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[bookmark: _Toc89118943]Executive summary

In this document, you'll find an outline for a new business venture. There are five partners in the Coffee Shop in London business venture, namely Cosmina, Elena, Adrian, Mark and  Jamal, although only myself and Jamal will be actively involved in the firm. The partners will contribute the majority of the $1 million startup cash, while the bank will give an extra loan. However, Parker Street in London is the setting, and the intended audience consists of Londoners with a middle and lower income. Students are also a part of this company's target audience. Business description, product description, marketing plan, location, competitor analysis; management and operations; staff; sales forecast; financial forecasts and risk assessment it will be incorporate in the essay.
[bookmark: Plan_of_the_business][bookmark: _bookmark1]Plan of the business
“A business plan for the coffee shop business in Parker Street, London. The proposed name of the coffee shop is” “Café del Mar”.

[bookmark: The_business][bookmark: _bookmark2]“The business	
[bookmark: Description_and_Strategic_context_of_the][bookmark: _bookmark3]Description and Strategic context of the business
[bookmark: Name_of_the_business][bookmark: _bookmark4]
Name of the business
The name of the business is” “Café del Mar”.

[bookmark: Objectives_of_the_business][bookmark: _bookmark5][bookmark: _Toc89118944]Objectives of the business

“The objectives and aims of this business are;

· To start and maintain a coffee and snack shop that caters are to the needs of the target clients.
· To provide clients with coffee that is both hygienic and delectable.
· Coffee should be sold at a reasonable price.”
· Profitability – This is one of the most important objectives of business. We normally setup business to achieve profits for its owner or shareholders. 
· Growth – Another important objective of business is to achieve growth. 
· Stability – Stability means continuity of business. An enterprise or business should achieve stability in terms of customer satisfaction, creditworthiness, employee satisfaction etc.
· Efficiency – An efficient or aggressive working environment. A business should always try to achieve the best in its field. 
· Survival – A business should have the capability to survive markets jolts or shocks. A business should be there with a vision of long-term existence.


Mission of the organisation
· Respect and dignity should be practised in the workplace at all times.
· Maintaining a diverse workforce is critical to the success of our company.
·  Ensure that our coffee is procured and delivered in the best possible condition
· Achieve a constant stream of ecstatic consumers.
·  Make a good impact on our communities and the environment. 
· Be aware of the importance of profitability for our long-term success.
[bookmark: Description_of_the_business][bookmark: _bookmark6]
Description of the business

A new Coffee Shop is the goal of this business strategy. Coffee and snacks will be available for a low price at this establishment. Food from India, Bangladesh, and China are among the many options available at London's many eateries and Coffee Shops. These restaurants cater to a variety of demographics. Many people are now looking for low-priced coffee and snacks because of the rising expense of life. As a result, there are a big number of people who are willing to pay a lower price for a cup of coffee. Customers who work around Parker Street are the focus of this coffee shop.

This coffee shop will remain open seven days a week, despite its primary demographic being office workers. This is the daily schedule of the company.

	“Days
	Opening time
	Closing Time

	Monday
	7 AM
	11 PM

	Tuesday
	7 AM
	11 PM


	Wednesday
	7 AM
	11 PM

	Thursday
	7 AM
	11 PM

	Friday
	7 AM
	11 PM

	Saturday
	7 AM
	11 PM

	Sunday
	7 AM
	11 PM”



[bookmark: Ownership][bookmark: _bookmark7]
There will be no time off for the employees of this restaurant because we are dedicated to providing our clients with high-quality coffee and snacks on a daily basis.

Ownership
[bookmark: Legal_form_of_the_business][bookmark: _bookmark8]Based on the ownership, this restaurant will be a joint venture. Cosmina, Elena and Jamal are the three people that will be participating in the competition. Cosmina and Jamal will be the most active members of this group. Both of the active partners have worked in the restaurant industry for around ten years. As a bartender and manager, they worked at a variety of restaurants for around ten years each. Two London-based colleges awarded diplomas in hospitality management, respectively. In this restaurant, both of the active partners are eager to demonstrate their competence. It is expected that each of the partners will contribute £160,000 in capital, totaling a total of 800,000.
Legal form of the business
[bookmark: Summary_of_the_start_up][bookmark: _bookmark9]Other firms do not have the same advantages as a partnership. (Beamish P. 2013) (Langton, D. and Campbell, A. 2011). As a result, this restaurant will be run by a group of five people. By obtaining a trading licence from the Municipality, this restaurant will be able to operate legally.
Summary of the start up

The partners will cover the entire start-up cost. Buildings, furnishings, and other ornamentation are included in the start-up costs.

