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Executive Summary
Our plan and intention here are to create a new business by setting up a café and restaurant in London which will serve in the local areas. We have decided to name the restaurant “The café hunter” for expressing our type of business and also for ensuring people understand easily what type of products we do offer here. We are going to offer fast foods along with hot and cold drinks in the restaurant targeting people of all ages especially young to middle-aged persons. We are targeting people with low to medium income to make our business more available to people so we can get the opportunity to serve more and make profits (Doern, 2016). 
In this report, we will provide a brief description of our business plan and decisions mentioning some critical and vital aspects of the business. We will describe the analysis necessary to evaluate our restaurant. Here a brief description of the business will be discussed in the introduction where we will introduce our restaurant business. We will also include a business overview of our restaurant where we will include the description of the restaurant and its products and services with the mission and vision of the business. Statements about the future of the business and expectations from this will be discussed along with a brief narration of reasons behind going for this business and the name of the restaurant (Virani, 2020). 
Descriptions of the products that will be available in our restaurant with the pricing strategies are going to be evaluated. The market audit is an extremely important factor for the fate of the business, which will be described here. Analysis of the market, opportunities available for growth, competition, threats, etc. will be mentioned in this part. An indication of the targeted market with target customers will be designated briefly with necessary reasoning. A market plan is crucial for the development and for ensuring proper flow in the business performance. We will include a market plan, management plan, and team allocations for ensuring efficiency in the business. Financial plan and analysis will also be described here for confirming proper utilization of the capitals in business (Onyenego, 2018).
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We here are willing to open a restaurant named “The Café Hunter” as a business where we are going to serve fast foods and hot and cold drinks to the customers. The presentation is all about managing the enterprise in the 21st century considering a new business plan. So, all the required issues to perfectly maintain a business plan will be presented. One of the main matters for starting a new business is an effective plan for target customers and auditing the market. Target customer here indicates the people who are being targeted as main consumers of the business products and services. Setting the target customers beforehand makes the management easy to formulate strategies and go in the right direction in which they will be able to draw the attention of those selected persons. Market audit on the other hand represents the analysis and evaluation of the marketplace. It includes analysing and recognizing the threats and opportunities in the market, competition associated with that particular type of business so the entrepreneurs can identify the opportunity for growth of the business and can forecast the future of their plan (Burns et al, 2016). Decision making of the management has to be agreed upon with a lot of analysis and reasoning. The financial plan on the other hand is crucial which determines the allocation of available capital of the business and also ensures the proper utilization of the resources for the business (Pinson, 2018).


[bookmark: _Toc57757678]Business Overview
We want to open a new business namely “The Café Hunter” which will mainly be operating business activities locally only within London by offering Fast food and hot & cold drinks. We intend to offer quality food products and drinks in the restaurant. Our business of restaurant and cafe is small and medium-sized with shared ownership. We want to set up our café in London and serve locally. We also want to deliver food to home from online orders so we can provide multidimensional service to our customers. We want to have fewer employees of around 5-6 people in the restaurant though it might increase in future if our business grows effectively as expected. We are targeting people with low to medium income to make our business more available to people so we can get the opportunity to serve more and make profits (Doern, 2016).
We intend to keep our prices affordable to all following low to medium pricing strategy so we can get as many customers as possible. We want to make our foods available to all aged person while considering people with less budget. The market audit is an extremely important factor for the fate of the business, which will be described here. Analysis of the market, opportunities available for growth, competition, threats, etc. will be mentioned in this part. We want to target the students, job holders, and other professional and want to make our café a casual meeting and gathering centre for friends and groups. Our café and restaurant is a small business in nature has much competition in the market since there are a lot of restaurants offering the same food products as us. We have to take an effective strategy to stand our value in the market and to the customers (Umar et al, 2018). 
[image: ]
Figure: Logo of “The Café Hunter” (Author)
Mission
Our mission is to provide better service and quality based products to our customers. We intend to offer the best possible fast food products and drinks to our customers with a limited budget. We want to provide them a place to hang out with friends, groups, or colleagues. We wish to offer our customers a place they can enjoy freely with quality food products and services of the café. Our mission is to earn a name and fame for our services and environment in the locality and hence earn a bit of profit from the business (Robinson et al, 2020).
We are eager to listen to our customers' demands and expect to work and perform accordingly to make our customers satisfied. We are targeting people of all ages and income levels. So we want to make it a casual, free environment where everyone can enjoy themselves. Our prime target is to maintain and serve quality food items. We want our customers to be content with our food and service. Our café and restaurant will focus on the conveniences of the customers and their demand thoroughly so they can get their desired and expected products and stand there (Turner et al, 2017). 
Vision 
Our vision for this business is to build up a strong relationship with the customers by attaining their faith and trust for the service we are going to offer them here. We are going to offer fast foods along with hot and cold drinks in the restaurant targeting people of all ages especially young to middle-aged persons. We want to have a good connection with our customers and intend to maintain a strong bond with them. Strong relationships with the customer are second to none in terms of the survival of the business in this competitive market (Robinson et al, 2020).
Ours is a small business entrepreneurship facing a lot of competition in the existing market. To avoid all these adversities in the market we need to achieve the trust and faith of our customers. We need to assess how they want us to deal with them. We need to observe their requirements and desire for our products and services. By meeting their need we can gain our reliability and as a result, our customers will trust our business. This way we will be able to have a good relationship with them (Perez, 2020). 

