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COLOMBIAN TASTE (COFFEE SHOP)
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1. [bookmark: _Toc15628633]Introduction
The objective of this paper is to put into practice the knowledge acquired in the entrepreneurial class during this term.
In this work we will create a business idea dedicated to coffee where a tasty cup of coffee will be offered in the traditional Colombian style, but more than a tasty coffee, Colombia taste wants to show, teach and make known a little more of the processes that they are made from the time the coffee is sown to reach each of the customers.
In this project it will also include market studies, financial and technical studies, mission and vision objectives of the company will be planted.
Colombia taste will not only be created with the aim of selling coffee, but it will be created as a space where the client can feel comfortable and after a long day of work can reach our place relax and share as friends a delicious cup of coffee.

2. [bookmark: _Toc15628634]Vision
(Alcazar, 2006) Says that the vision of a company is based on understanding the past and the present in order to project the future correctly.
Colombia taste coffee shop will be for the year 2021 a company positioned and recognized in London England for selling and offering its customers 100% Colombian coffee, other products derived from coffee and above all to sell a good experience to our consumers. 

3. [bookmark: _Toc15628635]Mission

(Druker, 2002) Based on Drucker and his hypothesis about the mission of a company, he states that the mission is a basis for the creation of strategies, the creation of work tasks and other plans, which makes one company different from another.
Colombia taste coffee shop has as mission the social and environmental responsibility, to have a good selection of the best coffee bean, good process conditions and above all to promote the Colombian culture with respect to the general coffee thus added value. 
4. [bookmark: _Toc15628636]Objectives and goals (Short, medium and long term).
(Blackburn, 2008) The objectives for the initiation of a business idea according to Blackburn are aimed at achieving the success of the company; the important thing of the objectives is to analyze the viability and opportunities that are available
Colombia coffee shop has the following objectives: 
Know if the consumers to whom our product is directed are willing to consume our product.
· Determine how much consumers are willing to pay for our product.
· To know if within the preferences of our consumers, it is to consume 100% Colombian coffee.
· Determine the frequency with which consumers acquire coffee.
the objectives will help us to solve hypostasis at the time of offering our option of markets that are coffee drinks based on 100% Colombian coffee, since being favorable the results of these objectives, our business idea would have an acceptance and a good possibility of positioning in the coffee market, through this information you would have a broader perspective where our market is directed.
[bookmark: _Toc15628637]4.1 Objectives short term (1year)
· Perceiving our products in an appropriate way by consumers or critics, while we take care of the taste, its presence and its smell to make it pleasant.
· Generate actions that allow us to identify the value of our products for customers, enabling them to return regularly for their breakfasts, lunches or even snacks.
· Respond to the needs of customers in a short period of time, fully guaranteeing your satisfaction in each of our actions and products.
· Have a nice place so that the clients can feel comfortable and enjoy the experience of our products.
[bookmark: _Toc15628638]4.2 Medium term (2-3 years)
· Create strategies that allow us to continue the economic objectives defined for each of the years.
· Strengthen our coffee product, creating new links of proximity between consumers and products.
· Recover the money allocated to the investment of the coffee business in the expected period of 3 years maximum.
· Offer a home delivery service for customers who cannot move to our place and thus make them reach our product door to door.
[bookmark: _Toc15628639]4.3 Long term (5-8 years)
· Try to build a commercial firm exportable to other regions of the country, which has and expandable business model. 
· Seeking to be able to ally ourselves with other companies dedicated to coffee to create great win-win relationships in which all parties benefit.
· Get our own lands, where we can grow own products, eliminating the need for intermediaries in our establishment.  
5. [bookmark: _Toc15628640]Selling proposition
(Berveke, 2011)Based on Berveke selling proposition, it is basically a proposal that the sales business makes and this makes it better than that of the competition. It is also a specific benefit that makes our customers have us as the first choice in choice.
The purpose of my product is to captivate each of the consumers with a delicious coffee flavor and aroma, and when their taste buds feel this 100% Colombian product, their mind leads them to take a trip through this culture, where despite Their adversities have always stood out for being a very comfortable country that welcomes all its tourist with open arms.
On the other hand the business will offer to client a coffee served in good condition, that more than a cup of coffee, it is an attractive cup of coffee (Artistic coffee). In my country we are very creative to attract customers and retain them. With my idea of ​​business I want to incorporate visual elements that contribute to make my coffee served in front of my clients' noses look more beautiful. An example of this would be to provide some charm with special wells for certain preparations or even, if I incorporate Take Away coffee services, I could invest in coffees or picturesque glasses that allude to my culture, giving more attraction to the drink. 
6. [bookmark: _Toc15628641]Market and competition
To get to know my competitors and my market, I started to identify opportunities that I have with my business, although it is difficult to start and more within an environment where the competition for coffee sales is great in London, specifically London Bridge, this point has more than 35 stores of coffee around it; But maybe if I manage to meet the needs of each of the clients I wouldn't have to worry about the competition. I have had the experience of having a cup of coffee in different stores, and I have also noticed that these companies only want to sell a product and that is something that gives me an advantage in terms of my market, since I more than offer a product I want offer my clients a pleasant space, for this to happen, I will train my employees so that they can provide excellent attention. In addition to adequate customer service, I will also train my work team so that they have all the knowledge to talk about our product with property.

