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	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
The Library Café in Gravesend provides personalised coffee experiences at reasonable pricing, creating a relaxing environment for reading, working, studying, and socialising. The café, led by a dedicated crew, strives to act as a community hub, serving to a wide range of customers, including families, professionals, students, and the elderly. Key characteristics include sustainability, convenience, health, and community engagement, as well as unique products like murals illustrating the coffee journey and library services that allow visitors to order books and track their reading progress. Legal compliance and safety are ensured by permits and full insurance. To increase brand recognition, marketing tactics include social media, internet advertising, and cooperation with local influencers.

Personnel training, supplier diversification, and proactive financial management all help to mitigate operational risks, while continual market research informs strategic decisions. In its first year, the café hopes to build a devoted client base, raise brand awareness, and establish strong stakeholder relationships. Plans for the next 3-5 years include improving employee relations, expanding the client base, and repaying any borrowed monies. The Library Café is well-positioned to provide a friendly setting where guests may enjoy superb coffee, delectable pastries, and interesting literary experiences, thanks to a complete approach to pricing, marketing, and finance. The ROI of the Café is 4.1%.

	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:
The Library Café
	

	
	Address:

18A St Georges Square, St Georges Centre, Gravesend, DA11 0TB
	

	
	Primary contact method
Email: thelibrarycafe@yahoo.com
Telephone: 01474 332031
	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
The Library Café is a limited company, it is a unique coffee shop which offers the customers a chance to enjoy a fresh cup of beverage as well as reading books, working, studying, and socialising. It offers personalised tailor-made coffee to suit the taste buds of its customers at an affordable price.
	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name: Ana-Maria Savulescu 
	

	
	Position/main responsibilities: Owner
	

	
	Experience and knowledge of our industry: Yes
	

	
	
	

	
	Previous employment: Department Manager at Delhaize, Romania 
	

	
	Key skills brought to the business: Communication and multi-tasking 
	

	
	Business experience and any training undertaken: No
	

	
	Academic/professional qualifications: Student at UWTSD 
	

	
	Salary expectations £ 45,000
	

	
	Name: Lauren Garraghan 
	

	
	Position/main responsibilities: Barista
	

	
	Experience and knowledge of our industry: Yes
	

	
	Previous employment: Barista at a local café
	

	
	Key skills brought to the business: Strong leadership and exceptional customer service
	

	
	Business experience and any training undertaken: Various workshops and courses on coffee roasting and business management
	

	
	Academic/professional qualifications: BA in Business Administration
	

	
	Salary expectations £ 22,200

	

	
	Name: Carmen Paula Stoica
Position/main responsibilities: Waitress

	
	Experience and knowledge of our industry: Yes

	
	Previous employment: Head of Sales Department

	
	Key skills brought to the business: Self-motivated, preparation of documents and registers

	
	Business experience and any training undertaken: No

	
	Academic/professional qualifications: Student at UWTSD

	
	Salary expectations £ 22,200

	
	Name: Shahekur Rahman

	
	Position/main responsibilities: Co-owner / Manager

	
	Experience and knowledge of our industry: 10 years’ experience as Restaurant Manager      

	
	Previous employment: Restaurant Manager

	
	Key skills brought to the business: Communication, problem solving and time keeping

	
	Business experience and any training undertaken: BA Hons International Hotel Management

	
	Academic/professional qualifications: BA Hons Degree 

	
	Salary expectations £ 27,000


	Name: Iuliana Matevici

	Position/main responsibilities: Waitress 

	Experience and knowledge of our industry: No

	Previous employment: Picker at L4Vans

	Key skills brought to the business: Attention to detail and Hazard awareness

	Business experience and any training undertaken: No

	Academic/professional qualifications: Student at UWTSD

	Salary expectations £ 22,200


Vision

	
	
	

	
	4 The business idea
	

	
	Sum up your business idea:

Coffee shops and cafés have evolved into much more than just places to get a great cup of coffee. Coffee shops have served as hubs for public gatherings and social gatherings ever since they first opened (Joson, 2022). The Library Café is a limited company, it is a unique coffee shop which offers the customers a chance to enjoy a fresh cup of beverage as well as reading books, working, studying and socialising. It offers personalised tailor-made coffee to suit the taste buds of its customers at an affordable price. Also offers the facility for easy payment options such as contactless, touch and go to make it convenient for the customers. The location is perfect for families, workers, students and elderly people.

