
ASSIGNMENT OF ENTREPRENEURSHIP
ON
INDIAN COFFEE BAR






PRESENTED TO - RICHARD SMALL
PRESENTED BY – URVASHI KHATRI (1602162)
PRESENTED ON – 3RD JANUARY 2018 




CONTENTS
Executive summary -                                                       3
Business objectives -                                                                                5
Key to success -                                                                                        6
Competition and buying patterns -                                                           7 
SWOT analysis -                                                                                      9
Target market segment strategy -                                                            10
Marketing Strategy and Implementation-                                                11
Financial plan -                                                                                         12
Break-even analysis -                                                                                14
References                                                                                                 15






Executive Summary

Indian coffee bar would become a daily requirement and a dream place for coffee lovers where they can skip the daily stress and meet with friends, sit for hours and relax. Indian coffee bar would become a unique socializing joint since it would be themed entirely around Indian culture. The Indian coffee bar would be located on the high road of Ilford which is surrounded by many Asian communities. The aim of this coffee bar would be to offer best quality gourmet services and transform occasional visitors into regular loyal customers. Consistent Quality and the taste is the best attracting power of any food and Indian coffee bar would capitalize on the same principle to become a famous loved coffee bar. The area is a home to many Asian communities and presence of grocery stores in this excellent location attracts around 12000 shoppers on a weekly basis.
The aim of this coffee bar is to fill the void of authentic Indian coffee bars and other corporate competitors who offer fast food services. Although there are many fast food joints, high-end joints like Starbucks and many Indian outlets available, the aim is to provide the authentic traditional Indian food and coffee that would be imported exclusively from best quality south Indian plantations. People would feel connected at this coffee bar, therefore there would be no television in this bar, Indian music would play in the background and the walls and interior would be conceptualized entirely in an Indian theme.
Paintings depicting Indian culture would be hanged on the wall so to portray the Indian culture.
[image: ]
Source: https://www.google.co.in/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwih4bns66TYAhVLPI8KHW4sBhAQjB0IBg&url=http%3A%2F%2Fwww.indiancoffeehouseqatar.com%2F&psig=AOvVaw3HbPLEw-pvGiWbkOUFw-bd&ust=1514280291690735
The cafe would be a true blend of authentic Indian culture and UK culture with the seating is like a library like setting with very comfortable leather sofas. The cafe would reminisce of the Indian culture but also have modern state of art seating and coffee machines.
The financial success would be measured in terms of increased market earnings and share (Arkebauer, 2010). There is a tremendous scope of success with the local market of £54 million to capitalize upon. The major keys that would assist in attaining success would be taking advantage of the small size, offering best quality Indian coffee and snacks and relying on the outstanding staff, for attaining these goals, the coffee bar would offer the best and finest coffee beans from south Indian plantations specially imported from India.  The small size would help to enjoy larger profit margins because of lower overhead costs. Efficient and select baristas would be attained and salaries offered to them would be equal to the salaries offered by competitive chains. Thus the employees would be motivated by cross-selling and selling higher margin products (Blackwell, 2011). 

[bookmark: _Toc261770656][bookmark: _Toc328213884]
Business Objectives
The major objectives of the business plan for Indian coffee bar are below:

· To be profitable right from commencing operations in the first year.
· To increase profits by £36,000 or 5% in Year 2 and by £75,000 or 10% by Year 3
· Be the Café of Choice in the Ilford area and recipient of the “Best new coffee bar” by local restaurant guide.

[bookmark: _Toc261770657][bookmark: _Toc328213885]     Mission Statement

Indian coffee bar would attain success by offering a commitment to its employees and it would invest its revenues for boosting employee satisfaction and also by offering stable returns to the shareholders and other investor groups. It would offer great ambiance, Indian coffee, and food products of consistently best quality so that the customers would relax and socialize with each other while enjoying best food. The place would be unique by itself and would attract both Asian customers and also local residents who have a growing affinity towards the unique Asian culture.