Since our restaurant is going to offer fast food items with varieties of hot and cold drinks, it is mainly intended to be a place for the young to middle-aged persons. We are targeting people with low to medium income so there can be a large number of customers available for our services. Management team formation and distribution of work in the people ensures effective performance in the business avoiding any potential breakdown or collisions in the business.
We are eager to maintain and improve our products as their suggestions. We want to make them feel important and want to show them how much we care about their comfort and needs. This way we will be able to form and maintain a strong bond with them which will improve the condition of our business and make this more profitable (Mazzarol et al, 2020).
Objectives 
For enabling us to make an effective business, a value chain program is required to be created. The value chain describes a total way of creating and marinating the business with relevant activities that are required for the business and a value chain analysis gives the visual idea of the business model and plan. Creating a value chain program will enable us to make appropriate decisions and help us to identify the requirements in different sectors (Robinson et al, 2020).
The value chain will also let us understand our stand on the plan and will let us direct ourselves in the right direction without wastage of time and effort. That’s why we are very eager to create a value chain program before starting our business. We will have to identify our primary and support tasks, assess the value of activities, and clarify opportunities for creating an effective and efficient value chain program which is essential for the optimization of the business plan. We want to distribute our activities based on the abilities of the individuals and the value chain will help us in that sector (Robinson et al, 2020).
We are planning it to make a better place for mainly students and job holders along with other professionals. For setting and effective operation of the business, and an efficient market plan is vital. The marketing plan includes some analysis of the market situation along with the formulation of the market strategies considering the market mix of 7Ps. These theories and analyses help the entrepreneurs to address the issues that are vital to consider upholding the market value of the company. Besides all these, the performance of the management team in operating the business is also important (Robinson et al, 2020).  

[bookmark: _Toc57757679]Conclusion
Our café and restaurant named “The Café Hunter” are being very well planned in terms of strategies and design. We are preparing ourselves for the business in every way we can and trying our best to address all the necessary sides for the restaurant. We have included our business plan and design along with market audit, management plan, financial plan, etc. We hope to achieve our target and objectives through optimizing our business resources and ensuring quality products and services in the café. We will implement our plan carefully by following all our strategies and decisions. Hopefully, we will be able to succeed in our mission and create a well-organized café and restaurant (Virani, 2020).
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[bookmark: _Toc57759222]Introduction
Enterprise management is a term used to describe management in the 21st century. It allows businesses to manage daily activities such as accounting, HRM, inventory management, CRM, etc. This proposal is prepared to maintain all the issues that are essential for establishing a business such as products and service analysis, competitor’s analysis, market audit and all other factors of a business plan. Moreover, the Porter’s five forces analysis is also done to examine the attractiveness of restaurant and foodservice industry for the Café Hunter.

[bookmark: _Toc57759223]Products and services 
Product refers to a tangible element offered to the market or customers for attention, acquisition, or consumption and service is an intangible thing that arises from the labour or output of one or more persons. Every business firm offers goods or services or both. Business organizations sell products and services and make a profit for owners.
A group of five entrepreneurs is going to start a restaurant business in London named “The Café Hunter” that will be an entity of the restaurant and foodservice industry. As a café and restaurant business, the café Hunter will serve a variety of items within fast food and hot and cold drinks. The key fast items of “The Café Hunter” includes Chicken pot pie, Mashed potatoes, Fried chicken, Burgers (with an option to add cheese/ bacon), Chicken soup, Meatloaf, Lasagna, Spaghetti with meatballs, and hot and cold drinks.
Products and services of The Café Hunter will be available always on opening time from10 AM to 9 PM from Sunday to Friday. The café Hunter is aimed at serving within its local area which is London, UK and the price of its products will range from GBP 2 to 100. The entrepreneurs along with 5 employees will deliver products and services both online and offline.


