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ELR Petite Patisserie & Coffee
Business Owners: Emma Gardner and Lexie Jones 

1. [bookmark: _Toc235009441][bookmark: _Toc235369247]Executive Summary

ELR Petite Patisserie & Coffee is a family-run mobile coffee and artisan patisserie business based in Bridgend and operating across the surrounding areas of South Wales. The business will operate as a partnership between Emma Gardner and Lexie Jones, trading from a fully equipped catering van. It will offer speciality coffee, freshly baked pastries and light refreshments at business parks, community markets, festivals, public events and private functions.
The target market includes office workers, commuters, students, families, event visitors and businesses requiring private or corporate catering. The business’s unique selling point is its ability to provide premium café-quality products in convenient mobile locations, supported by friendly, personalised customer service.
Marketing will focus on Facebook and Instagram, a business website, loyalty schemes, local partnerships and positive customer reviews. Income will be generated through regular weekday trading, markets, festivals and private catering bookings.
ELR Petite Patisserie & Coffee requires £32,000 in start-up funding, financed through a £20,000 business loan and £12,000 invested by the partners. The business is forecast to achieve first-year turnover of £100,000 and a provisional profit before partners drawings of approximately £25,600. It will reach cash break-even at approximately 42 customers per trading day, compared with forecast sales of approximately 64 customers per day.

2. [bookmark: _Toc235009442][bookmark: _Toc235369248]Introduction
[bookmark: _Toc235009443][bookmark: _Toc235369249]2.1 Business Idea
ELR Petite Patisserie & Coffee will provide speciality coffee, freshly baked pastries and light refreshments from a mobile catering van across Bridgend and South Wales.
Operating without fixed premises will reduce overheads and allow the business to respond to customer demand at different locations. The business will differentiate itself from national chains through premium products, mobile convenience and personalised service. 
The Welsh food and drink supply chain grew by 10% to a turnover of £24.6 billion in 2023, indicating opportunities for businesses offering convenient, high-quality products (Business Wales, 2024).
[bookmark: _Toc235009444][bookmark: _Toc235369250]2.2 Legal Status
The business will operate as a partnership, jointly owned by Emma Gardner and Lexie Jones. Both partners will share responsibility for decisions, management and profits.
[bookmark: _Toc235009445][bookmark: _Toc235369251]2.3 Ownership and Management
Emma will manage administration, finance, marketing, supplier relationships and compliance. Lexie will oversee food preparation, customer service, stock control and daily van operations. 
[bookmark: _Toc235009446][bookmark: _Toc235369252]2.4 Products and Services
The menu will include speciality coffee, espresso-based drinks, tea, hot chocolate, artisan pastries and light refreshments. Vegetarian, vegan and gluten-free options will be offered where practical. 

3. [bookmark: _Toc235009447][bookmark: _Toc235369253]Operations
[bookmark: _Toc235009448][bookmark: _Toc235369254]3.1 Income Streams:
Revenue will be generated through weekday trading at business parks, community markets, festivals and private events. This reduces reliance on one customer group and helps balance seasonal changes in demand.
	Income Stream
	Estimated Annual Income

