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INTRODUCTION 
The purpose of this business plan is to look for a projected investment of £200,000 to open a traditional bakery business ‘Delice Du Pain’.  
Delice Du Pain will be located on Elizabeth street an affluent stylish area in Belgravia and will cater for a niche group of local customers of chic lifestyle, high income, tourists who enjoy an atmosphere of a village like ambience with the idea of transforming bread into a fashionable item which is a dietary taboo among the stylish into an object of desire for this group in the London borough of Kensington & Chelsea. The Bakery & Café will offer a memorable shopping experience for tourists and residents who visit the shop by buying and tasting our Unique bread and pastries created using skilled hands, stone-ground flour, salt which is sourced from Brittany which adds to its unique taste spec natural fermentation and wood-fired oven using revived traditional methods.

The investment will be used for legal expenses, renovation and buying equipment plus other expenses during start up.  Delice Du Pain expects sales of £1,018,000 in the first year of operations and will break even in Year 1 as sales will steadily increase monthly, projected revenue after 3 years will be £9,886,250.  Profit is project at £7,899,800 after three years and the yearly rent per shop is £6000 per year, locked agreement for 3 years. The business plan assumes that the investors loan will be paid back in three years. Please refer to appendices table projected cashflow and Projected Profit and Loss account.

The bakery will offer both wholemeal and gluten free bread, pies and biscuits, and offer accessories to enhance customer experience with the bread and exclusive service to its niche market.  By offering a unique taste the bakery will be re-inventing bread mixing traditional methods and modern techniques this is due to the trend in the baking industry.  
Focus will be on a unique taste and smell and differentiate it from competition, the bread will be baked using wooden ovens unlike competition who mass produces using electronic programmed ovens.

Due to consumer behaviour and health conscious consumers especially my target group, breads will be crafted using skilled hands, stone ground flour (mixed grains) and salt sourced from Brittany (the salt gives the bread a unique taste not offered on the market making my sourdough bread chewy soft and juicy compared to the hard sourdough bread on the market). 

My sourdough bread will weigh approximately 1.9- 2kg and price will be determined by weight. With this in place the revived traditional methods in the bakery will offer a memorable customer experience for the local resident and tourists when they come in the bakery to buy the bread. For orders to be exported the bread will be taken straight from the oven while still fresh and hot and shipped straight to the customer. My bakery will operate on a 24hr production a work is on shift basis. As my customers for example in New York will expect to have by bread on the breakfast table.



The key success factors
The bakery will be able to control the niche by understanding the customer needs and the external environment. Niche strategies are used to target customers identified by their requirements and personal needs. Delice Du Pain will get its advantage with adopting strategy as the bakery will concentrate and potentially control a high percentage of the market

Small venture
Delice Du Pain will compete below the thresh hold and this is an advantage as small business are overlooked by large industry leaders. There is also potential for growth, first few months of operation the bakery will focus on competitive pricing and by achieving lowest cost to that of the competition.  Delcie Du Pain will concentrate on offering quality crafted breads and gluten free bread and be able to satisfy customer needs and wants as its will be in its target market.

Non-price competition 
Differential strategy will be used, and this will not be based on price but being different offering a unique taste by reinventing bread that is available on the market.  Few competitors specialising in the same niche as some may be involved in a multi-segment and it’s expensive for them to meet the buyer’s needs.

Customers/satisfaction 
To achieve customer satisfaction Delice Du Pain must make sure that the products are the right price, right location and be available for purchase. Will add value by having customer accounts for special orders, additional services for delivering the product and incentives of purchasing off peak or out of season product and offering online shopping/ give them what they want, especially the health conscious. Making sure we satisfy their needs and wants. thus, creating customer loyalty.

Quality control 
Samples taken for every finished product batch – keep for 3months in case after sales-complaints

Development of new products -Diversify
Delice Du Pain will offer customers a variety of freshly made straight from the oven products ranging from sourdough bread, pies, biscuits and adhere to their request suggestions, all ingredients will be sourced from local suppliers. I don’t not intend to only sell products in shops but will eventually open different bakeries in other location to customers who prefer tradition fresh hot bread with unique taste direct from the oven but will also be exporting orders to different countries made on line.  This is in line of our strategy to create varies income in which our core business concept to deliver abroad on request.









