Profitability of the busiiness. 
	December, 2025




	

	At the times of introduction of any business, it becomes very crucial for the business to hold on to the survival aspect rather than just seeking profit this soon. 
So, CHOCO COFFE has decided to crack the target of earning revenue amounting to £ 300000
By buying in bulk, a kilo of beans can cost as little as £10-15, providing 120-150 servings per bag. 
To make one cup of coffee it costs only 16p (10p for the coffee plus 6p for milk). With an average price of £2.45 a cup, you stand to make a substantial 93.5% gross profit(Opening a cafe on a low budget | Start Up Loans, no date)

	
	



	

	
	
	

	
	
1. Where do you see your business in 3-5 years’ time
   IDEAS

                                          MEAN                  PRODUCT

         OTHER RELATIONSHIPS MARKET                            

              CUSTOMER RELATION    ORGANISATION 

                                                      DRIVING FORCE                 EXPERTISE 

3- 5 YEARS of maximum targeting level of performance 
Idea 6.5 of targeting level   
Organisation 4.5 of targeting level
Customer relations 6.0 of targeting level
Product 6.5 of targeting level  
Expertize 5.5 of targeting level 
Other relationships 6.0 0f targeting level
Market 6.5 of targeting level   
Driving force 5.5 of targeting level  
Main 6.0 of all targeting levels
"Coffee Shops Market" is expected to witness significant growth in the coming years, primarily driven by the growing demand for (Below 20 years old, 20-35 years old, Over 35 years old) (Coffee Shops Market - Growth, Trends and Forecast (2023 - 2030), no date)
While talking about the expected future position of the Choco cafe it is fair to consider preparation and improvement of a business organization idea, evolution of finished good; and definition of market.
In upcoming 3-5 years the we want to enhance the profitability of the business and also to make the brand familiar among the public.
Most of the line work will be replaced by the work of AI.
Innovation and progress in technology will enhance the product's functionality and increase its ubiquity in subsequent uses. Further information that is essential for understanding the coffee shop industry comes from consumer behaviour study and market dynamics (drivers, constraints, opportunities) (Coffee Shop Market Growth Research Report [2024-2031], no date)
Also, in upcoming years more flavours and items in the menu of the cafe will be introduced.
Signing partnership with different head chefs from the chocolate industry we can create more flavours mixing new ingredients and using new technologies.
The focus will on the increment of sales and reduction of product cost as well.
And most importantly, tackling with challenges, threats and loss will be the priority for the business.
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6 What the business does

	

	
		Product/service
	Features
	Benefits

	· Coffee products
	Special flavours: crunchy toffee, creamy tiramisu, spicy brandy, aloe and coconut ,cream brulee, cotton candy, hibiscus's and cardamon etc
	Attract different segment of customers 
· Affordable prices

	· Chocolate products
	Special flavours of the chocolate: gingerbread house, imperial cranberry, exotic fruits, pina colada, red pepper, rhubarb and tamarind for our vegan customers
	Attract different segment of customers
Special taste experience
Vegan choices

	· Marketing products
	Branded cans ,key logs t-shirts, magnetic gifts etc
	Strong relationship with the customers

	· Soft drinks 
	Coca cola , Fanta , orange juice etc .
	Very well known and appreciated by all age’s 
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7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	
	

	
	
Exclusive interior design:Our Italian restaurant design is to creat special relationship whit our customers from the first step in. 
Good design is valuable when it comes to the commercial side of architecture. Think about the value that creating a better space layout will offer. Improved indoor work environments brought about by improved space can boost productivity. If the company can demonstrate to the customers the value of the services they will receive, they will comprehend the pricing much more easily (Architecture as a value proposition, no date)
High quality of products or services: The high quality is by using the best quality of coffee beans, always fresh grounded and roasted, using the top coffee machine, participate regularly to specific industry trainings courses to learn new techniques and trends for coffee industry etc. And deliver exceptional customer service: 
Be generous( a free coffee after purchasing a bag of caffe ) Make all customers feel like regulars, If a drink doesn’t come out right, make it again, Don’t be afraid to make recommendations for customers, Help guests plan their trip in your city, Encourage customers to try something new, Serve customers at their table,  Give a new customer their first drink on the house, Create a culture of customer service (Above and Beyond: How Coffee Shops Give Exceptional Customer Service, no date)
Affordable pricing
New coffee flavours(( New coffee flavours : crunchy toffee, creamy tiramisu, spicy brandy, aloe and coconut ,cream brulee, cotton candy, hibiscus’s and cardamon etc) , special  chocolate flavours(gingerbread house , imperial cranberry ,exotic fruits ,pina colada ,red pepper, rhubarb and tamarind for our vegan customers etc)
Strategic location in Portsmouth city: Cascades Shopping City Centre, location in the heart of the City
	
	

	
	
	
	



	
	
	

	
	[bookmark: _Toc287535898][bookmark: _Toc287535408]8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:
According to The Restaurant Times  Our Coffe shops business must apply for:
1. Food Business Registration
A new restaurant must be registered with the local government before opening. For any business involved in any aspect of managing, distributing, selling, or providing food, such as preparing, storing, cooking, serving, or handling food, food business registration is essential. 
2.Food Premise Approval
The permission is necessary for all restaurants, except those that serve just vegan food. Stated differently, this applies to any establishment that serves meat, fish, eggs, and dairy products. 
3. Premises License (The license is not suitable for our bussines. We don’t serve alcohol or hot food and drinks apart during standard restaurant operating hours)
The owners of the restaurants bars and pubs get the next licence. The licence must be applied for if a business plans to offer hot food and beverages separately or sell alcohol during regular restaurant operating hours. Depending on the value of your property, this licence has different costs. 
4. Personal License( This license is not suitable for our business, we don’t sell alcohol on our premises)
The licence in question is intended for those who sell alcoholic beverages on their property. It is important to remember that in the UK, it is illegal for anybody under the age of eighteen to sell or consume alcohol, which is a sign that this licence requires such age. Drinks served in pubs and bars can only be purchased by those who possess a Personal Licence.
5. Restaurant Insurance
It is crucial to acquire insurance for a start up business in addition to the license. These insurances are required to cover legal and compensation costs in the event of an accident; they are not licences in and of themselves. 
Following are some of the insurances that you should take care of:
Public Liability Security: The type of insurance pays for accidents or illnesses that occur on your restaurant property. 
Insurance for Employers' Liability: Employer's Liability Insurance is a type of insurance that is necessary to cover the legal expenses incurred when workers are hurt at work. 
Buildings Insurance: It is a type of insurance that pays for repairs to the restaurant's structure as well as any items within. However, the landlord normally takes care of things, it would not injure to double-check.
6. Events License( Not applicable)
If the restaurant will only serve alcohol for special events or occasions and not regularly, then an events licence is needed.
7. Music License 
While diners wait for their orders, music is a great method to keep both the restaurant employees and customers contentedly working. Most eateries utilise music to run their front and back-of-the-house operations. Receipt of the track's owners and performers for its usage in the restaurant is contingent upon the licence (Saxena, 2021).
During our research we discovered one more licence mandatory for any coffeshop .
8. Food Hygiene Training
	

	
	You will meet your legal and insurance requirements by:
Discussion
We will meet following legal and insurance requirements applying to :

For our Business License  to(Portsmouth City Council, n.d.)

