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Grey’s Codbox.
98, Mumbles Road, West cross, Swansea SA35AA. [image: A picture containing logo

Description automatically generated]
01792 581481.
Grey33099@gmail.com. 
[bookmark: _Toc73884347]Executive Summary
So when opening up my new business adventure. It will be located at the heart mumbles one of the best location in Swansea, I plan on opening up my new fish shop and for it to be affordable for all customers and to make a good profit at end of each year. Mumbles is very well-known place to visit with lots of new potential customers. I will try and make the cost of my fish shop affordable for everyone and not overpriced. So, in the fish shop we will have a few seating area in side and out side, catering to all weather changes, location right in the centre of mumbles just passed play area and car parking space will be limited but will be just for my customers only. Customer base will be for everyone at greys codbox we cater for everyone needs, such as allergies. Halal or not halal. And vegetarian option will be available as well. Will include a silent partner. And I would be the one for management and ownership as well. There are one or two fish and chips shops down mumbles. 








[bookmark: _Toc73884348]Business/Industry 

In the fish and chip shop business. It isn’t just about the fish and chip youo also have whole menu full of other products on offer such as burgers. Faggot peas. Currys, ect. Generally, most fish and chip outlets only offer one or two different portion sizes, but my research has found that some customers want more choice so they can create the meal that is just the right size for them.  You also have to be aware of people allergies and culture . Fish and chip shops could face supply shortages and even lose thousands of jobs if the UK does not secure a new fishing deal with Greenland as well as the EU, the industry has warned.  The self-governing overseas Danish territory has a deal to trade its plentiful fishing stocks with the EU, but once the transition period ends on 31 December and Britain quits the bloc, a new arrangement will have to be struck.  
Some 10 per cent of the fish supplied to England comes from Greenland’s waters and cannot be easily replaced, the National Federation of Fish Friers (NFFF) has warned. “The British fleet cannot be expected to catch all the fish we need. Greenland’s fish is a premium product and supplies some 10 per cent of fish to the south of England,” Andrew Crook from the association told The Sun.
“We must not let a deal slip through the net.”  
Fish and chips remains one of the country’s favourite takeaways, with the industry wrapping up 382m servings a year according to the NFFF. Although £1.2bn is spent on fish and chips each year, the fishing industry remains a tiny fraction of the UK economy, contributing approximately 0.1% of the nation’s GDP.  Ref :Tim Wyatt
Thursday 19 November 2020.
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So my business will be a nice new fresh menu with lots of food to tickle the fancy of everyone’s tastes buds. I understand there is competition down the mumbles I think it very overpriced for the quality and quantity of food they provide. We will try and out prices that are good for both customer and us as business to turn over a nice profit at the end of the year.



[bookmark: _Toc73884349]Market Analysis and Competition

Target Market: 
· Our target market would range from of all ages. 
· Vegetarians.
· People that haven’t been to our shop before.
· Business people. 
· Food critics.  

Key success factors :
Following some of the major factors which contribute to the food industry.
· Different variety of food.
· Ideal location for the business to be a success.
· Custom orders online such as just eat and other food orders online. 

We have many marketing plans to potentially turn this business into a successful one in the business. This Is very good idea to have marketing strategies for our business to become the best in the business.

We have an online food orders so that everyone will know about us not just people who live in the area. We will promote our business on Facebook, twitter and intsa. To get our business the best kick off we need.


We have got a fab location in the heart of mumbles. Where loads of locals and tourists love to visit on a daily basis. Our strengths will be serving them fresh good quality food.
There are some great competitors in the mumbles area that will probably have a weakness to our location. But still we are very confident that with great marketing and getting word of mouth out there we will over come these things.
There is also a great opportunity for new food industry because who doesn’t like to try new things with a variety of products to taste.

We will start promoting our food products and homemade products in our own website page, to tell the customers about our amazing products. Try and get our business GREYS CODBOX. Out with word-of-mouth Direct marketing and sales Advertise our food range in Facebook twitter and other social media accounts. Poster’s flyers.  Encourage our customers to refer us to others. 
It is of little surprise then that so many business owners are attracted by the prospect of owning their own chippy. But with the rising cost of raw ingredients and competition from other fast-food outlets, finding a successful formula can be challenging.
One of the reasons for fish and chips’ enduring popularity, especially in the United Kingdom, is their affordability. Whilst dwindling fish stocks and other economic factors have pushed up the cost of the raw ingredients, there is still a decent profit per portion on fish and chips. The average portion of fish and chips costs £6.50 and gross profit margins are typically between 50% and 60%. Based on these figures, investors are starting to wake up to the opportunity presented by this market. Additionally, the industry is prime for a big brand to emerge with the industry is largely made up of independent shops. Owing to that, it is still best not to cut corners when it comes to accessing these ingredients. Cheap ingredients make a low-quality product. A lower quality product means fewer punters. Setting a price point for your fish and chips will depend on several factors including how much you’re spending on your lease/rent, the demographics of the area, and how much you can get ingredients for.
[bookmark: _Toc73884358]The HMRC report on the fish and chip industry states that businesses in the industry should expect gross profits of around 50 percent – where some achieve more.

To properly analyse the amount of money a shop can make, you have to also make an estimate of how many items each customer might typically buy. As part of the research, notice and compare it with what happens in other fish and chip shops. For example, you may estimate that, for every 20 customers who buy a portion of chips at £1.95*:
1. 4 will have fish or a similarly priced item @ £4.50 each = £18.00
2. 6 will have a pie or a similarly priced item @ £2.75 each = £16.50
3. 11 will have a soft drink @ £1.00 each = £11.00
4. 4 will have a hot drink @ £1.50 each = £6.00
5. 5 will have curry sauce @ £1.45 each = £7.25
6. 2 will have mushy peas @ £1.45 each = £2.90
7. 2 will have a buttered roll @ £0.65 each = £1.30
Based on the above estimates and prices, you would receive £39.00 from these 20 customers for the chips sold plus £62.95 for the other items, giving a total of £101.95. £101.95 divided by 20 customers = £$5.10 average ‘spend’ per customer.

Not everyone wants massive portions, but then again not everyone will enjoy smaller sizes. A lot of fish and chips shops offer several different portions sizes and ensure they have the fish and chip packaging to match so that it always looks well presented. Also, note that these are priced differently so that customers always feel like they are getting the best deal without you losing out on profits. All these also influence the profits a shop can generate.
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