MARKET & INDUSTRY OVERVIEW 
Bread is consumed daily and its stable food for some cultures, being aware of the stability and low intensity in the market there many bakeries offering the same stuff, in view of that Delice Du Pain plans to win a large percentage of the available market of 5% in high street bakers as shown in table below.

The report on Bread & Bakery Goods Production-UK Market Research Report’. published August 2018 “indicates that “the industry has shown that innovative products have helped to sustain growth in the bakery groups market. The industry and market size are estimated to turn revenue of £8.3bn, an annual growth of 2.1% between 2014-2019 with an estimated 2,602 business employing approximately 79.520.” 
Woodruff, (2018), Bakery Industry Analysis states that “The bread industry carters to people’s love for tasty breads. Pies and other bread products and these products make up to 20.1%. of people consuming bread. Retail bakeries generate more than £3billion in revenues. Bread make up to 32% of bakery market.” 
Market share of UK bread production by value and volume
	
	
	
	
	
	
	
	

		
	



	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	


     Table 1.   www.fob.uk. (2018)

	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	




Trends in the market
They are few trends in the market as bakers are exploring different tastes and come up with a unique taste that’s not available on the market. The bread industry is calling for development and innovation of bread, so this will be an opportunity to tap into this gap and re-invent bread especially the sourdough which is a hard bread and make it soft chewy and stay fresh for 5 days. An established bakery can get good returns on the investment put in the bakery if they offer what the customer wants to be in the right location right price and offer the right product making sure it’s available. Bakery market in the United Kingdom is estimated at £3.5M. 11 million loaves are sold in a single day approximately the total volume of under 4billion unit.” (Federation of Bakers, 2018) 
The industry has seen an increase in speciality breads as customers are demanding more organic and healthy bread their interest in natural, convenience indulgency and they are eating out more and growing out of home consumption.  

Many people in the United Kingdom suffer from wheat intolerance and the market is under presented.  The consumers behaviour’s towards healthy product has seen bread manufactures changing the way bread is delivered to the customer. Delice Du Pain will be offering speciality breads to promote healthy eating and will offer 
· Gluten free bread
· Vegan diets 
· wheat intolerance 
· Low carbohydrates bread
By reinvent traditional methods of making bread Delice Du Pain will mix different grains to make something new and offering unique taste, Sourdough bread mixed grains, make it soft and chewy and stay fresh for 5 days sold straight from the oven. “Popularity for whole grain, multi grain and an increase in sophistication in flow will drive the growth in the bread industry” (Bakery Products Market Analysis.)

Market segmentation 
To increase sales and obtain a competitive advantage over competitors, Delice Du Pain will create a niche market for the product to reach the intended consumer group. Delice Du Pain customers will include residents of High Income, chic lifestyle and tourists in the affluent area of Belgravia. estimate that the target market for: 
· Upper class, Celebrities / local and international and tourists will make up 80% of our revenue.
· Allergy and special diet group customer base work will hospitals and clinics. Sales from this group will be consistence and will ensure the stability of the business. 






Position
Delice Du Pain plans to position its self in the market by serving a niche market of speciality bread market in the UK which approximately 5% and compete with the existing competitors offering a variety of freshly reinvented freshly soft baked gluten free bread to catch the eye of an allergy diet group customers, customers of a chic life style and tourists both local and international, with experience and skills offered by the management team and junior staff
[bookmark: _Hlk534228074]” The approach of a niche strategy is to satisfy the targeted customers’ needs than your competition.” (Sutherland & Canwell, 2004, p.220.)
The location will be good for my bakery business as my bakery is reviving traditional bread and target market is suitable competition is small since my bakery will be specialising in a few products compared to the competition offering a lot.  But this does not mean that I will not be facing steep competition from other London bakeries

Barriers to entry 
Delice Du Pain as a new company in the market Stiff competition from existing well-known brands. Delice Du Pain focus on speciality products and try to develop loyalty from residents/customers. The bakery will be a small venture where less equity is required. Woodruff, (2018) 

Competition 
My visit and research about business around Elizabeth street indicated the areas is a home of more than 300 niche boutiques offering marble shopping and dining experience to the residents and tourists. 
My Competition on Elizabeth Street.
· Bake and spice
· Dominique Ansel Bakery London 
· Peggy Porschen Cakes. 

