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EXECUTIVE SUMMARY
Expresso is a coffee bar that will be located in a newly renovated building in Streatham hill. We are lucky to secure a one year lease of the vacant shop which was a hair salon and spa before. Moreover the lease can be extended for five years on the agreed terms. The facility in which we intend to start the business in will be a 1500 sq ft area with a small high table sitting area for 6 people. It will be mostly a take away business. The whole idea is to make the shop attractive for the customers to make them visit again and again.  Expresso will be providing good coffees to the customers which will be imported from Columbia. Not only this, we are also keen on providing good and fast services to the customers. It will be a place where people can get great coffee with waiting a lot. We will have a lot of coffee and espresso options in our menu with some pastries as well. As it is near a subway station we will get a lot of customers. But we are keen on retaining the customers by earning their loyalty.
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Introduction
Espresso business is one of the organizations that any business person can effectively begin toward the edge of a bustling road or in a portable shop without using up every last cent for money. In the meantime, huge – time financial specialists can likewise use on the appeal for espresso to set up their own bistros in vital areas. Starbucks and Costa Coffee is a portion of the main Coffee Business Companies on the planet. For instance; Costa Coffee works around 1,755 coffeehouses in the United Kingdom alone and around 1,106 outlets in 30 nations of the world. (Statista, 2017)
Costa Coffee could develop their business enormous on the grounds that espresso business is in reality a remunerating business wander, independent of the scale one means to begin from. At the end of the day; there will dependably be an accessible market for you. 
Coffeehouses/bars can be situated in any place of town, insofar as there are individuals living or working there. Basically, bistros/bars are situated in airplane terminals, ocean ports, shopping malls, lodging entryway, railroad stations, transport station, grounds, healing centre and in addition in any open offices. 
There are diverse kinds of espresso drinks that you can discover in a bistro. Some of them are cappuccino, coffee, frosted espresso, decaffeinated espresso, alcoholic espresso (Irish Coffee and Brandy Coffee et al), sifted espresso, icy blend espresso, Turkish espresso, espresso with drain, espresso or coffee with whipped cream, and seasoned espresso et al.(Berger, 2018)
Well beyond, the turnover for a normal café can be as high as half or more that is the reason business visionaries who mean taking in substantial income from a business with less competition open their own particular coffeehouse by either beginning their own bistro from the scratch or by purchasing establishment.
We have done a proper background research about our establishment and this report is based on the presentation presented to you earlier. our establishment will serve as a aid for the people looking for god coffee with some pastries. We are keen on providing the customers with an amazing experience every time so that if they visit once they will come again.
Our mission statement
Our mission is to exceed customer satisfaction by providing good coffee, earning customer loyalty and expanding our reach to maximum. As a result, meet the stakeholder’s expectation.
Our vision statement
To grow and open number of stores in UK to serve our customers with amazing coffee and recognized as a top coffee chain.

Market analysis
Visiting coffee shops is a ritual in UK. Statistics shows that a majority of 38 percent of male and female in UK drink two or three cups of coffee per day followed by 30% who drink one or less cup of coffee per day (How many cups (200 ml), 2018). Moreover in the UK people drink over 95 million cups of coffee per day (Britishcoffeeassociation.org, 2018). The UK coffee shop market has experienced a major growth in five years, from £2.4 billion in 2011 to £3.4 billion in 2016. The coffee business has shown a steady growth in the past with a 10.4% increase in the consumption of coffee in 2016 and it is expected to grow by 29% in the next five years (Team, 2018).
Competition
In spite of the competition the coffee shop business is growing because of the steady growth in the consumption of coffee. The major competition for Expresso will be the local coffee shops near by and the Tesco extra which gives the option to the customers to have coffee while shopping. 
Porters five forces model
· Bargaining power of buyers 
As there are a lot of coffee shops in London the power of customers is quiet high. But as there is no major competition in the area the customers will not have major bargaining power over our coffee shop.

