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BUSINESS PLAN: 
	BUSINESS DESCRIPTION / MARKET OPPORTUNITY
The UK grocery market size is around £212 billion with CAGR of 20.5% (East, 2022). This is why the business will be under this industry. The business will be called ‘New Age Food Mart’ which will be a grocery stores based on the online platforms. The store will take orders from the customers through its own application, websites or any social media like WhatsApp, Facebook, Instagram or so on. The application and website can take orders from the voices sent by the clients. It will make the shopping experience convenient, easy and will give access to many people without any hassle. It will help the elderly or disabled people to easily place orders. The people can place order from any application widely used. This will decrease the hassle of downloading separate applications. As people have become comfortable with the use of online service because of the Covid 19, this business helps them to get the best services (Erdmann and Ponzoa, 2021). This will also cost effective as the need of huge physical place for selling groceries will decrease. The business will have several pickup points where the ordered products will arrive. This point will also be used as mini warehouse. People will be able to choose to pick up their groceries or get delivered. 
Mission statement: The mission of the of New Age Food Mart will be to serve the people with convenient way of everyday grocery shopping serving the fresh and best quality products. 
Description: The business will be online based. It will have its own application named ‘New Age FM’ and a website. The shop will accept orders from clients via its own application, websites, or any social media platform, including but not limited to WhatsApp, Facebook, Instagram, and so on. Both the application and the website are able to take orders directly from the customers through their orders from any voice record or simple traditional way of adding to cart. The food showed on the business platform will be freshly ordered from the farmers. It will be following Just in Time inventory management approach in few cases while it will store some products which are not much perishable. It will give the customer fresh vegetables or fishes which are hard to find. The customers will be able to make a cart which will be delivered after a period. For example, if anyone wants to order 2 litres olive oil every month, he or she can add it to the recurring orders. They will get the products without any hassle. The business will set up one pick up point in every 4 kilometres in the areas it will serve. This will be helpful for the customers to get products easily. It will also need less place to set up which will be cost efficient. Delivery man will be delivering the customers who wants something urgent on their door step. For this business, an efficient distribution system will be needed. The company will have an integrated system to keep all the suppliers, pick up points, clients, delivery men updated about the orders. 
Ownership structure: For the ownership structure, 75% of the ownership will be held by the entrepreneurs and 25% of the ownership will be given to series A investors. Some venture capitalist has been approached for this purpose, some of them has shown positive attitude towards the business. Hopefully the business will get more investment from series B and C as well as bridge financing before going public. If the company get proper response from the customers, the company is expected to go public in 9-10 years (Kirby-Hawkins, Birkin and Clarke, 2019). 



	INDUSTRY ANALYSIS
Porters 5 Forces 
Threat of new entry 
Because accessing the grocery retail business takes huge investment and a positive reputation with prospective consumers, the risk of new rivals coming into the market is very minimal. In the UK, retail is at such a sophisticated stage that starting a new business is quite difficult. Tesco and Sainsbury's own a customer base of further than 42% (Hood et al, 2020). Any neighbourhood grocery would struggle to maintain such a reputation.
Threat of substitutes
Due to the fact that these businesses deal with the required supplies, this type of threat is quite minimal. Customers just cannot find toast or tea anywhere. Businesses like Tesco, Aldi, Asda, Lidl and Sainsbury's consistently work to provide cutting-edge services that make shopping enjoyable (Hood, Clarke and Clarke, 2016). However, one major risk is when consumers get the option of visiting other stores. To increase its market share, Tesco opened express outlets in the area. Aldi offers very low prices while 
Bargaining power of customers
Customers have the most negotiating power because to the abundance of retail chains in the marketplace and cheap switching costs. Most of the time, the items don't differ all that much. However, excellent services, client loyalty, and reasonable prices might increase the customer base (Zissis, Aktas and Bourlakis, 2018). Online services also provide the business a significant market advantage.
Bargaining power of suppliers
The vendors' influence is rather limited. No vendor would wish to lose a deal with a large store. In order to provide their clients with competitive rates, grocers have the benefit of lowering their prices (Munson, Tiropanis and Lowe, 2017). 
Competitive Rivalry: Tesco, Aldi, Asda, Lidl and Sainsbury's are the main competitor of New Age. 
	Name of competitor
	Differentiation

	Tesco
	Tesco provides clients with distinctive characteristics in their services and goods (Burt and Sparks, 2019).

	Sainsbury's
	It supplies high-quality goods at a high cost

	Lidl 
	Along with offering high-quality goods, the company uses a discount pricing approach to draw people into its stores (Lees, 2018).