Competitive Advantage                                                                                                                                                                              
There already established bakeries in the market that will be offering the same products as my bakery.  
“To have competitive advantage over my competitors I will offer my customers traditional crafted high-quality bread with a unique taste and customer experience when they visit the shop. With high quality comes with a high price which will be a result of the competitive advantage enjoyed.” (Sutherland & Canwell, 2004, p.66.) The existing sourdough bread is a hard bread to chew. The bakery will offer soft chewy juice tasty bread

Crafting quality bread/baking
Be different from my competitors by using a wood fired brick ovens using non-treated recycled wood, instead of electricity oven used for mass production. Gesture done by hand consistent quality in the creations is a result of true artisan craftsmanship

Niche
selling to a chic circle of the country – want to make the loaf as target group is a demanding and will expect to get crème de crème. Quality comes first and meets customers need and expectations.



Suppliers 
Using ingredients sourced from selected local organic farmers -All speciality bread to be used with natural ingredients 100% to benefit our Dietary group and promote a healthy lifestyle

BUSINESS MODEL
Strategy and Implementation 
Focus on a niche market giving it a competitive edge in the area the business is located. Delice Du Pain will specialise in hand made sourdough bread using mixed grains to achieve a unique taste using unique ingredients and baking bread using a wood oven and order tailored to individual request.  Research and development (R&D) team to introduce new recipes from mixed grains, which will give our customers a long-lasting taste of our product and keep a loyal base.   Concept will be “retro – innovation “combining traditional together with modern developments - and create a luxury brand – bread.

Pricing Strategy 
Our price competitiveness will be based on the quality of the bread. It’s going to be a most exclusive highest quality at highest price high end luxury product (bread) the price will reflect our target market and where I intend to export our products and the environment the bread industry operates is in an emergent form.
Payment options 
customers prefer different ways of payment; the payment policy will be based on: 
· cash payment
· Card payment at the shop and online, an established online website where customers prefer to order on line and product delivered to them.  

Advertising Publicity Strategy
Grand opening offer first 100 customers free samples of our products this will help attract customers and get to know the product then pass it on by word of mouth.

The business will market through use of Internet, social media (Facebook, Instagram, follow food blogs, Twitter) 

Advertise in the stylish magazines (Tatler, chic life style magazines), local newspapers.
Work with health centres and organisation to meet the health requirements of our Allergy/dietary group, Networking, word of mouth to spread our high-quality products. Aim is to maximise sales to make profits, self-fund and grow the business.

Bread to be packed in cellophane paper to keep quality and freshness of the bread with or initials in gold








OPERATIONAL PLAN  
Best Bakery Café in Belgravia: Sourdough bread, pastry, sandwiches, Cakes and hots/cold drinks on site and online catering system. easy access for both customers and suppliers. Capacity of 45 seats inside & patios 20 seats- calming environment tasty bread
Great opportunity offering unique taste in re-inventing traditional bread.

Innovation-
R&D team due to customer demand, develop new flours by a unique combination of diverse grains as we create today to nourish tomorrow product unique to each special day and order.

Distribution
Ship and share our skills and expertise – you don’t have to be in London to enjoy our fresh baked bread- online boutique, over shipping delivered to you, distributing form own bakery am cutting cost – to store bread, guarantee deliver fresh products

Legal Statures and Licences 
Trading as a sole trader Delice Du Pain will be registered with Company House and, apply for trading licence from the London borough of Kensington and Chelsea.
Liability and indemnity insurance will be available for staff which is required for any business to cover its staff and business from any legal action should it arise
.
Management and operational Team
The Bakery will be solely owned by Margaret Kyakunda bringing expertise of business experience and knowledge, to ensure that business is run efficiently offering high quality and unique products.  
Crafting of bread will be in the hands a qualified Baker Peace Lule who holds BSc Food Technology and Baking Diploma she will offer her expertise and experience. With contacts in the baking business which make her an asset to the bakery.

The bakery production team will consist of 10 junior bakers with baking experience and awards from college and the front shop will be run by 6 customer service assistants each with specialised skills contributing to the baking process, exceed competition, quick service, different taste, Just in time (JIT) production. employees on a shift basis as the bakery is to operate 24hr shift.  