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	5 Business goals
	

	
	1. What do you want to achieve in your first year of business? (for example,  turnover of £100,000 or trading at breakeven)
	

	
	· Establish a loyal customer base through quality coffee and excellent service.
· Create a cozy and inviting atmosphere that invites customers to stay and read.
· Host community events that will attract new visitors.

· Partner with local authors for book signings or readings

                                                                                                (Cusson, 2024)

	

	
	
	

	
	2. Where do you see your business in 3-5 years’ time?

· Become a vibrant community hub with a dedicated following and increased revenue stream.
· Expand the menu by including light snacks.
· Introduce regular events such as book clubs.

· Collaborate with local businesses for cross-promotional opportunities.

                                                                                                                        (Chun, 2023)

	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features
Benefits
· Coffee
· Contains caffeine
· Fuel of the day
· Tea
· Contains many antioxidants
· For tea lovers
· Cakes
· Freshly baked every day
· Provides energy and carbohydrates
· Patisseries
· Baked in house
· Unique texture and flavours
· Hot Chocolate
· Lowers cholesterol
· Calms mood
· Herbal tea
· Healthier options
· Increase life span
· Sandwiches 
· Meat and Veg options
· Convenience, portability, and versatility. 

	

	
	
	

	
	7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	The Library Café will be a fusion of literary and culinary experience. It is a hybrid space that mixes the tranquillity of a library with the warmth of a coffee shop. Unlike traditional cafes, it provides a quiet retreat for reading and studying. Customers can enjoy their favourite drink while reading, attending literary events or involving in discussions with others. The library coffee shop promotes the sense of community, where people can relax, work, or socialize in a stimulating environment (England, 2023)
	

	
	
	


	
	
	

	
	8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:

1. Register the company with HMRC,
2. Licensing and Permits (Premises licence from the local council, but it may need additional licences for playing recorded music, or putting tables outside)
3. Health and Safety Regulations 

4. Food standards
5. Employment Laws and Regulations

6. Intellectual Property (IP) Protection

7. Data Protection and Privacy 

                                                                                                                    (Sutherland, 2023)
 Comprehensive insurance including, public liability, employer liability, Product liability and building and contents insurance (AXA, 2024)
	

	
	You will meet your legal and insurance requirements by:

1. Contacting the local authority 28 days before opening/ registering the business.

2. By seeking the best insurance for all and insuring the business before start date.
	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:
· Digital ordering and payments: The number of customers that use mobile apps and online platforms to order and pay for their purchases has increased. 

· Plant-based and healthy food:  Consumers became more health-conscious. 
· Sustainability: Customers are more concerned about the environmental impact of their purchase.
· Experiential dining: Customers look for cafes that are serving more than food and drinks.

                                                                                   (Statista Research Department, 2024)

	

	
	How you know this: (Provide examples with references)
·  Sustainability: This trend is supported via various industry reports, together with the "Global Organic Food Market Report" by using Research and Markets, which highlights the growing customer preference for organic and sustainably sourced food merchandise (MordorIntelligence, 2024).
· Digital ordering and payments: The proliferation of food delivery structures demonstrates the developing patron call for handy eating answers. Market studies research from firms like Statista and NPD Group highlight the need in online ordering and transport services (Gelder, 2023).

· Plant-based and healthy food: Data from market studies firms like Euromonitor constantly display an upward thrust in purchaser call for healthier food picks and transparent factor sourcing (Euromonitor, 2022).
· Experiential dining: Cafes can create a unique and memorable experience for customers by offering live music, book reading gathering, or book signing sessions (IBISWorld, 2024)
	

	
	10 Profiling customers

The customer groups you will be selling to are: (4 x Customer profiles minimum)
1. STUDENTS: College students 18-25, studying in nearby universities or educational institutions.
2. SENIOR CITIZENS: Retirees or seniors 65+, looking for a peaceful place to relax and enjoy a good book.
3. REMOTE WORKERS: Young professionals 25-35 working in creatives industries.
4. BOOK CLUB ENTHUSIASTS: Middle-aged adults 35-55, members of local book clubs or avid readers.