· Bargaining power of suppliers
As the industry is growing there is an increasing coffee consumption. Although there are a lot of suppliers the power of supplier is still high. But we already have a relation with a coffee whole seller of Colombian coffee

· Threat of new entrants
Coffee is an industry of low capital investment. So, many of the entrepreneurs are looking to enter into this industry. The threat of new entrants is high, but as long as we provide good coffee with fast service we can earn the customer’s loyalty.

· Rivalry
Level of Rivalry alludes to the measure of rivalry inside the business. One might say that the more rivalry inside the business, the hard it will be produce benefits. The espresso business has high industry fixation proportions, the level of product differentiation is low, comparatively low cost of production, and high stake. However it is low in the area but there are still local rivals in the market.

· Substitute products
Substitute products are what can be the replacement for the coffee. Substitutes like tea, hot chocolate, cider etc are available in the market. However the threats can be overcome by product differentiation and customer loyalty characteristics.

Competitive Advantage
Going by the arrangement we will be 3 coffee shops nearby so the competition will be lower and it will be easier to make headway. We are keen on maintaining a standard that satisfiers the customer in every aspect, that is why we have appointed a consultant who has an experience if 15 years and helped many of the start up coffee businesses rum better.  He will be helping us on market research and customer satisfaction surveys and suggestions. We have established a relationship with a Colombian coffee supplier who has agreed to send the first and fresh lot of the best coffee beans every six months. Moreover the place we have hired for the coffee shop was a hair and spa salon before so it already has a lot of foot falls. Our major focus is on providing better and fast services to customers by reducing service time and customer episodes. This can be done by prper team management and training.
Target Market
· corporate executives
· Students
· Sports men and women
· Travelers
· Low class, middle class and high class consumers.
· Working class.

Coffee shop consumer behaviour
· Decline in market share of coffee giants like Costa, star bucks etc has produced opportunities for local café who are keen on delivering premium quality coffee. Which now acquire 30% of the coffee business martket.
· The rise of non specialist coffee shops which provide a better customer experience has provided the customers with better options.
· Better reach and convenience to customers.
· The customers are now keen on a coffee shop experience.
· The coffee shops are now way beyond coffee only.
· A good and creative reward scheme can influence the customers loyalty towards our coffee.


Key strategic imperatives 
· Product Quality-  Expresso determines on providing good quality coffee to its customers. It will also have an agreement with bakeries to provide good pastries. That before starting a day, in a break or after a stressful day a person can have to release stress or recharge.
· Service-  the management is keen on setting high service standards so that the customers leave with satisfaction in return of what they are paying for. This can be done by proper training, hiring quality staffs and proper team management.
· Marketing- Marketing will be started prior to the opening. 
· free coffees to near buy offices
· Flexi banners.
· Advertisement in local papers and magazines.
· Advertising in different food and beverages platform.
We will develop reward and discount schemes for the customers to make them come again and earn their loyalty. There is not much after sales services in the coffee services in the coffee industry but we will always take feedbacks from the customers and work on improving.
· Management-  A good control over the on the food, beverage and labor costs will help keep the cost in check. A good experience and quality coffee for the customer which will enhance the word of mouth. The major area to be stressed will be inventory control and employee management.  



Financial analysis
We are focused on analyzing our revenue and expenditure to make good profits. We have made an agreement with the property owner for a lease of one year. Moreover he has offered to extend the lease at the same cost for five years if we confirm it early. We are planning to open more shops in the coming years. We target to open upto 5 shops by the end of 3 years. 
Sources of income
Our sources of income will solely depend on the sale of different coffee drinks and pastries. however in future we will be open to selling franchises. We will keen on the standard of services we offer before selling the franchise.
Pricing Strategy
    Our prices are well in line with the current competitors though we will cut down some prices to attract customers and gain recognition.
Sales forecast
The expected turnovers for the coming years are as follows:
· 2018-19  £2680000 (2 shops)
· 2019-20  £9100000 (4 shops)
· 2020-21  £17100000 (5 shops
The expected operating profit percentage for the coming years will be
-236% for 2018-19
-254% for 2019-20
-276% for 2020-21
Start up cost
A start up cost including the assets, renovation of the place, promotions and legal expenses will be around £100000. And the operation expenses for the first quarters around £20000
(A detailed summary of the scale up and the start up cost has been provided in the appendix)