For the Food premises approval  in the same way to (register.food.gov.uk, n.d)

For our Coffee shop we will cover all thr policies (Public liability, Business property insurance, Employers liability insurance whit one of the most appreciated Insurance Company AXA (AXA UK home page, n.d.). If we wish to play Background music definitely we need license for  Background Music for Businesses.
Our colleague and business partner Baby Najnin Lima owns a certificate for Hygiene health and safety legislation.



	

	
	
	


[bookmark: _Toc287535409][bookmark: _Toc287535899][bookmark: _Hlk159878553]Marketing
	
	
	

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

	
	[bookmark: _Toc287535411]Trends in your chosen market are:
1. Evolving loyalty schemes
2. The continuing rise of coffee subscriptions
3.High demand for coffee products and quality
Changing customers preferences
How do you now that 
In 2024, loyalty programmes will still be important, but they will need to be improved with greater customisation and uniformity across channels.
There is an increasing need for a customised and individualised coffee experience, as seen by the popularity of coffee subscription services.
Customers who value fine craftsmanship and are prepared to pay a higher price are anticipated to remain drawn to speciality coffee. By adding coffee-flavoured goods like ice cream and chocolate bars, some operators are also generating additional sources of income in the meantime. Beyond only drawing in early coffee consumers, these inventive products may draw in a more diverse clientele throughout the day (Perera, 2024).
	

	
	[bookmark: _Toc287535412]How you know this: (Provide examples with references)
According to World Coffee Portal
More than half of UK customers, or 57%, reported having coffee at home every day. Sales of pods of beans, filters and espresso machines peaked in 2021 at 1.81 million units, with sales of 1.76 million units anticipated in 2023. Coffee pod systems represent 48.7% of all domestic coffee machine sales in the UK, making them the most popular form of at-home machine among customers; however, espresso machines are becoming more and more popular. About 9.8% of the projected £1.65 billion European home coffee machine market and 3.1% of the projected £5.23 billion worldwide home coffee machine market are accounted for by the UK home coffee machine market. While 48% of homes usually buy ground coffee and 47% buy coffee pods, instant coffee is still the most common type of coffee consumed at home in the UK, with 64% of households purchasing it in a jar or tin form (Thompson, 2023).
Value sales for the UK market for cafés and coffee shops are predicted to reach £9.4 billion in 2023 due to the industry's robust expansion. More than half of UK customers have purchased beverages from a coffee-focused establishment in the previous year, indicating that coffee shops are still a popular choice (Caddy, 2021)
	

	
	[bookmark: _Toc287535901][bookmark: _Toc287535413]10 Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are: (4 x Customer profiles minimum)
Similar web compare 
Parents between 20 -55 with infants and young children's seeking a short break.

Schools and educational institutions seeking for an attraction for a day trip in town.

People who are 20 years old onwards .

Working class , they ar the biggest consumers of coffe products.

According to (SimilarWeb, 2024) our main competitors Age distribution is:
[image: ]
	

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










	

	
	Special customer service
According to Coffee Shops Startups About 93% of our customers will like to come back and purchase from you if they experienced good customer service. Even if a mistake is made with an order , 78% of customers (that’s nearly 4 out of 5)will give you repeat business if they experienced excellent customer service(Startups, 2022)
High quality of products at reasonable prices
According to BH International many aspects control production costs. In the end, having a good working connection with our supplier is an excellent location to start. Here are a few recommendations: Larger material orders frequently result in reduced cost per unit and encourage discounts from suppliers.
Effective bargaining may lead to more harmonious connections and the chance to keep expenses under control.
Stay updated with trends and avoids wasting money on things that were trendy a while ago.
Eliminating additional expenditures related to quality concerns might potentially decrease further costs elsewhere, giving our customers and ourselves a higher-quality product at a lower cost (International, 2021)
Unique experience
 We can create unique experience based on    :
Coffee shop atmosphere :Our customers are going to make up their minds about what kind of coffee shop we’re running as soon as they step through the door. This is why it’s so important for us to build a welcoming atmosphere that is true to our brand.
The customers experience: Everyone knows that it’s the customers who make a business as much as the products and the workforce, and coffee shops are no exception.
The barista experience: There is more to being a barista than simply making coffee, and our team will be the face of your business. That’s why it’s essential for us to make their experience as simple and efficient as possible (development, 2021)

Special memories

We can offer a Personalised Experience based to :
Different customers require different needs. Whether that’s a busy commuter or a relaxed student, creating a unique experience tailored to each of their requirements will show that our café caters to a variety of needs to individual customers. Having a carefully constructed floor plan for people who are grabbing coffee to go should be in place, to ensure quick entry and exit from the café without tripping over or knocking into any furnishings. Equally, having an area more suited for guests to relax and enjoy their coffees inside will also give a more personalised experience to our customers) (Latest News - nationwidecoffee.co.uk, no date)
	

	
	
	

	
	[bookmark: _Toc287535416]How you know this:
During our research and whit the help of specific websites (Startups, 2022), (development, 2021), (International, 2021),(Latest News - nationwidecoffee.co.uk, no date) we concluded that only one aspect of our business is not enough to create a very good relationship with our customers.
	

	
	[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

	Parents 20-55
	40
	[bookmark: _Toc287535423]£5

	20 years old onwards 
	45
	[bookmark: _Toc287535426]£7

	Schools and education institutions 
	30
	[bookmark: _Toc287535429]£5

	Age 55 +
	35
	[bookmark: _Toc287535432]£5



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535902][bookmark: _Toc287535442]11 Profiling competitors
Different strength more details, be specific 

	

	
		Competitor name
	Strengths
	Weaknesses

	Costa Coffe
	Coffee. Costa Coffee is a British multinational coffeehouse chain that was founded in London, England, in 1971 by Italian brothers Sergio and Bruno Costa.
Since its inception, the company has become one of the largest coffee chains in the world, with thousands of locations in more than 30 countries. Costa Coffee is known for its high-quality coffee, made from its blend of Mocha Italia and a range of other hot and cold beverages, pastries, sandwiches, and snacks.
Brand reputation: Costa Coffee enjoys a strong brand reputation for its high-quality coffee and excellent customer service. This has helped the company build customer loyalty and trust.
Global presence: With thousands of locations in more than 30 countries, Costa Coffee has a strong international presence, which allows it to cater to a diverse range of customers and expand its market reach.
Coca-Cola acquisition: Being acquired by The Coca-Cola Company has provided Costa Coffee with significant resources, global distribution channels, and expertise in the food and beverage industry, enabling the company to expand more effectively and innovate its product offerings.
Unique coffee blend: Costa Coffee’s signature Mocha Italia blend sets it apart from competitors, offering a distinct taste that appeals to many coffee drinkers(The Strategy Story, 2023)
	Market saturation: Costa Coffee faces stiff competition in the highly saturated coffee market, with rivals like Starbucks, Dunkin’ Donuts, and local coffee chains vying for market share.
Overdependence on the UK market: A significant portion of Costa Coffee’s revenue comes from the UK, making it susceptible to economic and consumer trends fluctuations.
Limited product diversification: While Costa Coffee offers a range of food and beverage options, its primary focus remains on coffee. This may limit its appeal to consumers looking for more diversified options or healthier alternatives.
Inconsistent store experience: Due to the vast number of locations and different store formats, customers may experience inconsistencies in service quality and atmosphere, which could impact brand perception and customer satisfaction.
Franchising challenges: While franchising enables Costa Coffee to expand rapidly, it may lead to a lack of control over store operations and quality, potentially harming the brand image.
Slow adoption of digital technology: Although Costa Coffee has invested in digital capabilities such as its mobile app, it has been relatively slow compared to competitors in fully embracing digital technologies for enhancing customer experience and streamlining operations.
Environmental impact: Like other coffee chains, Costa Coffee faces challenges in reducing its environmental footprint, including waste generated from disposable cups, single-use packaging, and energy consumption at its locations.
Price sensitivity: Costa Coffee’s premium pricing may not appeal to price-conscious customers, who may opt for more affordable alternatives available in the market (The Strategy Story, 2023)

