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BUSINESS PLAN 
Business Idea Description: The restaurant's name is "Delicious Bites & Tea Café," and it offers authentic Indian tea, sandwiches, and milk cakes to a global audience, catering to the growing desire for various culinary experiences and the appeal of Indian food. India's tea culture, paired with its delectable sandwiches and milk-based desserts, creates an unforgettable café experience. The company will serve teas such as masala chai, ginger tea, and cardamom, as well as classic Indian sandwiches with tikka and chutney and milk cakes with saffron and pistachio flavours.
Vision of “Delicious Bites & Tea”: Our Vision is to become the primary destination for people who looking for real Indian-flavoured tea combined with tasty sandwiches and milk cakes, providing a lovely food experience that delights taste buds and leaves a lasting impression. Our Mission is to reach at the top level of tea industry. The products of this company directly import from Indian renowned states.
Mission of the restaurant: Delicious Bites & Tea is devoted to obtaining the best ingredients, combining traditional Indian flavours with modern culinary techniques, and offering great customer service to create a pleasant setting in which guests can enjoy tasty and unusual beverages and snacks. Our main goal is target to every people who loves Indian tea with their preference and boost our restaurant.
OBJECTIVES: 
Defining "SMART" objectives is an excellent approach for businesses to define their precise aims and track their progress. (Gartlan, 2017)
Specific: Increase sales revenue by 20% in the first year of operation by extending the client base and improving customer retention via focused marketing campaigns and promotions. 
Measurable: Achieve a customer satisfaction rating of 90% or above within the first six months of operation by continuously providing high-quality items and great service. 
Achievable: Within the first year, form agreements with at least three local suppliers to assure the acquisition of fresh and authentic foods while also benefiting the local economy.
Relevant: Expand the product line to include gluten-free and vegan choices within the first year to cater to a broader range of dietary requirements and enhance market penetration. 
Time-Bound: Maintain a positive cash flow and profitability within the first two years of operation by implementing effective cost control and revenue growth methods. (Gartlan, 2017)
STP MARKETING MODEL:
Segmentation: Segmentation involves separating a market into different groups of customers who share similar needs, wants, or qualities. For “Delicious Bites &Tea, possible segmentation criteria could include: (Hanlon, 2024)
a. Geographic: Customers are segmented based on their geography, such as cities with a high population or locations with a large Indian population.
b. Demographic characteristics include age, gender, income, occupation, and family size.      For example, attract young professionals or families seeking a casual dining experience.
c. Psychographic: Analysing clients' lives, values, interests, and attitudes. This could   include targeting health-conscious people or those interested in sampling new foods.
d. Behavioural: Analysing customers' purchasing behaviour, such as frequency of visits, spending patterns, or preference for specific types of food.

Target: The company is going to focus on urban areas with a large number of young professionals, tourists, and cultural enthusiasts. Locations close to universities, technology parks, and tourist attractions will be prioritised. (Hanlon, 2024)
Position: Delicious Bites & Tea will position itself as the go-to spot for real Indian flavour tea served with sandwiches and milk cakes, providing a unique blend of traditional flavours and modern convenience. To differentiate itself from competition and provide clients with a memorable experience, the brand will focus on quality, authenticity, and innovation. (Hanlon, 2024)

Whenever it concerns legal ownership, LTD is a more beneficial choice. With an LTD (Private Limited Company), you have greater control over your firm and its activities. There are various advantages and downsides of LTD ownership.:
Advantages: 

Control: As a private limited business, DLICIOUS BITES & TEA has more control over its operations, decision-making processes, and strategic direction. This enables the business owners to carry out their ideas without external influence. (Moore, 2023)
Tax Efficiency: Private limited corporations frequently receive more favourable tax treatment than alternative business models. They may have access to tax planning tactics that allow them to reduce their tax bills, thereby retaining more of the company's profits.

Limited Liability: Shareholders’ personal asset is protected from business debt and liability. They are only liable for the amount they have invested in the company, which gives some financial stability. (Moore, 2023)

Disadvantages:
Impaired Access to Capital: One of the primary disadvantages of a private limited corporation is its limited capacity to raise funds. Private enterprises may struggle to seek external funding for development or growth projects since they are unable to issue public shares.

