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 Reflection (Gibbs' Reflective Cycle)
Description
This reflection is based on the development of Caven Caffee, a proposed premium independent coffee shop located in London. The purpose of the business plan was to evaluate the feasibility of the business idea by applying key business planning tools, including SMART objectives, a Unique Selling Proposition (USP), SWOT analysis, competitor analysis, market segmentation, the 4Ps of Marketing and financial planning. Throughout the project, I used academic literature alongside industry information to support my decisions and ensure that the business plan was realistic and evidence-based.
Feelings
At the beginning of the project, I found the task challenging because developing a complete business plan required combining several business theories into one coherent strategy. Although I understood concepts such as SWOT analysis and the marketing mix from lectures, I initially found it difficult to apply them to a real business idea. I was particularly unsure about producing realistic financial forecasts and selecting appropriate competitors for Caven Caffee. As I progressed through the assignment, I became more confident because I realised that each section was connected. Completing one part of the business plan helped inform the next, making the overall business concept clearer and more realistic.
Evaluation
Looking back, I believe the strongest aspect of the business plan was creating a business concept with a clear market position. Instead of competing directly with large coffee chains on price, I positioned Caven Caffee as a premium coffee shop offering ethically sourced specialty coffee, personalised customer service and a welcoming environment. Developing the SWOT analysis helped me recognise that these factors could become competitive strengths, while also highlighting challenges such as limited brand awareness and high operating costs during the early stages of the business.
Another important achievement was identifying a specific target market rather than attempting to appeal to everyone. By selecting students, young professionals and remote workers as the primary customer groups, I was able to justify several strategic decisions, including the premium pricing strategy, the choice of a central London location and the use of Instagram, TikTok and loyalty programmes as the main promotional tools. This demonstrated that marketing decisions should be based on customer needs rather than assumptions.
The financial planning section was the most challenging part of the assignment. Because Caven Caffee is a proposed business, there was no historical financial information available. To overcome this challenge, I researched typical start-up costs for independent coffee shops and developed realistic assumptions for equipment, rent, staffing and monthly revenue. This enabled me to estimate a start-up investment of approximately £70,000 and forecast that the business could reach break-even within 10 to 12 months. Although these figures remain estimates, they provided a practical assessment of the business's financial viability.
Analysis
The most valuable lesson I learned is that a successful business idea requires much more than creativity. Before completing this assignment, I believed that offering excellent coffee would be enough to attract customers. However, developing Caven Caffee showed me that long-term business success depends on integrating marketing, operations and financial planning into one coherent strategy. This supports Burns (2022), who argues that entrepreneurship requires careful planning alongside innovation.
One of the most significant insights gained from this project was understanding how business decisions influence one another. For example, choosing a premium positioning affected almost every element of the business plan. It influenced the products offered, the pricing strategy, the interior design of the café, the target customers and even the online marketing approach. Selecting students, young professionals and remote workers as the target market also justified promoting the business primarily through Instagram, TikTok and digital loyalty programmes, as these platforms are widely used by these customer groups. This demonstrated that successful marketing is based on understanding customer behaviour rather than simply promoting products (Kotler and Keller, 2022).
Another important learning point came from the competitor analysis. Initially, I considered competing directly with Starbucks and Costa Coffee on price. However, comparing their strengths and market position made me realise that this would not be a sustainable strategy for a new independent business. Instead, I repositioned Caven Caffee by focusing on premium quality, sustainability and personalised customer service. This decision strengthened the company's USP and created a clearer competitive advantage.
The financial planning process also improved my analytical thinking. Rather than selecting random financial figures, I learned the importance of making logical assumptions supported by research. Estimating start-up costs, monthly operating expenses and projected revenue showed me how financial planning determines whether a business idea is commercially realistic. It also highlighted the importance of balancing ambition with financial sustainability.
Conclusion
Overall, developing Caven Caffee significantly improved my understanding of business planning by demonstrating how different business functions work together to create a viable organisation. The assignment strengthened my ability to apply business theories to a practical situation rather than simply describing them. It also improved my research, critical thinking and decision-making skills. If I were to develop this business idea further, I would strengthen the business plan by collecting primary research through customer surveys and interviews. This would provide more reliable evidence to support marketing decisions and improve the accuracy of financial forecasts.
Action Plan
If Caven Caffee were developed into a real business, my next step would be to conduct detailed market research with potential customers to validate the proposed concept and identify changing consumer preferences. I would also develop a more detailed financial plan, including cash flow forecasts, sensitivity analysis and contingency planning, to prepare for unexpected changes in operating costs or customer demand. Furthermore, I would establish partnerships with local suppliers to strengthen the café's sustainability strategy and continue expanding digital marketing activities through customer loyalty programmes and social media engagement.
Overall, this project has increased my confidence in applying business planning tools to real-world situations. More importantly, it has shown me that successful entrepreneurship requires continuous learning, critical evaluation and evidence-based decision-making rather than relying solely on a good business idea.
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