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Executive Summary

This business plan will provide a clear layout of what the business entails, areas of improvement, comparisons for financial purposes and the overall structure. JJ’s Café has been operating since February 2023. I offer the options to eat-in, collection and delivery service that holds a wide menu of home cooked meals, snacks, hot/cold drinks and deserts. I do plan to expand in the future to  include alcohol onto the premises if profit continues in the next year and I am able to comfortable pay more staff members. Having completed Level 2 Food Hygiene and Safety for Catering, I aim to enrol onto further courses to better my skills and investigate what licences I can apply for in the future. JJ’s Café appeals to a wide range of people within the town as we are accessible and cover a wide range of the area for deliveries. The hospitality industry is competitive business in my local area as there is several food businesses in the area who are competing against each other. I have built up customers through my friendship groups and family members, word of mouth, and promoting the business on social media. A unique factor of the café is being dog friendly and have found this to be a big influence in the increase rate of customers. I created a coffee loyalty card which means for every 6 coffee’s you buy; you get 1 free which is a tempting incentive for my regular customers. I aim to look at bigger scheme in the future where I expand discounts on meals/loyalty rewards as I believe that it’s helpful in these times when financial troubles are higher. During occasions and Holiday times I offer raffles too offer a meal for 2 including desert. I share this online through Facebook, Instagram and TikTok. These platforms allow me to interact with my customers as well as gain a wider following in the online community. Enabling me the chance to give back to the local community, I usually hold these raffles around Christmas/Valentines/Easter time which is a popular marketing strategy but also a way to remain consistent.  


Business Overview
The idea of JJ’s as a business had been planned when I was lucky enough to have been gifted £2,000 from my grandfather, then I was able to put the business into action and start to look into the legal aspects of opening the café officially. The audience we attract is family orientated and therefore have a selection of Families, friends, colleagues visiting daily. Our orders are placed via the phone, online, also through social media accounts. Social media has impacted the business greatly and often have regular feedback from customers and has given publicity to us as an establishment. I added Roast dinners to the menu on Sundays and our custom has grown bigger in the last 6 months due to also being willing to deliver in the Porthcawl are, which is further than the average mile radius than other competitors are willing to travel. By adding the option of roast dinners onto our menu’s, this encouraged us continue to compete with other business’ in the area, noticing that the rate in customers grew by 10-15% since the change. 

The money gifted to me, allowed me to pursue the courses I needed to complete my Level 2 Food hygiene and Safety for Catering and make payments on the building for rent as well, along with any equipment needed. I am fortunate that a relative owned previous kitchen and cooking equipment stored which she gifted to myself to start up. A food business is an industry that can be time worthy and profitable if managed correctly and has the potential to be extremely popular if marketed at the right audience and persevered with. The cost of my monthly rent also includes the cost of the utility bills such as, electric and heating, wi-fi and water. The vibe I aim for in the café is cosy, homely and as a team we like to bring laughter to customers days throughout their visit. I have two employees’ currently being Clare, kitchen assistant and Wayne as the delivery driver, run a professional but relaxed environment. I aim to have healthy communication in the workplace as this is vital for success, without clear communication and messages being delivered effectively, this would undoubtedly cause barriers in a kitchen which can result in very dangerous situations. To promote effective communication, I remind staff members to communicate their issues with myself in order to reflect and review. I hold regular monthly staff meetings, which gives not only myself time to discuss information but it allows staff the opportunity to speak their mind, putting forward concerns and suggestions. “Follow effective action with quiet reflection. From quiet reflection will come even more effective action.”, Peter Drucker, (2005).