[bookmark: Products_and_service][bookmark: _bookmark10]Products and service

What a restaurant serves to its customers is what it sells. This business will feature products that are made at home. There are three types of items available.
Coffee of various flavours

A wide variety of coffee is available. This Coffee Shop will serve a variety of coffees. Espresso (Short Black), Double Espresso (Doppio), Short Macchiato, Long Macchiato, Ristretto, Long Black (Americano), Café Latte, Cappuccino, etc. will be provided at this event..

Fast food items

Fast food products include burgers, sandwiches, rolls, cakes, pastries, pizza, desserts, samosas, and more. This product is aimed at people who enjoy eating quick food.
Drinks and juices

There will also be juice and other liquids. This contains a variety of fruit juices, cocktail juices, cold drinks, lassie, and several traditional British beverages. However, there may be a variety of additional products available dependent on consumer demand. Known for his ability to cook a wide variety of dishes, Jamal’s name is synonymous with quality. Customers are likely to flock to his establishment within a short period of time because of his reputation and the quality of his meals.
[bookmark: Market_analysis][bookmark: _bookmark11]Market analysis
[bookmark: Market_segmentation_and_target_market][bookmark: _bookmark12]A thorough examination of the market is a critical component of any business strategy. There is a thorough focus on the UK hospitality business in this Coffee Shop's market analysis. The UK hospitality business, one of the largest in the world, employs millions of people and contributes 13% of the country's overall revenue (Ham, C. and Humphries, R. 2017). In the foreseeable future, however, this impact is expected to grow even more (Gill, D. and Sgroi, D. 2012). In this section, we'll go through many aspects of the market study and marketing strategy.

[bookmark: _Toc89118945]Market segmentation and target market
[bookmark: Marketing_plan][bookmark: _bookmark13]Market segmentation is based on a person's age and how they live their life. People in the middle class, low-income workers, students, and tourists are our primary customers (Gilbert, C. and Eyring, M. 2015). People are looking for low-cost coffee and snacks at the office because of rising living expenses. As a result, there are a big number of people who are willing to pay less for food. This

Parker Street office workers are being targeted by the restaurant. As a result, our primary target market is middle- and low-income workers in a variety of organisations. This group of people is looking for food at a reasonable price but in a clean and sanitary setting. In London, there are too many of these folks. Middle-class society is an excellent target market for any sector because of its ever-growing population. So, this is the demographic that this firm is aiming to reach.

Marketing plan
[bookmark: Marketing_strategy][bookmark: _bookmark14]The start-marketing up's plan is the only plan that can help it succeed (Ham, C. and Humphries, R. 2017). So, here is a breakdown of the marketing plan's components:

[bookmark: _Toc89118946]Marketing strategy
[bookmark: Pricing_strategy][bookmark: _bookmark15]There is a lot of competition in the restaurant industry in the United Kingdom. There are countless restaurants and coffee shops in London, making it one of the world's most populous cities. To be successful, we need a strong and effective marketing strategy. Hygiene and the environment will be our primary priority. The phrase "Best coffee and snacks in a friendly setting" serves as the foundation of our business model. Again, we'll employ a variety of marketing tactics to attract our target audience.

[bookmark: _Toc89118947]Pricing strategy
[bookmark: Promotion_strategy][bookmark: _bookmark16]In terms of pricing, we'll use a tactic known as "market skimming pricing.". For the coffee and snacks, we will use this method to charge a cheap price. This pricing plan will help us reach the intended market of Londoners with moderate to low incomes, which is exactly who we want to sell to.

Promotion strategy
Creating promotional initiatives for a new business is essential (Mullins, J. and Walker, O. 2013). An effective promotional campaign can help restaurants stand out from the crowd in a highly competitive market. However, in this area of work, we'll be using social media, newspapers, and brochures to promote ourselves. Paid adverts will be placed on Facebook and Twitter in order to reach a specific demographic of clients. Paid adverts will also appear in a variety of newspapers and food magazines. The distribution of some leaflets can also be done to

the intended audience. In addition, there will be promotional reductions for clients in the beginning. Customers will be enticed with a 20% discount at the start of the week.