Organizational chart

 Chart by Author: Margaret Kyakunda, (2018)	

















Projected Financial plan
Delice Du Pain will need an investor to finance short term up to 3years. The start-up capital will be £500,000 (71%) owners’ capital thru personas savings, and profits retained within the business then self-invest. The investors capital will be £200,000 (29%) into the business. Refer to Fig.3 in the appendices.
As indicated on the projected profit and loss account Table 2. in appendices, aim is to be self-funding, Year 1 of the business due to high sales a second shop will open in Qtr.3, followed by shop 3 opening beginning of the Qtr.1 in Year 2 this is on the assumption on the projected increase in sales from shop 1 and 2 in total, be able to open 5 shops the first three years of operation. In Year 1 the unit cost will be £40, increased to £45 in Year 2 and £50 per unit in Year 3.

Projected Break-Even Analysis for Delice Du Pain 
According to the business plan as illustrated in Table. 3 in the appendices Delice Du Pain will break even in first months of its operation as the sales are increasing monthly and the gross profit is more than the cost incurred in production.
Delice Du Pain break even for Year 1
Break Even = Fixed cost
                       Contribution
B/E per month is 830/4500 x100= 18.4 %. This calculation is monthly for the first year.
[bookmark: _Hlk534580614]Other Sources of Finance 
 Without Cash flow any business will struggle, Delice Du Pain will offer Brand items sold in the shop’s accessories designed to accompany and enhance customer experience to generate more income.  
· Sell bread Sourdough bread being the most expensive item, pastry and biscuits (online, wholes, retailing]
· Charge extra for personalised orders which must be made with 24hrs.
Sourdough bread (2kg)
· 10000 loaves per day (sent to New York, South of France and Califonia)
Snacks
· 10,000 pieces per day
Sale of soft and hot drinks
· Average 90% of people who buy bread/snacks are likely to buy a drink
Sale of special orders of speciality breads 
· 700 pieces per day








SWOT ANALYSIS FOR DELICE DU PAIN

Strength
Requires small equity and easier to start by targeting a niche market and offering speciality products location is in the heart of target market,
Focuses on reviving the tradition method of making dough mixing it with innovation of new ideas and sticking to a unique taste which is different from other breads on the market. The use of wood ovens and handcrafting our bread plus our secret recipe gives our bread that extra smell and unique not found in automated oven. 
As a business we able to offer what the customer wants especially looking to export to our clients in New York we must make sure that they fresh hot bread is present on their breakfast table.

Weakness
Small business it’s hard to get credit from suppliers when you have not yet hard a mark in the industry. In the meantime, the bakery must generate a lot of cash sales to be able to deal with problems which can occur. 
As a new venture it will be impacted by changing government regulations- renewing of licences increased production costs. Facilities are regularly inspected.

Opportunity 
The market for bread will exist due to consumer behaviour; Delice Du Pain will change its products according to the external environment challenges.
Due to height obesity levels demand has increased for healthy products. Delice Du Pain will be offering healthy options to its customers.
Opportunity to make alliances/partnerships with high end supermarkets like Waitrose, supply our unique bread to high end stores which our target customers shop in, Harvey Nicholls, Selfridges, Harrods to mention but a few.
We have opportunity to sell to overseas loyal customer base by making sure 
Threats to Market 
High demand for gluten -free, low carbohydrate, whole grain (our sourdough will be 75%whole grain), this has increased new ventures every year to tap in the speciality bread market
Our competitors who would like to imitate our products are already in the market and government policies
Exit Plan
My sustainability plan is to double sales in is to triple my sales and have opened 5 shops in different locations in London my first shop is Belgravia, and open in Chelsea, in 3years to be able to pay off the investor. 

For the first three years be able to pay back the investors £200,000 and be able to sell of the business if it reaches the threshold or create a franchise


APPENDICES 

Projected Start Up for Delice Du Pain

Owners Capital £500,000
Investors £200,000l 














Fig.3 Source: Author Margaret Kyakunda, (2018) MBA Entrepreneurship – University of Wales Trinity St. David (London Campus)





	
	
	
	
	

	
	
	
	
	

	
	
	



	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	











Projected Profit and Loss Account for Delice Du Pain 

	
	
	
	M1
	M2
	M3
	QTR 1
	QTR 2
	QTR 3
	QTR 4
	QTR 1
	QTR 2
	QTR 3
	QTR 4
	QTR 1
	QTR 2
	QTR 3
	QTR 4

	
	
	
	 
	
	
	YEAR 1
	YEAR 2
	YEAR 3

	
	