	Starbucks
	Starbucks is a leading coffee chain with a global presence and strong brand recognition. The company was founded in 1971 in Seattle, Washington, and has since grown to become one of the most recognized and respected coffee brands in the world. Starbucks has a long history of innovation, including the introduction of the coffee bar concept and the development of new products such as the Frappuccino. 

Strong brand recognition
Strong brand recognition is a key strength for Starbucks. The company has a solid reputation for quality and customer service, making it one of the most recognizable and renowned coffee brands in the world.

Innovative business model
Starbucks has a long history of innovation, including the introduction of the coffee bar concept and the development of new products such as the Frappuccino. This focus on innovation has helped Starbucks stay ahead of the competition and maintain its position as a leader in the coffee industry.

Commitment to sustainability
Starbucks places a high priority on sustainability, and it has put in place several initiatives to lessen its impact on the environment and support sustainable agriculture. For example, Starbucks has set a goal to become resource positive, meaning that it will give back more resources to the planet than it uses.

Strong customer loyalty
Starbucks has strong customer loyalty due to the high quality of its products and services. The company is known for its commitment to using high-quality, ethically sourced ingredients and brewing techniques that result in a consistently excellent cup of coffee. 

Global presence
With stores in more than 80 nations, Starbucks has a significant worldwide footprint. This allows the company to reach a wide and diverse customer base, as well as tap into new markets and revenue streams. Starbucks has established itself as a global brand with a strong reputation for high-quality products and excellent customer service. 

Strong digital presence
In this digital age, Starbucks has been able to connect with customers and foster brand loyalty thanks to its robust online presence. One way that Starbucks has established a strong digital presence is through its mobile app, which allows customers to order and pay for their purchases in advance, track their rewards, and access exclusive offers. 

Strong financial performance
Starbucks has consistently demonstrated strong financial performance over the years. The company has consistently generated revenue growth, with revenues increasing from $13.98 billion in 2013 to $29.06 billion in 2021(Pereira, 2023)
	Major dependence on a single product line (coffee)
One of Starbucks’ weaknesses is its major dependence on a single product line: coffee. While the company does offer a variety of other products, such as tea, smoothies, and food items, coffee is the primary focus of the business and the main source of its revenue.  

Intense competition in the coffee industry
Another weakness of Starbucks is the intense competition it faces in the coffee industry. The coffee industry is highly competitive, with a large number of players, both large and small, vying for market share. 

Limited international expansion in some markets
Starbucks has a strong global presence, with over 30,000 stores in more than 80 markets around the world. However, the company’s expansion into certain markets has been limited. 

Potential negative impact of commodity price fluctuations
Starbucks is vulnerable to the potential negative impact of commodity price fluctuations, particularly when it comes to the raw materials used to produce its products. Coffee, in particular, is a commodity that is subject to price fluctuations due to a variety of factors.

Dependence on a large number of company-operated stores
Starbucks has a significant number of company-operated stores, which can be seen as a weakness because it leaves the company vulnerable to operational risks and costs associated with managing these stores. 

High prices compared to some competitors
Starbucks is known for offering high-quality products and services, but this can also result in higher prices compared to some competitors. 

Limited menu options for customers with dietary restrictions or preferences.
Starbucks’ menu offerings may be limited for customers with dietary restrictions or preferences, which can be seen as a weakness (Pereira, 2023)

	Thornton
	Thorntons is Uks largest manufacturer and retailers of specialist chocolates. The size of the company is its strength. Secondly, its increasing turnover is its strength. Third, its excellent quality of boxed chocolate selection and the use of quality ingredients is an important strength. Fourth, the manufacturing expertise of the company is its strength. Fifth, the exclusiveness of Thorntons; principal recipes is its strength. Sixth, the company's ownership of well-located and right size shops are its strengths. Seventh, excellent quality of service including personalized messages is the strong point of Thorntons. Eight, the freshness of Thorntons chocolates is strength. Ninth, the manufacture and sale of ice cream during the low season is an important strength. Tenth, the acquisition and development of larger and better prime location sites is an important strength (Thorntons SWOT and Porters Five Forces, no date)
	1. The profit after tax is declining.
2. The cost of fitting new shops is expensive and often exceeds 100,000£.
3. The high cost of covering wear and tear of the shops is a weakness.
4. The quality of particular outlets seems to be substandard.
5. The hand made chocolates cannot be packed though an automated process.
6. Increased use of seasonal workers.
7. The company lost 15 franchise outlets when they were taken over by Clinton Cards.
8. The sales from new ranges were low, only 4 percent of turnover.
9. In adequate new products for Mother's day and Easter weakened sales.
10. The large stock of chocolate eggs for Easter had to be sold off for lower prices  (Thorntons SWOT and Porters Five Forces, no date)

	Small Local Shops 
	High quality coffee (coffee brand served)
High quality coffee (the way the coffee is prepared)
Unique coffee recipes and flavors
High customer service levels
Effective sales and service culture (good at cross-selling)
Good team culture
Highly motivated staff
Team-based culture
Clear value proposition
Close to the customer (strong customer relationships and rapport)
Effective niche marketer (unique coffee menu and selective target market)
High share of target markets
Strong net promoter scores = high customer satisfaction and customer referrals
Strong share-of-customer (customers buy most of their coffee at this store)
High quality products (other menu items, such as food choices)
Attractive store design and layout (known as services cape in marketing terms)
Customer-centric strategy = focused on the customers’ needs and preferences
Able to charge a price premium
Consumer “love” for the brand = good referrals, WOM, and online reviews
Positive attitudes to the brand
High ratings on review websites
Good location (high traffic, convenience, near a large business, easy parking)
Flexible ordering options
Busy, energetic atmosphere = always full of customers(Fripp, 2020)
	Operates a single store model = limited sales area coverage
Weak financial reserves
Poor location
High cost location
High overall costs relative to average customer sales
Reliance on regular customers only = and a lack of new customers
Reliance on manual systems = no apps, QR menus, or automation
Limited access to marketplace data = no insight to customer needs
Difficult to access to capital and funding
Limited market share
Difficult to generate publicity in local media
Reliant on one main channel = in-store only, no delivery options
Low brand awareness
Limited social media success
No company app (for menu and ordering)
Static website
Weak bargaining power with suppliers = resulting in higher costs
Broad competitive set
Cost disadvantage (with a one store model)
Low barriers to entry to the market
Many substitute competitive products
Strong existing competitors
Limited cross-selling by staff
Small number of online reviews (Fripp, 2020)