[bookmark: _Toc15628642]Competitor 1 (Sheep, 2009)
	Name: Black sheep coffee
Address: 81 Southwark St, London SE1 0HX
Website: https://www.leavetheherdbehind.com/
	Average prices: the average price is between 2 pounds being the smallest cup of coffee up to 4 pounds

	Strengths:
· Further expansion in a short time.

	Weaknesses:
· little experience in the market


[bookmark: _Toc15628643]Competitor 2 (Costa, 2001)
	Name: Costa coffee shop 
Address: 3 Southwark St, London SE1 1RQ
Website: https://www.costa.co.uk/
	Average prices: the average price is between 2 pounds being the smallest cup of coffee up to 3.50 pounds

	Strengths:
· great trajectory in the market
	Weaknesses:
· bad customer service


[bookmark: _Toc15628644]Competitor 3 (House, 2005) 
	Name: Watch House Tower Bridge
Address: 37 Shad Thames, London SE1 2NJ
Website: https://www.thewatchhouse.com/portfolio-item/tower-bridge/ 
	Average prices: the average price is between 1.50 pounds being the smallest cup of coffee up to 4 pounds

	Strengths:
· only hire specialized baristas
	Weaknesses:
· long wait in customer service



In the London coffee market it has a wide range of competitors, in the previous table I rely on three competitors that are potential within my area. We can see that the price of coffee does not vary much between these three coffee shops, its price ranges between 2 and 4 pounds, the only thing that makes them different is that each one uses a different type of coffee. I also discovered that my competitor number 3 makes use of Colombian coffee in its products but this is not a product that is within its priority, which would not mean for my competence as to the type of coffee that I will use since inside From my business plan there is the possibility of using 100% Colombian coffee.
7. [bookmark: _Toc15628645]Market demand
It is the maximum volume of consumption that a product or service or product line could reach in a given period of time, so that all potential buyers became effective buyers with an adequate individual consumption rate (Finch, 2002).
n my business idea I want to first define the interests and needs of my clients when drinking a cup of coffee, after knowing their interests as consumers I will enter a price to my product based on the expectations of my consumer, unless higher demand price, of course, taking into account the prices of my competitors.
[bookmark: _Toc15628646]7.1 Demand determinants
[bookmark: _Toc15628647]7.1.2 Price 
I will do a market research where I will know the price of a cup of coffee according to my competition, and so I will make the decision to put a price on my product. Of course, without forgetting the law of demand at a lower price, higher demand, at a higher price, lower demand.
[bookmark: _Toc15628648]7.1.3 Population

Coffee has consumers in every corner of the world. The taste for this product grows and is gaining ground in the segment of other culturally traditional drinks such as tea in London. Coffee consumption has evolved more and more rapidly given the influence of information technologies, socio-economic changes in different countries, concern for health and sustainability, the growing purchasing power of the population that chooses products increasingly sophisticated and preference for brands that have a higher purpose. So here in the United Kingdom 70% of the population between 20 and 50 years old consumes a cup of coffee.
[bookmark: _Toc15628649]
7.1.4 Complementary or substitute goods

Although we know that coffee was not popular in the United Kingdom a few years ago, this tradition was not at all common for these people in this region the only hot drink they were used to was tea in all its presentations. Now with the passing of time the coffee was taking its popularity thus becoming a non-missing drink within the day to day of the British, little by little they were knowing this aroma and different flavours that were captivating them (BBC, 2014), That is why, although my business idea is based on offering the clutch a cup of 100% Colombian coffee, I have decided to have his second most consumed beverage in this country, thus making tea the substitute product of coffee in my business. For me it is important to have the consumer comfortable and that when I visit my store I always think in the foreground to come back again, even though my specialty is coffee, I will begin to know a little more about tea and its preparations.
8. [bookmark: _Toc15628650]Marketing goals

Taking (Bangs, 2004) “The marketing plan is the main instrument to direct and coordinate marketing efforts’’ According to the author, this plan has two parts, the first that is the strategic part, and that arises from an analysis that identifies the market opportunities, determines the target market and the value proposition that is going to generate the customer. The second part refers to the tactic, in which actions are raised concrete to market the product, promote it, determine its price, as well as its distribution channels.
8.1 [bookmark: _Toc15628651]What would the product look like
The product would be a rich rate of 100% Colombian coffee served in a colourful typical cup, alluding to its green landscapes and cress of all these hardworking people that make it possible for this coffee bean full of flavour to reach each of my clients. He would have a presentation in his three sizes large, medium and small; accompanied by a mini cookie also made from coffee and to surprise each coffee rate would be accompanied by an encouraging message that will brighten and fill every space of the day of positivism and my cups for coffee will be committed to the environment, since its preparation will be based on biodegradable materials that do not harm the planet.
[image: Image result for colombian coffee cups]        [image: Related image]            [image: Image result for cafe tipico de colombia]
8.2 [bookmark: _Toc15628652]Cost of the product
	COFFEES 
	Price/regular
	Price/large

