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[bookmark: _Toc193458910][bookmark: _Toc193180282]                                                                      1. Business Plan
After a long and accomplished career as a chef and kitchen manager, I finally developed a comprehensive plan to open my own food takeaway business.
 Having contributed to the success of various businesses both in the UK and internationally, I decided to step into the market independently and pursue my own entrepreneurial path (Carter et al., 2015). 
With over six years of experience in authentic Italian cuisine and formal qualifications gained in Italy, I am confident that I can deliver traditional recipes and flavors to the UK market (Khan and Alam, 2017).
The idea came to me after facing challenges within large corporations where I was constrained by policies, rigid rules, and fixed menus (Johnson, 2014). I saw potential for improvements in customer experience and food quality but was unable to implement them within the corporate structure (Smith, 2016). This led me to explore ways in which I could gain more creative freedom and bring my culinary expertise to a broader audience.
I decided to launch a takeaway food business featuring a full Italian menu that includes:
· pasta
·  pizza
· burgers (Wilson and Thompson, 2019). 
To dedicate sufficient time to planning my business, I left my position as a kitchen manager and took on a flexible driving job, allowing me to simultaneously plan and trade (Brown and Lee, 2018). I am now focused on realizing my vision of bringing authentic Italian cuisine to a new customer base in the UK (Jones, 2020).
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[bookmark: _Toc193180283][bookmark: _Toc193458911]2.Name of Business and Type of Ownership 
I will run Wonders as a sole trader company. Among the numerous benefits this company structure provides a complete control over decision-making and simplicity in setup and maintenance (Bygrave and Zacharakis, 2014). Since sole traders keep all earnings, it is also rather profitable.
 The burden of bearing all duties alone, including:
· finance
·  operations
· marketing, means that personal assets are at risk should the company incur debt (Burns, 2016).
 The drawbacks also include unlimited liability, therefore affecting personal ass
                                                

[bookmark: _Toc193180284][bookmark: _Toc193458912]                                                                    3.Mission Statement
At Wonders, our mission is to offer an authentic Italian takeaway experience that embodies the perfect balance of product excellence and quality. Our menu is thoughtfully crafted using genuine recipes passed down through generations, ensuring an unforgettable taste of Italy in every dish. With over 20 years of experience gained in Italy, our chef guarantees that our pricing reflects the premium quality of the ingredients while remaining accessible. We provide a seamless process, from ordering to collection, to enhance convenience and satisfaction.
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We do delight our customers with the finest culinary experiences by crafting fresh dough in-house, ensuring every bite of our vegan burger buns is wholesome and delicious.
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[bookmark: _Toc193180285]                                                                           4. Physical 

Located in a welcoming place, our takeaway service focuses on fast, efficient delivery without compromising the quality of our food. Our people—from chefs to customer service staff—are dedicated to offering personalized attention and delivering an exceptional experience. We continually improve our promotion strategies to engage with customers
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[bookmark: _Toc193180286][bookmark: _Toc193458914]                                                              5.Human Resources
As it will be a small family business, for the time being, I will hire my brother in law as a delivery driver, in the kitchen, I will be the main chef, my wife will assist me, and I will hire another experienced chef , from my old team. When needed, I have a very big network of chefs, within Wiltshire, all previously worked under my leadership.
More drivers are available through the contract, I will sign with delivery partners: Just Eat, Deliveroo, and Uber Eats.                                                 
[bookmark: _Toc193458915][bookmark: _Toc193180287]                                                            6. Marketing Activities
I planned a non-profit afterschool program with the kids under a gazebo, complete with a mobile kitchen and oven, to teach them how to cook pizza. It had a significant impact, and I was approached by many parents and lecturers asking when I would launch the business. K.L. (2016).
 At the same time, I will attend a few events in the public park, such as cancer research non-profit events and dog rescue charity events, and in this way I will make the business known before it existed.
I will have my business social media accounts (Instagram, TikTok, and Facebook), Chaffey, D. and Ellis-Chadwick, F. (2019) as well a company website with a very excellent design of my autobiography and flyer distribution. C. and Turnbull, S. (2016). 
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                                                                7.Market research 
I was still sceptical about the food company; the market is saturated in terms of how many there are in my area, so I was exploring and researching to come up with something unique. Having previous experience producing and refining menus for other businesses, I had the notion to include 22-inch pizzas on my menu; and, after conducting research, I discovered that no one offers this size of pizza within 20 miles.
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[bookmark: _Toc193458917][bookmark: _Toc193180289]                                                         8. Financial resources
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The total cost to establish my firm is £12,000, primarily funded by personal savings, supplemented with a personal loan of £5,000 to ensure financial coverage for the subsequent months post-launch. Considering the small budget and investment, looking on month 12 at the profit, it is a huge accomplishment, and we aim to double the numbers in the next 12 months.