	1.      
	1.      
	1.      
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How you can improve on their offer and/or price(s) unique offerings:

Looking and analysing our main competitors we can estimate very humble that our Coffe Business will need to face extremely difficult tasks to manage and to become a very sustainable business.
But we will take our chances with couple of strategies:

By introducing some really popular and unique flavours of chocolate. New coffee flavours : crunchy toffee, creamy tiramisu, spicy brandy, aloe and coconut ,cream brulee, cotton candy, hibiscus’s and cardamon etc) , special  chocolate flavor’s(gingerbread house , imperial cranberry ,exotic fruits ,pina colada ,red pepper, rhubarb and tamarind for our vegan customers etc)
Cutting cost of the product and also working on setting nice profit margin per unit.

Diversifying the area for product and services
According to Kofra we can diversify our products and services like this :
By selling adding new products, we can implement new revenue streams and ensure some level of future stability if we have any issues with our core product.
By offering new products that align with our brand identity, we can clarify and hone in on what our business is passionate about, and subsequently communicate that to customers. We can also demonstrate an ability to keep up with changing consumer tastes and demands(management8962, 2021)
	

	
	Never stop researching of new flavours and products.
Weekly surveys from our customers for service , quality, customer relationship.
Improving technology with the market trends.
According to Emergingwe have a idea how to improve our technology with the market trends:
 Advanced Barista Technology: Maintaining uniformity between beverages is one of the trickiest parts of managing a coffee business. Everyone who orders a shot or two of coffee wants it to taste exactly the same every time.
Responsive and Engaging Website or App: It is imperative that an establishment have a virtual expansion. It makes no difference if the store roasts its own coffee beans, purchases coffee beans directly from growers, or offers caffeinated drinks. They all require an online presence that allows anybody to communicate with them.
Customer Experience: Starbucks is always seeking for methods to enhance the whole customer experience; it is a leader in impressing its patrons. Coffee businesses do not have to imitate the chain of coffee shops. They could derive inspiration from the work the firm is doing.
Online Ordering Applications and Convenient Payment Options: Not many individuals enjoy waiting in queue for over an hour to obtain their preferred cup of coffee. A system for online ordering is one technology advancement they might include in their business. Offering an open-ordering model is the most practical platform. It is not required for individuals to join the coffee shop as members. They only ever need to use their smartphone to download and install an app.
Advanced POS System: Point-of-sale (POS) systems are always changing. The old-fashioned punching orders machines with alphanumeric keys are long gone. POS terminals nowadays are as vivid and colourful as a high-end smartphone (June 29 and 2021, 2021).
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[bookmark: _Toc287535445]Write down the risks you have identified:

Intense competition: Choco Caffe Portsmouth will be facing intense competition from competitors like Thortons ,Starbucks,CostaCoffe and independent coffe shops very well grounded in the local coffee business.
Supply chain disruption: Uncertainties like Covid-19 pandemic can disrupt the supply chain of Choco Caffe Portsmouth in a very unfavorable manner because the company use a main But not unique supplier, Lavazza Coffee Italy. For the same scenario one of the most important competitors STARBUCKS using a main supplier Illy coffee Italy.
Change in consumer preferences: Preferences of consumers are changing on regular basis which in turn reflects that the company is needed to adapt to new market trends so that it can fulfil customer’s changing preferences effectively.
Cost of living: The rising cost of living and lingering recession has reduced the number of people eating and drinking out.
Operational costs: Choco Caffe Portsmouth income is being hampered by various operating expenditures such as personnel pay, building rent, supply costs, and performing maintenance charges. It is easy to open a good coffee shop, but it is far more difficult to retain that position over time(Conceptboard, 2024)



	

	
	
	

	
	[bookmark: _Toc287535446]How will you manage these risks so that they become less of a threat:
Providing the best training for our staff for services and customer relationship.
Always try to find different suppliers but whit the same level of quality
Never stop researching in market trends.
Offering a better quality of coffe and chocolate products for a lower price.
Offering training for all the staff members to improve the lack of digital skills.
By studying the pattern of competitors business
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	[bookmark: _Toc287535448]How you can calculate your prices:

1. By considering the cost .by maintaining the profit margin (NerdWallet, 2022)
	

	
	1. Because of high quality, professional customer service, luxury products with big profit margins 50% 
1. Market base pricing, revenue management depending on the season. When the season low we release more fidelity programs, like vouchers or fidelity cards for lower prices to attract more customers, when the season business is good, I don’t release fidelity programs.
1. We calculate our prices based on the demand (Google Trends, 2024.)
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How your prices compare with the competition:
	

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

	Latte
	£2.50
	£3.50(Costa Coffee) 4.25 (Starbucks )1.69 (McDonald’s) (Summerlin, 2023) 2.00 (Local shops)

	Cappuccino 
	£2.50 
	£3.50(Costa coffee )4.25 (Starbucks) 2.59 (McDonalds) (Summerlin, 2023)2.00(Local shops)

	Espresso 
	£2.00
	£2.30(Costa Coffee)3.00(Starbucks)99p(McDonald’s) (Summerlin, 2023)1.50(Local shops)

	Hot Chocolate 
	£3.00
	£3.60 (Costa coffee) 4.40(Starbucks)(Summerlin, 2023) 2.50 (Local shops)

	Frappe 
	£4.00
	£4.30(Costa coffee) 5.40(Starbucks)2.49(McDonald’s)3.50(Summerlin, 2023) (Local shops)

	Milkshake 
	£4.00
	£4.60(Costa coffee) 5.15 (Starbucks) 1.79 (McDonald’s) (Summerlin, 2023) 2.50 (Local shops)

	Coffe flavours 
	£4.50
	£5.00(Costa coffee )£5.15(Starbucks)3.15(McDonald’s) (Summerlin, 2023)
£3.5(Local Shops)

	Hot Chocolate flavours 
	£4.0
	£4.45(Costa coffee)5.15(Starbucks) (Summerlin, 2023)3.0(Local shops)

	Tea 
	£2.50
	£2.80 (Costa coffee ) 3.90(Starbucks)99p(McDonald’s) (Summerlin, 2023) 1.50(Local shops)
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	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
The only reason that creates difference in between price of competitor and CHOCO CAFE are:
CHOCO CAFE is newly established business that has to keep high quality of products at reasonable prices.
 According to HB International many aspects control production costs. Ultimately a positive working relationship with our supplier is a great way to start. Here are several suggestions:
1. • The cost per unit is frequently reduced and suppliers are typically willing to offer discounts for larger quantities of material.
1. • The ability to reduce expenses and more cohesive relationships are two benefits of effective bargaining.
1. • Stay up to date with the latest trends and avoid wasting money on things that were fashionable.
1. • Reducing the extra expenses associated with quality problems might also remove other expenses, giving our customers and ourselves a guaranteed high-quality product at a lower cost (International, 2021)
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	[bookmark: _Toc287535907][bookmark: _Toc287535454]15 Staff
	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	Manager/Bartender
	£25000
	business management and marketing
	Manager /Coordinate the operation of the restaurant ensuring that kitchen, bar and waiting staff are working as a team , recruitment, training , managing , monitoring and motivate the staff.