	Business parks and office locations
	£40,000

	Community markets
	£15,000

	Festivals and public events
	£25,000

	Private catering and events
	£20,000

	Total Estimated Revenue
	£100,000



[bookmark: _Toc235009449][bookmark: _Toc235369255]3.2 Locations, Premises and Equipment:
Essential equipment will include:
· Commercial espresso machine
· Professional coffee grinder
· Refrigeration units
· Heated and chilled display cabinets
· Food preparation equipment
· Hand-washing facilities
· Fresh and wastewater tanks
· Contactless card payment system
· Storage cupboards
· Generator or electrical hook-up where required
[bookmark: _Toc235009450][bookmark: _Toc235369256]3.3 Production and Distribution Processes:
Pastries will be prepared daily or obtained from approved suppliers. Stock will be checked and transported according to food-safety requirements.
Before trading, food will be placed in appropriate displays and coffee equipment checked. Drinks will be prepared to order, and environmentally responsible packaging will be used where practical.
After trading, equipment will be cleaned, stock reviewed and sales recorded to improve ordering and reduce waste.
[bookmark: _Toc235009451][bookmark: _Toc235369257]3.4 People, Staff and Suppliers:
The business will initially be operated by Emma Gardner and Lexie Jones. Responsibilities are outlined in section 2.3.
Reliable suppliers will provide coffee, dairy products, pastries and packaging. South Wales suppliers will be prioritised where practical to support freshness and reduce transport costs.
[bookmark: _Toc235009452][bookmark: _Toc235369258]3.5 Systems and Processes
Customers will order freshly prepared food and drinks and pay by cash, card or contactless payment. Loyalty cards and online reviews will encourage repeat business.
For private and corporate bookings, Emma or Lexie will confirm the date, location, guest numbers, menu and dietary requirements before issuing a quotation. A deposit will secure the booking, with the remaining balance paid by the agreed date.
Administrative systems will include digital bookkeeping, stock management, supplier ordering and social media scheduling. 
[bookmark: _Toc235009453][bookmark: _Toc235369259]3.6 Health and Safety, Legal Compliance:
The business will use a HACCP-based food safety system and maintain temperature, cleaning and food-storage records (Food Standards Agency, 2023). Risk assessments will be completed for each location, and both partners will follow food hygiene and safe-working procedures. Appropriate insurance will also be maintained. 
[bookmark: _Toc235009454][bookmark: _Toc235369260]3.7 Licences, Registrations and Insurance Required:
Before trading, the business will require:
· Registration as a food business with the local authority at least 28 days before trading begins.
· Level 2 Food Safety and Hygiene certificates.
· Public liability insurance.
· Vehicle insurance for business use.
· Street trading consent where required.
· Gas and electrical safety certification for catering equipment.
· Waste disposal arrangements through an approved contractor where required.


[bookmark: _Toc235009455][bookmark: _Toc235369261]4. Marketing
[bookmark: _Toc235009456][bookmark: _Toc235369262]4.1 Market Research
Bridgend is located between Cardiff and Swansea and contains busy retail areas and several business parks (Bridgend County Borough Council, 2026). The county borough has approximately 148,700 residents, alongside commuters and visitors (Office for National Statistics 2021). The business will target customers around selected trading locations, markets and events rather than the entire population.
[bookmark: _Toc235009457][bookmark: _Toc235369263]4.2 Target Market
The target market includes:
· Office workers purchasing breakfast and lunch refreshments.
· Commuters looking for premium takeaway coffee.
· Students seeking affordable food and drinks.
· Families attending community events and markets.
· Visitors to festivals and events.
· Businesses requiring catering for corporate events.
[bookmark: _Toc235009458][bookmark: _Toc235369264]4.3 Marketing Objectives
During the first year, the business aims to:
· Build brand awareness in Bridgend and surrounding areas.
· Achieve at least 2,500 combined followers across Facebook and Instagram.
· Secure ten regular weekday trading locations.
· Attend at least 30 community events, markets and festivals.
· Encourage repeat business through a customer loyalty scheme and positive online reviews.
[bookmark: _Toc235009459][bookmark: _Toc235369265]4.4 Marketing Strategy

	Activity
	Purpose

	Facebook and Instagram
	Promote products and locations

	Website
	Menus and bookings

	Loyalty card
	Encourage repeat customers

	Local partnerships
	Build awareness

	Events
	Reach new customers




[bookmark: _Toc235009460][bookmark: _Toc235369266]4.5 Unique Selling Point (USP)
ELR Petite Patisserie & Coffee will combine premium speciality coffee and artisan pastries with the convenience of mobile trading. Its family-run service, flexible locations and use of local suppliers will distinguish it from fixed-location competitors.

[bookmark: _Toc235009461][bookmark: _Toc235369267]4.6 PESTLE Analysis

	Factor
	Impact on the Business
	Response

	Political
	Food hygiene regulations and employment legislation must be followed.
	Maintain compliance through training and inspections.

	Economic
	Rising food and fuel costs could reduce profit margins.
	Monitor suppliers, review pricing regularly and minimise waste.

	Social
	Increasing demand for premium coffee and artisan food.
	Offer high-quality products and dietary alternatives.

	Technological
	Customers increasingly prefer contactless payments and online engagement.
	Accept cashless payments and maintain an active social media presence.

	Legal
	Compliance with food safety, allergen and licensing regulations is essential.
	Follow all legal requirements and maintain appropriate documentation.

	Environmental
	Customers are becoming more environmentally conscious.
	Use recyclable packaging where practical and reduce food waste through careful stock management.


