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	[bookmark: _Toc287535392][bookmark: _Toc287535890][bookmark: _Toc165736054]1 Executive summary 
Copper Cup & Co. is a business in the food industry. This business plan will outline a business idea evolving with its place, location, hotline number, and others. It has definite goals and targets that will also be discussed. It will give an idea about the unique business propositions and legal activities to deal with the business situations. To establish a business proper market research is important and will be discussed also. There will be an overview of the financial activities of the organisation. 

	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891][bookmark: _Toc165736055]2 Business details
Name of the company: Copper Cup & Co
	

	
	[bookmark: _Toc287535395]Address: 123 Green Street, London, UK
     
	

	
	Primary contact method: info@coppercup co. uk
Hotline: +44 (0)20 3567 4799
	

	
	
	

	
	[bookmark: _Toc165736056]Description of business
The business is a coffee shop that will offer different types of coffee to the customers. It will ensure the high quality and taste of the coffee drinks. Moreover, there will be some snacks also like sandwiches, burgers, cookies, pastries, pasta, and others.  (Smith et al., 2014).

	




	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc287535892][bookmark: _Toc165736057]3 Key personnel
[bookmark: _Toc287535400]Details of owner(s):
Name of owner 1: Mohammed Razzak
	

	
	Position/main responsibilities: Owner
	

	
	Experience and knowledge on hospitality industry and knows every detail of the coffee industry from the sourcing of beans to the making from previous employment. (Alter, 2021).
	

	
	
	

	
	Previous employment: Has 5 years of experience in a prestigious coffee shop in London.
	

	
	Key skills: 
Cafe related knowledge
Communication with consumers
	

	
	Business experience and any training undertaken: Took training from award-winning baristas about coffee.  
	

	
	Academic/professional qualifications: Business Administration Diploma

	

	
	Salary expectations: £40000 per year
	

	
	Name: Michael Michel
	

	
	Position:  Lead Barista
	

	
	
	

	
	Experience and knowledge: knows coffee preparation, customer service, and other business operations (Michaels, 2021).
	

	
	Previous employment: Worked in Coffee Dine for 3 years as a Barista
	

	
	Key skills brought to the business:
Ability to multi-task 
Financial management
Excellent customer service
	

	
	Training: Specialized training in food safety and On-the-job barista training programs. 
	

	
	Academic/professional qualifications: High School 

	

	
	Salary expectations: £2000 per month


	

	
	Name: Farzana Begum
Position: Part-time baker

	
	Experience and knowledge: Strong baking skills and good at making pastry and other snacks

	
	Previous employment: Worked part-time at a bakery (Mahapatro, B., 2021). 

	
	Key skills: Time management skills, fast-paced, and able to follow the recipes properly. 

	
	Business experience and any training: food safety certification and a running student of culinary school

	
	Academic/professional qualifications: Enrolled in Culinary School 

	
	Salary expectations: £15 per hour

	

	

	

	



[bookmark: _Toc287535402][bookmark: _Toc287535893][bookmark: _Toc165736058]Vision
	
	
	

	
	[bookmark: _Toc287535403][bookmark: _Toc287535894][bookmark: _Toc165736059]4 The business idea
	

	
	Cooper Cup & Co. wants to provide high quality and variety of coffee drinks to the surroundings in a welcoming atmosphere (Strupeit and Palm., 2016). 
Customers: Local Residents 
Value propositions: High-quality coffee and a welcoming atmosphere
Customer Relationship: Welcoming atmosphere and friendly interaction with them in the shop.
Revenue: Sale of food and coffee items that will be available in the shop like Coffee drinks, pastries, sandwiches, burgers, pasta, and others. 
Key activities: Coffee preparation, snack preparation, baking of pastry items
Key resources: The key resources are the high-quality coffee beans, coffee machine, decoration with lights and chairs or tools, and other necessary equipment. 

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535405][bookmark: _Toc287535895]


[bookmark: _Toc165736060]5 Business goals
	

	
	Specific
The company has the target to achieve a turnover about £105000. 
Achievable
The target is feasible because of the busy location and reasonable pricing strategy (Prasad and Snow., 2014).