	Assistant manager /Hostess/Waiter
	£25000
	experience in a supervisory or management role within the restaurant industry
	In charge of making sure that everything runs smoothly at Choco Caffe Portsmouth. Responsible for a variety of tasks, including scheduling shifts, selecting, developing and managing employees, overseeing inventory ordering process to create a maximum of profit.
Organizational skills, customer service, problem-solving skills, communication skills.

	Assistant manager /Waiter/Cleaner 
	£25000
	experience in a supervisory or management role within the restaurant industry
	Assist the line manager to manage ordering and obtaining supplies, smooth running of the team
excellent Analytical, interpersonal, organizational and communication skills, ability to work under pressure, problem solving


	PR and customer support manager/Cleaner/Bartender
	£25000
	working experience in public relations
	Responsible for excellent customer service protocols, managing the customer service team
Backing equipment, design methods, production and processing, stock management, food trend knowledge, ability to work under pressure


	Financial manager / Security /Logistics 
	£25000
	accounting and marketing
	Responsible for overseeing the security operations of organisation, ensuring the safety of personnel, assets and information.
Security and operations management Strong leadership and management skills to lead and motivate a team of security professional effectively. Experience recruiting, training and developing security personnel to ensure they have the necessary skills and knowledge to perform their roles effectively




	

	
	[bookmark: _Toc287535908][bookmark: _Toc287535455]We chose for a distribution of company roles for reducing the amount of money spend on company wages.
16 Premises

Screen shot
	
	Cost £

	Premises required at start-up: 1400 Sq Ft 
	£35500

	Premises required in the future (if different):      
	[bookmark: Text96]£     
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Appendix 2
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[bookmark: _Toc287535457]Your key suppliers and their credit terms
	Supplier
	What you’ll buy from them
	Number of days’ credit

	https://www.lavazza.co.uk/

	Coffee beans, coffee products 

	1. 15

	https://bradesfarm.co.uk/
	Milk 
	1. 15

	https://onestopcoffeeshop.co.uk/coffee-shop-milk-delivery/
	Milk and takeaway coffee cup’s 
	1. 15

	https://matthewclark.co.uk/products/soft-drinks/?CategoryId=1644&Page=9&SortBy=&PageSize=12&SearchTerm=
	Soft drinks 
	1. 0

	https://www.britvic.com/
	Soft drinks 
	1. 0

	https://www.coffeesuppliesdirect.co.uk/collections/coffee-beans
	Coffee beans 
	1. 0

	https://hbingredients.co.uk/collections/chocolate-cocoa-chocolate
	chocolate
	1. 0


	https://octopus.energy/quote/?postcode=PO14RL#/tariffs
	Gas and electricity 
	1. 30

	https://www.redber.co.uk/collections/simply
	Syrup an flavours 
	1. 0

	https://www.uswitch.com/broadband/results/?source-slug=business_broadband
	Broadband and land line
	1. 30

	https://www.laptopsdirect.co.uk/nav/screenband/17-and-above/pmlld/intel-core-i7/lbu/business/smlld/1tb/mc/48361/pt/laptops
	Laptop 
	1. 0

	https://www.eposcompany.co.uk/current-offer/
https://www.eposcompany.co.uk/consumables/
https://www.eposcompany.co.uk/ecdelivery/
	EPOS System, consumable and delivery soft 
	1. 0

	https://www.checkatrade.com/blog/cost-guides/burglar-alarm-installation-cost/
	Alarm system 
	1. 0
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18 Equipment
	

	
	

	Resource 
	When
	How funded
	Cost £ per unit

	Coffee machine
(Iberital IB7 3-Group Alto 6000W - Pure Black, 2024)
	Opening 
	Cash 
	£3720

	Coffee bar accessories: Straight-sided Foaming Jug,Small Ceramic Milk Jug , Mini Table Top Scale, Small Chocolate Shaker, Crema Pro Tamper  etc(Accessories, 2024)


	Opening 
	Cash 
	£1000

	Caffe bar equipment: Ice crusher, Muddlers, Speed rails, Condiment dispenser etc
(Design, 2024.)
	Opening 
	Cash 
	£1000

	Bar fridges x 3
(Fridgesmart, 2024.)
	Opening 
	Cash 
	£2617.32

	Coffee shop furniture:
40 chairs -2011 £ (Faux Leather Dining Chairs - Black | Trent Furniture, 2024)
10 tables -874.8£(Square Coffee Table - Metal Base | Trent Furniture, 2024)
4 sofas -1770.72(Brown Faux Leather Sofa - 3 Seater | Trent Furniture, 2024)
2 sofa tables -189.36(Square Coffee Table - Shaker | Trent Furniture, 2024)

	Opening 
	Cash
	£4845.88

	Bar counter 
(Café & coffee shop counters, 2024)
	Opening 
	Cash 
	£5000

	Coffee and Tea glasses
(restaurantstore.co.uk, n.d.)
	Opening 
	Cash 
	£1500

	· Total
	·      
	·      
	£19683.2
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	Risk
	Solution

	Staff
1. Lack of motivation
1. Enhancement of negligence
1. Lack of professional experience and training 
	Businesses must create an inclusive, enjoyable, and supportive work environment since one of the primary causes of high employee turnover is a bad work culture. Establishing a strong work culture is crucial, particularly in the hospitality sector where collaboration is essential to success. By doing so, workers will always have a strong base to fall back on, even during hectic or demanding times.
Employee morale maintenance has been found to depend on out-of-work events. 
To build a positive work culture, businesses may consider hosting:
After work drinks
Staff holiday parties
Staff events: bowling, movies, art classes
Establishing positive bonds with and amongst your staff will help nurture a great work environment, and it will make your staff feel valued and appreciated  (Hospitality staff retention: How to keep staff motivated and happy at work, no date) 

Daily training for customer service

Weekly training of bar and service skills 

	Suppliers
1. Lack of trust in credit sale, 0 credit availability for a new startup coffee business 
1. Supply chains distribution: uncertainties like Covid can disrupt the supply chain in a very unfavourable manner, because Choco Caffe use a main but not unique coffee supplier Lavazza Coffee
	
1. Timely payment of the amount for the creditors or different suppliers.
1. Joining industry associations and attending trade: A wide variety of coffee businesses exhibit and take part in trade shows – ranging from more established brands to smaller players in the market. But no matter the size of the business, these events offer exciting opportunities to connect with potential investors, partners, and customers (Hill, 2023)
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Please double click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.			
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	[bookmark: _Toc287535462]Calculate how much money you need before you start trading




