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Speaker Notes


Business Proposal

The first assignment for the Managing Enterprise in the 21st Century module has tasked us with proposing a plan for our own business. This business needs to be treated as though run by a team formed within the class. In this team there are five students from the course.
The plan needs to consist of all aspects of the business. I will be introducing the type of business, our reasoning behind proposing it and our vision and objectives for this business. 

Without and effective business plan most businesses would fail. In fact, many do fail due to this. (Maund, Schriek and Tinkler, 2017)



 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

 Mamasir Miah 
Physical resources 

Abdul Islam
Introduction
Name of business
Business type
Mission statement 
Product/services 






Kate 

Financial resources 




Shahidur 
Marketing actives 


Sanu 
Human resources 






[bookmark: _GoBack]Name of the business:
MOVING MASALA

We have decided to the name the business moving masala, as the concept is selling fast food such as curries from a food van.

Type of business
Moving Masala is a general Partnership owned and operated by, Shahidur Rahman, Sanu Miah, Abdul Islam, Mamasir Miah, Katarzyna Kolowrocka.

 The business is a Partnership as there are five owners.

 With this type of business comes advantages and disadvantages.

 One of the advantages would be that all of us will put a share of investment into setting up the business. If after all our efforts the company fails, then at least we will take a hit together rather than one person taking full financial loss. Another advantage is that we have a lot of experience between each of us in this sector. 

The disadvantage is that things can quickly escalate and cause problems between partners if they have different opinions on business approach and procedure. This can then cause damage to the business brand and finances.

 Another disadvantage could be that as we all have different personal commitments, we may not all be able to offer the same amount of dedication to the business as a whole.

"Talent wins games, but teamwork and intelligence win championships." – Michael Jordan




Overview
[bookmark: _Hlk11021970]Moving Masala is a private small business that serves more than 300 staff (or more) working in the local warehouse
Moving Masala Will be serving Indian curry, using locally sourced ingredients from the Welsh farmers and using eco-friendly materials



Products and Services
Moving Masala will sell freshly made breakfasts, lunches to the local warehouse employees at Newport Imperial Business Park and provide snacks for the conferences and warehouse visitors.
The products will be made with locally sourced ingredients and will be promoted as having large portion sizes, a cheap price, and a delicious taste
We will sell the following types of food:
· Curries – masala, korma, madras
· Breakfast rolls
· Burgers and chips
· Baguettes – tandoori chicken, chicken tikka, tuna, etc.
· Drinks – tea, coffee, soft drinks, etc.

The benefit of this type of food is that it is quick to cook and served with little fuss. The curries will be cooked elsewhere and then sold in the van. This will ensure best quality.
Our target audience are customers who are busy with work and looking to grab a quick breakfast/lunch at a reasonable price. Our products and marketing material are developed with these customers in mind.


.
Mission Statement
“Moving masala is dedicated to providing customers with fresh made quality meals, quick and friendly service on a
daily basis”

Aims & Objectives 
To become a trusted name in the fast food and outdoor catering industry.
One of the objectives of the business is to offer a different product than what can be typically found in food vans. 
We will achieve this by selling limited styles of curries and baguettes. Some of this will be prepared at a restaurant owned by Sanu. Once it is cooled, it will be transferred to the van. It will then be sold in the van heated up and combined with rice or chips as a meal. 

Another aim of the business is to travel and offer the service during large events, such as food fares and open public events. We will do this by constantly keeping up to date with local news and events and being active on social media.










Competitive analysis

Our main rival at Imperial park is the nations beloved institution of Gregg’s.
 However, we feel that our products will offer the U.S.P. we need for business success.
 In looking at our closest rival in the area we have studied the following market segmentation theory.

                      [image: ]

Market Positioning – we will from the beginning market the business as something different to try and capture the interest of the customer. 
Thereby hopefully pulling away some of those Gregg’s customers! Of course, we simply cannot offer the same range of products and maybe even same value as Gregg’s. 
With our products and careful marketing, we aim to seize the opportunity for growth and success. This is our differentiation strategy.
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