Relevant
Achieving this turnover will increase the viability and provide necessary resources for the future expansion of the business
Time-bound
This target will be achieved within the first year of operations.

	

	
	
	

	
	Target within the next 3-5 years
Within the next five years, the organisation will achieve consistent revenue that will be reinvested to expand business (Sun et al., 2014). Another branch of this shop will be started in the second location. The purpose is to provide exceptional services and commitment to the shop. It will have a talented team who will be passionate to expand the business and its quality food will create a loyal customer base. It will focus on sustainability and ethical sourcing. The net profit will increase up to 100000 within the next 5 years and the growth rate will be 5%









	

	
	
	

	
	
	

	
	

	
	
	




	
	[bookmark: _Toc287535406][bookmark: _Toc287535896][bookmark: _Toc165736061]6 Business Activities

	

	
		Product/service
	Features
	Benefits

	Coffee Drinks
	The features are high quality, integration with different flavours, and brewing methods. There will be customization options in the case of milk and syrup alternatives. 
	The customers will get unique experiences and diverse tastes. 

	Pastries
	The features of pastries will be,
· Freshly baked
· Use of high-quality ingredients
· Variety of options in the bakery items like chocolate, vanilla, and black forest


	· Support rural communities
· Diversify the tastes
· Perfect complement with coffee
· Freshness and homemade tastes

	Sandwiches, burgers and pasta
	Will be made after the order with fresh ingredients. The customers will be able to choose options from vegetarian, gluten-free, or meats. 
	The customers will enjoy a delicious meal at a reasonable price that is fulfilling. 



	

	
	
	




	
	[bookmark: _Toc287535407][bookmark: _Toc287535897][bookmark: _Toc165736062]7 Value Proposition

	

	
	This business will offer High-quality coffee drinks that will be prepared from ethically sourced raw materials (Cariou et al., 2018). It has an efficient and skilled workforce with certified baristas who high-quality foods and will be prepared through train baristas. 

	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc287535898][bookmark: _Toc165736063]8 Legal requirements 
The legal and insurance requirements that need to be applied in the businesses are regulatory compliance well the business needs to comply with the acts and rules of the food industry, building infrastructure, and other environmental aspects (Kabir et al., 2018). Proper documentation will be completed with the necessary authority. Copper Cup & Co. must register as a food business with the local authority at least 28 days before opening which is known as food business registration and the business must need to comply with the Food Standards Agency (FSA). 
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[bookmark: _Toc165736064]Marketing
	
	
	

	
	[bookmark: _Toc287535410][bookmark: _Toc287535900][bookmark: _Toc165736065]9 Market research
The trends in the food market and the change of customers demand towards premium quality coffee and other snacks. The consumers are also focusing on environment-friendly coffee shops.  Beyond the coffee, customers also have a demand for a welcoming atmosphere and comfortable seating. 
	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901][bookmark: _Toc165736066]10 Profiling customers
The first group of customers are the local people who have the habit of coffee. The age range of these consumers is 40 to 65 and they are middle to upper-income household’s people.
The second group is the students who are concerned about reducing costs and meeting with friends (Wong et al., 2015). They are concerned about price reduction and affordability of foods at a clam place.
The Third group of consumers are tourists and business professionals. Tourists try to get a taste of local coffee and business persons make different business deals sitting in the coffee shop.   

	

	
	
	[bookmark: _Toc287535418]Group
	[bookmark: _Toc287535419]Number of customers
	[bookmark: _Toc287535420]The price they might pay per unit

	Local Coffee Enthusiasts
	150
	£2.50 - £4.00

	Students
	50
	£1.50 - £2.50

	Tourists and Business Professionals
	10
	£4.00 - £8.00



	

	
	
	



	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc287535902][bookmark: _Toc165736067]11 Profiling competitors

	

	
		Competitor name
	Strengths
	Weaknesses

	Costa Coffee
	Brand Reputation
Wide range of services
Strong customer engagement
	Limited focus on diverse coffee experiences
Higher price
Less emphasis on the atmosphere as most of the time it remains crowded