                                                                                                          (BusinessDojo, 2024)
	

	
	Your customer research has shown what your customers want is: 
	

	
	1. Students value affordability, seek a quiet place to study, and are interested in socialising with their colleagues in the study breaks.
2. Seniors prefer decaffeinated options, comfortable seating arrangements, and a welcoming place for their reading sessions.
3. Remote workers look for comfortable workplaces, with good internet connectivity, and quality coffee.

4. Book enthusiasts appreciate a cozy atmosphere, enjoy discussing books with others, and prefer specialty coffee options.
                                                                                                  (Selling Coffee Online, 2022).
	

	
	
	

	
	How you know this:

· According to Selling Coffee Online Students are occasional clients because they come only when they have assignments. Seniors are regular clients since they visit daily, Remote workers are new customers since they just found the Library Café, and Book enthusiasts are loyal customer as they are coming frequently and know what type of coffee prefer (Selling Coffee Online, 2022).
	

	
	Number of customers you expect to win in each group and what they might pay:

Group

Number of customers

Price they might pay per unit
Occasional
150
£12.00
Regular
100
£15.00
New
80
£8.00
Loyal
70
£20.00

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

Vegan Antics

Established brand with a loyal customer base

Limited menu options and customization

Northman Coffee

Comfortable seating, nice ambiance, good background music
Staff is not well trained

Spotlites Cafe
Ideal for a quick snack, quick and friendly service
noisy, pricey and unexciting menu
Cyclocafe
Friendly staff and plenty of space  
Poor service and food quality
                                                                                                                        (Tripadvisor, 2024)
How you can improve on their offer and/or price(s) unique offerings:
	

	
	· Expand Menu Variety: Introduce new and popular coffee options, like specialty lattes, cold brews, or seasonal drinks for all preferences. The Café will include a variety of healthy snacks and sandwiches. 
· Quality of Coffee: At the Café will be served only high-quality, freshly made coffee. We will partner with a local roastery for a unique blend.  
· Improve Service Efficiency: Implement streamlined ordering processes, quicker provider instances, and superior personnel training to ensure constantly excessive levels of client delight. 
· Competitive Pricing Strategy: Utilize aggressive pricing strategies, which consist of price meal bundles or loyalty programs which will reward the customers that return. All of this will encourage customer retention.
                                                                                                                    (Ryzhkov, 2024)

	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

1. Economic Downturn: Fluctuations in the economic system may additionally want to result in reduced client spending on dining out, impacting the café's income and profitability.

2. Changing Consumer Preferences: Shifts in patron developments and choices, may influence the café's services.

3. Intense Competition: Increased opposition from new cafés in the region may additionally want to purpose pricing pressures and lack of market share.

4. Supply Chain Disruptions: May want to lead to operational demanding situations and reduced patron satisfaction.

5. Regulatory Changes: Will growth compliance fees and operational complexity for the café.
6. Foot traffic:  Changes in hours, seasonal variation can impact the Cafe’s sales.
                                                                                                                            (Chun, 2023)
	

	
	How will you manage these risks so that they become less of a threat:
	

	
	1. The Café will adapt pricing strategies and offerings accordingly.
2. The menu will be updated regularly, and newest technology will be offered to meet customers expectation.

3. By presenting and delivering unique value will help the Café to stay competitive.

4. Diversifying suppliers and maintaining good seller associations, will help to minimise this risk.
5. By complying with the health codes, zone regulations, and any other policies will help overcome it.

6. Planning for a slow season and offering seasonal promotions will help reduce this risk.
                                                                                                                             (Chun, 2023)


	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	1. Food cost percentage: Food Cost Percentage = (Cost of Food / Total Sales) * 100
2. Gross profit margin: Selling price = COGS / (1 – Gross profit margin) 
3. Cost-plus: Selling Price = Cost of Goods Sold (COGS) + (Markup Percentage x COGS)
4. Dynamic pricing: The prices will be modified based on multiple aspects such as promotions, demand.
5. Portion pricing: The price will be set according to the size of the drink, or type of food, to balance affordability and profitability.
6. Factor pricing: Pricing Factor = 1 / Ideal Food Cost Percentage
7. Combo pricing: Creating a pack of several items at a reduced price, that will make the customer to buy more products as part of a deal.
                                                                                                     (Kubiak-Padkowska, 2024)