Cash Flow Forecast

	
	Jan
	Feb
	March
	April
	May
	June
	July
	Aug
	Sept
	Oct
	Nov
	Dec
	Total

	Cash In
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash and Invoice Pay
	£2,000
	2,100
	2,200
	2,100
	2,100
	2,000
	2,000
	1,000
	1,000
	2,000
	2,000
	2,000
	£22,500

	Total 
	£2,000
	2,100
	2,200
	2,100
	2,100
	2,000
	2,000
	1,000
	1,000
	2,000
	2,000
	2,000
	£22,500

	
	
	
	
	
	
	
	
	
	
	
	
	
	

	Cash Out
	
	
	
	
	
	
	
	
	
	
	
	
	

	Materials (Food, ingredients)
	£300
	200
	250
	300
	300
	250
	300
	300
	250
	300
	300
	400
	£3,450

	Rent
	£240
	240
	240
	240
	240
	240
	240
	240
	240
	240
	240
	240
	£2,880

	Insurance
	£40
	40
	40
	40
	40
	40
	40
	40
	40
	40
	40
	40
	£480

	Tax
	£30
	30
	30
	30
	30
	30
	30
	30
	30
	30
	30
	30
	£360

	Total Cash Payments
	£610
	£510
	£560
	£610
	£610
	£560
	£610
	£610
	£560
	£610
	£610
	£710
	£7,170

	Net Cash Flow.
	£1,390
	1,590
	1,640
	1,490
	1,490
	1,440
	1,390
	390
	440
	1,390
	1,390
	1,290
	£15,330


Financial Information
For materials such as food, ingredients and supplies, I average a monthly cost of between £250-300, with exceptions of certain months such as Christmas costing a little more than the average.
Homecooked Specials = Meal £8.90 - £11.00 
Full English Breakfast £6.90 - £7.90
Roast Dinners (Served Sundays only) Regular £8.70 – Large £9.95 
Cold drinks & Cans = £1.40- £2.00
Extras = 0.90p
Snacks & deserts = £1.00 – £4.50
Delivery Service = £3.50
Fresh Bean Coffee= £3.20
Tea = £2.00

Opening hours being Monday to Friday 8am to 6pm including Bank Holidays. An average amount of earnings a day is around £200-300 a day which works out as £1,400-2,100 a week. Aiming to continue this rate of custom it equals to roughly £5,600 - £8,400 a month. 
The average wait time for the meal to be prepped and served is between 10-15 minutes. I aim to run a fast passed environment as many of our regular customers are workers from The Steel Works or other local businesses. My supplies and equipment I order from Cosco based in Cardiff as I find they have the best discounts and deals, as well as the butchers for meat. With having an account, I save by bulk buying items that can be stored and I can order when needed. 
Whilst creating this business plan I can see that with Rent costing £240, and ingredients costing £300 monthly along with remaining bills I need to be earning over £610 monthly to run successfully and to focus on making profit. I can see that this is possible and achievable if I stick within my budgets and continue to grow custom at a fast pace.

Marketing Strategy 
As a business I am looking to reach the local community in the Port Talbot and Neath area and in the future potentially expand to a bigger building at a different location. The capacity that the café holds is 60 maximum which enables the premises to be available for events and occasions. Using the S.W.O.T analysis method, created by Andrew Humphries(2005). An acronym for Strengths, Weaknesses, Opportunities, Threats, Is a tool that is used in everyday life along with businesses/companies. It helps give a clear overview of the situation and can be used for marketing and business planning.

	Strength

-I am a Friendly, bubbly person
- I Enjoy cooking therefore my job is enjoyable. 

- ‘People person’ and find it easy to interact with people of all ages and backgrounds.

-Work at a high standard, holding high expectations. 

- High quality of Meat and ingredients

- Locally based and easily accessible 
	Weakness

- Struggle with Anxiety, resulting in insecurity 

- Punctuality/Time-blindness/ADHD is something I continuously work on.

- Lack of confidence 

- Only 2 staff members working



	Opportunity 

- Apply for an alcohol licence which will attract more customers & Profit.

-Improve my qualifications in the hospitality environment and better my career which will open more opportunities
.
- One day look at owning own building instead of renting.