Total                           231309£

                  * Total from here should be used in 22 Sourcing finance below
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	21 Profit and loss forecast
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Total borrowing requirement for the business
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Starup loan: £ 207000
APR: 5.25% per year
Total interest: £ 28806 
Repayment term: 5 years 
Amount per repayment: £ 3930.10
Total amount to be paid: £ 235806(Smith, 2019)
https://rsaccountancy.co.uk/business-loan-calculator/

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:
	

	
	Liquidity risk is one of the familiar and common form of risk that a company has to face most of the time
Secondly, being a start-up, CHOCO CAFÉ has to face the problem relating funding. Being lesser familiar in market they get less credit as fund.
Targeted financial values is hard to achieve as being new to market first they need to adapt into the environment. 
Sales targeted was 300,000 and it got accomplished by the company in very first year. Yet the gross profit was 50% of revenue but still the numbers were sound that good.
High cost of marketing and advertising 
Lack of motivation for the employees and professional training 
To much product waste 

	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
1. According to Esquires we founded couple of ideas and direction to minimise the financial risk:
COST MANAGEMENT
Relatively high costs might make turning a profit considerably more difficult. However, many people discover there are several methods to reduce expenses once they begin analysing their organisation. The main things to consider are listed below. 
Understand Your Business
Encouraging systems and measuring outgoings are the greatest ways to cut indirect expenses and overhead. It is important to understand how and where you're spending your money. 
Control Cash flow & Inventory
Many people seek invoice templates to assist them manage their problems, but there are many more ways for you to manage cash flow. Keep in mind that operations expenses, like buying merchandise or paying bills, sometimes need to be covered before your company gets paid by clients.
Reduce Waste
Waste controlling is crucial for assuring the success of a business. One common issue in coffee shops is milk wastage. Milk isn’t cheap, especially if you use high-quality milk to match your high-quality coffee.
Motivation
It is crucial to offer all the perks that is suitable for the positions hold by workers. Employee motivation depends on several factors including time off, a pleasant work environment and health insurance.
PEOPLE MANAGEMENT
Managing people within a workplace depends on effective training and  motivation. Employees will be more motivated if they feel satisfied with their job and  workplace ambiance. 
Training
Organisations should invest in training initiatives aligning with the needs and  expertise of workers, that may enhance their productivity. 
Risk Management
It is crucial for business to implement risk assessment plan through which potential risks can be identified and potential solutions for preventing the risks will also be discussed. 
Know Your Company
You can only prepare for risks if you know what they are. Take time to think about risks you might encounter, but also be aware that you can’t always see the risks for your own company.
Insurance
Insurance may sound expensive, but If something goes wrong, it will get a lot more expensive.
Running a profitable business is never easy, but by managing costs, staff, and risks well, it will become easier. And once you’ve got all this sorted, you can focus on the things you really care about – whether that’s providing great coffee, changing the way people think about their drink, or running a socially and environmentally sustainable business(Esquires Coffee, 2021)
1.  Choco Café will try to keep up with the rest of competitors with marketing programs like fidelity programs and vouchers and with more investment in advertising.
1. Introduction of new fund to the business becomes necessary.
	

	
	
	



	
		
24 Cash flow forecast(Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary)
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[bookmark: _Hlk159877931]25 Conclusion. 
In last we can conclude that, the CHOCO CAFE is a new start up being introduced as a coffee shop.  Being part of food and beverages sector it has to align with several compliance relating food safety and hygiene (Food Standards Agency, 2018)
 CHOCO CAFE also understands the working trend of the market and competitors as well. Market trends and competitive analysis are essential tools for any business. They help us stay in tune with the ever-changing dynamics of any industry. Knowing what's happening in the market, understanding customer preferences, and keeping an eye on emerging trends are like having a compass in any business (Why Understand Market Trends and Competitive Analysis, no date)
 CHOCO CAFE focuses on all the aspect which actually effect the functioning of the business. There are two types of factors influencing business decisions: internal and external. Internal factors are elements that come from within or are under a company's control, e.g. human resources, organisational structure, corporate culture, etc. External factors, on the other hand, are elements that come from outside, e.g. competition, new technology, and government policies (Study Smarter, 2023)
CHOCO CAFE has end eye on market trends and is researching the market to work efficiently. Pricing is determined by the company by considering competitors price and different price strategy like season trends. Company also considers legal requirements to work efficiently without any obstacle or inefficiency. 
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START UP COSTS

						£

		IT and computers				5,000

		Telephones and broadband				229

		Equipment				19,683

		Stock				10,000

		Tools				0

		Vehicles				0

		Professional fees				0

		Insurance				8,160

		Rent/rent deposit				35,500

		Stationery				0

		Marketing				5,000

		Consumables				2,000

		Licences				2,500

		Training				3,000

		Association fees				0

		Wages/recruitment				125,000

		Security/health and safety equipment				5,000

		Market research costs				5,000

		Gas and electricity				2,733
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		TOTAL  £				228,805
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Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 300.000 0 0

Less variable costs 0 0 0

Gross profit (sales less variable costs) 

= 

300.000 0 0

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

50 0 0

Salaries/wages (survival income + 

any staff

125.000 0 0

Premises (including rent, rates, 

utilities)

35.500 0 0

Telephone and broadband 299 0 0

Printing, post and stationery 0 0 0

Advertising and promotion 5.000 0 0

Bank charges 0 0 0

Professional fees 0 0 0

Insurances 8.160 0 0

Bank/HP/Interest (payable to your 

bank)

5.928 0 0

Stock 10.000 0 0

Consumables 2.000 0 0

Equipment and vehicle leasing 19.683 0 0

Depreciation 0 0 0

Gas and electricity  2.733 0 0

Other 0 0 0

Other 0 0 0

Total fixed costs 214.303 0 0

Net profit (gross profit less fixed cost)

85.697 0 0

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 0 0

Calculate your break even Year 1 (£) Year 2 (£) Year 3 (£)

Total variable costs + total fixed costs (B)

214.303 0 0
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		300,000		0		0

				Less variable costs		0		0		0

				Gross profit (sales less variable costs) =		300,000		0		0

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		50		0		0

				Salaries/wages (survival income + any staff		125,000		0		0

				Premises (including rent, rates, utilities)		35,500		0		0

				Telephone and broadband		299		0		0

				Printing, post and stationery		0		0		0

				Advertising and promotion		5,000		0		0

				Bank charges		0		0		0

				Professional fees		0		0		0

				Insurances		8,160		0		0

				Bank/HP/Interest (payable to your bank)		5,928		0		0

				Stock		10,000		0		0

				Consumables		2,000		0		0

				Equipment and vehicle leasing		19,683		0		0

				Depreciation		0		0		0

				Gas and electricity		2,733		0		0

				Other		0		0		0

				Other		0		0		0

				Total fixed costs		214,303		0		0

				Net profit (gross profit less fixed cost)		85,697		0		0

				Calculate your net profit margin (net profit divided by total sales x 100)		0		0		0

				Calculate your break even		Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total variable costs + total fixed costs (B)		214,303		0		0