	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Breakfast options (e.g., pancakes, sandwiches, pastry, cookies)
£10
£12
Coffee/Tea
£5
£4
Freshly made smoothies and juices
£10
£9
Specialty coffees and teas
£8
£9
Eco-friendly disposable containers for takeaway orders
£15
£17

	

	
	Reasons for the difference between your price(s) and your competitors’ price(s):

  The slight variations in charges between "Library Café" and its competition consist of variation of aspects like sourcing, fine of components used, component sizes, and degree of customization provided, overhead charges, and brand positioning. The Café also prioritize using natural and regionally sourced ingredients, which can bring about barely better expenses.
	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
The Café will focus on social media marketing, by promoting its unique menu and welcoming atmosphere. We will attract our customers through interactive posts and contests that will help build brand awareness and loyalty. By collaborating with local authors and holding book clubs we can attract a diverse audience. The Café will implement a loyalty program and will offer discounts to customers that have a library card, to encourage them to return (Butow et al., 2020). 
	

	
	
	

	
	
	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

· Cleaner in second year
£15,000
· Previous experience
· Care towards detail, time managing (Arman, 2024)
·      
£     
·      
·      
·      
£     
·      
·      
·      
£     
·      
·      

	

	
	16 Premises

Cost £

Premises required at start-up:  In Gravesend, Kent 

£35,000 PA (Rightmove, 2024)
Premises required in the future (if different):      
£     

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

· Copper Coffee Roaster
· Coffee beans and cleaning products
· 30
· T H Brown & Son
· Fresh fruits and vegetable
· 7
· Bakery
· Cakes, pastries rolls and bread
· 15
· Rai Dairies
· Milk, cream, cheese, juices and soft drinks
· 30
· Eco-Friendly Packaging
· Bio-degradable utensils and cups
· 30

	

	
	
	

	
	
	


(Copper Coffee Roasters, 2024, Agg & Andy, 2021, Rai Dairies, 2022, )
	
	
	

	
	18 Equipment
	

	
	Resource 
When

How funded

Cost £ per unit
· POS System
· Start-up
· Investment  
£2,500
· Oven 
· Start-up
· Investment  
£2,100
· Refrigerators 
· Start-up
· Investment
£2,000
· Expresso Machine
· Start-up
· Loan 
£6,600
· Dishwashers
· Start-up
· Investment 
£1,100
· Blenders
· Start-up
· Investment
£500
· Coffee grinders
· Start-up
· Investment
£1,000
· Kitchen utensils and tools
· Start-up
· Investment
£1,000
·      
·      
·      
£     

	

	
	
	

	
	
	

	
	19 Managing operational risks.
Risk

Solution

Staff

· Staff turnover and retention
· Provide effective and accurate wage to staff.
· Help in offering career development facilities.
· Carry out the implementation of on-going feedback sessions.
· Invest in training and development programs.
· Develop an effective and accurate working culture for the effective functioning of the staff.
Suppliers

· Suppliers’ reliability
· Implement effective communication channels.
· By determining the suppliers’ performance on regular basis.

· Makes the diversification of the suppliers’ base.

· Makes improvements in the plans related to the contingency 


	

	
	
	


Finance 
Please double click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.



	
	
	

	
	20 Start-up costs
	

	
	Calculate how much money you need before you start trading.

[image: image1.emf]£

2,500

500

15,800

10,000

1,000

200

1,500

6,000

3,000

6,000

10,000

3,500

4,000

150

11,550

2,000

1,500

0

0

0

0

0

IT and computers

Telephones and broadband

Equipment

Stock



Consumables

Licences

Association fees

Wages/recruitment

Security/health and safety equipment

Professional fees

Training



Tools 

Insurance

Other (please specify)

Rent/rent deposit

Stationery

Marketing

Market research costs


                  * Total from here should be used in 22 Sourcing finance below
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast


[image: image2.emf]Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 1,922,400 0 0

Less variable costs 103,900 0 0

Gross profit (sales less variable costs) 

= 

1,818,500 0 0

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

95 0 0

Salaries/wages (survival income + any 

staff

138,000 0 0

Premises (including rent, rates, 

utilities)