[bookmark: _Toc57759224]Market Audit
[bookmark: _Toc57759225]Competitors
Knowledge about competitors such as who are competitors, what they offer or sell can help a business to design products and services and outperform their marketing. It helps businesses to charge a competitive price and respond to marketing campaigns by competitor firms. Competitors are those individuals or entities that sell similar or substitute products and services to the same market segment. For example, the Café Hunter has a target to serve low to medium class people aged 15 to 40 in the local market in London and all other entities who sell similar or substitute products and services in the same segment are its competitors.
All business firms encounter competition even if there is the only restaurant in the locality. The restaurant will have to compete with bars, cinemas, and other places where people would like to spend time instead of the Café Hunter. New entrants or new businesses put pressure on existing firms within the industry since they desire to capture market share. This, consequently, puts pressure on costs, prices, and the amount of investment essential for surviving in the industry. Enterprise management is a term used to describe management in the 21st century. It allows businesses to manage daily activities such as accounting, HRM, inventory management, CRM, etc.
 The key competitors of “The Café Hunter” are:
New London Café
EL&N London
Ace Cafe London
Brunswick East
The Monocle Café London
St James's Café
49 Cafes
Regency Café (Tavitiyaman et al, 2011).
[bookmark: _Toc57759226]Marketing audit
The marketing audit refers to the evaluation process that evaluates the entire promotional environment, from direct mail newsletters to social media campaigns. The objective of a marketing audit is to identify which of the strategies is effective and which is wasting resources or budget. The marketing audit forms the foundations for upcoming marketing decisions and provides firms with a better understanding of customers and their expectations (Bargiela, 2015).
The elements of a marketing audit are:
[image: ]
Figure 01- Elements of the marketing audit (Abrams, 2013).
Macro-environment audit: It analyses all the factors, beyond the firm’s control, that affects the performance of marketing activities. Macro-environmental factors include political factors, environmental factors, and economic factors, and so on. These factors in the UK are in favourable condition for the Café Hunter excluding strict laws regarding food safety and hygiene.
Task-environment audit: It audits the internal factors and strategies, of an organization, such as marketing and distribution strategies, employees and their skills, motivation level, and so on. These factors are controlled by the organization for the improvement of the firm. Café Hunter has a group of skilled employees and a large scope for delivering products and services.
Marketing strategy audit: A marketing strategy audit evaluates the viability of the current organizational mission and the goals a firm endeavours to achieve. Moreover, it analyses the goals and objectives of marketing along with marketing strategy that directly affects the firm’s marketing performance. During strategy audits, firms determine how marketing strategy is linked with the organization’s goals and how goals will be achieved. The Café Hunter’s marketing strategy shall be very pragmatic and capable of achieving the firm’s mission, vision, and objectives competing with local and national competitors.
Marketing organization audit: The marketing organization audit examines the employees’ performance at different ranks of the organizational hierarchy. It also evaluates the policies a firm has to motivate employees and support their performance or outcomes. It evaluates the resources available to the firm and marketing team such as finance, labour, time, etc. As an upcoming restaurant, a marketing organization audit will help the Café Hunter identify and manage necessary resources along with appropriate policies to support the performance of employees.
Marketing system audit: The marketing system audit will look at the existing marketing system that is in operation. It looks at maintaining and updating several marketing systems like marketing information system, NPD system, marketing planning system, and marketing control system. For instance,  The Café Hunter’s planned marketing system for promoting its products and services is to use both offline and online platforms such as Facebook, Twitter, Pinterest, Magazines, and so many.
Marketing function audit: Marketing function audit will examine the core competencies of the firm which is the Café Hunter.  It will examine Café Hunter’s price, products, distribution, communication channels, as well as the sales force. It will also compare the price of ‘The Café Hunter’s products with those of competitors. For example, New London Café is a key competitor for ‘the Café Hunter’. Marketing function audit will compare prices of different products with those of New London Café and other competitors.
Marketing productivity audit: This type of audit evaluates the effectiveness of marketing tactics that are currently in use. The most common fact is that the auditors will evaluate in terms of cost-effectiveness and profitability such as whether tactics are profitable and cost-effective or not.
[bookmark: _Toc57759227]Porter’s Five Forces Analysis
Porter’s five forces is a model that analyses and determines five competitive forces that influence every industry. It is an analysis tool that evaluates or analyses business competition within an industry and identifies the strengths and weaknesses of the industry. It is widely used to understand the intensity of competition in an industry and eventually to determine the attractiveness of a business in terms of profitability. An unattractive industry is less profitable due to intense competition whereas an attractive industry is more profitable due to less competition. To justify the on-going competition, the Porters Five Forces will be supportive of “The Café Hunter”.
Porter’s five forces that shape the industry’s attractiveness are: 
Threats of the new entrants
New entrants or new businesses put pressure on existing firms within the industry since they desire to capture market share. This, consequently, puts pressure on costs, prices, and the amount of investment essential for surviving in the industry. The restaurant and fast food industry in the United Kingdom has a large number of restaurants and cafés. Yet, it is lucrative for small entrepreneurs to start a small café or restaurant since income and living standard of people is increasing gradually and individuals like to eat and spend time in cafés and restaurant. Therefore, the threats of new entrants in the restaurant and foodservice industry in London are so high.
Threats from competitors
In economics, two goods are called substitutes if the goods can be used to satisfy the same needs by the consumer. For example, wine and beer are perceived as substitute products. In the restaurant and foodservice industry, similar foods, drinks, and services are provided by many other entities like cinemas, bars, hotels, etc. along with traditional restaurants and cafés. Therefore, foods and drinks provided by different cafés and restaurants will be a substitute for foods and drinks offered by ‘the Café Hunter’. We have seen a list of direct competitors in the competitor analysis segment for The Café Hunter. Along with those competitors are many other direct and indirect competitors. Therefore, competition in this industry is very high. 

Bargaining power of customer
The Bargaining power of the customer is also an important factor that impacts a firm’s profitability. The bargaining power of customers means their ability to force a business to change the price. The level of bargaining power is contingent on available alternatives to customers. The bargaining power of the customer is high when customers have several alternatives to fulfil their needs and the bargaining power of the customer is low when they have few alternatives for their needs. This is also an output of market competition. There are a few cafés that offer similar or substitute foods and services for that of the Café Hunter. Consequently, customers have a medium level of bargaining power to influence the pricing system of ‘the Café Hunter’.
Bargaining power of suppliers
The bargaining power of suppliers has a deep influence on every business including the Café Hunter. Suppliers provide inputs or raw material essential for producing final goods in our case which is foods and drinks. The bargaining power of suppliers depends on the number of suppliers as well as buyers. When the number of suppliers is low, they have high bargaining power. On the contrary, when the number of suppliers is high, they have low bargaining power. In the foodservice industry in London, there are a lot of suppliers but not sufficient compared to buyers. Therefore, suppliers have a medium level of bargaining power in the restaurant and foodservice industry in London.
Industry rivalry
Industry rivalry is one of the biggest determining factors of the competitiveness of the industry. Enterprise management is a term used to describe management in the 21st century. It allows businesses to manage daily activities such as accounting, HRM, inventory management, CRM, etc. Sufficient knowledge and information about industry rivals will help “the Café Hunter” to promote its products through successful marketing. In the restaurant and foodservice industry in London, there is a medium level of industry rivalry.


A summary of Porter’s five forces analysis is provided below: 
	Porters Five Forces Analysis

	Name
	Influence

	Bargaining power of customer
	Medium

	Bargaining power of suppliers
	Medium

	Threats of new entrants
	High

	Threats of competitors
	High

	Industry rivalry
	Medium (Tavitiyaman et al, 2011).





