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Strategic Recommendations for Accelerating Business Growth

Enhance Brand Loyalty through Digital Engagement

Our first recommendation lies in improving our digital engagement. With people's reliance on mobile technology and online platforms, increasing investment in digital technologies would be a great advantage. This includes enhancing the user experience for ordering, payments, and loyalty programs. A well-devised app that offers personalized promotions based on customer behaviour, can encourage more purchasing. Additionally, utilising digital platforms for feedback can also help ensure consistency in service delivery. Increased digital engagement not only boosts sales but also strengthens customer loyalty in a competitive marketplace. “Customers today expect to experience seamless interactions across channels, and digital technology can help meet that expectation.” Deiss, R., & Henneberry, R. (2017). 
Costs:
· The projected cost of App development and maintenance: £150.000-£300.000 
· The marketing campaign for the App launch:  £50.000
· Customer support and feedback management: £30.000
Adding to a total of £230.000 – 380.000
Possible profits:
· Increased Sales from Personalized Promotions £500,000-£1 million 
· Customer Retention Benefit: £200,000 - £500,000.

Diversify Product Offerings with Health-Conscious Options

[bookmark: _Hlk181834232]There is an evident rise in trends towards healthier lifestyles, and launching a broader range of health-conscious products presents a strategic opportunity. Considering the development of a line of low-calorie and plant-based foods and beverages, aimed at health-conscious consumers, collaborating with nutritionists to create appealing, health-oriented items can attract new customers and foster brand loyalty among existing ones. These new offerings could be marketed through campaigns that emphasize health, wellness, and sustainability. "Customers don’t care about your product; they care about their problems. They want solutions." Ries, Eric. (2011).



Costs:
· Research and Development: £100.000 
· Marketing Campaign for New Product Launch: £75,000
· Initial Inventory Costs: £50,000
Adding to a total cost: £225,000
Possible Profits:
· Sales from New Product Line: £600,000 - £1 million in the first year.
· Increased Customer Base: £300,000 - £600,000.

Introduce Table Service for Enhanced Experience

Incorporating table service in selected locations can significantly enhance the customer experience. This model caters to customers who wish to enjoy their beverages in a relaxed atmosphere without the rush of traditional ordering. It can also attract those seeking a more premium experience. Consider designating specific stores for this feature and ensuring that trained staff can deliver exceptional service. This strategy can create a unique niche for Starbucks, drawing in customers who might otherwise choose competitors for a similar experience. We can argue that implementing this feature will have great returns in relation to its cost. “Customer service is not a cost centre; it is a profit centre. When customers feel valued and well-treated, they are more likely to return and recommend the brand.” Spector, Robert. (2016).
Costs:
· Renovation of Selected Locations: £200,000
· Training Staff for Table Service: £25,000
· Marketing Campaign for New Service: £25,000
Adding to a total cost: £275,000
Possible profits:
· Increased Average Transaction Value: £400,000 - £800,000 
· Attracting Premium Customers: £250,000 - £500,000

Conclusion: Implementing these strategic recommendations can significantly accelerate business growth while enhancing customer satisfaction and loyalty. With an initial cost of £500,000 to £1 million. However, the potential profits are projected to be between £2.2 million and £4.5 million annually, this argument presents a strong case for investment. 
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