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Business Idea
Freshly Coffees is a coffee shop, trying to provide high-quality, eco-friendly coffee and a range of drinks personally prepared. It is centered on an excellent coffee experience and environment that depicts the significance of sustainability, quality and community. It will be able to provide an immense variety of coffee beans such as single origin and organic coffee beans as well as fair-trade coffee beans. The store will also have a variety of teas, fresh pastries and light snacks that will be offered to accompany the coffee list. The business idea is to sell freshly produced coffee using high-quality locally produced beans and contributing to social responsibility by preserving the environment as a core value of the business.
Legal Status
The coffee shop is to be in the form of Private Limited Company (Ltd) in the United Kingdom. The negligent liability is restricted, personal and business assets are clearly separated, and this legal form is advantageous in terms of taxation. 
Management Team and Owner
A small group of people including the founder, who has experience in the hospitality industry, and other significant staff who have expertise in barista talents and customer services will own and manage the business. The management staff would be:
· Owner/ Founder: Conducts business, business strategy, marketing, and business operations.
· Operations Manager: Plans everyday operations, employee management, stock, and relationship with suppliers.
· Head Barista: responsible to control quality of coffee found and coaching employees.
Product/Service Details
· Coffee: There will be a range of espresso products, as well as pour-overs: cold brews, and special beverages.
· Other Beverages: Huge variety of teas, hot chocolate, and ice drinks.
· Food Items: Sandwiches, light snacks and freshly baked pastries. All the products will be produced internally or locally.
· Sustainability: Freshly Coffees will make available reusable cups, biodegradable packaging as well as ecofriendly utensils.
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	Item
	Monthly Revenue (£)
	Annual Revenue (£)

	Coffee Sales
	10,500
	126,000

	Pastry/Snack Sales
	7,500
	90,000

	Total Turnover
	18,000
	216,000
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	Item
	Monthly (£)
	Annual (£)

	Inflows
	 
	 

	Sales Revenue
	18,000
	216,000

	Other Income (catering/merchandise)
	500
	6,000

	Total Inflow
	18,500
	222,000

	Outflows
	 
	 

	Rent
	2,000
	24,000

	Staff Wages
	8,000
	96,000

	Supplies & Ingredients
	4,000
	48,000

	Utilities (Electricity, Water)
	800
	9,600

	Marketing & Advertising
	500
	6,000

	Miscellaneous Costs
	200
	2,400

	Total Outflow
	15,500
	186,000

	Net Monthly Cash Flow
	3,000
	36,000
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	Item
	Annual (£)

	Revenue
	216,000

	Cost of Goods Sold (COGS)
	48,000

	Operating Expenses
	186,000

	Net Profit Before Tax
	-18,000



The budgetary analysis of Freshly Coffees after 12 months indicates that it has good base and an ability of expansion in future. The business has an annual turnover of an estimated 216, 000 pounds and this is made by coffee as well as pastry sales. The monthly turnover can be divided into sales of coffee which amounts to 10 500 Pounds and pastries which is 7 500 Pounds providing regular income flow. 
The cash flow generated each month is positive by the amount of 3,000pounds; this is an indication of a liquid firm and capable of paying operations. The main sources of inflows are sales revenue (18,500 first) and other incomes (500 of catering or merchandise). Outflows are, however, high, totaling rent, wages, supplies and utilities at 15,500 per month. This gives the net cash flow of 36000 per year which means that the business is capable of managing its daily routines and re-investment.
The analysis of the Profit and Loss (P&L) statement shows that at the first stage there was a loss of 18,000 pounds. It is normal in new businesses, particularly in the first year when brand will be raising awareness and creating a customer base. The loss is likely to decrease in future years when the turnover will be more, and the company will expand causing good news in terms of profitability in the long-range perspective.
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Marketing Strategy
The marketing plan of the Freshly Coffees aims at generating brand awareness, customer loyalty, and distinctive identity within the competitive coffee shop premise. The major elements of the strategy contain:
SMM: Social Media Marketing:
Instagram, Facebook, and TikTok will be the main platforms when promoting the business. Complimented with eye-catching pictures of coffee, pastries, and comfort of the shop, the intention is to attract local audience and make them feel a part of the community. The coffee-loving community and the people of the area will be targeted through regular posts, stories and paid advertisements.
Local Advertising:
The promotion will be targeted on the local events, boards and on collaboration with business in the neighborhood. Placement of these flyers, posters, and banners will be in places with high traffic like in local universities, gyms in office buildings and so on to enable the potential customers to see them. 
Loyalty Program:
· They will promote repeat business by a rewards system. After buying 10 Stamp cards, the customers will be given the stamp or digital credit that can be exchanged with a free cup of coffee or crunchier. That will lead to retention and an increase in sales.
· Seasonal and Themed Remember in its name, November, which is associated with many of its brands, also means November.
Sustainability Focus:
Using the environmentally friendly solutions, like the cups that can be recycled, the packaging that can be biodegraded, and the locally obtained ingredients, will play into the desire of the environmentally conscious customers.  