- Room for extra Staff

	Threat

- Cost of living crisis. Less people can afford to spend money.

- Impact of Covid-19 aftermath.

- Many other local businesses in the same industry in proximity.

- There can be quieter periods throughout the year, need to work consistently and attract custom.


This method allowed me to look at what I could work on and what barriers I am facing, giving me the ability to then further reflect on the positive factors I have based around Myself and the business. The 7 P’s of marketing is a strategy, Jerome McCarthy,(1960) that is broken down into;
1. Product – Local small business located in Port Talbot. I offer a wide menu available for eat-in, collection, delivery via phone-call, online & pre-order. Food hygiene rating of 5 as of October 2024. I strive to provide high quality standards to compete with competitors in the local area. 
2. Price – I feel that I aim my prices at a reasonable and fair cost, giving the quality of food I provide. In comparison to other business’s, my prices are lower due to the fact I am newer to the industry, and that I want to ensure that customers can enjoy home-cooked food without it breaking the bank. As we are a family orientated café and have awareness of what it costs to feed families my first aim is to keep prices reasonable and affordable.
3. Place – My rent is coming in at £240 a month and this will be an on-going finance for myself until I am able to set aside enough money to purchase my own property to work at. JJ’s café is locally based and accessible. Hygiene rating of 5. 
4. Promotion- I advertise the establishment on social media weekly this helps promote the business as I post during certain hours based on the best algorithms, this allows me to reach a wider audience. 
5. People- I own the business and currently have 2 other members of staff working alongside. I am described as a people person therefore it makes my job more enjoyable. Maintaining healthy communication in the workplace and with customers is something I feel is essential to a happy working environment. 
6. Process- Everyday myself and each staff member are aware of the roles and responsibilities we hold when we enter that kitchen during our working hours. It is vital that we hold high standards and follow exact health and safety guidelines. As a staff team we are always looking at better strategies and working in safe practice.
7. Physical evidence – On the premises doors there is evidence of the Hygiene rating which gives the customers the ability to view it before entering. On our menu’s there are specific details on what to do if someone has an allergy and I will always aim to customize meals for any customer. 
Revenue and Pricing
To have an accurate reading of all the costs and profits I conducted a table that shows the balance of the till on a weekly basis. This is combined with the online orders and shows that the prices are set reasonably, and I am making a profit weekly. To set my prices to be reasonable and affordable, I had to look at the overall cost of the local business’ near me to look at comparisons. I researched 10-15 different businesses in the Neath Port Talbot area and ensured that my prices were fair and a value for money. 

	Weekly sales from Café.
	Monday:
	Tuesday:
	Wednesday:
	Thursday:
	Friday:
	Total Weekly Earnings:

	Week 1
	23customers 
	25customers
	30customers 
	30customers 
	45customers 
	£980

	Week 2
	15customers 
	20customers 
	30customers 
	15customers 
	40customers 
	£830

	Week 3
	18customers 
	25customers 
	15customers 
	25customers 
	40customers 
	£882

	Week 4
	20customers 
	20customers 
	30customers 
	25customers 
	30customers 
	£896


By looking at the figures shown above, I calculated that I earn approximately between £800-900 weekly which enough for the business to continue. In the future I must look at wider ways to market the café and attract more customers as well as continue to look at ways to be unique to other competitors. A unique selling point of my business the delivery service from 8am-6pm, which is different to the majority of café’s in the local area as they close by 4pm. Aswell as it being dog friendly, most of our regular customers bring their dogs and this has become a nice way for customers and family to socialise in the comfort of what can feel Homely. There is a designated area for the dogs as it allows customers who do not wish to be near animals have a separate place to sit.