[bookmark: _Toc328213886]Guiding Principles
          Indian coffee bar would be committed to values like quality, excellence, leadership, passion, and integrity which would assist the employees to cope with challenged and builds future opportunities. The core beliefs would originate with the commitment towards employees and products offered.



[bookmark: _Toc261770658][bookmark: _Toc328213887]Keys to Success
Indian coffee bar would stand out from the completion with the keys to success as mentioned below:


· Great Products–: By offering extraordinary products at market prices which would ensure customers comes regularly and make them regular customers.

· Hire Quality Baristas – to offer remuneration to employees at par with the larger chains for long-term career growth and opportunities that would offer career security and offer long-term plans to establish chains all across the nation in the next few years. Paying employees equivalent rate which other larger chains pay and provide them long term career opportunities. 

· Convert customers to experts -: Only 50% of the country' coffee drinkers consume premium coffee thus regular advertisements and consistent quality would assist in continued growth 

· Store design- the design of the store would be attractive visually to the customer and also the design would assist in the efficiency of operation.
Product Description
The major items on the menu would be Indian coffees like "filter coffee" and other drinks like mochas, cappuccinos, lattes but with an Indian fusion and Indian food items like dosas, idlis, vada pav etc,which belong to different regions of India and would be liked by the people here due to fusion but with an Indian touch. Drinks would be customised according to the tastes of the people. The items would be freshly prepared at the store only. People would be motivated to make their own food and drink items as per their taste.  


Competition and Buying Patterns
Competition
· Moroccan Gardens
73 Belgrave Rd

· Costa Coffee
The Mall Exchange Shopping Centre

· Einstein Cafe
639 High Rd

· Starbucks
88 High Rd, Ilford IG1

According to the research conducted major coffee shops in the region include Costa Coffee, Starbucks and other Indian coffee shops, morocco gardens, Einstein cafe and so on. Starbucks would be a major competitor since it has already established operational and marketing practices, strong customer base, market image and financial position. But nowadays customer prefers a smaller cafe shop where they can get affordable quality and taste and also a cosy atmosphere for spending time. Indian coffee bar' USP would be freshly brewed coffee, Indian delicacies, and a homely atmosphere. The focus would be to cater to the customer' needs so that the company would be able to garner revenues right from the first month of operations (Colin, 2012). 

Buying Patterns
Customers return to a particular coffee bar in case they find a pleasant atmosphere, quality service, and great tasting coffee. Target would be to have at least 150 customers with each coffee selling for £5 which would be very competitively priced.
Sales Literature
[bookmark: _Toc261770680][bookmark: _Toc328213913]Gift vouchers, promotional coupons would be distributed across neighbourhood areas. Free postcards having Indian graphics would be printed and sold so to increase visibility in the minds of the people.

SWOT Analysis
[bookmark: _Toc261770681][bookmark: _Toc328213914] Strengths
· Smaller size with a unique coffee bar concept based on Indian tradition.
· Situated around Asian community 
· Professional and enthusiastic baristas offering Reasonably Priced Variety Of Coffee And Home Made Treats
[bookmark: _Toc261770682][bookmark: _Toc328213915]Weaknesses
· Minimal budget and more competition against larger established coffee houses.
· No brand image and higher initial costs.
· Would lack the backing off as done by established franchises.

Opportunities
· The local coffeehouse/café market is £60 million
· job opportunities for unemployed people
· Bringing Indian culture in the UK
· Ilford’ demographics support the need for a unique-coffee shop. 
[bookmark: _Toc261770684][bookmark: _Toc328213917]
Threats
· Café Nero
· Star bucks
· Costa coffee
[bookmark: _Toc328213907]






TARGET MARKET SEGMENT STRATEGY

The target market group would be Asian communities, local residents and other individuals who look for Authentic Indian taste and a friendly environment for relaxing and spending their time. Individuals from age group 13 and above would be the target group. The cafe would have a unique setting which would offer refinement and serenity which is not offered these days by other coffee shops (Barrow,.et.al, 2011). Indian setting and display of culture would be a USP of this coffee bar thus helping to grab a larger market niche. The coffee would display a unique taste and also would not be heavy in the pocket.
[bookmark: _Toc261770674][bookmark: _Toc328213909]Market Trends
· Unique products 
· Selling coffee beans also for people who prefer to make their own cup at home. 
· Training the staff and motivating them for delivering quality service.
· Offering discount coupons to first comers, loyalty programs for regular customers,      etc.