Target Market
Primary Target:
Professionals in their youth, students, and people aged 18-35 who enjoy quality coffee and a laidback and sustainable atmosphere.
Secondary Target:
Families and those aged 35-60 who want to take a coffee in a calm yet community-oriented place and talk.
Local population and labor force:
Loyalty-based marketing tactics (e.g., loyalty cards, delivery services, pre-ordering options) are going to be used to encourage people living or working around the coffee shop to become the regular customers.
Unique Selling Pope (USP)
Freshly Coffees is unique because of its eco-friendly, green attitude and focus on premium quality, locally produced, coffee. The pleasant atmosphere, together with the concern about community involvement and high levels of environmental responsibility, transforms it into something beyond a simple coffee shop, customers will want to bless and go back there.
SWOT analysis 
Strengths
· Eco-friendly and sustainable orientation: Freshly Coffees have a competitive advantage due to the nature of the packaging used (biodegradable), ingredients, which are locally sourced, and the orientation towards environmental care and responsibility, which makes this shop a popular choice among the green customers.
· Quality Coffee and Community: It includes a high value customer experience by offering high-quality coffee, a wide range of coffee blends, and organic coffee, a homely customer experience and a community-focused approach.
Weaknesses
· Start-up costs: Start-up costs are high hence there will be initial losses as shown by the financial forecast since it takes time to build up a customer base as well as carry out marketing campaigns.
· Poor Brand Awareness in the initial phases: It is evident that the business is new to a competitive market, and it might take some time before the business has gained a good and stable base of customers to make constant sales.
Opportunities
· Increasing Demand of Green Products: With the rise of consumer demand to green and socially responsible companies, it also becomes an opportunity to target the customers that are focused on ensuring that products that they buy are environmental friendly.
· Local cooperation and community activities: These can help in establishing brand awareness and loyalty are local affiliations, organizing the events and reaching out to the local population.
Threats
· Competition with Established Coffee Chains: Established coffee chains are much large and well known and can therefore pose a tough competition in the form of prices, brand name, customer loyalty.
· Economic Fluctuations: Deteriorating economic conditions or soaring prices of raw materials are factors that may affect profitability through consumer spending and rise in the cost of operation.
Competitor analysis of Freshly Coffees
Key Competitors
Big coffee chains:
· Starbucks and Costa coffee reign in the UK coffee shop industry. They provide a variety of coffee, pastries, and the fast service.
· Such chains have created brands and bases of loyal customers.
Independent Coffee Shops in town:
· Smaller coffee shops which might specialize in premium/ artisan coffee and that will be more personal. The opponents to this company have a chance to excel in the field of unique blends and homelike community spirit.
· This may be local coffee shops that value the coffee quality and usually cater to a specific segment of coffee lovers.
Competitive Advantage
The Unique Selling Points (USP) in Freshly Coffees:
· Its focus on the environmental-friendly practices (e.g., cups made out of environmentally friendly material and locally-sourced products) give it a serious competitive advantage, particularly over more extensive coffee chains such as Starbucks or Costa as they are not as ecofriendly-oriented.
· Local activities and community orientation: The process of opening events, ensuring a cozy space, and interacting with the neighborhood is designed to give Freshly Coffees a more localized touch that is not necessarily available at a company as large as a chain.
Market Positioning
· Big Chains: These coffee outlets are the market leaders because of their abundance of locations, low prices and large menu. They are likely to be the locales of fast coffee in busy neighborhoods but they do not have the local and city-like personal touch.
· Independent Coffee Shops: The competition is similar in what they offer as far as premium coffee and an atmosphere of coziness, but may not carry the same strong and resonating messages of being a green shop and sustainability as freshly coffees do.
Competitor Strategies Being Employed
Starbucks and the Costa Coffee Facebook The use of frequent customers through loyalty programs such as Starbucks Rewards, promotions, and overall brand recognition are aimed to keep customers coming back to these chains. They are also well established in terms of online presence.