                                               
[bookmark: _Toc193180290][bookmark: _Toc193458918]                                                                          9.Swot Analysis
                                                   Strengths:
· Food takeaways offer convenience to customers by providing fast access to meals without needing to cook (Jones et al., 2020). 
·  ability to offer a diverse menu that caters to various dietary preferences can attract a broader customer base (Smith, 2021).
                                             Weaknesses:
· High operational costs are a significant concern in the takeaway sector. These costs include food preparation, delivery logistics, and wages (Brown, 2019). 
· The dependency on third-party delivery services also poses a challenge, as it may lead to inconsistencies in service quality and delivery times (Doe,2022).
                                     Opportunities:
· Market expansion is a key opportunity for growth.
·  Expanding into new areas or targeting specific niche markets can drive sales (Williams, 2018). 
· introducing healthier options on the menu to cater to the growing demand for health-conscious choices could help attract a new customer segment (Green, 2020).

                                Threats:
· The food takeaway market faces intense competition, with numerous players offering similar services (Johnson, 2021). 
· This competition, combined with rising regulatory challenges like food safety compliance, can threaten a business's success (Brown, 2019).


Strong competition is the main obstacle to the survival of a takeaway company. In a market where like products abound, uniqueness is a significant challenge for companies.
 The company should differentiate itself from competitors by offering first-rate customer service and special products, including tailored, health-conscious meals. Establishing a strong digital presence and applying technology for fast ordering and delivery systems would help the organisation to maintain a competitive edge (Smith, 2021).




















[bookmark: _Toc193458919]                                                                          References
Brown, A. and Lee, T. (2018). Entrepreneurial Steps in the Food Industry. New York: Palgrave Macmillan.
Brown, R. (2019). Challenges in the Food Takeaway Industry. London: Food Press.
Burns, P. (2016). Entrepreneurship and Small Business. 4th ed. London: Macmillan.

Bygrave, W.D. and Zacharakis, A. (2014). The Portable MBA in Entrepreneurship. 5th ed. Hoboken: Wiley.

Carter, S., Jones-Evans, D. and Reynolds, P. (2015). Enterprise and Small Business: Principles, Practice and Policy. Harlow: Pearson.
Chaffey, D. and Ellis-Chadwick, F. (2019). Digital Marketing: Strategy, Implementation and Practice. 7th ed. Harlow: Pearson.
Doe, J. (2022). "The Impact of Delivery Services on Takeaway Businesses," Journal of Business Studies, 18(3), 120-130.

Fill, C. and Turnbull, S. (2016). Marketing Communications: Discovery, Creation and Conversations. 7th ed. Harlow: Pearson.
Green, P. (2020). Health Trends in the Food Industry. New York: Wellness Publishers.
Johnson, L. (2021). "Competitive Pressures in the Food Delivery Market," Economic Review, 56(4), 98-112.

Jones, P. and Rowley, M. (2011). Introduction to Small Business Management. London: Routledge.
Jones, M. (2020). The Culinary Entrepreneur: Strategies for Success. London: Bloomsbury.
Jones, M., Smith, A., & Williams, D. (2020). The Growth of the Takeaway Market. Oxford: Culinary Insights.
Johnson, D. (2014). Managing in Large Food Corporations: A Case Study. Journal of Food Service Management, 3(2), pp.45-59.
Johnson, L. (2021). "Competitive Pressures in the Food Delivery Market," Economic Review, 56(4), 98-112.

Khan, N. and Alam, M. (2017). International Italian Cuisine: Techniques and Traditions. Rome: Italian Culinary Institute.
Kotler, P. and Keller, K.L. (2016). Marketing Management. 15th ed. Harlow: Pearson.
Smith, J. (2016). Breaking Corporate Chains: Challenges in the Food Industry. London: Sage Publications.
Wilson, P. and Thompson, R. (2019). Food Takeaway Business: Challenges and Opportunities. Manchester: Oxford University Press.






