				Break even (B) divided by (A)		4,286		0		0
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								£

				Start-up costs				231,309

				Personal start-up contributions		-		25,000

				Other start-up contributions		-		0

				Total required		=		206,309

				The assets you have available as security
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Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 45.000 30.000 90.000 135.000 0 0 0 0 0 0 0 300.000

Cash received from debtors 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital/loans received 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

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

TOTAL £ 45.000 30.000 90.000 135.000 0 0 0 0 0 0 0 300.000

EXPENDITURE

Wages to staff (incl. PAYE & NI) 31.250 31.250 31.250 31.250 0 0 0 0 0 0 0 125.000

Premises (rent, rates & utilities) 9.058 9.058 9.058 9.058 0 0 0 0 0 0 0 36.232

Telephone & Broadband 57 57 57 57 0 0 0 0 0 0 0 229

Printing, post & stationery 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Advertising & promotion 5.000 0 5.000 0 0 0 0 0 0 0 0 10.000

Bank charges 11.790 11.790 11.790 11.790 0 0 0 0 0 0 0 47.161

Professional fees 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Insurances 2.040 2.040 2.040 2.040 0 0 0 0 0 0 0 8.160

Bank/HP 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Equipment & vehicle leasing 19.683 0 0 0 0 0 0 0 0 0 0 19.683

Payments relating to variable costs 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital Expenditure 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other Payments 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

VAT 0 9.000 0 6.000 0 18.000 0 27.000 0 0 0 0 0 0 0 60.000

Owner's wages/salary 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner's National Insurance 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Loan repayments (incl. interest) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Stock 1.500 1.000 3.000 4.500 0 0 0 0 0 0 0 10.000

Consumables 300 200 600 900 0 0 0 0 0 0 0 2.000

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 £ 89.679 61.396 80.796 86.596 0 0 0 0 0 0 #VALUE! 318.465

Income less expenditure #VALUE! -44.679 #VALUE! -31.396 #VALUE! 9.204 #VALUE! 48.404 0 0 0 0 0 0 #VALUE! -18.465

Opening bank balance 0 0 #VALUE! -44.679 #VALUE! -76.074 #VALUE! -66.870 #VALUE! -18.465 #VALUE! -18.465 #VALUE! -18.465 #VALUE! -18.465

Closing bank balance #VALUE! -44.679 #VALUE! -76.074 #VALUE! -66.870 #VALUE! -18.465 #VALUE! -18.465 #VALUE! -18.465 #VALUE! -18.465 #VALUE! -18.465

5 6 TOTAL



Start-up 0 1 2 3 4
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				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)				45,000				30,000				90,000				135,000		0		0		0		0		0		0		0		300,000

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		TOTAL £		0		45,000				30,000				90,000				135,000		0		0		0		0		0		0		0		300,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)				31,250				31,250				31,250				31,250		0		0		0		0		0		0		0		125,000

		Premises (rent, rates & utilities)				9,058				9,058				9,058				9,058		0		0		0		0		0		0		0		36,232

		Telephone & Broadband				57				57				57				57		0		0		0		0		0		0		0		229

		Printing, post & stationery		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Advertising & promotion				5,000				0				5,000				0		0		0		0		0		0		0		0		10,000

		Bank charges				11,790				11,790				11,790				11,790		0		0		0		0		0		0		0		47,161

		Professional fees		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Insurances				2,040				2,040				2,040				2,040		0		0		0		0		0		0		0		8,160

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing				19,683				0				0				0		0		0		0		0		0		0		0		19,683

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		9,000		0		6,000		0		18,000		0		27,000		0		0		0		0		0		0		0		60,000

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock				1,500				1,000				3,000				4,500		0		0		0		0		0		0		0		10,000

		Consumables				300				200				600				900		0		0		0		0		0		0		0		2,000

		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		89,679		0		61,396		0		80,796		0		86,596		0		0		0		0		0		0		0		318,465

		Income less expenditure		0		-44,679		0		-31,396		0		9,204		0		48,404		0		0		0		0		0		0		0		-18,465

		Opening bank balance		0		0		0		-44,679		0		-76,074		0		-66,870		0		-18,465		0		-18,465		0		-18,465		0		-18,465

		Closing bank balance		0		-44,679		0		-76,074		0		-66,870		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465





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)		0		300,000		0		0		0		0		0		0		0		0		0		0		0		0		0		300,000

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		TOTAL £		0		300,000		0		0		0		0		0		0		0		0		0		0		0		0		0		300,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		125,000		0		0		0		0		0		0		0		0		0		0		0		0		0		125,000

		Premises (rent, rates & utilities)		0		36,232		0		0		0		0		0		0		0		0		0		0		0		0		0		36,232

		Telephone & Broadband		0		229		0		0		0		0		0		0		0		0		0		0		0		0		0		229

		Printing, post & stationery		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Advertising & promotion		0		10,000		0		0		0		0		0		0		0		0		0		0		0		0		0		10,000

		Bank charges		0		47,161		0		0		0		0		0		0		0		0		0		0		0		0		0		47,161

		Professional fees		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Insurances		0		8,160		0		0		0		0		0		0		0		0		0		0		0		0		0		8,160

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		0		19,683		0		0		0		0		0		0		0		0		0		0		0		0		0		19,683

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		60,000		0		0		0		0		0		0		0		0		0		0		0		0		0		60,000

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		0		10,000		0		0		0		0		0		0		0		0		0		0		0		0		0		10,000

		Consumables		0		2,000		0		0		0		0		0		0		0		0		0		0		0		0		0		2,000

		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		318,465		0		0		0		0		0		0		0		0		0		0		0		0		0		318,465

		Income less expenditure		0		-18,465		0		0		0		0		0		0		0		0		0		0		0		0		0		-18,465

		Opening bank balance		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465

		Closing bank balance		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465		0		-18,465





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		0		300,000		0		0		0		0		0		0		0		300,000

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		300,000		0		0		0		0		0		0		0		300,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		0		125,000		0		0		0		0		0		0		0		125,000

		Premises (rent, rates & utilities)		0		36,232		0		0		0		0		0		0		0		36,232

		Telephone & Broadband		0		229		0		0		0		0		0		0		0		229

		Printing, post & stationery		0		0		0		0		0		0		0		0		0		0

		Advertising & promotion		0		10,000		0		0		0		0		0		0		0		10,000

		Bank charges		0		47,161		0		0		0		0		0		0		0		47,161

		Professional fees		0		0		0		0		0		0		0		0		0		0

		Insurances		0		8,160		0		0		0		0		0		0		0		8,160

		Bank/HP		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		0		19,683		0		0		0		0		0		0		0		19,683

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		VAT		0		60,000		0		0		0		0		0		0		0		60,000

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0

		Stock		0		10,000		0		0		0		0		0		0		0		10,000

		Consumables		0		2,000		0		0		0		0		0		0		0		2,000

		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 £		0		318,465		0		0		0		0		0		0		0		318,465
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The UK government makes
companies pay a lot of

tax. The tax that companies have to
pay has gone up from 19% to 25%
in2023.1t

might hurt how well coffee brands
make money.