Local Independent Coffee Shops: Normally, these are concerned on niche market (example: lovers of organic coffee, vegan) and, in most cases, the marketing mechanism of the business will solely depend on word-of-mouth marketing and though local events to develop brand loyalty.
[bookmark: _Toc202624400]Revenue, Pricing Strategy
Revenue Streams
Freshly Coffees will have several avenues of income generation to maintain an assured income stream and a variety of business undertakings. The prime sources of revenues will comprise:
Coffee Sales:
· Major income will be through transactions in range of coffee drinks, such as espresso drinks, pour-overs, and cold brews. Coffee with special blends will be sold at a bit higher rate to earn the attention of coffee enthusiasts.
· Average price of the coffee: 3.50pounds
· Pastries and Snacks: We would also sell food such as pastries and snacks.
· Light snacks, sandwiches, and other freshly baked pastries will be provided to balance the coffee. All these will be locally procured and done in-house to promote freshness and quality.
· Mean cost per item @ 2.50.
Merchandise Sales:
· Freshly Coffees will be selling branded products such as mugs, reusable coffee cups and coffee beans. It will be not only an extra source of income but also will contribute to the growth of brand awareness.
· Approximate move up funds: 500 pounds per month (merchandise sales, special events and catering services)
Catering and Event:
· This company will cover the local events, like the office meetings or small parties selling a coffee and pastries. Also, the shop will organize events in the store such as an art exhibition, a live concert, or a coffee event that will help the shop to attract more people and bring money in to the store.
· Catering revenue: estimated: 500/ month
Pricing Strategy
Pricing of Freshly Coffees will also be adjusted to affordability and quality in the light of the local market conditions and the targeted customers. Depending on the high quality of the coffee and the ingredients it will be priced but stay competitive as compared to other coffee shops in the area.
Coffee Pricing:
· Coffee (e.g. lattes, cappuccinos, flat whites) will have an approximate price of 3.50 pounds.
· Complexity of specialty drinks (e.g. cold brew, pour-overs, seasonal drinks) will be between 4.00 to 5.00.
· Tea: The cost of different types of tea served will be between 2.50 until 3.00 a cup.
Food Pricing:
Pastries and snacks: this will cost between 2.00 and 3.50 pounds and a special will be offered on a daily or weekly basis at different price depending on what is available.
Discounts and offers:
· Loyalty Program: After every specified number of items purchased by a customer, the customer will receive discounts of free items, motivating him or her to come again.
· Seasonal Specials: As an example, in winter, special offers on festive beverages and combined coffee and pastries offers will be held.
· Happy Hour Discounts: Better pricing at off-peak periods so as to facilitate customer flow during not so busy times.
Merchandise Pricing:
The prices of branded mugs and reusable cups will be between 5-10, stations of coffee beans will be between 7-12.
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Location
Although the United Kingdom has many cities, some cities are better than others to locate on Freshly Coffees. Freshly Coffees will be positioned in an area that is well situated in a vibrant city with a lot of traffic, preferably around offices, universities, and residential places. The store will be of an 800 or 1,000 square foot space where it is expected that the walk-in customers can enter the store and other customers can choose to sit back and relax at the café. The plan would contain:
· A comfortable sitting place in modern but still pleasant mood, providing free Wi-Fi and charging points to clients.
· An ordering and serving counter of coffee.
· A food preparation and storage back area.
Equipment and Technology
Coffee is a high-quality product, so to have it and operate efficiently, the following equipment will be necessary:
· Espresso Machine: An upscale production machine that would produce any espresso drink with constancy.
· Grinders: These are professional grinders to produce the best and fresh coffee grinds.
· Blenders and Brewers: To prepare cold brew, iced coffee and specialty beverages.
· POS System: A contemporary point-of-sale that would facilitate orders, control inventory, and receiving payments.
· Refrigeration: it is used in keeping milk, pastries and other perishable products.
· Coffee Roasting Equipment (optional): On a long-term basis, roasting coffee on the site to present a more unique product may be taken into consideration.
Moreover, we will have cloud-based calendar/inventory to facilitate day-to-day operations, regulate working hours of employees, and monitor stocks being used to reduce losses.
Staffing
Freshly Coffees will staff experienced and equally customer oriented personnel who will be committed to offering superior services:
· Owner/Manager: Chiefly in charge of operation, finance and daily smooth running.