	Asda
	Customers have a variety of integrated alternatives from which to select their purchase.







	OPERATIONS AND MANAGEMENT TEAM 
OPERATIONS
Customers may place orders through the application or website using either a voice record or the more conventional method of adding items to the shopping basket. Fresh orders from the farmers will be placed for the food displayed on the business platform (East, 2022). For few products, it will use the just-in-time inventory management strategy while stocking some fewer perishable items. It will provide customers with difficult-to-find fresh veggies or seafood. When the clients place their orders, the managers will be notified by the integrated system used by the company. They will arrange the order. If the customers choose to pick up, they will pick up from the nearest point or they will be delivered. Every day, the pickup point will receive fresh vegetable and other food from the producers. The customers can place the orders in advance to get difficult-to-find fresh vegetable or other food items on their door step.  
How would you generate revenue for your business? E.g., How would you prevent loss of revenue?
The main source of the revenue will be from the prices paid by the customers. Along with that, the company will be delivering fresh vegetables and other food items to the restaurants and other organisations which is another source of revenue. As most of the part of the business will be online based, there will be low fixed costs which will help the company to prevent loss. As the business will have some dire need of working capital, the plan is to keep a reasonable amount of cash on hand. The cash will be hold in marketable securities to earn some profits which will also be a great source of income for the company (Erdmann and Ponzoa, 2021). Several benefits and discounts will be provided to prevent the loss of revenue. The customers will be given free deliveries with other incentive for purchasing more than 2 times. The marketing plan will also help to prevent loss of revenue. 
MANAGEMENT TEAM

	Name 
	Skills
	What do they bring to the firm

	Jane 
	Management, leadership, team work, communication 
	She will be managing the developing of the websites, arranging the profile, approaching venture capitalists for funding and so on.

	Karen 
	Management, negotiation, communication 
	Assisting Jane

	Allison 
	Marketing, communication, presentation
	He will be making marketing plans for the business, approach to reach new customers and so on.

	Steve 
	Interpersonal skill, negotiation 
	He will be hiring people for developing websites, application, integrated system for the business, managing the pickup points, drivers, delivery man, negotiating their salaries, motivation and so on






	MARKETING: The Four P’s must be used to describe your marketing strategy
Product: The products will include food items which are usually shown on the grocery stores like bread, rice, tea, jam and so on (Hood et al, 2020). These will be available from the different brands as per the choice of the customers. With time, the company will be producing its own products to offer better products with lower price. 
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Figure: Grocery Products
Price: The prices will be consistent with the market price of the products. As the cost is comparatively low, the business will offer a competitive price in the market. The business will try to attract people with high discounts and all. 
Promotional Mix: Discounts and offers will be the mostly used promotional mix. Along with that, several advertisements over the social media will be used. Also, banners and posters will be used. The business will be making different content for the marketing purpose which will be attracting new people to the business. 
Place (Distribution strategy): As mentioned before, several pick up points in each 4 kilo meters will be placed. The customers can choose to pick up their own products or they can choose to get delivered in the system. Vast number of suppliers and distributors will be connected with the business to make sure the orders are met on time. The delivery system will be fast. The business will try to deliver in 30 minutes of the orders placed. 



	FINANCIALS 
Sources of funds: 
· Bootstrapping: This business will need a huge investment, most of which will come from the personal savings of the owners. 
· Family and friends: The family and friends will be providing the owners huge part of the capital as loans.
· Venture capitalists:  Venture capitalist will be approached after the first two source provide expected funds.
Approximately £70,500 will be needed for the business to start. These sources will be used to get the funds. This plan can be changed with time when needed. 
	Source 
	Funds 

	Personal savings 
	£50,000

	Loans from family and friends
	£10,000

	Venture capitalists 
	£10,500






Use of funds
	
	Month 1
	Month 2
	Month 3
	Month 4
	Month 5
	Month 6

	Revenue (from your operations and marketing section)
	£3500
	£5000
	£6500
	£7000
	£8000
	£10,500

	Fixed Costs
Salaries 
Delivery costs
Rent 
Insurance 
	
£10,000
£2,000
£500
	
£10,000
£2,000
£500
	
£10,000
£2,000
£500
	
£10,000
£2,000
£500
	
£10,000
£2,000
£500
	
£10,000
£2,000
£500
£1,000

	Variable Costs
Purchase cost
	
£3100
	
£4500
	
£5900
	
£6500
	
£7500
	
£9200

	Profit / (loss)
	(12,100)
	(12000)
	(11900)
	(12,000)
	(12,000)
	(12,700)
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