[bookmark: _Toc57759228]Conclusion 
To conclude the above discussion, establishing a business in recent time requires a thorough planning and analysis of different factors. In this proposal, a thorough business plan is presented which include product and service overview, competitor analysis, market audit, marketing plan, financial plan, and so on. All the discussion has been presented based on business plan concepts considering the enterprise management in 21st century.
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[bookmark: _Toc16643]                                       Introduction 


Marketing is a fundamental organizational process for exploring a market. Determining the target market and devising a marketing plan is an integral part of the marketing process. In this report, we will discuss the key factors of our start-up “The Café Hunter’s target market. Then we will prepare a marketing plan for our business (Kreutzer, 2019).  

[bookmark: _Toc16644]Target Market 
Target market is the focused segment of a company to which a company tends to serve. A target market consists of potential customers for a business in which it wants to spend its resources. 
Our restaurant “The Café Hunter”, will have its target market consists of various range of potential customers. The target market of our restaurant is described below: 
AGE 
The age range of our target customers will be 15 to 40 years. As we will sell fast food items and soft drinks, we have set the age range of our target customers from 15 to 40 years. People of this age group tend to eat fast food on a regular basis. And that is the fact that we have taken into consideration while analysing our target market (Opresnik, 2018). 
People older than 40 years do not usually eat fast foods as they tend to eat homemade food. The people younger than 15 years are not usually self-reliant and cannot just walk into a restaurant and buy fast foods. So, after considering these facts, we have set the age range of our target customers from 15-40 years (Wood, 2016). 
Gender 
We have considered both male and female as the gender of our target customer. It is safe to assume that both male and female customers like fast food items and soft drinks. So, we have set the gender of our target customers based on these facts, and we will serve both male and female. 
Profession 
We have prioritised students and job holders as potential customers of our target market. Though we will serve every type of people, the people of these professions will be our target customers. Students usually come to coffee shops after their classes or between the breaks for having their launch or snacks. Also, the job holders often come to coffee shops with colleagues after their office hour for gossiping. We have set the profession of our target customers after considering these matters (Kreutzer, 2019). 
 
 
Social Status 
After analysing our target market, we have found out that people of medium and low status tend to visit fast-food coffee shops. Among them, the middle-class people tend to visit coffee shops more than lower-class people. The fast-food items of a coffee shop are affordable for the middleclass people. So, they are more likely to go there. But the fast-food items of coffee shop often considered as a luxury for lower-class people. The people of higher-class society are more likely to go to a five-star hotel or restaurant for their outing. So, after analysing these facts, we have set the social status of our target market (THao, 2019). 
Income Level 
We have focused on customers with income level low to medium in our target market analysis. We will set the price of each item included in our food menu in such a way that the people with lower and medium income level can afford our foods items. Also, people of low- and medium-income visits coffee shop for various outing purpose like gossiping with friends and colleagues, going on dates etc. The people with higher income level mostly go to five-star hotels and restaurants as they can afford those places. So, we can see that it’s all about affordability. So, we have set our target customer’s income level based on these factors (Strobl, 2020). 
Preferences 
The preference of our target marketing strategy will be the foodies who like to taste different food items of restaurants and review them in social media. This approach will help us to get better market coverage. People follow different foodies on social media. They watch their food reviews and visit restaurants to taste the reviewed foods. So, we have decided to put emphasis on getting the attention of foodies in order to get social media coverage (Ruiz-Pava, 2018). 
 	 
[bookmark: _Toc16645]Marketing Plan 
Marketing Process 
We will consider systematic marketing planning approaches for our restaurant “The Café Hunter”. The marketing process for our restaurant is described below: 
Mission 
Our mission is to provide a better service quality product in order to attract our target customer. In this way, we will be able to gain a competitive advantage in our market. We are aiming to design our products and services in such a way that the people of medium and lower income could easily afford our foods and come to our restaurant on a regular basis. So, we are hoping to provide the best food and services to our customer (Wood, 2016). 
Situation Analysis 
Situation analysis involves the factors that indicate the product and organisational position while analysing the scope of survival in a particular business environment or market. We have done a situation analysis for our restaurant business by considering the number of competitors available in the market, the product they are offering and the demand for those products. There are a lot of coffee shops and restaurants in London. The products they offer are also homogeneous, and the price they are charging is also relatable to each other (Hollensen, 2019).  
We will also offer the same range of fast-food items but slightly differentiated. It will be tough for us to sustain in a market that big and with a massive number of competitors. But we are promising to offer better quality and delicious fast food and coffee items (Opresnik, 2018). 
Marketing Strategy 
Marketing strategy is the most crucial part of setting up a start-up. We have analysed various marketing strategies for our restaurant business. Maintaining social media is an effective marketing strategy for a restaurant business. We will open a Facebook page for our restaurant, and we post tempting photos of our fast-food items and post about different combos and promotional offers that we are offering to our customers (Han, 2019). 
We are planning to reach out to local food bloggers and influencers in order to promote our restaurant. It is a very effective way of marketing strategy. We can invite food bloggers to taste our food and request them to give reviews about our foods in social media so that we can reach out to potential target customers (DIMITRESCU, 2018). 
We are also planning to get listed on food delivery apps as it is a very good marketing approach. By getting listed on food delivery apps, people can easily order our foods from home, and thus it will increase our sales (De Pelsmacker, 2018). 
 Marketing Mix 
Building an effective marketing mix is essential for a business. We have discussed the 4Ps of our marketing mix below: 

	Product 
Our restaurant will offer fast food items such as burger, pizza, pasta, tacos, fries etc., alongside soft and hot drinks.  
	Price 
The price of our fast-food items will start from  
£2 and will be capped at £100. 

	Place 
Our restaurant will cover the London (UK) area only with its product and services. 
	Promotion 
We will use social media such as our Facebook page for promoting our restaurant (Kreutzer, 2019). 