	Espresso 
	2.00
	2.10

	Macchiato 
	2.70
	3.00

	Coffee shot
	0.50
	1.00

	Late 
	2.60
	2.90

	Flat withe 
	2.90
	3.40

	Americano
	2.20
	2.40

	Caramel macchiato 
	3.00
	3.15

	Coffee granite
	4.20
	4.35



8.3 [bookmark: _Toc15628653]Product distribution

Initially I will start with a coffee shop located in London Bridge where I will offer my 100% Colombian product and more than that a service where I can satisfy and teach a little about what my culture is. I will also have a door-to-door delivery service later in the same area where my store is located, all this in order to facilitate a bit of comfort suddenly those people who are working at the time and for any reason cannot approach Our store, we will provide this delivery service at no additional cost, only with the only commitment that when the customer receives a product, he will surprise us with a big smile and a big thank you.
9. [bookmark: _Toc15628654]Marketing strategy

Marketing strategies, is based on the actions carried out within an organization to achieve certain objectives related to the marketing plan that is within the business; One of these plans is based on how to publicize a new product, how to increase sales of the product and how to have a greater market share (Santesmases, 1990).
9.1 [bookmark: _Toc15628655]Product strategy

	OBJECTIVE:  
Increase the sale of 100% Colombian coffee by 50% by 2021

	STRATEGY PLANNING: 
Product development, seeks to increase the sale of 100% coffee looking for the way that our consumers know a little more about the culture

	TACTICAL DESCRIPTION:

	· Negotiations will be held with coffee producers in Colombia to begin import coffee from coffee brands, which offers products with different design attributes and Packaging to which currently offers several of our competition.
· Export gourmet Colombian coffees with attractive designs in their packages, which allow visually attract the buyers.
· Offer coffee guarantee and show the customer that our product is 100% Colombian, processed and cultivated with the best quality standards


9.2 [bookmark: _Toc15628656]Price strategy

	OBJECTIVE:  
Increase the participation of the Colombian Coffee Consumption channel

	STRATEGY PLANNING: 
Price Development; handle a standard price to a premium product.

	TACTICAL DESCRIPTION:

	· The door-to-door delivery service will be provided from Monday to Saturday from 6am to 9pm, with this tactics will be able to increase the participation of customers in our business thus increasing the sales goals that we have of our product.

· try to keep our prices almost equal to those of the competition because if our customers like our coffee they will not have any barrier in returning and consuming them again for the same price as that of the competition but with better flavour and attention to style Colombian





9.3 [bookmark: _Toc15628657]Square strategy

	OBJECTIVE:  
To enter the commercialization of coffee through the electronic market with the objective of increasing consumer participation in the market

	STRATEGY PLANNING: 
.Increase sales through a new distribution channel to reach an online segment

	TACTICAL DESCRIPTION:

	
· Use of technology (a computer application): This tool will allow customers to have easier and faster access to all products of coffee, where you can make various types of jobs, how to place orders, select the products and references, make orders know about your process and finally the payment without moving to any point of sale.
· The promotion and sale through social networks as a complementary ally to publicize and publicize all aspects related to the online coffee industry.




9.4 [bookmark: _Toc15628658]Promotion strategy

	OBJECTIVE:  
Increase consumer participation in the market

	STRATEGY PLANNING: 
it seeks to increase market share to through communication strategies that foster the consumer culture of Colombian coffee in potential customers

	TACTICAL DESCRIPTION:

	
· Events: An event will be held where consumers can try all the coffee products we offer in our store; in addition to this, they will be taught the product characteristics and different processes according to the kind of coffee.
· Event features: Different will be recreated environments of time of day, temperature, place and Coffee accompaniment. The place will be divided with
· different setting recreating each of the situations in which you can drink coffee in its different derivatives whether cold or hot; the clients You can take a tour of each of the environments so you have knowledge of which coffee it would suit them more on certain occasions.






10. Financial analysis
	Concept
	Expenses per month

	worker payments
	£15,450

	food expenses
	£6,200

	supplies
	£13,120

	total
	£34,770







	 
	sales estimate
	 
	 

	 
	Per day
	Per week
	Per month

	drinks
	220
	1320
	5280

	food (appetizers desserts)
	150
	900
	3600

	TOTAL
	370
	2220
	8880


[bookmark: _GoBack]
11. [bookmark: _Toc15628659]Conclusion
the realization of the business plan served as a guide for the future creation of my Colombian coffee shop, in this research of the development of my project it served as a planning tool where I could determine weaknesses, strength, threats, met several of my competitors and their processes, to plan a business plan structuring and turn off this defined administrative and operational aspects key to the development of this.
And finally, to make a business plan is the key to the success of any beginning of a new project and as for coffee we saw that this product has great market entry since it is a common product that consumes more than 70% of the population. After this research I am sure that by offering 100% Colombian coffee, offering a little knowledge of my culture and good attention is the key to growth and success.
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