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[bookmark: _Toc164423222]Introduction 
“The Trybe” - the Italian restaurant and wine store in London is preparing to create a new dimension in the dining scene in London by providing a unique and authentic Italian dining ambiance. Mixed with traditional Italian food, unique wines, and a bit of London’s rich culinary scene, “The Trybe” is regarded as an unmatched venue for dining for customers. This document will describe the business plan and operation, alongside the marketing plan for "The Trybe". Important aspects of a business will be included. Coexisting businesses will be analysed carefully. Financial data will be discussed and projected. The mission is to make "The Trybe" one of the top Italian cuisine and wine spots in London and to redefine the market's standards: quality and customer care.
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"The Trybe" London Italian restaurant and wine store is an innovative enterprise endeavouring to bring a tailor-made dining pleasure to London with the best genuine Italian food on the market in combination with a handpicked impressive selection of the best wines. The objective of the establishment goes beyond the Italian approach of thick crust, thin crust, and other options. It also to incorporate robust flavour profiles from London’s rich culinary scene to give the establishment a unique feel for its residents and visitors (Shultz, 2023). The restaurant will be full-service giving you the option of dining for lunch, supper, or brunch through the weekend with a menu full of the classics done using seasonal and fresh ingredients sourced from local farms or directly from Italy. Report will also be introducing an extensive range of Italian wines, including the types of red, white, and sparkling, which will carefully be picked to harmonize with dishes.
The prominent intellectual property consideration in this is the business' unique food menu and wine selection that is curated to give a special experience of dining. Furthermore, branding and restaurant design will be also among the aspects of intellectual property that will help differentiate the restaurant from rivals. The ownership structure of "The Trybe" will be an empire with each of the partners bringing not only different abilities but also experiences to the firm. Legal considerations will include business registration, license, permit, and meeting with food and alcohol regulations to help run the restaurant and wine store smoothly.
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The restaurant industry in London is vibrant and diverse, being able to meet the different tastes of a variety of people. It is the one where high intensity of rivalry occurs, with a lot of different eating places presenting as many types of cuisine as well as dining experiences that are different. The industry at the same time adapts to factors like new fashions of consumers, economic conditions, and regulations, among other things. The London restaurant sector is huge, with the number of businesses in it tending to increase gradually due to population growth, tourism, and the strength of the economy (Alt, 2021). A forecast of the total sales to be realized from such newbies as "The Trybe" as a restaurant will revolve around essential factors like its location, concept, pricing policy, and marketing strategies it adopts.
VRIO Analysis:
Value: This restaurant has great value to customers as it offers Italian food that genuine and wines that are carefully selected and consequently a great and authentic eating-out experience.
Rarity: However, the Wine Shoppe with a restaurant’s full service is quite uncommon in comparison to the market competition which could serve as the secret advantage of “The Trybe.”
Imitability: The concept itself may get replicated, however, a brand identity based on quality and craftsmanship can be a sustainable defence mechanism against its replication.
Organisation: A team of managers the experience and skill in the restaurant business will be essential to the plan being executed in a well-organised manner.
Porter's Five Forces Analysis:
The threat of New Entrants: As far as a new players’ threat in the restaurant industry is concerned it stands at a moderate level. Though the investment amount necessary to launch a restaurant is quite low at the initial stage, building a brand and customer base is the main challenge ahead (Birru et al., 2022).
Bargaining Power of Suppliers: Vendors of food and wine can probably have a certain price power, especially if they are very unique or in high demand
Bargaining Power of Buyers: The consumer has a strong bargaining power, as there is a great choice to go to other dining places that also offer the same services. They can easily switch from one restaurant to the other if the services offered are not satisfactory.
The threat of Substitutes: The substitute threat is significant because numerous other restaurants carrying different cuisines and dining experiences are also found.
Competitive Rivalry: Restaurants face really strong rivalry in the industry as many other restaurants are doing the same job that consumers are interested in (Birru et al., 2022).
Competitor Analysis:
London's Italian food and wine market is replete with various businesses ranging from well-established places such as Carluccio's, Jamie's Italian, and Franco Manca to small family-owned eateries focused mainly on Italian cuisine and wine.
"The Trybe" distinguishes itself from the competition by providing the best Italian authentic experience which combines the best cuisine with a unique selection of Italian wines, attracting customers with its unusual offerings.
The restaurant claims its original Italian food being made with fresh, seasonal ingredients as well as a vast wine menu distinguishes it from its competitors offering less authenticity and variety.
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Operations: 
Sourcing Supplies: The Trybe will select only high-quality and fresh ingredients from local suppliers to keep the community incorporated. Suppliers will choose to join us based on their high reputation for quality and reliability.
Production: Scones and cakes will be prepared using a separate kitchen, which is located within the restaurant building. The head chef, in conjunction with the kitchen staff, shall attend to the production process in totality as they keep everything up to their highest level of quality and taste (Filimonau et al., 2020).
Transportation: The logistics department will ensure the delivery of materials to the production site by using a competent freight company. The kitchen group will be the one to ensure effective supply delivery and keep them unspoiled.
Revenue Generation: Trybe will be making money by ensuring the upselling, upgrading, and economies of scale. Upselling will be accomplished by pointing out to the customers additional products that would come in handy or, more to the point, by demonstrating to them that such products would perfectly match the ones they are already planning to buy. Attaining economies of scale will be realized by engaging in processes that are judiciously optimized to stop costs from escalating and profitability levels from dropping (Vainio, 2023).
Loss Prevention: The Trybe will ensure that there will be no income loss by using tight stock management. It will use minimum resources and hence maximum efficiency. On top of that, customer feedback will be reviewed to be able to detect and remove any causes that may tick off the sales revenue.
Management Team Profiles:
Operations Director: The Operations Director is a Business Management graduate with at least a decade of experience in the field of the hospitality sector. Moreover, has an outstanding track record in restaurant management and implementing successful business strategies, which shows that he has the credentials required to build and lead a similar establishment.
Marketing Manager: The marketing manager is an undergraduate in Marketing and has been working in the hospitality industry for more than 5 years. Additionally, has expertise in consumer behaviour and has been a manufacturer of some profitable marketing campaigns that have increased brand recognition and customer engagement.
Head Chef: The Head Chef is a successive experienced chef who has worked in the industry for more than 15 years has managed some of the most famous restaurants in the world and has a professional passion for experimentally creating dishes that make customers thrilled.
Finance Manager: Finance Manager being a graduate accountant with a proven track record in financial management is a good fit for this position. The manager has been in charge of revenue and directorate positions for various big companies (Lin et al., 2020). Its experts will contribute to this purpose, providing financial reliability and sustainability for The Tribe.
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“The Trybe” Italian restaurant and wine store marketing strategy is going to focus on creating and sales of authentic Italian dining experiences as well as the exquisite wine collection. The strategy will revolve around the Four P's of marketing: Product, Price, Promotion, and Place.
Product: "The Trybe" will present its main selling points, placing an accent on authentic Italian cuisine, varietal wines, and its distinctive dining experience. Apart from the choice and quality of dishes, extreme care will be paid to the ingredients used in the recipes and the unique wine list, emphasizing the fact that our restaurant is committed to ensuring a first-rate culinary display (Darmawan and Grenier, 2021).
Price: Pricing will correspond with the quality and worthiness of dining at "The Trybe." Happy hours may be introduced, as well as off-peak hours or special launch promotions to increase customers and sales.
Promotion: The campaign will be fully comprehensive and will apply those channels that are traditional as well as digital. Instagram, Facebook, and Twitter together with other social media platforms will be taken advantage of to enhance the brand awareness of the restaurant and interact with the customers (Li et al., 2021). The search for collaboration with influencers or food bloggers to create a conversation around the restaurant on different platforms will not make an exception. Tasting events or wine-pairing dinners will be arranged so that customers can see and try the menu and wine selection.
Place: Smart location selection will get customers near the shopping malls and on the highways hence high visibility and accessibility. A partnership with nearby hotels or tourist attractions can be pursued to lure visitors. Write a heartfelt letter to your younger self, sharing valuable advice and words of encouragement based on your personal experiences and life lessons (Chou et al., 2020). We will provide an online booking facility that would make it easy for clients to make table reservations as well as to improve the quality of eating out at "The Trybe".
In general, the "The Trybe" marketing strategy will emphasize establishing a good brand image, publicizing the restaurant's exclusive experience, and combining some of the traditional and digital marketing practices.
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	Category
	Description
	Estimated Cost (£)