 
Implementation and Control 
For ensuring the achievement of strategic goals of a marketing plan, implementation and controlling plans are necessary. We will set some value indicator standards for our marketing strategy. After executing our marketing strategy, we will analyse the results and compare the actual results with the expected results from our value indicators. After that, we will set our range of tolerance for marketing strategy so that any problem could be dealt with right away (THao, 2019).  
 
A Marketing Plan for “The Café Hunter” 
1. Executive Summary 
According to our target market analysis, we will devise a marketing plan for our restaurant’s fast-food items. “The Café Hunter” is a start-up fast food restaurant based in London (UK). We will currently provide our services only in London City (Kreutzer, 2019). 
2. Product—Fast-Food Items 

	Production
	 description 

	Name 
	Fast food items (pizza, burger, fries etc.) 

	Type 
	Perishable 

	Industry 
	Café and restaurant 

	Price 
	Starting from £2 up to £100 


 
[image: ] 
Figure: Proposed Fast Food items (Strobl, 2020). 
5. Marketing Objective 
Objectives 
To achieve a 40% profit  
To attract people by offering special discount packages. 
 
Situational Analysis 
3. PEST Analysis 
	Political 
As “The Café Hunter” is a new start-up business, we should check the political conditions thoroughly in order to run our business properly (Ruiz-Pava, 2018). 
	Economical 
We must be aware of the economic changes as it will help us to get loans for expanding our business activity (Opresnik, 2018).  

	Social 
We must be alert about socials norms and trend and treat our customers according to their needs (Kreutzer, 2019). 
	Technological 
We will try to keep pace with the current technology by promoting our products on digital and social platforms (Hollensen, 2019).  


 
4. SWOT Analysis 
	Strengths 
We will be offering fast food items at a relatively lower price which will help us to gain a competitive advantage in the market. 
This is our strength. 
	Weaknesses 
As we are a start-up business, we may see a shortage of capital which is a great weakness for us (Opresnik, 2018). 

	Opportunities 
We will be offering better quality products at relatively low prices. And this pricing strategy will work as an opportunity for us. 
	Threats 
The restaurant market is an already established market with a massive number of competitors which may become a threat for us (Opresnik, 2018). 


 
5. Target Customers 
Our target customers are students and job holders and aged from 15 to 40 years old. We are targeting people of mid and lower income who can afford our food and services. 
6. Marketing Strategies 
 
	Segmentation 
	Dividing customers based on class, demand, age, and affordability. The fast-food items of a coffee shop are affordable for the middle-class people. (Han, 2019). 

	Targeting 
	We are targeting people of mid and lower income. So, they are more likely to go there. But the fast-food items of coffee shop often considered as a luxury for lower-class people (DIMITRESCU, 2018). 

	Positioning 
	We have to evaluate customers based on their financial position. Maintaining social media is an effective marketing strategy for a restaurant business (De Pelsmacker, 2018). 


 
8. Tactics 
	Marketing Mix (4ps) 

	Product: 
Our restaurant will offer fast food items such as burger, pizza, pasta, tacos, fries etc., alongside soft and hot drinks. 
	Price: 
The price of our fast-food items will start from  
£2 and will be capped at £100. 

	Place: 
Our restaurant will cover the London (UK) area only with its product and services. 
	Promotions: 
We will use social media such as our Facebook page for promoting our restaurant. 


 


9. Budgeting 
	Local Marketing 
	
	£2000
	 

	
	
	
	

	Social Media 
	
	£500
	 

	
	
	
	

	Advertising 
	
	£1000
	 

	
	
	
	

	Total 
	
	£3500
	 

	
	
	
	


 
 
10. Action and Controlling 
We will implement our marketing plan for “The Café Hunter” by using different analysis such as PEST, marketing mix and SWOT analysis. We develop guidelines for the action and controlling process. 
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                                     Conclusion 


Marketing is an essential part of a business. In this report, we discussed the target market of “The Café Hunter”. We analysed various key factors for our target market. We also developed a marketing plan for our restaurant’s product marketing. We devised various marketing strategies for our restaurant, which will help our start-up to grow (Kreutzer, 2019). 
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          5. MARKETING PLANING:

I will consider a systematic marketing planning approach for “The Café Hunter” that will include the followings:
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[bookmark: _Toc57802679]Introduction 
Managing a new business in the twenty-first century is a real challenge. To start a new business, the entrepreneurs will be needed to prepare appropriate planning for everything regarding the business-like budget planning, marketing planning, HRM planning, product development planning etc. This report will be providing a business planning of “Hunter Café” initiated by 5 skilled entrepreneurs. The report will be discussing the challenges of managing the business in the current era and how to utilize the best of technological advantages to starting up the business and the team working will also be briefly discussed (Garrison, 2011).  


[bookmark: _Toc57802680]Management Team
The success of a business greatly depends on the effectiveness of its team management. Team working mobilizes the working capacity more prominent as well as the effective business practice also greatly influences by the ability and efficiency of a good team on this purpose. The team will come to a better and organized structural procedure as well as the team member will be responsible for the team’s goal (Garrison, 2011). 	
“The Café Hunter” will need to consider skilled management team in order to establish their new start-up as a successful one. The management team is built with the CEO, COO, CFO, CMO, CTO and other important bodies. “The Café Hunter” will consider the following issues while establishing effective team management (Coalition, 2011).