	Starbucks
	Specialization in coffee and other snacks(Thiele., 2024)
Innovative food items
Strong R& D team
	High Price
Higher upfront costs
Employees are faster then their experiences



	

	
	· They can expand their business through increasing the product line.
· They need to implement competitive pricing strategies and flexible financing options
· They should focus on ethical sourcing. 
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903][bookmark: _Toc165736068]12 Managing market risks
The market risks are the changes in government policies and regulations, higher market competition evolving with the new entrance, established players, and technological advancement (Rajeev et al., 2017).
The strategies that can be taken to reduce these are the focus on developing unique value propositions for the business, identifying the niche market, making strategic partnerships with different channels and complementary businesses, focusing on continuous improvement and innovation, and, investing in market research and comparative intelligence to know the consumer preferences (Nagle and Müller, 2017).


	




	
	[bookmark: _Toc287535447][bookmark: _Toc287535904][bookmark: _Toc165736069]13 Pricing
Calculation of price
The business will focus on cost-based pricing there they will determine the direct and indirect costs related to the products and services. The direct cost includes the expenses for raw materials, employees, and others (Bösch et al., 2018). On the other hand, indirect costs are overhead costs, administrative expenses, etc. This will make effective market research to identify efficient cost pricing.

	

	
	
	



	
	
	

	
	
	

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

	Espresso
	£2.20 - £2.50
	£2.80 - £5.30

	Cappuccino
	£3.70 - £5.00
	£4.40 - £5.80

	Croissant
	£1.80 - £2.20
	£1.50 - £2.00



	

	
	[bookmark: _Toc287535450]Reasons for the difference between price(s): 
· Different taste, superior quality compared to competitors
· It provides freshness in food items and high quality in coffee items
· Differences in cost structure as the established competitors have economies of scale and supply chain efficiencies (Phillips., 2021). 
· There are regional variations in market demand, competition, and regulatory requirements that also create an impact on the changes in pricing. 
	

	
	
	



	
	[bookmark: _Toc287535451][bookmark: _Toc287535905][bookmark: _Toc165736070]14 Promotion and advertising
	

	
	To pr
	

	
	The organisation will take the strategy of digital marketing by publishing informative content about coffee, and their experiences of business on the websites, Facebook pages, or Instagram (Nickels et al., 2019). The partnership and reference related to strategic partnership and customer refer will also promote the business and help to generate leads and build trust in the market.
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[bookmark: _Toc165736071]Running the business
	

	
	

	
	[bookmark: _Toc287535454][bookmark: _Toc287535907][bookmark: _Toc165736072]15 Staff


	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	Lead Barista
	£2000 per month
	communication skills, and training in the relevant field
	Diploma in business

	Part-time baker
	£15
per hour
	Experience in baking activities (Hirt and Willmott., 2014)
	Degree or running student from culinary schools

	Sales Person
	£1000 per month
	Experience in selling and effective conversation with customers
	Good at communication 



	

	
	[bookmark: _Toc287535455][bookmark: _Toc287535908][bookmark: _Toc165736073]16 Premises

	
	Cost £

	Premises required at start-up: 
	£50,000

	Premises required in the future (if different)
	£70,000



	

	
	[bookmark: _Toc287535456][bookmark: _Toc287535909][bookmark: _Toc165736074]17 Suppliers
	Supplier
	What you’ll buy from them
	Number of days’ credit

	Milk Supplier
	Fresh milk and condensed milk
	14-30 days

	Bakery items
	Wheat, flour, egg, cocoa powder, etc.
	7-15 days

	Equipment Supplier
	Coffee machines, refrigerators, blenders and others. 
	30-60 Days

	Furniture Supplier
	Tables, chairs, sofas, tools, decoration items, and others. 
	30-60 days



	

	
	
	

	
	
	




	
	
	

	
	[bookmark: _Toc287535458][bookmark: _Toc287535910][bookmark: _Toc165736075]18 Equipment
	

	
	

	Resource
	When
	How funded
	Cost £ per unit

	Espresso Machin
	Initial step
	Business funds
	£3000

	Grinder
	Initial step
	Business funds
	£1000

	Drip Coffee Brewer
Bb BrewerComponents
	Initial step
	Business funds
	£1000

	Refrigerators 
	Initial step
	Business funds
	£2000

	Milk Frother
	Initial step
	Business funds
	£500

	Blenders
	Initial step
	Business funds
	£300

	Cash Register
	Initial step
	Business funds
	£1000



	