Operations:

Being locally based in Port Talbot I am able to offer customers free car park, rather than having to find public parking. Close to Aberavon Shopping Centre and a few short minutes away from joining the M4, this gives my business an advantage over others due to being easy to find and to access. Other local cafes near my business are based at industrial estates which can act as a negative due to not having a lot of publicity. My café is based on a busy main road and therefore is accessible. 
My aim is to continue to promote the café through social media as I find that is one of the most efficient and effective ways to contact the local community. By interacting online, I can answer queries, take bookings and ask people what they would like to see in the café soon to look into if I am able to accommodate those requests. For social media platforms I use Facebook and Instagram as I feel that those are most popular in this type of industry. It is easy for posts to be shared online to other members of the community to see which will help recognition with the café and to stay connected via online. Technology and social media are involved in every day life and has become a reliable source of communication for many in the last few years.

Multiple Businesses are still in the process of rebuilding themselves up as Covid 19 had a massive effect on them. “The pandemic caused a severe recession, with an unprecedented drop in GDP during the first national lockdown in 2020. As businesses and consumers adapted, subsequent lockdowns in autumn 2020 and winter 2020/21 did not lead to as severe a decline in economic activity.” (25 November 2022)

JJ’s business is covered by a monthly insurance policy due for renewal in February 2025, as I hold a public liability insurance cover this allows me to carry out the business on the premises as a solo person. All staff members including myself had to complete their Level 2 Food and Hygiene Safety in Catering, along with a standard First Aid training. Staff are aware of their responsibilities of ensuring that their qualifications are valid and up to date. I support staff with training as I am always available to answer any questions they have about the kitchen and how the business is run. When it comes to their qualification, I agree to pay 50% of the cost to complete it as it gives colleagues a small incentive to sign up online. I do have plans to introduce more staff into the team, and potentially add an extra delivery driver as well as more kitchen staff so roughly a maximum of 2 staff members added. 

[image: ]

As of currently the premises is enough for the volume of work, we are having but in the future I would like to aim to change to a bigger building as I would like to plan an expansion of potentially adding alcohol into the business or opening a wider/another department for deserts. There would be a high cost associated with moving as It would mean more Rent but if the success of the business continues then it will put me in a more comfortable situation financially. 

I have had official professional risk assessments completed in the business by the local council and all standards are up to date and acceptable. Our food hygiene rating is at 5 and that will be due for renewal in October 2025 – I continue to work at high standards to prevent a decrease in our current rating and quality. The insurance policy covers: fire, theft and flooding, along with accidental damage and personal cover.
I hold a public space surveillance (CCTV) licence, Food Business registration, Premises Licence, Street trading licence and TV licence which are available to be shown to local authority if asked.
It is a criminal offence for a food establishment that is subjected to approval, to operate unless approval has been granted by the local authority. 
A goal I have set for the future, is to have enough success and profit in the business to enable me the opportunity to move to a bigger premises which I will own, rather than rent. I also aim to employ a further 2-4 staff to expand in the future as the volume of work is increasing, I will need to plan accordingly for sickness and a healthy work-life balance.

Conclusion
In summarisation of this business plan, I feel it showed the realistic expectation and situation of running a food business during this time of the economy and how there are many other similar competitors around. Although there is room in the industry for my business to be unique, it is also very competitive and I must remain consistent throughout to show customers that I am reliable. I want to continue to run the café as I am whilst looking at furthering my qualifications and then enrol into qualifications in Bakery. An interest of mine as always been to a business creating and decorating cakes and deserts. If successful my cake business could be promoted independently, whilst also being promoted and advertised at the Café.
A business plan allowed me to breakdown and delve deeper into what actions I need to take to improve the business. How can I grow the popularity of my customers and what do I need to do to increase profit in the next 12 months. My highest priority goals two goals to implement and achieve within the next 12 months is to add an extra 2-4 staff members, and to obtain an alcohol licence. 

I must be dedicated to being aware of my finances, my financial status and any potential barriers that could affect the business. By using methods shown previously I can identify my problems in order to work through them effectively to work to the highest standard as possible.
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