Figure: issues to consider while building management team (Castells, 2014)


Quality of management
Each person of management is responsible for the efficient team management of their own sectors. So, the insurance of the appropriate quality of management in the management team is a must. For example, the CFO who is liable for the financial management of the company, if he/s is not capable enough to proper management of the company’s financial issues, the company will not succeed. So, while building the management team “The Café Hunter” must oversee the skill and knowledge of everybody in the management team (Ross et al, 2017).
Drive and passion
The effective management team must be driven by passion. Any work which is driven by passion and self-influence is surely a success. If the management team has no passion for their work, they will not be able to uphold their work. To start a new business, the entrepreneurs will be needed to prepare appropriate planning for everything regarding the business-like budget planning, marketing planning, HRM planning, product development planning etc. Every management team of “The Café Hunter” must be passionate about their own responsibility (Millett, 2011) 
Personality
The personality of the management team has a great influence on the management of the new start-up. Personality defines a person’s value, thoughts, and behaviour with others. The different personality traits that can be varied from person to person are openness, conscientiousness, extraversion, agreeableness and neuroticism. For example, the management body who has an open personality tends to be more eager to learn, knowledgeable, innovative and enthusiastic. The management teams must contain such personality (Ross et al, 2017).
Commitment
The management team must be the man of one word. They must be committed to their business and must be responsible to fulfil their duties properly. The management team are liable to the business. Commitment towards the business as well as employees is the symbol of a good management team (Garrison, 2011). 	


Networking capabilities
Networking ability is one of the major skills that should be into a member of the management team. It is such an important skill which is required in every stage of the business because the networking capability mobilizes the team’s approach to interact with others and create networks from different persons related to the business. This even persuades a person’s negotiating skill as well (Ross et al, 2017).
Collaborating 
Collaborating and team working is a concept of working cooperatively with the other members of the management team. All the team in “The Café Hunter” related to the management, finance marketing, HR etc. must be work cooperatively by helping each other. This collaborating skill is necessary for the success of any business especially for a business which will be newly started. If the team does not collaborate the work will be scattered as well (Castells, 2014). 


[bookmark: _Toc57802681]The successful team development process
To develop a successful team for the efficient business practice of “The Café Hunter” they will have to practice different team development process. The team development processes will help the company to build the team efficiently to work cooperatively. In order to adapt a successful team development process, the “The Café Hunter” can consider applying the Tuckman’s team development model. This model provides the idea of how to build an efficient team by following distinct stages of team development. The Tuckman’s team development process has been discussed below: 
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Figure: Tuckman’s team development process (Coalition, 2011)
Forming- 
The forming stage of the team development process involves the very initial stage of forming a team with a number of members. In the very beginning, the team members accumulate to build a team but they are unsure about the team’s objective or goals. To start a new business, the entrepreneurs will be needed to prepare appropriate planning for everything regarding the business-like budget planning, marketing planning, HRM planning, product development planning etc. The teammates are very much dependent towards the team leader in this stage. The uncertainty among the teammates is the most in this stage. This is the earliest stage of team development (Ross et al, 2017).
Storming
After developing a team, there comes the most crucial stage for any team. In Tuckman’s team development process, storming is the stage where most of the conflicts arise. In this stage, the team members barely know each other. They are unaware of the skills and knowledge of the other members. This causes many misunderstanding between two teams me, members. This stage is very crucial because many teams break in this stage because of the conflicts. The team leaders must be able to build mutual understanding among the team members (Ross et al, 2017).
Norming
In this stage, the arisen conflicts among the teams will be resolved because of the efficient team management skill and leadership ability of the leaders. When the team will go through the storming stage then the conflicts arisen in the previous stage will be resolved in the norming stage. The team members have a clear concept regarding team purpose and motives. Differences among the team member will start to resolve and everyone will be concentrating on achieving goals (Ross et al, 2017).
Performing 
In this stage, the team member will have already broader ideas regarding the other’s capability. In this stage, the members of “The Café Hunter” management team will be aware of the purpose and objective of their new start-up. In this stage, mutual understanding among team member will be established and the collaborating nature among the team members will be practised which will make the team more organized established ad successful. The team will come to a better and organized structural procedure as well as the team member will be responsible for the team’s goal. Many misunderstanding and conflicts can still occur but those conflicts will be resolved by the proper execution of the strategically approach through mutual understanding and respect (Lowman, 2010). 


Adjourning 
The adjourning stage is the last stage of any teamwork. This stage involves demolishing the team after achieving the team’s purpose and mission. In this stage, the team members focus on the final work and recording of their work. Managing a new business in the twenty-first century is a real challenge. In “The Café Hunter” where the management team will be established for the long run business, they will be continuing their working with newer missions (Ross et al, 2017). 
[image: C:\Users\FB PC\Desktop\change.jpg]
Figure: Adjourning (Ross et al, 2017).

[bookmark: _Toc57802682]Manage conflict 
To work together conflicts is a very common thing to occur. However, efficient management contains greater skill of conflict resolution. Team working mobilizes the working capacity more prominent as well as the effective business practice also greatly influences by the ability and efficiency of a good team on this purpose. In “The Café Hunter”, they can adapt conflict resolution processes to solve future conflicts among the management or the employees. The conflicts management process involves five stages which are being elaborated below (Ross et al, 2017).
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Figure: Conflict Management process (Lowman, 2010)
Clarify
The first stage in conflict management involves the clarification of the disagreements among both parties. The establishment of mutual understanding about the heart of the disagreement is a primary requirement. To conduct this clarification stage, gathering information as much as possible is important. Interrogating both parties helps to gather information about the main reason behind the conflict. After collecting the reason of conflict will make the conflict resolution process easier to solve. The management team of “The Café Hunter” will make as much question as possible to understand the opinion of both parties. Agreement of both parties regarding the reason of conflict is important (Millett, 2011).
Generate
After clarifying the reason for conflict, it is necessary to generate a common goal for both parties. The goal here is to find a settlement to solve the conflict. In this stage, both parties agree on the reason for conflict and participate enthusiastically in order to reach a solution. Setting a goal for both parties and trying to reach the goal through the solving of the conflicts. For example, in “The Café Hunter”, if the management conflicts with each other regarding the decision-making issue, both parties can resolve the conflicts by some sacrifice from both parties (Garrison, 2011) 
Decide
After generating a common goal for both parties, the next stage is to decide the ways to reach the solution and troubleshoot the common barriers. There can be a number of ways to achieve the desired solution and every way will not be equally most convenient. To reach a solution, for both parties it is necessary to find the best option to choose from. After deciding the best options for conflict solution, then the barriers of the options also need to be assessed which will create troubleshooting for “The Café Hunter” (Castells, 2014).
Plan and implementation
After deciding the whole process and the best option to choose from, the next stage of plan and implementation involves the implementation of the prepared planning in the real-life activity. The measured solution must be applied in this process and the implementation of a right decision will help “The Café Hunter” to solve their conflicts (Ross et al, 2017).
Evaluate
The last stage is the evaluation stage. This stage contains overseeing on the parties who were in the conflicts to monitor if the takes decision has worked appropriately or not. The decision can be a big success or can be a big fail. The last stage of conflict management should be involving this monitoring on the parties in order to ensure the resolution of the conflicts raised among the parties. If the evaluation result comes out negative, which means the conflicts has not resolved yet, then the other options need to be reanalysed to make a better decision (Coalition, 2011). 