	
	JAN
	FEB
	MAR
	JAN-MAR
	APR-JUN
	JUL-SEP
	OCT-DEC
	JAN-MAR
	APR-JUN
	JUL-SEP
	OCT-DEC
	JAN-MAR
	APR-JUN
	JUL-SEP
	OCT-DECC

	
	
	
	Selling Price
	£40
	 
	
	
	 
	Selling Price
	£45
	 
	Selling Price
	
	£50
	 

	
	
	
	 
	
	
	 
	
	
	 
	 
	
	
	 
	 
	
	
	 

	Number of shops
	
	
	 
	
	
	 
	
	2shops
	 
	3shops
	
	4 shops
	 
	5 shops
	
	
	 

	Sales Qty 
	
	
	500
	550
	800
	1850
	5000
	7,100
	11500
	12,850
	15,000
	18,500
	22,000
	25,000
	28,500
	29,850
	32,500

	Sales (£)
	
	
	20,000
	22,000
	32,000
	74,000
	200,000
	284,000
	460,000
	578,250
	675,000
	832,500
	990,000
	1,250,000
	1,425,000
	1,492,500
	1,625,000

	
	
	
	 
	
	
	 
	
	
	
	 
	
	
	
	 
	
	
	 

	Sales per year (£)
	
	 
	
	
	 
	
	
	1,018,000
	 
	
	
	3,075,750
	 
	
	
	5,792,500

	
	
	
	 
	
	
	 
	
	
	 
	 
	
	
	 
	 
	
	
	 

	Per Customer unit
	
	 
	
	
	 
	
	
	 
	 
	
	
	 
	 
	
	
	 

	Consultant Pay
	£5
	
	2,500
	2,750
	4,000
	9,250
	25,000
	35,500
	57,500
	64,250
	75,000
	92,500
	110,000
	125,000
	142,500
	149,250
	162,500

	Materials
	£4
	
	£2,000
	£2,200
	£3,200
	7,400
	20,000
	28,400
	46,000
	51,400
	60,000
	74,000
	88,000
	100,000
	114,000
	119,400
	130,000

	Variable Cost (£)
	
	4,500
	4,950
	7,200
	16,650
	45,000
	63,900
	103,500
	115,650
	135,000
	166,500
	198,000
	225,000
	256,500
	268,650
	292,500

	
	
	
	 
	
	
	 
	
	
	 
	 
	
	
	
	 
	 
	 
	 

	Variable Cost per year (£)
	
	 
	
	
	 
	
	
	229,050
	 
	
	
	615,150
	 
	
	
	1,042,650

	
	
	
	 
	
	
	 
	
	
	 
	 
	
	
	
	 
	
	
	 

	Contribution to Fixed Costs (£)
	15,500
	17,050
	24,800
	57,350
	155,000
	220,100
	356,500
	462,600
	540,000
	666,000
	792,000
	1,025,000
	1,168,500
	1,223,850
	1,332,500

	
	
	
	 
	
	
	 
	
	
	 
	 
	
	
	
	 
	
	
	 

	Rent per shop p. a
	6000
	500
	500
	500
	1500
	1500
	3000
	3000
	4500
	4500
	6000
	6000
	7500
	7500
	7500
	7500

	Décor per shop p. a
	480
	40
	40
	40
	120
	120
	240
	240
	360
	360
	480
	480
	600
	600
	600
	600

	Equipment per shop p. a
	1920
	160
	160
	160
	480
	480
	960
	960
	1440
	1440
	1920
	1920
	2400
	2400
	2400
	2400

	Telephone per shop p. a
	960
	80
	80
	80
	240
	240
	480
	480
	720
	720
	960
	960
	1200
	1200
	1200
	1200

	Computer per shop p. a
	600
	50
	50
	50
	150
	150
	300
	300
	450
	450
	600
	600
	750
	750
	750
	750

	Fixed Cost
	
	
	830
	830
	830
	2,490
	2,490
	4,980
	4,980
	7,470
	7,470
	9,960
	9,960
	12,450
	12,450
	12,450
	12,450

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Fixed Cost per year (£)
	
	
	
	
	
	
	
	14,940
	
	
	
	34,860
	
	
	
	49,800

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Profit (£)
	
	
	14,670
	16,220
	23,970
	54,860
	152,510
	215,120
	351,520
	455,130
	532,530
	656,040
	782,040
	1,012,550
	1,156,050
	1,211,400
	1,320,050