· Baristas (2-3): Qualified baristas that will handle the coffee making process, excellent customer service and will keep the coffee bar place clean.
· Kitchen Staff (1-2): alerts the kitchen area, food and pastry making and ensures standards of hygiene and safety within the kitchen.
· Front-of-House Staff (1-2): They will be used to take the orders of the customers, serve food and drinks and keep the area of the customers clean.
Suppliers
Freshly Coffees will source out local relationships with suppliers both of the coffee beans and other necessities tools:
· Coffee Beans: Beans will be obtained as fair trade and organic suppliers to guarantee quality as well as sustainability. It will seek to develop long-term relationships with roasters in order to achieve delivery of high quality and fresh beans.
· Bakery Items: Fresh pastries and sandwiches will be ordered in Home-town bakeries. The ingredients used will be fresh and will be locally sourced so as to contribute to the local economy.
· Packaging and Utensils: The packaging materials and utensils will be biodegradable and sourced using eco-friendly, and with a reusable cup, the packaging found in eco-friendly suppliers.
Legal and Health Compliance
The cafe will comply with all the health and safety requirements set out in the area to ensure that food safety and hygiene and employee safety standards have been achieved. The store will also meet the following:
· Food Safety Standards: An audit and staff training will be carried to ensure that the facilities operated in Food Safety and Hygiene Regulations in the UK.
· Licenses: All the necessary licenses to run a cafe in the UK will be obtained, get the approval of health and safety and fire safety checks.
· Insurance: A full business insurance cover will be obtained to cover property, liability and labor.
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In this part, we will forecast the financial results of Freshly Coffees in the future three years, which will assist in the assessment of the future sustainability, profitability, and the growth possibility.
Year 1: Establishment and Start-off Expansion
As it was explained in the previous section, Year 1 would probably experience certain financial difficulties since the company will be seeking to create a customer base, brand awareness, and streamline the operations. The serious financial indicators of the first year are described below:
Revenue:
· Total Turnover: 216,000 (coffee and pastries and other services such as catering, merchandise etc.).
· Net Profit: -18,000 (it is predicted that there will be start-up losses of 18,000 as initially the business was to be established with high start-up costs, introductory marketing campaigns and initial set-up costs).
Key Expenses:
· Rent: 24000 per year.
· Business Payrolls: 096 000 per year.
· Supplies & Ingredients: 48 000 a year.
· Marketing & Advertising: 6,000 a year.
· Utilities and Miscellaneous expenses: 14,000/ yearly.
Year 2: Isolation and Growth in the Number of Customers
Freshly Coffees will have a steadier source of income by Year 2 when the current business becomes familiar to the people in the community. The objective in the year is to gain revenue and improve on operational efficiency.
Projected Revenue:
· Sales of Coffee: 140, 000 (where customer traffic is projected to increase by 10%).
· Food Sales: 100,000 (calculated on the basis of the increase in the pastries and snacks volume sold).
· Additional Income (Merchandise and Catering): 12,000 (presentation of the new items and expanding of the catering deals).
· Revenue Total Year 2: 252,000
Projected Profit:
Net Profit Before Tax: 12,000 (business is now profitable with an increment in turnover).
Year 3: growth and expansion
Year 3 should be dedicated to the expansion both, in terms of our customer base and even other locations, or more products/services maybe. The stage involves expansion of the operations and brand loyalty as well as optimizing business profitability.
Projected Revenue:
· Coffee sales: 170,000 (extra increment of 10-15 percent).
· Food Products Sales: 120,000 (when customers are added and image of the brand is spread).
· Extra Income: 20,000 (in partnerships, catering more, sales of merchandise).
· Year 3 Total Revenue: 310 000 000
Projected Profit:
Net Profit Before Tax: 40,000 (good profit margin because the fixed costs are covered and the revenue grows).
	Year
	Revenue (£)
	Net Profit (£)
	Key Focus

	Year 1
	216,000
	-18,000
	Establishing brand, customer base, and operations

	Year 2
	252,000
	12,000
	Increased customer base, higher sales, break-even

	Year 3
	310,000
	40,000
	Expanding offerings and increasing profits
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Conclusion
The location of Freshly Coffees has the potential to create a great influence on the coffee shop market in the United Kingdom with an exclusive focus on high quality coffee, sustainability of business and community-centric environment. 
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