[bookmark: _Toc235009462]
[bookmark: _Toc235369268]4.7 SWOT Analysis

	Strengths
	Weaknesses

	Mobile business with lower overhead costs.
Premium coffees and artisan pastries.
Flexible trading locations.
Family-run customer service.
	Limited trading space within the catering van.
Business initially dependent on two owners.
Weather may affect some outdoor trading.
Limited brand recognition during the first year.

	Opportunities
	Threats

	Growing demand for speciality coffee.
Expansion into corporate catering.
Attendance at festivals and large events.
Partnerships with local businesses.
	Competition from established coffee chains.
Rising ingredient and fuel costs.
Poor weather affecting outdoor events.
Changes in consumer spending during economic uncertainty.



The main risks are rising costs, competition and poor weather, while demand for premium products provides growth opportunities.
Diversified income streams and regular price reviews will help manage identified threats.
[bookmark: _Toc235009463][bookmark: _Toc235369269]4.8 Competitor Analysis

	Competitor
	Regular Latte Price
	Strengths
	Weaknesses
	ELR Petite Patisserie & Coffee
	

	Aroma Cafe
	£3.50
	Local independent cafes with loyal customers
	Fixed location
	Offer similar quality with the added convenience of a mobile service
	

	Greggs
	£2.40
	Low price and convenience 
	Less personalised service and limited artisan range
	Compete through premium coffee, artisan pastries and customer service rather than price.
	

	Costa Coffee
	£4.40
	Well-known brand and extensive menu
	Higher price and less personalised service
	Offer comparable quality with a more personalised experience
	

	Starbucks
	£4.70
	Premium international brand
	Highest price among those compared
	Position ELR as a premium but more affordable alternative
	

	
	
	
	
	
	



ELR will charge £3.80, positioning it above value-led competitors but below major premium chains while offering mobile convenience and personalised service.

5. [bookmark: _Toc235009464][bookmark: _Toc235369270]Revenue and Pricing Strategy
5.1 [bookmark: _Toc235009465][bookmark: _Toc235369271]Pricing Strategy
Prices reflect local competitor rates, ingredient and packaging costs, operating expenses, customer demand and required profit margin.
5.2 [bookmark: _Toc235009466][bookmark: _Toc235369272]Product Pricing 

	Product
	Menu Price

	Latte
	£3.80

	Espresso
	£2.80

	Americano
	£3.20

	Cappuccino
	£3.80

	Mocha
	£4.00

	Hot Chocolate
	£3.80

	Tea
	£2.50

	Butter Croissant
	£2.95

	Filled Croissant (e.g. Almond or Chocolate)
	£3.95

	Danish Pastry
	£3.25



6. [bookmark: _Toc235009467][bookmark: _Toc235369273]Financial Information
6.1 [bookmark: _Toc235009468][bookmark: _Toc235369274]Start-up Costs

	Item
	Estimated Cost (£)

	Used catering van (converted)
	£18,000

	Commercial espresso machine
	£4,500

	Coffee grinder
	£700

	Refrigeration/display cabinet
	£1,200

	Generator/electrical equipment 
	£1,000

	Water tanks & sink installation
	£500

	Initial stock (coffee, pastries, milk, cups etc.)
	£1,500

	Card payment machine
	£150

	Branding & vehicle signage 
	£800

	Food Hygiene & Barista Training
	£500

	Street trading licences & registrations
	£300

	Website & social media setup
	£500

	Contingency fund
	£2,350

	Total start-up cost
	£32,000



Start-up funding of £32,000 will consist of a £20,000 business loan and £12,000 invested equally by the partners.

6.2 [bookmark: _Toc235009469][bookmark: _Toc235369275]Turnover
Annual turnover of £100,000 requires average sales of approximately £417 per trading day, or 64 customers spending £6.50 each.