	
	
	

	
	
	

	
	
[bookmark: _Toc287535459][bookmark: _Toc287535911][bookmark: _Toc165736076]19 Managing operational risks

	Risk
	Solution

	Staff
There is the risk of loss of key team members as they may have greater opportunity and salary from another competitor (Sharifi et al., 2019). The risk also includes the skill gaps related to the food safety protection knowledge and the communication challenges may increase misunderstanding.
	
To reduce this risk proper training and development programs, employee motivation activities, maintaining proper documentation, recognition programs, etc. need to be developed.


	Suppliers
The related risks regarding the suppliers are that they may provide lower quality raw materials, delay in delivery of foods, and financial instability of the local suppliers.

	
The related risks regarding the suppliers are that they may provide lower quality raw materials, delay in delivery of products, and financial instability of the local suppliers.
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[bookmark: _Toc165736077]Finance 		
	
	
	

	
	[bookmark: _Toc287535461][bookmark: _Toc287535913][bookmark: _Toc165736078]20 Start-up costs
 
	 
	 
	£

	Market research & business plan
	3,000

	Telephones and broadband
	500

	Equipment
	5,000

	Grinder
	1,000

	Drip coffee brewers
	500

	Refrigerators and freezers
	1,000

	Professional fees
	17,000

	Milk frothier
	100

	Rent/rent deposit
	4,000

	Blenders
	400

	Marketing
	1,500

	Consumables
	500

	Licenses
	2,000

	Cash register
	500

	Display case
	500

	Furniture
	5,000

	Coffee beans
	1,000

	Pastries
	1,500

	Utilities
	500

	Loan repayments
	500

	Website and social media presence 
	1,500

	Snacks items
	2,000

	 
	0

	 
	0

	TOTAL  £
	49,500



	

	
	
	





	
	[bookmark: _Toc165736079]21 Profit and loss forecast
	 
	Year 1 (£)
	Year 2 (£)
	Year 3 (£)

	Total expected sales
	105,000
	130,000
	200,000

	Less variable costs
	49,500
	40,000
	45,000

	Gross profit (sales less variable costs) = 
	55,500
	90,000
	155,000

	Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)
	1
	1
	0

	
	
	
	

	Salaries/wages (survival income + any staff
	17,000
	20,000
	25,000

	Premises (including rent, rates, utilities)
	4,000
	4,500
	5,500

	Telephone and broadband
	500
	500
	1,000

	Advertising and promotion
	1,500
	1,300
	1,000

	Bank charges
	500
	600
	500

	Professional fees
	17,000
	20,000
	22,000

	Consumables
	500
	1,000
	1,200

	Equipment and vehicle leasing
	7,500
	8,000
	9,500

	Depreciation
	0
	1,000
	2,000

	Other (please specify)
	0
	0
	0

	Other
	0
	0
	0

	Other
	0
	0
	0

	 
	 
	 
	 

	Total fixed costs
	48,500
	56,900
	67,700

	Net profit (gross profit less fixed cost)
	7,000
	33,100
	87,300

	Calculate your net profit margin (net profit divided by total sales x 100)
	0
	25
	44

	
	
	
	

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

	Total variable costs + total fixed costs (B)
	98,000
	96,900
	112,700

	Break even (B) divided by (A)
	185,405
	139,967
	0
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22 Sourcing finance
	



	
	[bookmark: _Toc287535466]
Total borrowing requirement for the business



	