[bookmark: _Toc261770679][bookmark: _Toc328213912]








Marketing Strategy and Implementation
[bookmark: _Toc328213911][bookmark: _Toc261770676]Positioning
Indian coffee bar would become an alternative for the fast food/franchise coffee houses and would charge a price similar to other coffee houses but offering fresh quality products and services like soothing music, cosy interiors and would be a unique place for gathering and enjoying coffee.
[bookmark: _Toc261770686][bookmark: _Toc328213919]Unique Selling Proposition (USP)
Different types of freshly brewed coffees and Indian food items of consistent quality prepared by knowledgeable staff with fast service and enthusiasm for the products being sold in combination with a small cozy atmosphere for relaxing.

[bookmark: _Toc261770687][bookmark: _Toc328213920]Competitive Edge
[bookmark: _Toc261770688][bookmark: _Toc328213921]The greatest feature is the size of the business which would avoid red tape where the employees can adjust to the business hours. 
Marketing Strategy and Positioning

Indian coffee bar would make use of focus strategy and target major segments like:

1. Asian communities
2. Young families
3. Newly hired customer to boost their loyalty and love for Indian food

[bookmark: _Toc261770690][bookmark: _Toc328213923]


Pricing Strategy

Pricing of the products would be at par with other coffee chains but would offer discount coupons to first comers, loyalty programs for regular customers, etc.

[bookmark: _Toc261770691][bookmark: _Toc328213924]Promotion and Advertising Strategy
Promotion would be done through radio, online advertising on social media like Face book through which we can target a larger section of the market without incurring significant costs, developing a new website for the coffee bar which would host list and prices of all products and services, media links, hours of operation, maps and directions to reach the address, calendar of all upcoming programmes and so on.

[bookmark: _Toc261770693][bookmark: _Toc328213927]Sales Strategy
The menu will focus on the variety of Indian food items and coffee which would be prepared with traditional equipments and machines so that the authentic taste is not hampered with. Different types of sugar and milks would be available so that the customer can choose from options as per their choice. Economic order quantity method would be used for inventory so to avoid any wastage and boost efficiency of operations. The employees would be the stars of the organization that would be motivated and trained so that they work and serve the employees with zeal and high spirit.
[bookmark: _Toc261770704][bookmark: _Toc328213940]





Financial Plan
[bookmark: PasBody10000000000000000000000000070000]The financial plan will cover the following: 
· Balance Sheet
· Cash Flow
· Financial Ratios
· Profit and Loss
· Required Cost of Start-Up
Financial Plan
Indian coffee bar would capitalize on the high demand for high quality Indian food and coffee. The aim would be to maintain around 70% gross profit margin and start earning profits right from first month. Initial start-up capital would be provided by me and further long term and short term loans would be taken from angel investor, royal bank of Scotland, HSBC etc. The aim would be to double the net worth in upcoming two years. Due to small scale operations, overheads would be low that would provide with enough cash to generate profits and provide scope for further expansion.

[image: ]



Break-even Analysis
With average monthly fixed costs of £20,300 in FY2017 and an average margin of 70%, Indian coffee bar’ break-even sales volume would be around £25375 per month.

Fixed cost- £20,300
Variable cost-£2
Sale price per unit-£6

1. BEP in units- fixed cost/contribution margin
=20300/4 =5075units
2. BEP in sales=sales price per unit* BEP in units
=5*5075=£25375
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INITIAL CAPITAL
£300000


ADVERTISEMENT
£5-10000


ANNUAL TURN OVER
daily 150 people
average price £5 -£6
150*6*30*12
= £324500
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