The world's political situation is
very

unsure.It hurt all industries,
including the coffee industry.
Brexit made it harder for the UK
coffee

industry to find workers and to
bring in products from other
countries, which

cost more money.

Recently Uk government
announced that the

country is in recession.That means
new financial regulations for all the
industries. Choco caffe Portsmouth
will have to

face all this political factors
maintaining the same high
standard of

products quality and customer
service even the future dont look

bright.
31% 0

Q

The UK economy is starting to
recover from the

pandemic. The UK government has
increased the lowest amount of
money that

companies legally have to pay their
workers in order to help the
economy get

better.

According to World Coffee Portal,
about 40% of

the UK's coffee shops don't have
enough skilled staff because of the
pandemic

and Brexit.To fix this Choco Caffe
Portsmouth will offer attractive wage
packages to become more attractive
for

the employment market.

Despite the rising

inflation,Uk consumers spending has
increased

Aworld-bank report shared that
more people in the developing
countries are eating out.Choco
Caffe Portsmouth can benefit a lot
from this opportunity and expand
into new markets to grow faster. A
study by PwC found that 47% of
young adults(aged 18 to 34 years)
made their diet healthier in last
year,compared to 35% of middle-
aged adults (aged 35 to 54 years),
and 23% older adults aged 55.
Many people in the UK of all ages
are getting more interested in
their health. However, Choco Caffe
Portsmouth s at risk because its
coffee has a lot of sugar in it.
However, Choco Caffe Portsmouth
can turn this problem into a
chance by adding healthy options
to its menu.

According to a BBC report, people
drink over

two billion cups of coffee every
day. The coffee drinking culture is
particularly common in countries
with high proportion of working
class.

T

Technological

Choco Caffe Portsmouth is ready to
make innovations in their menu,
special flavours and new recipes
with diferent mixed
ingredients,fresh and sweet,spiced
or creamy the chocolate is always
irresistible. Choco Caffe
Portsmouth introduced a new web-
based platform on Facebook,insta
and twiter for all orders and
delivery. Choco Caffe Portsmouth
will try to become partners with
Starship a very well known company
in robotic

industry to launch delivery robots
that could resolve the staff shortage
and efficeny related issues.

Uk goverment policy favour the
tehnology transfer process in coffe
production and sales.Choco Caffe
Portsmouth will become partners
with local farmers that use latest
technologies to maximize supply
chain

The new rules for protecting
workers are

getting strict. Choco Caffe will be
ready to implement all the
regulations,

health and safety standards for a
better and safety work
environment.

Currently, there is a debate about
whether we should ban GMOs
because they may be harmful to
animals and humans.Choco

Caffe products will be GMO free, so
we

can use this as a way to make our
brand look better.

Strict rules against discrimination
require

Choco caffe Portsmouth to create a
respectful work environment.

The rules to protect the environmen
are making all businesses and the
coffee industry work harder to be
sustainable.Becoming partners with
the local eco recycle companies
Choco caffe Portsmouth will maintai

a High level of sustainability.
Responsible sourcing off all product
will create a extremely important ec
aspect of Choco Caffe Portsmouth
business.
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Specific
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The letter S in Smart means specific.
In the competitive business world,
we need to know our goals and how
we'll reach them.

We have to clearly define all the
ways hoe we will use our business
so that nothing is unclear.

Certainly, we can set specific goals
for Choco Caffe by asking ourself
for who,for what, when, where, and
why.

We need to make a plan for
advertising that has clear steps to
follow to make sure we include all
the important information.
Attracting new customers, getting
more followers and shares on social
media, gaining new email
subscribers, making more money
each month or year, and improving
Google Business for Choco Caffe
Portsmouth ar our goals.

(S (']

It's important to realize that we
won't know if we've achieved our
coffee shop goals unless we
measure them with numbers.

We need to figure out a way to
measure our goals for our Choco
Caffe shop so that we can clearly
see if we have reached them or
not.

This is easier if our goal is to make
money because we can measure
that easily.

When we want to make our Choco
Caffe Portsmouth more popular, we
need to think of new ways to see if
we are doing well.

We have enough time to do all the
research and analysis needed to
make a good plan for Choco Caffe
Portsmouth in just one month.
We want to grow our coffee shop,

but we want our goals to be realistic.

We may not be able to become a big
multinational company right now,
but we understand what we can
achieve with the resources we have.
So, we set achievable goals and
timelines.

We should not be too sure about
our product or our team, even if we
believe they are really good. If we
set more realistic goals, we can
reach them more easily.

Choco Caffe Portsmouth needs a
good marketing plan to be
successful.

Being creative and questioning the
way things are done doesn't mean a
company has to ignore reality and
base their business on things that
are almost impossible.We have to
keep in mind that one of the

largest coffee shops Starbucks took
many years to become a successful
coffee shop in the United Kingdom.
We need to see what has been done
and what hasn't been done in coffee
shops industry before, because there
are reasons for why things are that
way.

Because of previous points, it is
important that all our goals for our
coffee shop Choco Caffe Portsmouth
have realistic deadlines to be
successful. We should figure out what
we want to achieve in the near future
and focus on reaching those goals. At
the same time, we should also think
about what we want to achieve in the
long run and make plans for those
too.

Itis very important to have realistic
schedules in the coffee shop
business. We don't want people to
expect things from us too soon and
then be disappointed when we can't
do what they expect.
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The foundation of our marketing plan is the product
we are selling. A high-quality latte , cappuccino or
chocolate is at the heart of what we do. Our menu
offerings should be quality products that people
want to buy and consume.

We always try to add a new product to menu. Any
menu item our coffee house sells should be part of
our marketing strategy, and the launch of a new
item should be a critical part.

The place is not as simple as finding a location
that fits our budget. We must consider our
customer base and their needs, where they spend
time when they might want a cup of coffee and
how much competition is nearby.

If we can choose a place with less competition but
high demand, we will sell more.We must keep in
our mind that online sales of coffee products, like
beans and coffee mugs, can be part of our place
as a coffee company.

Pricing strategy will lead to our promotions.
Choco Caffe want a competitive advantage for
that we should run sales from time to time and
this should be part of our plan for pricing our
coffee products.

Promotional strategies can vary but should be
used regularly to entice people to our business.
‘Our promotions can also be fuel for your
marketing communication with your target
market.

The price of our espresso, mocha, latte,
chocolate will likely be different each season.

Once we set pricing strategy, using season
trends raports , we can use it to determine our
marketing strategy and target market.
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DER OFFER

Unit 22, Cascades Shopping Centre, Commercial Road, Portsmouth, Hampshire, PO14RL &5 (O

From
£2,958 pcm £35,500pa
£28.56 per sq ft

Busin

s rates & charges may apply

SIZE AVAILABLE

(3 1,243-1,681sqft
115-156sqm

Lease details

Lease available date: Ask agent

[ No floor/site plan

SECTOR

High street retail property to lease

MARKETED BY

Flude Property - Flude

Consultants, Portsmouth sroseaTY consuiTaNTs

114 Kingston Crescent,
Portsmouth, PO2 8AL

More properties from Flude
Property Consultants, Portsmouth
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