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Profit per year (£)
	
	
	
	
	
	
	
	774,010
	
	
	
	2,425,740
	
	
	
	4,700,050

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Sales
	
	
	20,000
	22,000
	32,000
	74,000
	200,000
	284,000
	460,000
	578,250
	675,000
	832,500
	990,000
	1,250,000
	1,425,000
	1,492,500
	1,625,000

	Variable cost
	
	
	4,500
	4,950
	7,200
	16,650
	45,000
	63,900
	103,500
	115,650
	135,000
	166,500
	198,000
	225,000
	256,500
	268,650
	292,500

	Contribution
	
	
	15,500
	17,050
	24,800
	57,350
	155,000
	220,100
	356,500
	462,600
	540,000
	666,000
	792,000
	1,025,000
	1,168,500
	1,223,850
	1,332,500

	Fixed Cost
	
	
	830
	830
	830
	2,490
	2,490
	4,980
	4,980
	7,470
	7,470
	9,960
	9,960
	12,450
	12,450
	12,450
	12,450

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Break Even
	Fixed Cost
	5.35%
	4.87%
	3.35%
	4.34%
	1.61%
	2.26%
	1.40%
	1.61%
	1.38%
	1.50%
	1.26%
	1.21%
	1.07%
	1.02%
	0.93%

	
	Contribution
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	


Table 2. Source: Author Margaret Kyakunda, (2018) MBA Entrepreneurship – University of Wales Trinity St. David (London Campus






Projected Break-Even Analysis for Delice Du Pain 

	


Table 3. Source: Author Margaret Kyakunda, (2018) MBA Entrepreneurship – University of Wales Trinity St. David (London Campus






Project Income Statement for Year 1 

	
	
	
	
	
	
	
	




	
	
	
	
	

	 
	Quarter-1
	Quarter-2
	Quarter-3
	Quarter-4

	Sales Quantity
	1850
	5000
	7,100
	11,500

	selling prince
	£40
	£40
	£40
	£40

	 
	 
	 
	 
	 

	Total Revenue
	£74,000
	£200,000
	£284,000
	£460,000

	 
	 
	 
	 
	 

	EQUIPMENT
	£480
	£480
	£960
	£960

	RENT
	£1,500
	£1,500
	£3,000
	£3,000

	Décor
	£120
	£120
	£240
	£240

	telephone
	£240
	£240
	£480
	£480

	computer
	£150
	£150
	£300
	£300

	advertising 
	£600
	£600
	£1,200
	£1,200

	salaries
	£3,000
	£3,000
	£6,000
	£6,000

	depreciation 
	£120
	£264
	£726
	£1,597

	 
	 
	 
	 
	 

	Total Expenses
	£6,210
	£6,354
	£12,906
	£13,777

	 
	 
	 
	 
	 

	Operating Income
	£67,790
	£193,646
	£271,094
	£446,223

	Tax @ 20 %
	£13,558
	£38,729
	£54,219
	£89,245

	Net Income
	£54,232
	£154,917
	£216,875
	£356,978

	OPM
	£73
	£77
	£77
	£77

	NPM
	£68
	£68
	£68
	£68



Table 4. Source: Author, Margaret Kyakunda, (2018) MBA Entrepreneurship – University of Wales Trinity St. David (London Campus

RATIO ANALYSIS FOR THE FIRST YEAR 

	The table indicates that the operating margin projected for Delice Du Pain (OPM) is 77%  
which indicates that the bakery can earn £77 net sales s of £100 in terms of operating profit 

	from the same analysis the projected Net profit Margin 
(NPM) for Delice Du Pain in 68% - £68 -per£68 from net revenue of £100.
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	






	
	




Projected Cash Flow -STATEMENT FOR DELICE DU PAIN FOR YEAR 1

	
	
	
	
	
	

	
	QTR 1
	QTR 2
	QTR 3
	QTR 4
	

	
	YEAR 1
	

	
	JAN-MAR
	APR-JUN
	JUL-SEP
	OCT-DEC
	

	Opening balance 
	
	
	
	
	

	
	
	
	
	
	

	Money In 
	
	
	
	
	

	Owners Capital
	600,000
	
	
	
	600,000

	Inventor’s Loan 
	200,000
	
	
	
	200,000

	Sales (£)
	74,000
	200,000
	284,000
	460,000
	1,018,000

	
	