[bookmark: Location][bookmark: _bookmark17]Location
A popular business district in London, Parker Street is also home to several colleges. As a result, there are a lot of people on this street looking for coffee and other goodies. Furthermore, students spend much of their time socialising with other students. At other words, the firm will do well in the chosen location since it is suited to it. At the beginning of the month, it is expected that there would be 120 consumers every day.
[bookmark: Competition][bookmark: _bookmark18]
Competition
[bookmark: Star_Coffee_and_snacks][bookmark: _bookmark19]London's eateries and coffee shops face a fiercely competitive marketplace, as previously stated. Nearly nine eateries and coffee shops may be found on Parker Street. The following are the top nine competitors of the nine listed above:

[bookmark: _Toc89118948]Star Coffee and snacks
[bookmark: Indian_Bistro][bookmark: _bookmark20]This is a 5,000-square-foot restaurant that serves a wide variety of cuisines. There are a total of 25 employees at this company. Bangladeshi and Indian clients go to this coffee shop on a daily basis, and the proprietor is Bangladeshi. An annual turnover of £25 million has been achieved by this Coffee Shop in 2017. Market penetration pricing strategy is employed by the owner. Here, you may find Bangladeshi, Indian, Chinese, and British cuisines of all kinds.

Indian Bistro
[bookmark: Coffee_mania][bookmark: _bookmark21]
4,000 square feet is the size of this full-fledged coffee shop on Parker Street. The total number of employees is 22. It's a popular hangout among Indians, and the proprietor is from the country. An annual turnover of £19 million has been achieved by this Coffee Shop in 2017. There is a middle price, however food items can cost a lot of money. Here, you may find Bangladeshi, Indian, Chinese, and British cuisines of all kinds.

Coffee mania
Fast food and coffee establishment Coffee mania is located on Parker street. Despite its modest size, it employs an impressive eight people. This restaurant serves a variety of quick food, coffee, tea, and other beverages. This eatery brought around £12 million in revenue last year. Quality and price are in the middle range.
[bookmark: Management_and_operation][bookmark: _bookmark22]
Management and operation
[bookmark: Purchase][bookmark: _bookmark23]The operation will be carried out by both active partners. In the kitchen, my friend Jamal will be in control, and in management, myself will be in command. There are a number of management-related difficulties, including:

Purchase
[bookmark: Inventory][bookmark: _bookmark24]
I will be in charge of making purchases, to contact the supplier and make the purchase once I will be able to obtain the necessary list.

Inventory
[bookmark: Accounts][bookmark: _bookmark25]Jamal will be in charge of checking the inventory. He will examine the stock twice a day and once a week.

Accounts
[bookmark: Structure_of_the_organization][bookmark: _bookmark26]In order to keep track of the company's finances, the company will hire an accountant, and I will also keep an eye on the accountant's operations. In addition, both active partners will check the accounts monthly.

Structure of the organization

This will be a horizontally distributed company. Managing the company will be entrusted to two key members. Three supervisors will operate under two active partners. These three supervisors will be responsible for 15 employees.

Service Staff

Service Staff

Cooking Staff

Service Staff

Cooking Staff

Service Staff

Cooking Staff

Accountant

Service Staff

Cooking Staff

Marketing Staff

Service Staff

Marketing Staff

Service Staff

Cooking Staff
Supervisor - Marketing & Accounts
Supervisor - Service
Supervisor - Cooking
Cosmina active Partner
Jamal active Partner


Organogram of the “Café del Mar”

[bookmark: Management_team][bookmark: _bookmark27][bookmark: _Toc89118949]Management team

Myself & Jamal will be the active partners in the Café del Mar, and they will both be involved in the day-to-day operations. However, the overall management team is depicted in the diagram. Management or active partners have three supervisors.

[bookmark: Personnel][bookmark: _bookmark28]
Personnel
[bookmark: Risk_assessment_plan][bookmark: _bookmark29]Initially, the start-up will have a total of 15 employees, with three supervisors working under the partners. Jamal will supervise a staff of five cooks, all of whom will report to him. Another supervisor will be in charge of service, and he or she will have seven employees. The marketing and accounting supervisor will have two marketing staff and one accountant working under him. Us as partners will have to conduct a direct interview for each of these employees. Supervisors must have a minimum of five years of experience and a college degree in order to be employed. Other employees must have at least one year of experience and a diploma level education.