60,000 0 0

Telephone and broadband 6,000 0 0

Printing, post and stationery 5,000 0 0

Advertising and promotion 15,000 0 0

Bank charges 1,000 0 0

Professional fees 2,400 0 0

Insurances 7,500 0 0

Bank/HP/Interest (payable to your 

bank)

7,000 0 0

Stock 50,000 0 0

Consumables 40,000 0 0

Equipment and vehicle leasing 16,800 0 0

Depreciation (10% of equipment) 1,680 0 0

Other (please specify) 0 0 0

Other 0 0 0

Other 0 0 0

Total fixed costs 350,380 0 0

Net profit (gross profit less fixed cost) 1,468,120 0 0

Calculate your net profit margin (net 

profit divided by total sales x 100)

76 0 0

Calculate your break even Year 1 (£) Year 2 (£) Year 3 (£)

Total variable costs + total fixed costs 

(B)

454,280 0 0


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image3.emf]£

79,200

Personal start-up contributions           - 50,000

Other start-up contributions            - 0

Total required = 29,200

= 0



Start-up costs

The assets you have available as security



	


	
	23 Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
The risks that you have identified for your financial forecast are:
	

	
	1. Sales are lower that of the forecasted. One of the main risks is having confidence in a wrong or out-of-date theory (Crouhy et al., 2024). 

2. Oscillating client demand. The business may suffer because of the fluctuating number of customers, which could be affected by numerous factors like school breaks or holidays.

3. Seasonal demand. The demand for coffee and snacks may change with the seasons or weather conditions, and the sales will fluctuate. 
4. Costs rising. Ingredients, utilities, and other expenses that may change and that is affecting the coffee shop’s profit margins (Hull, 2023).

5. Changes in local regulations or health codes, could require the business to make expensive modifications to its operations.

6. Problems with the employees, equipment that breaks, or a supplier that does not deliver on time can influence the company’s capability to function resourcefully and make profit. 
All these risks should be carefully considered and addressed to create a realistic and strong business plan.

	

	
	How you will minimise their impact:

1. Market research and customer engagement. By doing this, the business will know and will be able to predict what the customer wants, and can take important decisions about price, offers, and discounted products (Cusson, 2023).

2. Diversification of offering. Having on the menu a large selection of traditional and popular choices, the coffee shop can attract a wider customer base.

3. Competitive analysis. Knowing who are the competitors and their products, and finding an exceptional idea, will help the business to be different and to attract new clients and create a loyal customer base.

4. Cost management. Applying helpful stock management systems, discussing with providers favourable agreements and checking on the operational expenses will minimize the impact of cost fluctuations (Rejda et al., 2022).

5. Compliance and risk management. Knowing what the important regulations and standards in the hospitality industry are will help the company to avoid high fines and interferences to its operations.

6. Business continuity planning. Operational challenges can be minimised by creating emergency strategies for staffing problems, by having the equipment checked periodically, and by having an extra stock of products in case a supplier has problems (Hutson, 2020).

By applying all these strategies into the business plan, the library coffee shop can minimise the potential impact and maintain a stable and profitable function.


	

	
	
	


	
	
	
	
	
	

	
	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 

	

	
	
[image: image4.emf]Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 0 100,000 0 120,000 0 120,000 0 150,000 0 130,000 0 180,000 0 800,000 0

Cash received from debtors 0 0 5,000 0 5,000 0 5,000 0 5,000 0 4,000 0 5,000 0 29,000 0

Capital/loans received 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 0 0 0 125,000 0 125,000 0 155,000 0 134,000 0 185,000 0 829,000 0

EXPENDITURE

Wages to staff (incl. PAYE & NI) 7,800 7,800 0 7,800 0 7,800 0 7,800 0 7,800 0 7,800 0 54,600 0

Premises (rent, rates & utilities) 7,000 4,420 0 4,420 0 4,500 4,300 0 4,600 0 4,300 0 33,540 0

Telephone & Broadband 500 0 460 0 460 0 460 0 460 0 460 0 460 0 3,260 0

Printing, post & stationery 500 0 375 0 375 0 390 0 420 0 375 0 350 0 2,785 0

Advertising & promotion 2,000 0 1,250 1,000 0 1,300 0 1,100 0 900 0 1,250 0 8,800 0