	
	
	
	

	Total money in per QTR
	874,000
	200,000
	284,000
	460,000
	

	
	
	
	
	
	

	Total money in
	 
	 
	 
	 
	1,818,000

	
	
	
	
	
	

	Money Out 
	
	
	
	
	

	Loan Repayments 
	17,714.40
	17,714.40
	17,714.40
	17,714.40
	70,857.60

	Equipment
	480
	480
	960
	960
	2880

	Rent
	1500
	1500
	3000
	3000
	9000

	décor per shop 
	120
	120
	240
	240
	720

	Telephone
	240
	240
	480
	480
	1440

	Computer
	150
	150
	300
	480
	1080

	materials 
	7400
	20000
	28400
	46000
	101800

	consultant pay
	9250
	25000
	3500
	57500
	95250

	
	
	
	
	
	

	Total expenses 
	36,854.40
	65,204.40
	54,594.40
	126,374.40
	283,027.60

	
	
	
	
	
	

	
	
	
	
	
	

	Closing Balance
	 
	 
	 
	 
	£1,534,972.40



Table 5. projected Cash flow: Source: Author Margaret Kyakunda MBA Entrepreneurship (2018) – University of Wales Trinity St. David (London Campus







	MILESTONE FOR DELICE DU PAIN
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	Tasks
	Start date 
	End date
	Days remaining 
	
	
	
	
	
	

	Pick name for business 
	01-Dec
	01-Dec
	Done
	
	
	
	
	
	
	

	Register business
	02-Dec
	03-Dec
	Done
	
	
	
	
	
	
	

	Meet with bank manager to open business account
	04-Dec
	04-Dec
	Done
	

	Buy cash till for the business 
	05-Dec
	09-Dec
	Done
	

	Create online payment platforms 
	10-Dec
	11-Dec
	Done  
	

	Apply & obtain tax payers ID
	12-Dec
	
	Processing
	

	business licence and permit licences
	13-Dec
	14-Dec
	Done
	

	Insure the business
	13-Jan
	27-Jan
	Done
	

	Renovations and rent arrangement
	28-Jan
	
	Processing
	

	Investors loan
	30-Jan
	
	Processing
	

	Writing business plan
	03-Feb
	10-Feb
	Completed
	

	Contracts and legal documents 
	11-Feb
	
	Processing
	

	Create business logo
	15-Feb
	17-Feb
	Completed
	

	Packaging and graphic Designs/marketing/advertising/promotions
	20-Feb
	
	Processing
	

	Recruitment/selection 
	28-Feb
	
	Processing
	
	
	
	
	
	
	

	Design website
	02-Mar
	
	Processing
	
	
	
	
	
	
	

	Promoting business online/local area
	04-Mar
	
	Processing
	
	
	
	
	
	
	

	Health and safety documents
	08-Mar
	
	Processing
	
	
	
	
	
	
	

	Delice Du Pain product list and details recipes
	09-Mar
	16-Mar
	Done
	
	
	
	
	
	
	

	Training and induction of staff
	18-Mar
	
	Processing
	
	
	
	
	
	
	

	Suppliers of all our raw materials
	20-Mar
	
	[bookmark: _GoBack]Done
	
	
	
	
	
	
	

	Purchase of delivery vans
	24-Mar
	11-Feb
	Done
	
	
	
	
	
	
	

	Launch party 
	04-Apr
	
	Processing
	
	
	
	
	
	
	



	Table 6. Gantt chart.
	



	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	


REFERENCES 

1. https://www.poilane.com/en/maison-poilane

2. (Woodruff, (2018), Bakery Industry Analysis. Updated June 26, 2018, Available at: https://smallbusiness.chron.com/bakery-industry-analysis-64831.html.