Limited Market Visibility: Private limited firms have less market visibility than public corporations since their shares are not traded on a public stock exchange. This may restrict DLICIOUS BITES & TEA's ability to attract investors, consumers, and potential business partners who prefer to work with publicly traded companies.
Compliance Requirements: Private limited corporations have to comply with specific regulatory and compliance requirements, such as annual financial reporting, tax filings, and company law obligations. Meeting these obligations can result in administrative difficulties and costs. (Moore, 2023)

INDUSTRIAL ANALYSIS

PORTERS 5 FORCES:
Threat of New Entrants: The tea and cake business is relatively easy to enter, with low initial capital requirements. However, developing a brand identity and gaining client loyalty can be difficult. Nonetheless, the threat of new entrants is manageable due to the popularity of Indian flavours and the unique blend we provide. (Danao, 2024)
Bargaining Power of Suppliers: Based on their specialisation, suppliers of Indian tea leaves, spices, and authentic ingredients may have some negotiating power. However, with a large number of suppliers on the market and ability to get materials from other places, we can keep our bargaining power reasonable. (Danao, 2024)
Bargaining Power Buyers: Customers have limited bargaining power because they have many eating options to choose from. However, the unique blend of Indian flavours and the pleasant embarking we provide can help us retain consumers while limiting their negotiating power to some degree. (Danao, 2024)
Threat of Substitute: The tea and cake industries face a moderate risk from substitutes. While clients may prefer alternative beverages or snacks, this specific combination of Indian flavours in our offerings creates a distinct value proposition that may resist displacement. (Danao, 2024)
Competitive Rivalry: The food and beverage industry is extremely competitive, with various cafés, tea shops, and bakeries competing for market share. However, by focusing on a specific category of Indian-flavoured tea served with sandwiches and milk cakes, we may distinguish ourselves and reduce the severity of intense competition. (Danao, 2024)
VRIO ANALYSIS:
Value: Our unique blend of Indian-flavoured tea, sandwiches, and milk cakes provides value by providing clients with a novel culinary experience that is not commonly available in the market.  (Messineo, 2024)
Rareness: Our business is unique in the market due to the combination of Indian flavours and distinctive offerings, providing us a competitive advantage over other generic tea and cake and sandwiches outlets. (Messineo, 2024)
Imitability: While the concept can be duplicated, competitors may find it difficult to replicate the products directly import from India and the authentic Indian flavours and comfortable ambiance we give, providing us a long-term edge. (Messineo, 2024)
Organisation: Our company is well-organized to obtain high-quality ingredients, maintain consistency in product offerings, and deliver great customer service, all of which contribute to our market competitiveness. (Messineo, 2024)
OPERATIONS AND MANAGEMENT TEAM

Supply Chain Management: We get our supplies directly from trusted suppliers who specialise in traditional Indian spices, teas, and other essential ingredients. To ensure that the quality of our offerings remains high, we conduct regular quality inspections. Our supply network is simplified to reduce delays and maintain freshness. (Cohen, 2023)
Service Delivery: Customer happiness is our main focus. Our service staff are trained to give warm hospitality and timely service, ensuring that each visit to Desi Delights is a pleasant experience. (Cohen, 2023)
Food Preparation: Our chefs master the art of Indian cooking, meticulously constructing each dish to perfection. Sandwiches are produced with fresh bread and a range of fillings inspired by regional Indian flavours, while milk cakes are fashioned from traditional recipes passed down through generations.  (Cohen, 2023)

Inventory Management: We will improve our inventory management system to reduce waste and have enough stock to meet client demand. (Cohen, 2023)

Quality Control: We will apply strong quality control techniques to ensure that our products remain fresh, tasty, and consistent. (Cohen, 2023)
Cleanliness & Hygiene: To ensure client satisfaction and safety, our kitchen and eating rooms shall maintain strict cleanliness and hygiene standards. (Cohen, 2023)

REVENUE AND LOSS PREVENTION

In the first six months, our sales target is to achieve an average daily sale of 200 servings of Indian-flavoured tea, sandwiches, slices of milk cake. These targets are based on extensive market research and projected demand within our target audience.
We use multiple methods for earning revenue and enhance customer satisfaction: 

Upselling: In addition to our standard menu options, we offer premium tea blends and exotic sandwich fillings for consumers who want to enhance their dining experience

Combo Deals: We provide consumers with a lower rate when they purchase a combination of things, such as a tea-sandwich combo or a milk cake-tea coupling.

Limited Time Offers: Introducing seasonal or limited-time menu items keeps our products interesting and encourages return visits from guests who want to try something new.

Event Catering: We generate additional revenue by providing catering services for events, parties, and corporate meetings, allowing us to showcase our unique Indian-inspired cuisine to a larger audience.