Risk assessment plan
In financial start-ups, there is always a degree of risk (Mullins, J. and Walker, O. 2013). Many hazards have been recognised in this industry, including the high competition, the need for constant financial assistance, and the difficulty of maintaining hygiene and quality, among others. Market demand is another potential issue. It is essential for a startup company to take all of these risks. A risk assessment plan is also important (Pride, W. 2017).
A monthly risk assessment meeting is part of the plan. This includes an assessment of the overall market risks. The risk assessment committee includes both partners and three supervisors. It is the responsibility of this committee to identify potential threats and take steps to mitigate them. This committee will take into account all of the risks of strong competition, the problem of preserving hygiene and quality, the flavour of food, etc. Partners are solely responsible for assessing and solving the risk of long-term financial support.

[bookmark: Financial_data][bookmark: _bookmark30][bookmark: _Toc89118950]Financial data
[bookmark: Sales_forecast][bookmark: _bookmark31]Sales forecast
The sales forecast for the first year is presented below -

	
	Total customer in Month
	Total sale in month (£)

	January
	2500
	19000

	February
	2700
	31000

	March
	2800
	30000

	April
	4000
	115000

	May
	3500
	135000

	June
	3500
	185000

	July
	5500
	1690000

	August
	4500
	210000

	September
	4000
	190000

	October
	6000
	250000

	November
	6000
	240000

	December
	6000
	332000

	Total
	58800
	2,000,000




This sales forecast is just a projection of the estimated demand. It can be higher or there can be variance in reality.

SWOT Analysis
Strengths:
Reasonable prices, wide variety of coffee and drinks, a lot of home-made treats

Weaknesses:
start-up costs, new business, no reputation

Opportunities:
launch new products, International markets Customization, Using of technology

Threats:
Large number of competitors, Medical research concerning the effects of caffeine, Uncertain suppliers.


Break even
[bookmark: Bibliography_&_References][bookmark: _bookmark34]A daily average of 120 consumers is expected. At least 40 customers a day with an average sale is required to break even. The breakeven point can be reached if there are 40 consumers a day who make an average transaction of $100. Assuming that each customer spends £10 on food, a daily average of 40 customers is needed to break even. However, according to our projections, the breakeven point will be readily met. However, the breakeven point is expected to take six months.
	
Cashflow statement
	
	Pre-Startup EST
	Jan-21
	Feb-21
	Mar-21
	Apr-21
	May-21
	Jun-21
	Jul-21
	Aug-21
	Sep-21
	Oct-21
	Nov-21
	Dec-21
	Total Item EST

	“Cash on Hand (beginning of month)
	400,000
	603,950
	805,900
	960,650
	1,094,125
	1,278,525
	1,487,475
	1,586,425
	1,790,375
	1,969,325
	2,190,275
	2,284,225
	2,488,175
	603,950

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	CASH RECEIPTS
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Cash Sales
	395,000
	393,000
	345,800
	324,525
	375,450
	400,000
	290,000
	395,000
	370,000
	412,000
	285,000
	395,000
	375,000
	3,917,525

	Collections fm CR accounts
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Loan/ other cash inj.
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	TOTAL CASH RECEIPTS
	395,000
	393,000
	345,800
	324,525
	375,450
	400,000
	290,000
	395,000
	370,000
	412,000
	285,000
	395,000
	375,000
	3,917,525

	Total Cash Available (before cash out)
	795,000
	996,950
	1,151,700
	1,285,175
	1,469,575
	1,678,525
	1,777,475
	1,981,425
	2,160,375
	2,381,325
	2,475,275
	2,679,225
	2,863,175
	4,521,475”

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	“CASH PAID OUT
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Purchases (All Purchases)
	75,000
	75,000
	75,000
	75,000
	75,000
	75,000
	75,000
	75,000
	75,000
	75,000
	75,000
	75,000
	75,000
	900,000

	Gross wages (exact withdrawal)
	49,000
	49,000
	49,000
	49,000
	49,000
	49,000
	49,000
	49,000
	49,000
	49,000
	49,000
	49,000
	49,000
	588,000”