[bookmark: _Toc57802683]Conclusion 
Thus, it can be said that opening a new start-up is always challenging. Moreover, the present era has been more competitive in this regard. The report has given exposure regarding all the terms and theories regarding an appropriate business plan and management of the business in the present era. From the above discussion, the techniques of managing a business in the twenty-first century by overcoming all the barriers with the team working will be learned thoroughly. If all the discussed issues can be followed appropriately, “The Café Hunter” will achieve their deserved success. Lastly, the company must ensure a cooperative working environment, as well as efficient utilization of the technologies, should be ensured (Ross et al, 2017). 
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In this part of the presentation, I will provide a brief financial plan for “The Café Hunter”. Financial planning is considered as one of the most vital aspect of making a new business plan. I will try to discuss the overall aspects associated with the financial plan of “The Café Hunter”. Besides, the conclusion part will also be drawn by me, where I will provide an overview of all the aspects associated with our new business plan (Marston et al, 2011).   
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Financial planning is a crucial aspect of a business organisation. Financial planning is mainly used to discuss the strategic goals as well as objectives of an organisation and the way of achieving them. Besides, financial planning also assists in the process of identifying the resources, activities, as well as materials, need to achieve the strategic goals as well as objectives of a start-up business. For assuring the proper launch of our new venture named “The Café Hunter”, it is necessary to make a proper financial plan because the more financial planning is integrated and balanced according to the available resources, the more it will be effective for “The Café Hunter” (Carrol et al., 2014). 
A systematic financial plan is necessary for making a good financial plan. It will help us in the process of making proper financial management plan for “The Café Hunter”. For making a systematic financial plan, the things we need to consider are …
Establish goal: 
It is the 1st crucial stage of financial planning. In this stage, we will need to introduce our selves to our advisors and will need to come up with a brief summary of our financial planning process. We may create open-ended questions to uncover the needed information so that we can start our plan. Before making the financial plan, it is necessary for us to establish a proper goal regarding the financial plan that will aid us in the process of attaining the objectives set for “The Café Hunter” (Boiral et al, 2014)
Without having specific goals, it is not possible to make a proper financial plan. While establishing goals, it will be necessary to consider our target customer along with the product as well as services that will be offered by our organisation. Without having a proper goal, we won’t be able to make any progress with our new venture. So, the establishment of goal in the first place is necessary to make a proper financial plan (Jhonson et al, 2008).   
Gather data: After the establishment of goal, it will be necessary for us to gather relevant data to ensure proper supporting aspects for our established goal. For making a sound financial plan, we will need to collect essential data from the marketplace. Gathering necessary data will help us in the process of making adequate projections of the market and make a proper financial budget as well as strategies for our start-up (Marston et al, 2011).   
As we will be gathering data for our start-up business, we need to consider distinct aspects like, what are the current trends in the market? What is our time horizon? What is the most efficient way of launching our new venture? How is the current demand for fast food as well as hot & cold coffee in the market? How much other cafes are charging for fast foods and hot & clod coffee (Negash et al, 2008).
Analyze options: 
In the financial planning process, analysing the options available is a core task. For making a proper financial plan, we will need to go through all the options available to us and need to choose the best one for our new start-up, “The Café Hunter”. Analysing the options available will give us an extra edge in choosing the best option that will aid in the process of maximising the outcomes from our start-up (Boiral et al, 2014)
Gathering relatable data will help us in the process of analyzing the options available to a great extent. For example, while choosing the sources of capital, we will try to analyze all the funding sources available to us and will select the ones that have the lowest possible cost as well as risk factors (Marston et al, 2011).   
Develop plan: 
After analyzing the options and selecting the proper one, it will be necessary to develop the plan accordingly for assuring proper outcomes from the financial plan. We will need to develop a proper financial plan so that we can launch our new venture without facing any problems. For example, we will need GBP 50000 for starting “The Café Hunter”, but after analysing the options, we have only managed to get GBP 40000. We will face a shortage of GBP 10000 that we will need to manage by the use of any other sources that might have risk associated. So, we need to develop a financial plan considering all the aspects associated with it (Collis et al, 2013).
Implement the plan:  
Implementation is the step of transforming the developed plans into practical action with the purpose of attaining strategic targets and objectives. After developing the final plan, we will come to this step for executing our plan by finally entering in the business market (Jhonson et al, 2008).   
It may seem very simple, but probably it is the most challenging step of the whole financial planning process. The strategic plan in which we have invested lots of time, energy and money, without implementing it, all efforts will go in vain. We know, for the implementation of our plan we need strong desire, dedication and courage. We also know many barriers and unexpected situation we may face. Mournfully, many entrepreneurs lose hope and give up in this stage, thinking about the risk of failure. But we all are mentally prepared for dealing with any kind of challenges as well as highly dedicated for seeing the face of success (Marston et al, 2011).   
Monitor result: 
Now we are in the last but most important step of the financial planning process. Monitoring result requires regular tracking of the plan for assuring its excellence. At any time, any circumstance may come. The effective application of marketing approaches can be supportive of “The Café Hunter” to encounter the business objectives properly (Harmon et al., 2010). Besides the market factors like inflation, tax legislation, rate of SE, and some events of our own lives may also affect the plan. These factors may cause us to change the plan considering all the present and future opportunities and obstacles (Boiral et al, 2014)
The developed plan is the foundation of the whole financial process. That is why it’s essential for us reviewing the plan on a continuous basis. And this review may also be a scope for us to discuss any issue that may arise new. In the end, monitoring the result will help us to analyse every part of the plan through which we are going to establish “The Café Hunter” as well as make secure us by knowing that our plan is really going to work for us (Carrol et al., 2014).