6.3 [bookmark: _Toc235009470][bookmark: _Toc235369276]Cash Flow Forecast
		
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec
	

	Income
	
	
	
	
	
	
	
	
	
	
	
	
	

	Business Loan
	20,000
	
	
	
	
	
	
	
	
	
	
	
	

	Owner Investment
	12,000
	
	
	
	
	
	
	
	
	
	
	
	

	Sales Revenue
	6,500
	6,800
	7,500
	8,000
	8,500
	9,000
	10,500
	10,500
	8,500
	8,000
	7,200
	9,000
	

	Total Inflows
	38,500
	6,800
	7,500
	8,000
	8,500
	9,000
	10,500
	10,500
	8,500
	8,000
	7,200
	9,000
	

	Outflows
	
	
	
	
	
	
	
	
	
	
	
	
	

	Start-up costs
	32,000
	
	
	
	
	
	
	
	
	
	
	
	

	Stock/cost of sales
	1,950
	2,040
	2,250
	2,400
	2,550
	2,700
	3,150
	3,150
	2,550
	2,400
	2,160
	2,700
	

	Fuel
	300
	350
	400
	450
	500
	550
	650
	650
	500
	450
	350
	450
	

	Insurance
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	

	Marketing
	200
	150
	150
	200
	200
	250
	300
	300
	200
	200
	150
	200
	

	Loan Repayment
	380
	380
	380
	380
	380
	380
	380
	380
	380
	380
	380
	380
	

	Miscellaneous
	250
	250
	250
	250
	250
	250
	250
	250
	250
	250
	250
	250
	

	Other Operating Expenses
	1,800
	1,800
	2,000
	2,100
	2,300
	2,500
	3,000
	3,000
	2,400
	2,200
	2,100
	2,340
	

	Total Outflows
	36,980
	5,070
	5,530
	5,880
	6,280
	6,730
	7,830
	7,830
	6,380
	5,980
	5,490
	6,420
	

	Opening balance
	0
	1,520
	3,250
	5,220
	7,340
	9,560
	11,830
	14,500
	17,170
	19,290
	21,310
	23,020
	

	Net Cash Flow
	1,520
	1,730
	1,970
	2,120
	2,220
	2,270
	2,670
	2,670
	2,120
	2,020
	1,710
	2,580
	

	Closing Balance
	1,520
	3,250
	5,220
	7,340
	9,560
	11,830
	14,500
	17,170
	19,290
	21,310
	23,020
	25,600
	




	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	


Sales are forecast to peak during spring and summer events, decline during autumn and rise again in December through seasonal events and private bookings.
6.4 [bookmark: _Toc235009471][bookmark: _Toc235369277]Forecast Annual Income and Expenditure

	Item
	                 Annual (£)

	Sales Revenue
	100,000
	

	Cost of Sales (ingredients, packaging, milk etc)
	30,000
	

	Gross Profit
	70,000
	

	Fuel
	5,600
	

	Insurance
	1,200
	

	Marketing
	2,500
	

	Loan Repayments
	4,560
	

	Miscellaneous Expenses
	3,000
	

	Other Operating Expenses
	27,540
	

	Forecast cash surplus
	25,600
	



Other operating expenses include pitch fees, vehicle costs, utilities, transaction fees, accountancy, software, cleaning, waste disposal, repairs and training.
Full loan repayments are included because this is a cash-expenditure forecast; only loan interest would normally be included in a formal profit and loss account. Partners’ drawings are excluded and will depend on available profit and working-capital requirements.
6.5 [bookmark: _Toc235009472][bookmark: _Toc235369278]Cash Break-even Analysis

	Item
	Figure
	

	Annual Fixed Cash Expenditure
	£44,400
	

	Average Customer Spend
	£6.50
	

	Approximate Variable Cost per Sale
	£2.00
	

	Contribution per Customer 
	£4.50
	

	Break-even Customers per Year
	9,867
	

	Break-even Customers per Day (240 trading days)
	42
	

	Planned Customers per Day
	64
	

	Ideal Customers per Day
	75
	

	Maximum Daily Capacity
	100
	

	
	
	



The business will break even at approximately 42 customers per trading day. Forecast sales of 64 customers per day indicate that the business should operate profitably during its first year.

7. [bookmark: _Toc235369279]Conclusion

ELR Petite Patisserie & Coffee appears to be a viable mobile business due to its lower overhead costs, flexible trading locations and varied income streams. Market and competitor research suggests that there is demand for competitively priced premium coffee and artisan pastries across Bridgend and South Wales.
The business is forecast to achieve annual turnover of £100,000 from approximately 64 customers per day and an average spend of £6.50, above the estimated cash break-even requirement of 42 customers. Success will depend on controlling costs, securing suitable locations and building brand awareness. Future growth opportunities include private catering, corporate bookings, festivals and an expanded product range.