3. Bakery Products Market Analysis, Market Size, Application Analysis, Regional Outlook, Competitive Strategies And Forecasts, 2016 To 2024’ Avaible:https://www.grandviewresearch.com/industry-analysis/bakery-products-market-( Report ID: 897) (Accessed 19thDecember 2018)

4. ‘Bakery Products Market Analysis, Market Size, Application Analysis, Regional Outlook, Competitive Strategies And Forecasts, 2016 To 2024’ Avaible:https://www.grandviewresearch.com/industry-analysis/bakery-products-market-( Report ID: 897) (Accessed 19th December 2018)

5. ‘Bread & Bakery Goods Production-UK Market Research Report’. published August 2018. Available at: https://www.ibisworld.co.uk/industry-trends/marketresearch-reports/manufacturing/manufacture-of-food-products/bread-bakery-goods-production.html (Accessed: 22/11/2018)

6. (Woodruff.J2018) Bakery Industry Analysis. Updated June 26, 2018 Available at: https://smallbusiness.chron.com/bakery-industry-analysis-64831.html

7. Sutherland. J & Canwell D. Key Concepts in Management. Palgrave London, 2004. pg.220

8. (Federation of Bakers, 2018) Available at: https://www.fob.uk.com/about-the-bread-industry. Accessed 26th Nov 2018 

9. (Federation of Bakers, 2018) Available at: https://www.fob.uk.com/about-the-bread-industry. Accessed 26th Nov 2018 

10. Available at: https://www.fob.uk.com/about-the-bread-industry. Accessed 26th Nov 2018

11. Sutherland. J & Canwell D. Key Concepts in Management. Palgrave London, 2004. pg.66

12. Tables and Figures as indicated created by Author of the Business Plan Margaret Kyakunda












OWNER - MARGARET KYAKUNDA 


INVESTOR 


HEAD BAKER 
PEACE LULE 


ASSISTANT BAKER 


MANAGEMENT BOARD 


JUNIOR BAKERS /CUSTOMER SERVICES 



Market Share of the UK bread Production by value and Volume 	% by value 	Larger Plant Bakers 	In- store Bakeries 	High street bakers ( craft bakers)	75	20	5	100	Market Share of the UK bread Production by value and Volume 	% by volume 	Larger Plant Bakers 	In- store Bakeries 	High street bakers ( craft bakers)	85	12	3	100	Market Share of the UK bread Production by value and Volume 	% by volume 	Larger Plant Bakers 	In- store Bakeries 	High street bakers ( craft bakers)	



START UP CAPITAL


Owners  capital (£)	Investor (£)	500000	200000	

Projected Break Even analysis for Delice Du Pain

Sales	20000	22000	32000	74000	200000	284000	460000	Variable cost	4500	4950	7200	16650	45000	63900	103500	Contribution	15500	17050	24800	57350	155000	220100	356500	Fixed Cost	830	830	830	2490	2490	4980	4980	






Start date 	Pick name for business 	Register business	Meet with bank manager to open business account	Buy cash till for the business 	Create online payment platforms 	Apply 	&	 obtain tax payers ID	business licence and permit licences	Insure the business	Renovations and rent arrangement	Investors loan	Writing business plan	Contracts and legal documents 	Create business logo	Packaging and graphic Designs/marketing/advertising/promotions	Recruitment/selection 	Design website	Promoting business online/local area	Health and safety documents	Delice Du Pain product list and details recipes	Training and induction of staff	Suppliers of all our raw materials	Purchase of delivery vans	Launch party 	43800	43801	43803	43804	43809	43811	43812	43478	43493	43495	43499	43507	43511	43516	43524	43526	43528	43532	43533	43542	43544	43548	43559	End date	Pick name for business 	Register business	Meet with bank manager to open business account	Buy cash till for the business 	Create online payment platforms 	Apply 	&	 obtain tax payers ID	business licence and permit licences	Insure the business	Renovations and rent arrangement	Investors loan	Writing business plan	Contracts and legal documents 	Create business logo	Packaging and graphic Designs/marketing/advertising/promotions	Recruitment/selection 	Design website	Promoting business online/local area	Health and safety documents	Delice Du Pain product list and details recipes	Training and induction of staff	Suppliers of all our raw materials	Purchase of delivery vans	Launch party 	43800	43802	43803	43808	43810	43813	43492	43506	43513	43540	43507	Days remaining 	Pick name for business 	Register business	Meet with bank manager to open business account	Buy cash till for the business 	Create online payment platforms 	Apply 	&	 obtain tax payers ID	business licence and permit licences	Insure the business	Renovations and rent arrangement	Investors loan	Writing business plan	Contracts and legal documents 	Create business logo	Packaging and graphic Designs/marketing/advertising/promotions	Recruitment/selection 	Design website	Promoting business online/local area	Health and safety documents	Delice Du Pain product list and details recipes	Training and induction of staff	Suppliers of all our raw materials	Purchase of delivery vans	Launch party 	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	0	
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