	
	[bookmark: _Toc287535467][bookmark: _Toc287535916]
[bookmark: _Toc165736081]23 Managing financial risks 
The risks that have been identified from the financial forecast are that there may be sales less than the forecasted amount which can lead to lower revenue and negative cash flow. There may be a delay in obtaining start-up finance which can disrupt planned time for taking different initiatives and strategies (Sigrin and  Drury., 2015).
This impact can be minimized two maintaining diversification of revenue streams like relying on a single source of revenue and making advertisements for all the product lines (Strupeit and Palm., 2016). 
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[bookmark: _Toc165736083]Conclusion 
The main business idea is to open a café in the busiest location in London. The core services are the preparation for coffee, display, and sale of pastries and snacks, and giving the guests a warm welcome. There are expert and skilled employees to complete the business operations successfully. The business will be also concerned about carbon emissions and environmental sustainability so it will focus on ethical sourcing and waste minimization. It will design a soothing and welcomed interior for the guests as well as provide high-quality coffee drinks. 
[bookmark: _Toc165736084]
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Executive summary 
Copper Cup & Co is a business in the food industry. This business plan will outline a business idea evolving with its place, location, hotline number, and others. It has definite goals and targets that will also be discussed. It will give an idea about the unique business propositions and legal activities to deal with the business situations. To establish a business proper market research is important and will be discussed also. There will be an overview of the financial activities of the organisation. 
[image: ]
Specific
The company has the target to achieve the turnover about £105000. 
Achievable
The target is feasible because of the busy location and reasonable pricing strategy (Prasad and Snow., 2014).
 Relevant
Achieving this turnover will increase the viability and provide necessary resources for the future expansion of the business
Time-bound
This target will be achieved within the first year of operations.
 [image: ]
Target within the next 3-5 years
Within the next five years, the organisation will achieve consistent revenue that will be reinvested to expand business (Sun et al., 2014). Another branch of this shop will be started in the second location. The purpose is to provide exceptional services and commitment towards the shop. It will have a talented team who will be passionate to expand the business and its quality food will create a loyal customers base. It will focus on sustainability and ethical sourcing. The net profit will increase up to 100000 within next 5 years and the growth rate will be 5%. 
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2 Business details
Name of the company: Copper Cup & Co
Address: 123 Green Street, London, UK 
Primary contact method: coppercup@ co. uk
Hotline: +44 (0)20 3567 4799
Description of business
The business is a coffee shop that will offer different types of coffee to the customers. It will ensure the high quality and taste of the coffee drinks. Moreover, there will be some snacks also like sandwiches, burgers, cookies, pastries, pasta, and others. 
[image: ]
The legal and insurance requirements that need to be applied in the businesses are regulatory compliance well the business needs to comply with the acts and rules of the food industry, building infrastructure, and other environmental aspects (Kabir et al., 2018). Proper documentation will be completed with the necessary authority. Copper Cup & Co. must register as a food business with the local authority at least 28 days before opening which is known as food business registration and the business must need to comply with the Food Standards Agency (FSA). 
[image: ]
The market risks are the changes in government policies regulations and incentives regarding the renewable energy sector and the higher market competition evolving with the new entrance, established players, and technological advancement.
The strategies that can be taken to reduce these are the focus on developing unique value propositions for the organisation, identifying the niche market, making strategic partnerships with different channels and complementary businesses, focusing on continuous improvement and innovation, and the investment in market research and comparative intelligence.
[image: ]
The market risks are the changes in government policies regulations, higher market competition evolving with the new entrance, established players, and technological advancement (Rajeev et al., 2017).
The strategies that can be taken to reduce these are the focus on developing unique value propositions for the business, identifying the niche market, making strategic partnerships with different channels and complementary businesses, focusing on continuous improvement and innovation, and, investment in market research and comparative intelligence to know the consumer preferences (Nagle and Müller, 2017).
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The main business idea is to open a café in the busiest location of London. The core services are the preparation for coffee, display and sale of pastries and snacks and give the guests a warm welcome. There are expert and skilled employees to complete the business operations successfully. The business will be also concern about the carbon emissions and environmental sustainability and so it will focus on ethical sourcing and waste minimization. It will design a soothing and welcomed interior for the guests as well as provide high quality coffee drinks. 
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INCOME Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

Cash from sales (incl. VAT)

10,500 11,000 25,000 30,000 30,000 32,000 35,000 40,000 100,500 113,000

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 £

10,500 11,000 25,000 30,000 30,000 32,000 35,000 40,000 100,500 113,000

EXPENDITURE

Wages to staff (incl. PAYE & NI)