8. [bookmark: _Toc235009473][bookmark: _Toc235369280]Appendices
[bookmark: _Toc235009474][bookmark: _Toc235369281]Appendix A: CV of Emma Gardner
Emmag1302@hotmail.com
07369259240

Energetic, professional, efficient, reliable, and skilled at working with a diverse group of people for over 20 years.   
I have strong communication, organisation, support, and relationship building skills. I possess strong multi-tasking skills, with the ability to simultaneously manage various projects, people, and schedules.
 
Work Experience 

St Brides Primary School
Support Worker – Early Learning and Childcare
08/01/24 - 22/03/24
My role was to take care of young children, playing, caring for them and making sure they are learning and developing.
Provide guidance and encouragement for individuals to learn and practice life skills.
Reasons for leaving is that I was moving home from Scotland.
(Reference available upon request)

MGC Remedial
Admin Assistant
04/06/2020 - 10/11/2022
Working from home, I would help with any relevant admin work that would be required, complete various paperwork and take/make calls. This role was on an as and when needed basis, helping friends with their new business venture. It worked well as I could work in my own time whilst having deadlines to meet for the company, I could still care for my daughter.
Reasons for leaving is that a more permanent office-based role was required which didn't suit my requirement. 


Seren Support
Support Worker 
01/02/2017-30/10/2019
My role here was to assist elderly and vulnerable adults within their own homes. My duties would vary from assisting them with personal care, prepare meals and drinks, administrate medication if needed and provide emotional support for the client and family. I would also have to promptly record all visits making sure all the necessary information was logged.
Unfortunately, I injured my back and was unable to continue in this role.


M&M Catering
Admin Assistant
10/07/2014-20/11/2017
This was a small family run business where we hired and sold catering equipment, glassware and crockery for various functions. I would liaise with the customer, taking all the relevant information needed to provide a tailor-made quote. I’d take payments, produce a bill and provide the stock department with order requirements ready for delivery.
This role was terminated as the owner became unwell and so the workload was reduced. 

T-Mobile Call Centre
Customer Service and Sales assistant
02/07/2009-09/09/2011
I was a customer service operator where I would receive calls regarding all mobile related enquiries. I would deal with customers contracts, bills and upgrades.
Unfortunately, I had to leave this role due to a back condition I was struggling with where I later went on to have surgery.

 
LTSB Banking
Customer Service Operator
01/09/2007-30/06/2009
Assist callers with banking needs whilst meeting daily deadlines to meet by hitting targets set, for example loan, credit card and home insurance applications. I actual won an award for here for completing the highest ever mortgage application. 
I left here due to being pregnant with my eldest daughter, I’d moved away from the area and was finding commuting extremely difficult.

DWP 
Switchboard Operator
10/07/2004-12/08/2007
Working with a small team I managed we would be the first point of contact for all DWP related calls. These calls would consist of new benefit applications, appointments in various jobcentres and payment enquiries. I would deal with many irate callers however; I would calmly assist in any way I could to resolve the matter. This was an extremely demanding job, working under pressure as we would receive a high call volume each day.
I left this role due to the department closing.


Berry Smith Solicitors
Office Junior
30/01/2004-30/06/2004
Here I worked as an office junior assisting the solicitors with their daily needs, for example delivering the mail to all the relevant people, photocopying and general admin assistance. I would also cover reception when needed where I’d be required to take messages and make appointments. I would also deal with clients face to face when attending appointments including mediation where I’d offer any support if needed. I would also oversee the banking where I would be trusted to take large sums of money to be deposited.
Sadly, I left here due to being treated quite poorly by one of the partners, as a young 17-year-old girl I found the environment extremely distressing and therefore resigned as nothing was being resolved.


Argos
Christmas Temp
01/11/2003-10/01/2004
I took this position after leaving school, I worked as part of a team in the stock room gathering and distributing orders. I also worked on the customer service desk, serving, helping with orders, refunds and the purchasing of gift cards.
I left as it was only a temp position.


Education 
I attended Ysgol Gyfun Llanhari in 2003 where I received the following GCSE grades:

English - A
Welsh – A
Maths – B
Science – C
Child Development – C


Additional Information
Full clean driving license.  
I am fluent in Welsh.
I’m very outgoing, friendly and sociable.
I love the outdoors.  
I have also done voluntary work for charities and at my children’s schools helping with reading and any events and fetes.
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