Loss Prevention: To minimise losses and ensure operational efficiency, we use the following strategies: 
· Lean Management: We optimise our operations to eliminate waste and increase efficiency at every stage of the manufacturing process, from ingredient sourcing to service delivery. (Gładysz, Buczacki and Haskins, 2020)

· Kaizen Continuous Improvement: We promote a culture of continuous improvement by encouraging employees to discover areas for improvement and implement solutions that streamline operations and increase quality. (Hill, 2024)

· Just-in-Time (JIT) Inventory Management: By managing inventory levels low and obtaining materials based on real-time demand, we eliminate the risk of overstocking and waste. (Baluch and Bottorff, 2023)

Management Team: Restaurant management team structure is critical to ensuring a restaurant's smooth operation. 

Head Chef: A trained culinary professional who specialises in Indian cuisine. Experienced in recipe development and kitchen management.

Operations Manager: A detail-oriented professional who has worked in supply chain management and logistics. Proficient at optimising procedures to increase efficiency.

Marketing Manager: A creative professional with experience in digital marketing and brand management. Proficient in using social media and advertising platforms to increase customer engagement and sales.

Customer Service Representatives: A friendly and attentive individuals with strong communication abilities. Trained to give personalised service and respond to customer requests or issues swiftly.

The Financial Controller: oversees budgeting, financial analysis, and bookkeeping to maintain the bakery's financial stability.

Sales Manager: Responsible for boosting sales, creating partnerships, and finding new revenue streams.


Marketing plan and strategy:
Marketing mix strategy: Mix 4'P's
Product: Our product is freshly prepared Indian tea with aromatic spices like cardamom, ginger, and cloves, served with a soft, creamy sandwich milk cake. We offer a variety of tea blends to cater to different preferences, including traditionalists and modernists. Our sandwich milk cake is made with high-quality ingredients, ensuring a delicious experience. (Gillespie, 2023)
Place: The company aims to increase visibility and accessibility by establishing a presence in high-traffic areas like retail malls, business districts, and tourist sites. They will also leverage online retailing by offering delivery services through their website and partnering with prominent meal delivery platforms, thereby reaching a wider audience and catering to diverse consumer preferences. (Gillespie, 2023)
Price: To define our price approach, we will undertake a full cost study that includes ingredients, labour, overhead, and distribution. Based on this assessment, we will set competitive but profitable prices for our items. Given the perceived value of our goods and market demand, we seek a respectable profit margin while remaining appealing to our target clients. Special promotions and discounts may be presented on a regular basis to boost sales and increase client loyalty. The cost of each serving meal is £9 and target sale 300 per month and will be increase 20% every month. (Gillespie, 2023)
Promotion: Our communication plan will blend traditional and digital marketing techniques to increase brand awareness and interest in our products. We will leverage social media platforms such as Instagram and Facebook to promote visually appealing content and perform targeted advertising campaigns. We will work with influencers and food bloggers to broaden our brand's reach. (Gillespie, 2023) Offline promotions, such as food festivals and community gatherings, will supplement our online efforts. Customer loyalty programmes and referral incentives will be used to encourage repeat business.

Financial plan
The Delicious Bites & Tea will require £100,000 to begin operations. Some part of the money, £35,000, will come from Dragons. My family is also helping me in starting this business. The funds will be utilised to begin the process, such as purchasing kitchen appliances and equipment, raw materials for the products, hiring employees, and paying their salary. As previously stated, revenue will be £2700 per month, increasing by 20% each month, and the fixed cost will be £1000. 
Financial statement of six month are below.

	
Month
	Revenue increases every month 20%
	
Fixed cost
	
Variable cost
	
Profit loss

	
1
	
2700
	
1000
	
690
	
1010

	
2
	
3240
	
1000
	
670
	
1570

	
3
	
3888
	
1000
	
700
	
2188

	
4
	
4666
	
1000
	
705
	
2961

	
5
	
5599
	
1000
	
720
	
3879

	
6
	
6719
	
1000
	
650
	
5069


CONCLUSION
Finally, our firm intends to capitalise on the growing desire for unique dining options by serving Indian-flavoured tea with milk cake and sandwiches. Through our differentiated offerings, efficient operations, and strategic marketing, we are set up for success in the competitive food and beverage business. The restaurant has a distinct vision and mission that are consistent with its goals. Using the STP marketing model can assist in identifying market target markets and positions. Furthermore, Delicious Bites & Tea's LTD ownership structure is ideal. While there are benefits to operating as a limited company (LTD), it is also important to examine the negatives. Analysing Porter's five forces model and VRIO can help you comprehend the competitive landscape as well as your own unique resources and capabilities. In addition, effective operations and a competent management team are critical to success. 
Implementing revenue and loss prevention methods protects the company assets. At the extremely least, creating successful marketing mix techniques will assist in promoting and attracting customers. Finally, the report above mentions the financial strategy; as an entrepreneur, you would require £100,000 to start this business. Using right procedures and strategies, this firm will succeed. 
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