2,000 2,000 4,000 4,000 4,000 4,000 7,000 7,000 17,000 17,000

Premises (rent, rates & utilities)

1,500 1,500 1,500 1,500 1,500 1,500 1,500 1,500 6,000 6,000

Telephone & Broadband

125 125 125 125 125 125 125 125 500 500

Advertising & promotion

500 550 400 475 300 300 300 300 1,500 1,625

Bank charges

125 125 125 125 125 125 125 125 125 500

Payments relating to variable costs

10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 40,000 40,000

Capital Expenditure

1,200 1,300 1,500 1,600 1,700 1,800 2,000 2,500 6,400 7,200

Other Payments

2,500 2,500 2,500 2,500 2,500 2,500 2,500 2,500 10,000 10,000

VAT

250 250 250 250 250 250 250 250 1,000 1,000

Owner's wages/salary

9,500 7,500 9,500 9,500 9,500 9,500 9,500 9,500 10,500 36,000

Consumables

500 500 500 500 500 500 500 500 2,000 2,000

TOTAL £

28,200 26,350 30,400 30,575 30,500 30,600 33,800 34,300 122,900 121,825

Q1 Y1 Total Q4 Q3 Q2
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First 6 months

		

				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)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		EXPENDITURE

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

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

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

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

		Advertising & promotion		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank charges		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Insurances		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

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

		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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		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

		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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Income less expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Opening bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Closing bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0





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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		EXPENDITURE

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

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

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

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

		Advertising & promotion		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Bank charges		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

		Insurances		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

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

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

		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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Consumables		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

		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		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Income less expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Opening bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Closing bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		10,500		11,000		25,000		30,000		30,000		32,000		35,000		40,000		100,500		113,000

		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 £		10,500		11,000		25,000		30,000		30,000		32,000		35,000		40,000		100,500		113,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		2,000		2,000		4,000		4,000		4,000		4,000		7,000		7,000		17,000		17,000

		Premises (rent, rates & utilities)		1,500		1,500		1,500		1,500		1,500		1,500		1,500		1,500		6,000		6,000

		Telephone & Broadband		125		125		125		125		125		125		125		125		500		500

		Advertising & promotion		500		550		400		475		300		300		300		300		1,500		1,625

		Bank charges		125		125		125		125		125		125		125		125		125		500

		Payments relating to variable costs		10,000		10,000		10,000		10,000		10,000		10,000		10,000		10,000		40,000		40,000

		Capital Expenditure		1,200		1,300		1,500		1,600		1,700		1,800		2,000		2,500		6,400		7,200

		Other Payments		2,500		2,500		2,500		2,500		2,500		2,500		2,500		2,500		10,000		10,000

		VAT		250		250		250		250		250		250		250		250		1,000		1,000

		Owner's wages/salary		9,500		7,500		9,500		9,500		9,500		9,500		9,500		9,500		10,500		36,000

		Consumables		500		500		500		500		500		500		500		500		2,000		2,000

		TOTAL £		28,200		26,350		30,400		30,575		30,500		30,600		33,800		34,300		122,900		121,825
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      Financial forecast for 1 year        The 1st year it will focus on gaining the net profit will be £7000           The total sales will be £ 105000      The initial set up cost is £49500.
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      Business Details and value propositions       Name of the company: Copper Cup & Co .      Adress:123 Green Street, London, UK       Contact Method: coppercup @ co. uk      The core products of the business are different types of coffee( Sun et al., 2014)
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      Legal Requirements        Regulatory compliance      Food business registration ( Weckend et al., 2016)       Public liability insurance (Prasad and Snow., 2014)      Food Standards Agency (FSA).
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      Promotion and advertising      Digital marketing (Kabir et al., 2018)             Partnership and reference related to strategic partnerships (Wong and Zhou., 2015)       Influencer marketing         E - mail marketing (Thiele., 2024)       Facebook contents


image20.png
Conclusion

Preparation for coffee, display and sale of pastries
and snacks and give the guests a warm welcome

Promotion among the customersMaintenance of
the solar panels

concern about the carbon emissions and
environmental sustainability

Soothing and welcomed interior for the guests





image21.svg
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