Bank charges 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Professional fees 200 185 0 180 0 185 0 185 0 200 0 170 0 1,305 0

Insurances 1,500 0 500 0 500 0 500 0 500 0 500 0 500 0 4,500 0

Bank/HP 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Equipment & vehicle leasing 16,800 0 110 0 110 0 110 0 110 0 110 0 110 0 17,460 0

Payments relating to variable costs 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital Expenditure 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other Payments 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

VAT 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner's wages/salary 0 0 3,750 0 3,750 0 3,750 0 3,750 0 3,750 0 3,750 0 22,500 0

Owner's National Insurance 0 0 237 0 237 0 237 0 237 0 237 0 237 0 1,422 0

Loan repayments (incl. interest) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Stock 10,000 3,300 0 3,500 3,600 0 4,000 3,000 0 3,600 0 31,000 0

Consumables 10,000 0 2,500 2,000 0 2,000 0 3,000 0 1,500 0 2,000 0 23,000 0

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 56,300 24,887 0 24,332 0 24,832 0 25,862 0 23,432 0 24,527 0 204,172 #VALUE!

6 TOTAL



Start-up 0 1 2 3 4 5


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 

The Library Café symbolises a concept that combines a love of coffee with a passion for reading and community engagement. The café hopes to carve out a position in the competitive coffee shop market by providing a one-of-a-kind experience that appeals to a wide range of customers. The Library Café, led by a dedicated team of individuals with complementary talents and experiences, is well-positioned to overcome difficulties and capitalise on opportunities in the fast-paced hospitality business. By focusing on customer happiness, sustainability, and innovation, the café hopes to become a popular location for coffee enthusiasts, book lovers, and community members alike. The Library Café is positioned for success, thanks to its strong foundation of legal compliance, market analysis, and financial prudence.
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	POLITICAL
	ECONOMICAL
	SOCIAL
	TECHNOLOGICAL
	LEGAL
	ENVIRONMENTAL

	Adherence to government regulations, such as health and safety standards, and obtaining necessary licenses.
	Consideration of economic conditions affecting consumer spending and purchasing power.
	Understanding societal trends towards healthy eating and sustainability.
	Incorporation of technology for efficient operations and customer engagement.


	Compliance with food safety regulations, employment laws, and environmental policies.


	Implementation of eco-friendly practices for waste management and sustainability.


PESTLE ANALYSIS
SWOT ANALYSIS

	STRENGHTS
	WEAKNESSES

	1. Unique experience: A library coffee shop gives a distinctive combination of both reading and dinning that will draw book lovers and coffee lovers in the same space. 

2. Diversified revenue streams: By mixing a library and a coffee shop, the business will exploit two sources of profit – renting or selling books and serving coffee and related products.
3. Cultural hub: This type of businesses often attract events such as book signings, readings, and discussions, which will help it grow their loyal customer base and bring more people from the local community.
4. Synergistic effect: Books and coffee are products that go together very well and can increase the time a customer stays in and the money he spends.
5. Ambiance: in a library coffee shop there is a relaxing and intellectual atmosphere, and that is an important factor in differentiating the business from other competitors.
	1. High costs: Running an inventory for books, coffee, and other products can be pricy, to that it is added the cost for a large space that can contain the library and coffee shop together.

2. Niche market: Even if that is a strength, it is also a weakness because the business can function only in a specific location

3. Competition: The business will have to compete against coffee shops and book stores that are already known and have a customer base.

4. Technological disruption: The store may find hard to keep up because of the continuous growth of e-books, books that are sold online, and apps where coffee can be ordered.

5. Perishability: Coffee and other food products have a best before date, and needs a well organised stock management to reduce the waste.

	OPPORTUNITIES
	THREATS

	1. Community events: Holding author readings and book clubs can expand the customer base and make a community of book and coffee lovers.

2. Partnerships: By collaborating with local authors and schools, the business will be more visible.

3. Growing interest in local experiences: Because consumers are in a constant look for a different and local events is an advantage for the business.

4. Variety of products: Having a large range of products, like rare books and coffee will expand the customer base.
	1. Economic downturn: A recension will affect the customers’ ability to spend money on things that are not important, like books and premium coffee.
2. Digital media: The demand of reading a physical book in a peaceful place will be reducer because of the increase of reading online and in the comfort of their houses.