	Equipment Setup
	Kitchen Equipment
	100,000

	
	Restaurant Furniture and Fixtures
	50,000

	
	POS System
	20,000

	
	Utensils and Smallware’s
	15,000

	Total
	
	185,000

	Marketing
	Branding and Logo Design
	10,000

	
	Website Development
	20,000

	
	Social Media Marketing
	30,000

	
	Advertising (Print, Online, etc.)
	40,000

	Total
	
	100,000

	Goods Procurement
	Ingredients and Supplies (Initial Stock)
	100,000

	
	Packaging Materials
	20,000

	Total
	
	120,000

	Staffing
	Chef and Kitchen Staff (6 months’ salary)
	30,000

	
	Front of House Staff (6 months’ salary)
	20,000

	Total
	
	50,000

	Other Expenses
	Licensing and permits
	5,000

	
	Insurance
	10,000

	
	Contingency
	30,000

	Total
	
	45,000

	Grand Total
	
	500,000

	
	
	



To ensure the funding, "The Trybe" will consider different finance ways such as savings, credit from banks or financial institutions, venture capital, and crowdfunding among others. Financing alternatives will be analysed in light of terms, interest rates, and the future financial state of the business.
The financial plan will have a cash budget forecast for six months prepared as well which will be projecting the incoming cash and expenses to the business. Such prediction will be repeatedly revised to be in tune with the true outcome and maintain budgetary stability. The main idea of the plan is to create and develop the brand "The Trybe" as a well-known and stable player in the market of Hospitality Catering.
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In conclusion, "The Trybe" aims to revolutionize the London dining scene by way of serving authentic Italian cuisine as well as having a vast wine collection. Through the main priority of quality, authenticity, and customer experience, "The Trybe" aims at differentiation from the competitors and has the potential to create a dynamic presence on the market. The business management's entrepreneurship, the distinguishing aspect of a business, together with a concentrated marketing strategy and financial plan, give "The Trybe" a firm footing in the dynamic and competitive market for London restaurants.
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