	Payroll expenses (taxes, etc.)
	4,500
	4,500
	4,500
	4,500
	4,500
	4,500
	4,500
	4,500
	4,500
	4,500
	4,500
	4,500
	4,500
	54,000

	Outside services
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	24,000

	“Supplies (office & oper.)
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	10,000
	120,000

	Repairs & maintenance
	1,000
	1,000
	1,000
	1,000
	1,000
	1,000
	1,000
	1,000
	1,000
	1,000
	1,000
	1,000
	1,000
	12,000

	Advertising
	7,800
	7,800
	7,800
	7,800
	7,800
	7,800
	7,800
	7,800
	7,800
	7,800
	7,800
	7,800
	7,800
	93,600

	Car, delivery & travel
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	144,000

	Accounting & legal
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	30,000

	Rent
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	12,000
	144,000

	Telephone
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	500
	6,000”

	“Utilities
	1,785
	1,785
	1,785
	1,785
	1,785
	1,785
	1,785
	1,785
	1,785
	1,785
	1,785
	1,785
	1,785
	21,420

	Insurance
	2,965
	2,965
	2,965
	2,965
	2,965
	2,965
	2,965
	2,965
	2,965
	2,965
	2,965
	2,965
	2,965
	35,580

	Taxes (real estate, etc.)
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Interest
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	2,000
	36,000

	Other expenses (specify)
	8,000
	8,000
	8,000
	8,000
	8,000
	8,000
	8,000
	8,000
	8,000
	8,000
	8,000
	8,000
	8,000
	96,000

	SUBTOTAL
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	2,304,600

	TOTAL CASH PAID OUT
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	191,050
	2,304,600

	Cash Position (end of month)
	603,950
	805,900
	960,650
	1,094,125
	1,278,525
	1,487,475
	1,586,425
	1,790,375
	1,969,325
	2,190,275
	2,284,225
	2,488,175
	2,672,125
	2,216,875”

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	ESSENTIAL OPERATING DATA (non cash flow information)
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Depreciation
	2,550
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500
	2,500




[bookmark: _Toc89118951]



































Refereces


1. [bookmark: _Toc89118952]Ames, B.C., 1989. How to devise a winning business plan. The journal of business strategy, 10(3), pp.26-30.

2. [bookmark: _Toc89118953]Barrow, C., Barrow, P. and Brown, R., 2005. The business plan workbook. Kogan Page Publishers.

3. [bookmark: _Toc89118954]Burns, P., 1996. The business plan. In Small business and entrepreneurship (pp. 180-197). Palgrave, London.

4. [bookmark: _Toc89118955]Chen, X.P., Yao, X. and Kotha, S., 2009. Entrepreneur passion and preparedness in business plan presentations: a persuasion analysis of venture capitalists' funding decisions. Academy of Management journal, 52(1), pp.199-214.

5. [bookmark: _Toc89118956]Haag, A.B., 2013. Writing a successful business plan: An overview. Workplace health & safety, 61(1), pp.19-29.

6. [bookmark: _Toc89118957]Karlsson, T. and Honig, B., 2009. Judging a business by its cover: An institutional perspective on new ventures and the business plan. Journal of business venturing, 24(1), pp.27-45.

7. [bookmark: _Toc89118958]McKeever, M.P., 2018. How to write a business plan. Nolo.

8. [bookmark: _Toc89118959]Moestaffa, M.S.H., 2020. Fundamentals of Entrepreneurship (ENT300) Business Plan: Washoku Café.

9. [bookmark: _Toc89118960]Morozova, L., 2015. Business Plan for Pancakes and Crepes Cafe.

10. [bookmark: _Toc89118961]Nunn, L. and McGuire, B., 2010. The importance of a good business plan. Journal of Business & Economics Research (JBER), 8(2).

11. [bookmark: _Toc89118962]Pinson, L., 2008. Anatomy of a Business Plan: A Step-by-step Guide to Building the Business and Securing Your Company's Future. Aka associates.

12. [bookmark: _Toc89118963]Russell, R., Atchison, M. and Brooks, R., 2008. Business plan competitions in tertiary institutions: encouraging entrepreneurship education. Journal of Higher Education Policy and Management, 30(2), pp.123-138.

13. [bookmark: _Toc89118964]Schwetje, G. and Vaseghi, S., 2007. The business plan: how to win your investors' confidence. Springer Science & Business Media.



image3.png




image2.png