3. Rising costs: the business could suffer because of the escalation of rent, the minimum wage or the price of products.

4. Pandemic issues: If there will be another lockdown, the business will not be able to survive.

5. Market saturation: In some areas there are already bookstores and coffee shops, and that would be hard for the business to be noticeable.


PICTURES OF THE CHOOSEN LOCATION
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PICTURES OF THE EQUIPMENT
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_1776866930.xls
Sheet1

		

						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		1,922,400		0		0

				Less variable costs		103,900		0		0

				Gross profit (sales less variable costs) =		1,818,500		0		0

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		95		0		0

				Salaries/wages (survival income + any staff		138,000		0		0

				Premises (including rent, rates, utilities)		60,000		0		0

				Telephone and broadband		6,000		0		0

				Printing, post and stationery		5,000		0		0

				Advertising and promotion		15,000		0		0

				Bank charges		1,000		0		0

				Professional fees		2,400		0		0

				Insurances		7,500		0		0

				Bank/HP/Interest (payable to your bank)		7,000		0		0

				Stock		50,000		0		0

				Consumables		40,000		0		0

				Equipment and vehicle leasing		16,800		0		0

				Depreciation (10% of equipment)		1,680		0		0

				Other (please specify)		0		0		0

				Other		0		0		0

				Other		0		0		0

				Total fixed costs		350,380		0		0

				Net profit (gross profit less fixed cost)		1,468,120		0		0

				Calculate your net profit margin (net profit divided by total sales x 100)		76		0		0

				Calculate your break even		Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total variable costs + total fixed costs (B)		454,280		0		0

				Break even (B) divided by (A)		4,802		0		0
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_1776870187.xls
START UP COSTS

						£

		IT and computers				2,500

		Telephones and broadband				500

		Equipment				15,800

		Stock				10,000

		Tools				1,000

		Professional fees				200

		Insurance				1,500

		Rent/rent deposit				6,000

		Stationery				3,000

		Marketing				6,000

		Consumables				10,000

		Licences				3,500

		Training				4,000

		Association fees				150

		Wages/recruitment				11,550

		Security/health and safety equipment				2,000

		Market research costs				1,500

		Other (please specify)				0

						0

						0

						0

						0

						0

		TOTAL  £				79,200






_1778230608.xls
First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)				0		100,000		0		120,000		0		120,000		0		150,000		0		130,000		0		180,000		0		800,000		0

		Cash received from debtors		0		0		5,000		0		5,000		0		5,000		0		5,000		0		4,000		0		5,000		0		29,000		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		0		0		0		0		125,000		0		125,000		0		155,000		0		134,000		0		185,000		0		829,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		7,800				7,800		0		7,800		0		7,800		0		7,800		0		7,800		0		7,800		0		54,600		0

		Premises (rent, rates & utilities)		7,000				4,420		0		4,420		0		4,500				4,300		0		4,600		0		4,300		0		33,540		0

		Telephone & Broadband		500		0		460		0		460		0		460		0		460		0		460		0		460		0		3,260		0

		Printing, post & stationery		500		0		375		0		375		0		390		0		420		0		375		0		350		0		2,785		0

		Advertising & promotion		2,000		0		1,250				1,000		0		1,300		0		1,100		0		900		0		1,250		0		8,800		0

		Bank charges		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Professional fees		200				185		0		180		0		185		0		185		0		200		0		170		0		1,305		0

		Insurances		1,500		0		500		0		500		0		500		0		500		0		500		0		500		0		4,500		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		16,800		0		110		0		110		0		110		0		110		0		110		0		110		0		17,460		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		3,750		0		3,750		0		3,750		0		3,750		0		3,750		0		3,750		0		22,500		0

		Owner's National Insurance		0		0		237		0		237		0		237		0		237		0		237		0		237		0		1,422		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		10,000				3,300		0		3,500				3,600		0		4,000				3,000		0		3,600		0		31,000		0

		Consumables		10,000		0		2,500				2,000		0		2,000		0		3,000		0		1,500		0		2,000		0		23,000		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		56,300		0		24,887		0		24,332		0		24,832		0		25,862		0		23,432		0		24,527		0		204,172		0