[image: A close-up of a sign

AI-generated content may be incorrect.]

University of Wales Trinity Saint David
Programme: Certificate in Higher Education – Skills for the Workplace
Module: Managing Enterprise 
Module code: BMSW4011
Assignment Title: Individual reflection 
Constantin Tanasa (2332158)
Lecturer: Mel Squire





Word count: 550                        Submission Deadline:24.03.2025







[bookmark: _Toc193458920]                                                              Individual Reflection 

1. What new business skills and knowledge have you acquired during the process of formulating and developing your business plan?

During the process of formulating and developing my business plan, I have acquired a variety of new skills and knowledge that have broadened my entrepreneurial understanding. One of the most significant skills I’ve developed is market research and analysis. I learned to conduct thorough research to assess industry trends, consumer behavior, and competitors. This process helped me gain a clearer understanding of the target market and identify opportunities and challenges. Understanding consumer needs allowed me to align my business offerings with market demands, which is critical for a successful venture.
Additionally, I gained knowledge in financial planning and forecasting. Developing the financial section of my business plan forced me to dive deeper into the intricacies of budgeting, cash flow projections, and profit-and-loss statements. Prior to this, my financial acumen was more limited to personal finance, but now I have the confidence to project sales, estimate expenses, and calculate breakeven points for a business. I also learned the importance of considering variable and fixed costs when estimating profit margins.
1. Evaluate your own entrepreneurial strengths.

When evaluating my entrepreneurial strengths, I have identified a few key traits that align with my journey. I have a strong sense of initiative and self-motivation, which allows me to take action and drive progress without needing external pressure. I am naturally curious and have a passion for continuous learning, which has helped me stay engaged and proactive in acquiring new skills and knowledge. Additionally, I possess a strong sense of resilience; I can handle setbacks and challenges without being discouraged. When faced with difficulties during the planning process, I remained adaptable and focused on finding solutions rather than dwelling on the problem.
1. Share an entrepreneurial trait that you have identified which you need to develop and how you propose to develop this.
However, through this journey, I have also identified an entrepreneurial trait that I need to develop risk management. While I am comfortable with uncertainty to some extent, I realized that I need to improve my ability to assess and manage business risks more effectively. In entrepreneurship, the capacity to weigh risks against potential rewards is crucial. Although I tend to be optimistic about new opportunities, I sometimes overlook potential risks, which could lead to unforeseen challenges down the road.
To develop my risk management skills, I plan to adopt a more structured approach to decision-making. I will focus on creating a risk assessment framework that I can apply to various aspects of the business. This includes identifying potential risks early on, evaluating their impact and likelihood, and formulating mitigation strategies. Additionally, I will continue learning by reading books and case studies on risk management in entrepreneurship, and I will seek mentorship from experienced entrepreneurs who have successfully navigated risks in their ventures. By incorporating regular risk analysis into my planning processes, I hope to strike a better balance between optimism and caution, ensuring that I make more informed and calculated decisions.
In conclusion, this journey of creating a business plan has significantly expanded my skill set, from market research to financial planning, and has given me a clearer view of both my strengths and areas for growth as an entrepreneur. 
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Cash Flow Forecast - 12

Month:  Pre-Start 1 2 3 4 5 [ 7 8 [l 0 n 2 Totals
Receipts
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Suppliers 0 01 25 500 450 600 700 800 700 800 800 780 a0 7.657
Adverts 0 20 am 0 20 2m 80 2m 0 40 E e 503 3.231
Opering costs 12,000 12.000|
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Uitties 0 430 440 520 520 20 a2 a3 a3 425 28 28 4% 5.13
Insurance 0 50 £l el el el £l el el £l el el £l 930
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Owner's drawings 0 1200 1000 1500 1300 1700 1600 2000 1800 1600 1500 250 270 20400
Loan repayments [] [ [l [] [l [l ] [] [] 0 0 0 0 o
Total Payments 12,000, 4501 436 4920 4770 53n0 5151 5629 5243 5475 5,177, 6157 6679 75394
Cashilow SurplusiDeficit (-] 5,000 1499 84| 2380 730 2230 2549 2871 2450 2424 23212543 3221 32402
Gpening Cash Balance 0 5000 6499 7683 0063 1793 4023 16672 19443 21893  243n7| 26638 29181 193105
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