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Speaker Notes


Full Business Plan

This is the second part of the Moving Masala business plan. Previously, in the proposal, I had discussed at length our business type and products and services. This time I will do a quick recap of that and cover the following:


· Business Logo

· Business Vision

· Unique Selling Points

· Smart Objectives

I will start the presentation by greeting the audience, state the subject of the presentation and introduce fellow team members and what topics they will cover
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Recap


So, just to quickly recap, our business is a hot food van. We will be selling typical food van items such as burgers and coffee. However, we will also sell unique items such as curries and baguettes. The business is a partnership run by 5 people. This type of business has its pros and cons. Our target audience are customers who would like a fast service with good quality food. We will be mainly based at Imperial Park, Newport. 



Logo

This is our company logo. It was really important for us to have a company logo. The reason being is that all popular and famous organisations have a logo that customers can instantly recognise and associate that with. With our future vision for the business, we wanted to have a logo from the very beginning. 


[image: ]

There are a few reasons we decided on this logo:

· Its eye catching – “A well-designed logo will be memorable, helping customers to remember the brand”, Paget (2017) 

· It’s simple – therefore easily remembered and recognised by customers 

· Delivers on the business concept


Vision

Moving Masala aims to establish the business throughout the South Wales area within the next 5 years. With our work ethics, skills and experience we look to deliver our mission statement and expand from place to place. 

One of the ways we would like to achieve this is through customer engagement. “Customer engagement is about encouraging your customers to interact and share in the experiences you create for them as a business and a brand”, Ference (2017). We will do this in several different ways. This will involve being able to leave comments on the website, trial products that are new and offer feedback.

Through the website we intend to reach customers and send a clear message about our products and services. This will give a good impression to the customers about our professionalism and our products.


Unique Selling Point

The partners at Moving Masala realise that the market is very crowded and tough to break into. Especially with food as people tend to stick to what they know and like. For the success of the business we will rely on some of our unique selling points (USP). The unique selling point is important for market position and product pricing, Ciotti (2018).  Moving Masala USP’s include:

· Fresh ingredients – we have made it a goal to use fresh and locally sourced ingredients whenever possible.

· Support local businesses – by using locally sourced ingredients we will help the local businesses

· [bookmark: _GoBack]Not mass produced – our food van can only handle a limited number of customers per day. With this in mind we will prepare our food fresh, daily and with more care. This is opposed to what other larger businesses would do whilst catering for a larger target audience

· Products nowhere else – some of our food items will not be found anywhere else in the area. This will help attract customers.  


Smart objectives

For Moving Masala, the team has many ambitious aims and objectives. We realise that these aims, and objectives need to be realistic and SMART. Below are some of these:

1. Build a strong brand – by combining our products, service and skills

2. Regularly attend large public events – to maximize on TAM. TAM is “Your Total Available or Addressable Market (everyone you wish to reach with your product)”, Cummings (2018). 

3. Effective Website – have a clear and useful website. Customers can view the menu, prices and leave comments

4. Expand – over the next 3-5 years establish more foods vans covering Newport, Cwmbran and Cardiff
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