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Enigma Coffe House aims to become a daily necessity for local coffee lovers, a place where you get rid of daily stress and at the same time a comfortable place for meetings with friends or to read a book. Due to the growing demand for high quality gourmet coffee and impeccable service, the cafe will be located near Covent Garden to build a core group of loyal customers. Coffe Shop will offer its customers the best coffee prepared in the area that will be completed with pastries, as well as free books that customers can read. The owners ensured the establishment of this location through a three-year leasing contract, with the option to extend.
1.1 Objectives
The objectives of Enigma Coffe House for the first year of operation are:
• Become known as the "Best CoffeeShop in the Area" by the local restaurant guide.
• To obtain a profit from the first month of operations.
• Maintain a gross profit of 65%.
1.2 The keys to success
• The design of the cafe will be visually appealing to customers and will be designed so that fast and efficient operations can be performed.
• Training of employees to ensure the preparation of coffee according to the best techniques.
• Marketing strategies designed to build a solid customer base, such as maximizing sales on high-margin products such as espresso drinks.
1.3 Mission
Enigma Coffe House will make every effort to create a unique place where customers can socialize in a comfortable and relaxing environment while enjoying the best coffee and pastry products in town. We want to help our clients get rid of the stress accumulated daily, by offering a pleasant environment, a convenient location, friendly staff and high quality products. The company will invest its profits in order to increase the degree of employee dissatisfaction while offering a stable return to its shareholders.
1.4 Location and Services
Enigma Coffe House will be located on the ground floor of a commercial building. The company obtained a one-year lease of the 2,500-square-meter office previously occupied by a hair salon. The contract has a three-year fixed-rate renewal option. The plan includes a 200-square-meter office and a 2,300-square-meter bar, which will include a 15-table relaxation ozone, a kitchen, storage area and two bathrooms. The interior design is open and clean, with a modern wooden decor that inspires confidence in the quality of drinks and snacks served and will be in line with the positioning of the unit as an eclectic place where people can relax and enjoy a cup of coffee. Coffe House will offer its customers the best coffee-based drinks in the area. This will be achieved by using high quality ingredients prepared according to the original cleaners. The positioning of the bar, the menu and the marketing activities will be focused on maximizing the sales of the drinks with the highest margin. Along with espresso drinks, coffee and tea, as well as some soft drinks, will be sold at the bar. The cafe will also offer pastries to its customers, salads and small sandwiches. For customers who prefer to prepare their coffee at home, the cafe will also offer coffee beans for sale. The menu offer will be completed by free books and magazines that customers can read inside the cafe-bar. The cafe will sell coffee, teas, alcoholic, non-alcoholic beverages, soft drinks, cakes, ice cream, sandwiches. Loyal customers will be young people aged between 18 and 35 from the city where we open the cafe. Moderate product prices will not affect the quality of products and services offered. The main concern will be the client and his mood. We rely on a pleasant and relaxing atmosphere, in which the client can order, consume and return.
1.5Purchase Models
The main reason why customers return to a cafe-bar is the tasty coffee, the fast service and the pleasant atmosphere. Although, as stated before, coffee consumption is uniform for different segments of people with different incomes, Java Cafe will practice competitive prices. We strongly believe in offering coffee drinks through services
impeccable in a beautiful setting will help us build a strong base of loyal customers.
2.Competition
According to 1997 food statistics, the city hosted 45 snack bars and non-alcoholic beverages, with total sales of $ 14.2 million. Other institutions that offer coffee-based beverages include restaurants that are limited in number in the city. Enigma Coffe House's direct competitors will be other bars located near the Covent Garden. These are Starbucks, Cafe Roma, Cafe Librarie and other food service units that offer coffee. Starbucks will certainly be one of the major competitors because of its strong financial position and established marketing and their operational practices. However, despite Starbucks' entrenched market position, many customers prefer smaller bars that offer a cozy atmosphere and good coffee at affordable prices. The cafe will position itself as a unique coffee bar, which not only offers the best tasting coffee and pastries, but also offers a family atmosphere. We will satisfy the wishes of the clients, which will help us to increase the market share on this competitive market.
The main reason why customers return to a cafe-bar is the tasty coffee, the fast service and the pleasant atmosphere. Although, as stated before, coffee consumption is uniform for different segments of people with different incomes, Java Cafe will practice competitive prices. We strongly believe that offering coffee drinks through impeccable services in a beautiful setting will help us build a strong loyal customer base.
The cafe will capitalize on the strong demand for high quality coffee. The owners provided the company with enough capital to set up. Through successful management that will establish a loyal customer base, the company's net worth will double in two years. The company will maintain a gross margin of 65%, which, together with reasonable operating expenses, will provide enough cash to finance further growth.
Sales Forecast
	Sales
	1 Year
	2 Years
	3 Years

	Coffe Drinks
	350,400
	385,440
	423,984

	Coffe Beans
	87,600
	96,360
	105,996

	Paseries
	146,000
	160,600
	176,660

	Total Sales
	584,00
	642,400
	706,640

	Direct costs
	1 Year
	2 Years
	3 Years

	Coffe Drinks
	87,600
	96,360
	105,996

	Coffe Beans
	43,800
	48,180
	52,998

	Paseries
	73,000
	80,300
	88,330

	Total Sales
	204,400
	224,840
	247,324



The average fixed monthly costs will be  20,300 in the first year and the average margin will be 65%. Thus, the level of sales that ensures the break-even point is approximately  31,300 per month. Annual sales estimated at 584,000 in the first year translate into sales per square meter of  254, which are in line with industry averages for its bars dimension. As the company imposes itself on the local market, its profitability increases from 17.06% in the first year to 17.63% in the third year.
The company's management is aware of the rapid evolution of trends and needs of its target segment. Periodic market research and competition analysis will help the company anticipate the wishes of its customers and launch new products and services, so that they remain in the top of their preferences. Depending on the customers' suggestions, new products based on coffee or cocktails will be launched, competitions will be organized for customers (eg proposing / creating a new product), "open" products will be offered - the customer creates his own drink through ordering from a set of ingredients, etc. Thematic evenings will also be adapted according to the observed popularity and customer suggestions. Depending on the results of the first cafe and the evolution of the market, the management wants to open new locations in other cities of the country, under the same name, to create a chain. of cafes.
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