[image: ]
Making an initial budget is one of the most vital parts of the financial planning process. It aids in the process of getting the estimated amount of fund necessary for starting a venture as a result of which it gets easier for an organisation to manage findings according to its needs.  After determining the financial planning process for “The Café Hunter”, we will need to make a proper financial budget for our new venture. As our venture will be a partnership business and we will serve in a particular area, our initial budget will be around GBP 35000 for starting “The Café Hunter” (Collis et al, 2013).
Every partner of our start-up will provide GBP 5000, which will provide us with a start-up amount of (5000 * 5) = GBP 25000. A fund of GBP 5000 will be collected from the friends as well as family members, and the remaining GBP 5000 will be collected by the use of a bank loan. Distinct other sources of funding like angel financing, venture capital, government grants, crowd-funding, etc. will also be considered if seems necessary. As we can see, a big amount of the necessary fund will be collected using start-up capital, and a small portion will be collected using the sources of family and friends as well as a bank loan (Negash et al, 2008).

The estimated cost for “The Café Hunter” will be GBP 1000 for doing marketing of the new venture. About GBP 20000 for infrastructure, GBP 5000 for raw materials and other costs will be accounted for GBP 15000. Maximum costing is associated with infrastructure because before starting “The Café Hunter” we will need to select a shop in the first place. After that, we will need to do the necessary decorations to make our shop attractive and classy. Besides, we will also need to make furniture for our new venture (Negash et al, 2008).
These are the reasons for which infrastructure cost is that much. The second-largest costing is other costs. Financial planning is a crucial aspect of a business organisation. Financial planning is mainly used to discuss the strategic goals as well as objectives of an organisation and the way of achieving them. Other costs will include business registration cost, advance rent, hiring employees, necessary equipment etc. Besides, the raw material related cost will include distinct types of raw materials for making fast food and coffee including coffee beans, milk, meat, bans, distinct types of sauce, vegetables, fruits, etc. (Boiral et al, 2014)
If every aspect associated with the initial financial budget of “The Café Hunter” will be considered, it will be seen that 33% of the budget will come from the start-up capital whereas 26% cost will be spent on infrastructure. Only 1% of the budget will be used for doing marketing related aspects of the company. The budgetary issues for “The Café Hunter” will be increased that depends on business purposes and available opportunities to increase the business funds (Carrol et al., 2014). 


[bookmark: _Toc57803383]Conclusion
Making of a new business plan is not an easy task. It needs a lot of research as well as hard work to establish a business properly. Besides, the effective application of marketing approaches can be supportive of “The Café Hunter” to encounter the business objectives properly (Harmon et al., 2010). In this presentation, we have tried to provide the detailed steps associated with the making of a new business plan. The overall aspects associated with the new start-up including the products as well as service it will going to offer, market audit, target market segment, overall marketing plan, management team as well as financial plans are made in this presentation so that one can easily understand the aspects associated with starting a new venture. All the discussions will be based on the new business plan concepts by considering managing the enterprise terms. Thus, “The Café Hunter” can be successful if all the required issues are supportive (Boiral et al., 2014).
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1. BUSINESS/COMPANY OVERVIEW

We want to open a new
business namely “The
Café Hunter” which will
mainly operating business
activities locally only within
London by offering Fast
food and hot & cold drinks
(Harmon et al, 2010).
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1. BUSINESS/COMPANY OVERVIEW(CONTINUED)
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supportive value chain
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2. PRODUCT AND SERVICES
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Coverage areas
Shop opening time
Total Employees

Fast food and hot & cold drinks
Café and restaurant

GBP 2t0 100

Always available on opening days
Both Online and physical

Local area (Only London, UK)
Sunday to Friday (10 am to 9 pm)
5
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3. MARKET AUDIT
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3. MARKET AUDIT
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4. TARGET MARKET

Age 15t0 40ages
Gender Both male and female
Profession Students, job holders
and other profession
Social status Low to medium
Income level Low to medium

Preferences Foodie





image20.jpg
5. MARKETING PLAN

We will consider a systematic
marketing planning
approaches  for “The Café
Hunter” that will include these
issues such as...

Marketing Process Overview

Marketing Strategy

Marketing Mix

Implementation and Control
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5. MARKETING PLAN (CONTINUED)

Theme Acknowledging the target customer
Tag line Enjoy yourself
Marketing objectives To increase the target customers up

0 100 per month within 6 weeks

Physical evidence Both online and physically

Strategy Considering STP model
Budget Up to GBP 1000
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7. FINANCIAL PLAN (CONTINUED)
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