		Income less expenditure		0		0		-24,887		0		100,668		0		100,168		0		129,138		0		110,568		0		160,473		0		624,828		0

		Opening bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Closing bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		800,000		0		220,200		0		202,200				150,000		0		180,000		0		170,000		0		200,000		0		1,922,400		0

		Cash received from debtors		29,000		0		6,000		0		4,000		0		4,000		0		4,000		0		4,000		0		6,000		0		57,000		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		829,000		0		226,200		0		206,200		0		154,000		0		184,000		0		174,000		0		206,000		0		1,979,400		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		54,600		0		7,800		0		7,800		0		7,800		0		7,800		0		7,800		0		7,800		0		101,400		0

		Premises (rent, rates & utilities)		33,540		0		4,600		0		4,500		0		4,600		0		4,600		0		4,000		0		4,160		0		60,000		0

		Telephone & Broadband		3,260		0		460		0		400		0		500		0		500		0		460		0		420		0		6,000		0

		Printing, post & stationery		2,785		0		315		0		350		0		500		0		300		0		400		0		350		0		5,000		0

		Advertising & promotion		8,800		0		1,250		0		1,000		0		1,150		0		1,000		0		1,000		0		800		0		15,000		0

		Bank charges		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Professional fees		1,305		0		100		0		150		0		175		0		200		0		270		0		200		0		2,400		0

		Insurances		4,500		0		500		0		500				500		0		500		0		500		0		500		0		7,500		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		17,460		0		100		0		100		0		50		0		100		0		100		0		90		0		18,000		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		22,500		0		3,750		0		3,750		0		3,750		0		3,750		0		3,750		0		3,750		0		45,000		0

		Owner's National Insurance		1,422		0		237		0		237		0		237		0		237		0		237		0		237		0		2,844		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		31,000		0		3,000		0		3,500		0		3,000		0		3,600		0		2,900		0		3,000		0		50,000		0

		Consumables		23,000		0		2,500		0		3,000		0		2,700		0		3,000		0		2,300		0		3,500		0		40,000		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		204,172		0		24,612		0		25,287		0		24,962		0		25,587		0		23,717		0		24,807		0		353,144		0

		Income less expenditure		624,828		0		201,588		0		180,913		0		129,038		0		158,413		0		150,283		0		181,193		0		1,626,256		0

		Opening bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Closing bank balance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		340,000		0		460,000		0		572,400		0		550,000		0		1,922,400		0

		Cash received from debtors		15,000		0		14,000		0		14,000		0		14,000		0		57,000		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		TOTAL £		250,000		0		474,000		0		586,400		0		564,000		0		1,874,400		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		31,200		0		23,400		0		23,400		0		23,400		0		101,400		0

		Premises (rent, rates & utilities)		20,340		0		13,200		0		13,700		0		12,760		0		60,000		0

		Telephone & Broadband		1,880		0		1,380		0		1,360		0		1,380		0		6,000		0

		Printing, post & stationery		1,640		0		1,145		0		1,165		0		1,050		0		5,000		0

		Advertising & promotion		5,550		0		3,250		0		3,400		0		2,800		0		15,000		0

		Bank charges		0		0		0		0		0		0		0		0		0		0

		Professional fees		750		0		555		0		425		0		670		0		2,400		0

		Insurances		3,000		0		1,500		0		1,500		0		1,500		0		7,500		0

		Bank/HP		0		0		0		0		0		0		0		0		0		0

		Equipment & vehicle leasing		17,130		0		330		0		250		0		290		0		18,000		0

		Payments relating to variable costs		0		0		0		0		0		0		0		0		0		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		11,250		0		11,250		0		11,250		0		11,250		0		45,000		0

		Owner's National Insurance		711		0		711		0		711		0		711		0		2,844		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0

		Stock		20,400		0		10,600		0		9,500		0		9,500		0		50,000		0

		Consumables		16,500		0		6,500		0		8,200		0		8,800		0		40,000		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		130,351		0		73,821		0		74,861		0		74,111		0		353,144		0
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				Start-up costs				79,200

				Personal start-up contributions		-		50,000

				Other start-up contributions		-		0

				Total required		=		29,200
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