Conclusion
In order to retain the customers in our business, we are keen to meet their satisfaction and even outperform their desires. The success of a business depends on how we regenerate business from the same customers. We have planned perfectly to keep our customers happy and make them come again. By providing amazing coffee, pastries and serving them fast as time is money. We will ensure that the coffee tastes good all the time, keeping the standards high. We will also keep check on the inventory control and employee management. The service standard will always be high. We will make decisions keeping the customers parallel with the decisions. We are determined on making a good name in the coffee industry and delivering good returns to our stake holders.
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Appendix
SCALE UP
	Quarters
	M1
	M2
	M3
	M4
	q2
	q3
	q4
	q1
	q2
	q3
	q4
	q1
	q2
	q3
	q4

	 
	
	
	
	
	
	2shops
	
	3shops
	
	4 shops
	
	5 shops
	
	
	 

	Sales quantity
	3000
	6000
	12000
	25000
	120000
	1,50,000
	220000
	3,00,000
	4,30,000
	4,90,000
	6,00,000
	7,20,000
	8,00,000
	9,00,000
	10,00,000

	Sales @ £ 5
	15,000
	30,000
	60,000
	1,25,000
	6,00,000
	7,50,000
	11,00,000
	15,00,000
	21,50,000
	24,50,000
	30,00,000
	36,00,000
	40,00,000
	45,00,000
	50,00,000

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Per Customer visit
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Consultant Pay £ 1
	3,000
	6,000
	12,000
	25,000
	1,20,000
	1,50,000
	2,20,000
	3,00,000
	4,30,000
	4,90,000
	6,00,000
	7,20,000
	8,00,000
	9,00,000
	10,00,000

	Materials £ 2
	6000
	12000
	24000
	50000
	240000
	300000
	440000
	600000
	860000
	980000
	1200000
	1440000
	1600000
	1800000
	2000000

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Contribution to Fixed Costs
	6,000
	12,000
	24,000
	50,000
	2,40,000
	3,00,000
	4,40,000
	6,00,000
	8,60,000
	9,80,000
	12,00,000
	14,40,000
	16,00,000
	18,00,000
	20,00,000

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Rent
	3,000
	 
	 
	 
	 
	13,000
	 
	29,000
	 
	35,000
	 
	45,000
	 
	59,000
	 

	Décor
	600
	 
	 
	 
	 
	900
	 
	1,600
	 
	1,900
	 
	2,600
	 
	2,500
	 

	Equipment
	2,400
	 
	 
	 
	 
	3,800
	 
	5,900
	 
	8,200
	 
	9,000
	 
	10,000
	 

	Telephone
	900
	 
	 
	 
	 
	2,100
	 
	3,100
	 
	3,800
	 
	6,000
	 
	5,000
	 

	Computer
	600
	 
	 
	 
	 
	900
	 
	1,500
	 
	2,100
	 
	2,600
	 
	2,500
	 

	Total Fixed cost
	7,500
	0
	0
	0
	0
	20,700
	0
	41,100
	0
	51,000
	0
	65,200
	0
	79,000
	0

	(Renewed every 6 months)
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Operating profit
	-1,500
	12,000
	24,000
	50,000
	2,40,000
	2,79,300
	4,40,000
	5,58,900
	8,60,000
	9,29,000
	12,00,000
	13,74,800
	16,00,000
	17,21,000
	20,00,000


START UP COST
· Operational cost for the first 3 months (salaries of employees, payments of bills et al) – £40,000
· Legal expenses- £3000
· Marketing and promotional expenses-  £5000
· Rent deposit- £50000
· Shop remodelling- £12000
· Start up inventory- £12000
· Equipments- £15000
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