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	BUSINESS DESCRIPTION / MARKET OPPORTUNITY
The industry chosen for this business plan is the online food delivery service in the UK. This industry has grown significantly in the past few years due to the convenience of ordering food online and delivering it to your doorstep. Online food delivery services have become even more important in the post-Covid 19 world, as people increasingly rely on them as a safe and convenient way to obtain food (Li et al., 2020, p. 5528). Our mission at UK Online Food Delivery Services is to provide convenient and safe food delivery to customers in the UK. We strive to make the ordering process easy and efficient, with a focus on customer satisfaction. Our product is an online food delivery service that allows customers to order food from their favourite restaurants easily. Our service will be designed to be fast and hassle-free, ensuring that customers can get their food delivered to their doorsteps in no time. We shall offer various payment options, including credit card and PayPal, to make the process even more convenient. 
We shall also have an innovative delivery system that allows customers to order food from multiple restaurants. This means that customers can have all their favourite dishes delivered to their doorstep in one go. We are committed to providing a safe and secure delivery service at UK Online Food Delivery Services. We shall employ only the best drivers, who are all trained and certified to ensure safe and secure delivery. We also have a strict policy of sanitizing all our vehicles and drivers regularly to ensure that we follow all the necessary precautions to ensure safe delivery. We aim to achieve several milestones, including reaching over 100,000 customers in the UK and expanding our coverage to include over 100 restaurants across the country. UK Online Food Delivery Services will be a privately-owned company. It will be owned and managed by a team of experienced entrepreneurs and professionals who have been involved in the industry for many years.




	INDUSTRY ANALYSIS
The threat of New Entry
The online food delivery service in the UK is a relatively competitive market, with several established players such as Deliveroo, Uber Eats, and Eat. As such, it can be difficult for a new player to enter the market and compete with the existing players (Keeble et al., 2020, p. 5190). However, the entry barriers are manageable for a new entrant, and there are still opportunities for a new player to enter the market. The threat of new entry differs from location and the cost of production in different parts of the United Kingdom. For instance, high infrastructure costs experience low entry threats of new entrants and vice versa. There is a high threat of entry in areas with a lower cost of production. The business will design a strategy to minimize the competition of new entrants by increasing its market share. Increasing the market share will involve diving deeper into the UK markets and increasing the customer satisfaction rate. When the customers are satisfied, there is a high chance that new entrances will not distract the business operation. In the UK, some cities are not also taken by online food delivery, which can be used as an opportunity to fill the gap and avoid the threat of new entrants. 
Threat of Substitutes
The online food delivery service in the UK is being challenged by several other services providing a similar service. These include meal kit delivery services, grocery delivery services, and restaurant delivery services. However, these services are still in the early stages of development, and online food delivery service remains the preferred choice for most consumers (Yeo et al., 2017, p. 156). In many cases, this factor becomes a threat if the substitutes are easily available in any location. The business will deal with this by differentiating the products to make them unique to avoid being copied by other online delivery organizations. Some coping mechanisms for the proposed business will be creating loyalty programs, designing products with unique features, creating awareness programs, and applying customer intimacy when dealing with customers. When customers are treated well, they are less likely to go for substitutes. 
Bargaining Power of Customers
The bargaining power of customers in the online food delivery service in the UK is relatively high. This is because several different services are available, and customers can choose the one that best suits their needs (Ahuja et al., 2021, p  3). As such, customers can easily switch to a different service if they are unhappy with one service. The bargaining power of the customer increases with an increase in product options and the services offered in different businesses. For instance, businesses offering high discounts and promotional offers are likely to fetch more customers compared to those offering little to no discounts and promotional offers. The business plans to deal with this by offering the customers more offers and discounts depending on the production cost and customer loyalty. Loyal customers will be given more options to attract them to continue purchasing the company's products. Increasing the number of customers will minimize the customer's bargaining power. 
Bargaining power of suppliers	
The bargaining power of suppliers in the online food delivery service in the UK is relatively low. The suppliers are typically small businesses with different bargaining power than the larger online food delivery services (Tassinari & Maccarrone, 2020, p. 37). The suppliers in the online delivery businesses are food joints, bakeries, and restaurants. The business plan is to capture the bargaining power of the suppliers by defining the portfolio of the products to be sourced from many suppliers at once. 
Competitive Rivalry	
	Name of competitor
	Differentiation

	Deliveroo
	We will differentiate ourselves from Deliveroo by offering a more personalized service, allowing customers to customize their orders and have them delivered at a convenient time.

	Uber Eats
	We will differentiate ourselves from Uber Eats by offering a wider range of options, including high-quality and healthy food options and a loyalty program for our customers.

	Just Eat
	We will differentiate ourselves from Just Eat by offering a faster delivery service and a more user-friendly website and mobile app.

	Grubhub
	We will differentiate ourselves from Grubhub by offering our customers a wider range of payment options and a rewards program.

	Foodpanda
	We will differentiate ourselves from Foodpanda by offering a more reliable delivery service and a wider range of cuisines.








	OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
Our business process will involve sourcing food supplies from local suppliers and delivering them to our customers. We will be using a fleet of delivery vehicles, which will be owned and maintained by the company. We will use a web-based ordering system linked to our website and mobile app to allow customers to place their orders. The orders will then be processed and dispatched to our delivery vehicles. The delivery vehicles will then deliver the food to our customers. We will also have a team of customer service representatives to assist customers with queries.	
Generating Revenue for the Business
We will generate revenue for our business by charging our customers a delivery fee and a commission for each order placed through our website and mobile app. We will also be offering discounts and loyalty rewards to our customers.
MANAGEMENT TEAM
	Name 
	Skills
	What do they bring to the firm

	John Smith
	Business Management
	John has extensive experience in business management and has been managing businesses for the past 10 years. He deeply understands the online food delivery industry and will oversee the business's operations.

	Sarah Jones
	Marketing & Advertising
	Sarah has a background in marketing and advertising and will be responsible for developing our promotional campaigns and creating marketing materials.

	David Williams
	Customer Service
	David has a background in customer service. He will be responsible for managing our customer service team and ensuring that our customers are satisfied with the service they receive.

	Lucy Anderson
	Financial Management
	Lucy has a background in financial management. She will be responsible for managing the business's finances, ensuring that the finances are kept in check and that the business operates profitably.

	Tom Robinson
	Technology & Development
	Tom has a background in technology. He will be responsible for developing and maintaining the website and mobile app and ensuring the technology is up-to-date and functioning correctly.







	MARKETING
Product
Our product is an online food delivery service that offers customers a convenient and reliable way to order food from local restaurants and deliver it to their doorstep. Customers will be able to customize their orders and have them delivered at a time that is convenient for them. Customers can easily customize their orders by selecting their favorite dishes, adding special requests, and choosing their preferred delivery time (Richardson, 2020, p. 621). Once the order is placed, the restaurant will prepare the food, and our delivery service will promptly ensure it is delivered to the customer's doorstep. With our online food delivery service, customers can enjoy their favorite restaurant meals from the comfort of their own homes.
Price
We will charge a delivery fee and a commission for each order placed through our website and mobile app. We will also be offering discounts and loyalty rewards to our customers. The delivery fee and commission will cover the costs associated with delivering the order to the customer and any administrative costs of processing the order. We will also offer discounts for certain orders and loyalty rewards to our customers for their repeat purchases to encourage them to return. These discounts and rewards will help ensure that our customers get the best deal possible (Suhartanto et al., 2019, p. 83).
Promotional Mix
We will be using a variety of promotional techniques to promote our service, including television and radio advertisements, online advertisements, email campaigns, and social media campaigns. Television and radio advertisements can reach a wide audience while also providing an opportunity to target specific demographics. Online advertisements can be used to target specific audiences and to create brand awareness. Email campaigns can create personal connections with customers and encourage them to take action (Belanche et al., 2020, p. 4275). Social media campaigns can increase brand awareness and engagement and create personal connections with customers. Public relations activities can create positive media coverage of the service and a positive brand perception. All of these methods can be used together to create a comprehensive promotional mix that can reach a wide audience and create a positive perception of the brand.	
Place (Distribution strategy)
A fleet of delivery vehicles will be used to deliver our food to customers. To ensure that our customers receive their orders quickly and efficiently, we will employ a fleet of delivery vehicles to make deliveries. This fleet will be able to cover a wide range of areas and be used to deliver food to customers promptly. Our website and mobile app will allow customers to place orders directly to our delivery vehicles, allowing them to track their orders' progress and receive notifications when their orders are ready for pick-up or delivery (Prasetyo et al., 2021, p. 76). Using this system will allow the customers to have the convenience of ordering food from the comfort of their own homes and the assurance that their food will arrive when they expect it to.




	FINANCIALS 
Sources of funds
We will seek funding from venture capitalists, angel investors, and government grants. Venture capitalists provide capital to companies in exchange for equity ownership. They usually invest in businesses with high growth potential and can provide large sums of money (Gompers et al., 2021, p. 2475). Angel investors are wealthy individuals willing to invest in start-ups and small businesses, often in exchange for equity or a pre-agreed rate of return. Government grants are also available for businesses, such as start-up grants, which provide money for specific projects or initiatives (Bergman & Foxon, 2020, p. 101386). The UK government also offers a range of support, including loans, grants, and tax relief, to help businesses innovate, develop products, enter new markets, and more. These funding sources can help businesses grow, develop new products, and expand into new markets.
Use of funds		
The funds will be used to purchase the necessary equipment and supplies, hire the necessary staff, and cover all other costs associated with setting up and running the business. The funds will also be used to grow the business by expanding the advertising revenues to develop the customer base. The company also wishes to increase the product line with time as it expands to appeal to new customers and retain the existing ones. The company would also wish to increase the number of staff to increase the number of customers served. 



	
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue 
	£10000
	£15000
	£20000
	£25000
	£30000
	£35000

	Fixed Costs
Rent
Utilities
Insurance
Advertising
Salaries
	
£2000
£500
£400
£500
£5000
	
£2000
£500
£400
£500
£5000
	
£2000
£500
£400
£500
£5000
	
£2000
£500
£400
£500
£5000
	
£2000
£500
£400
£500
£5000
	
£2000
£500
£400
£500
£5000

	Variable Costs
Food Supplies
Delivery Fees
	
£3000
£2000
	
£4000
£2500
	
£5000
£3000
	
£6000
£3500
	
£7000
£4000
	
£8000
£4500

	Profit 
	£-3400
	£100
	£3600
	£7100
	£10600
	£14100
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