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[bookmark: _Toc512518106]Introduction:
An entrepreneur is a person who does not work as an employee under the management of some other organization but focus upon starting his own business in order to achieve more revenue and success (Kirzner, 2015). Moreover, he also takes risks that are calculated in nature and creates jobs in the economy of the country where the business operates. In the modern economy the entrepreneurs are viewed as the innovators bringing in new services or products through their business and also are seen as a foundation of innovative ideas.
This assignment will describe an entrepreneurial idea which is related to starting up a new business in Kingsbury in London.
[bookmark: _Toc512518107]The Business Description:
The main business idea that is focused upon in this assignment is development of an Indian restaurant in Kingsbury due to the fact that Kingsbury is a place where the Asian population is huge and there is demand for the curry houses. It is a restaurant that will cater Bengali cuisine to the customers of the organization under the name of “Heart of Bengal” and not only that, a wide range of other dishes can also be found in the restaurant alongside that. Moreover, there will be facility provided to the customers for takeaways and will also provide proper seating arrangements with a capacity for 50 or more at a time. Furthermore, there will also be options provided for three course meals to the customers. Though the place is currently populated by Asian restaurants, there is still demand of curry houses and as per BBC, the annual turnover of Indian restaurants in UK was £ 2.5 billion in 2016 and the demand for the Indian curry houses in Britain is still high ("www.bbc.co.uk", 2018). This is due to the fact that Kingsbury is located in London and there is major Asian population situated in the place as well as offices which looks for decent food from the curry houses. Moreover, the demand for Indian food is also rising in the society of London due to the huge Asian population and thus it has helped the entrepreneurs to come up with the idea of setting up the business in Kingsbury in London.
[bookmark: _Toc512518108]Main Analysis:
The main analysis is concerned with finding out the opportunities for the new restaurant in the UK Kingsbury market and for the purpose of conduction of the analysis, the marketing environment analysis will be done along with conduction of financial analysis and operational analysis which will help the restaurant to understand the condition and set up the business in an efficient manner.
[bookmark: _Toc512518109]Financial Analysis:
[bookmark: _Toc512518110]Sources of Funding:
For the purpose of funding the business there are a few sources that have been identified by the business and they have been mentioned below:
Personal Savings:
The founder of “Heart of Bengal” can make use of personal savings for commencing the business and using this particular source of finance has its own advantage due to the fact that the owner is not liable to anyone to pay debts or interest upon the money.
Long term loan:
Financial institutions like bank can provide long term loan for incorporation of the restaurant and the owner can make investment in the business with the help of this money (Burns, 2016). But this source of finding has its own disadvantage that the business is liable to pay the borrowed amount of money as well as the interest that will be generated for the time period for which the money has been borrowed.
Family and Friends:
The family and friends can also help the business by funding and this source has its advantage that the money can be borrowed from the friends and family without paying them interest but the disadvantage of this source is that if the business is at loss, the owner will be unable to return the money and thus will lose his repute (Smith et al., 2011).
[bookmark: _Toc512518111]Structure of Funding:
Cost of start-up:
	Components
	Amount of Funding

	Leasehold Premise
	£ 80,000

	A3 License
	£ 20,000

	Industrial Refrigerators
	£ 1,300

	Dishwasher
	£ 1,250

	Six Burner
	£ 1,950

	Microwave
	£ 350

	Kitchen build up cost
	£ 10,500

	Restroom
	£ 3,000

	Chairs and tables
	£10,500

	Refrigerated and heated merchandisers
	£ 3,800

	Total
	£ 1,32,650



Staffs and Payrolls:
	Designation
	Amount of Pay (Weekly)

	Manager
	£ 400

	Assistant Manager
	£ 340

	Staff Supervisor
	£ 300

	Sales Assistants (12)
	£ 1560

	Master Chief
	£ 1750

	Kitchen assistants (6)
	£ 1800

	Total
	£ 6150



[bookmark: _Toc512518112]Marketing Environment Analysis:
For the purpose of running the business in a successful manner it is very significant to indentify the internal and external business environment of the company (Hitt et al., 2012). Below it has been identified with the help of SWOT analysis and Porter’s five forces analysis.
[bookmark: _Toc512518113]Internal environment analysis:
The internal environment analysis is the calculation of the internal forces of the business environment which helps in determining the internal capability of the firm.
SWOT Analysis:
	Strength
	Weakness

	· The first and foremost strength of “Heart of Bengal” is that it is an Indian restaurant and there is huge demand of Indian restaurant in the UK market.
· Moreover, strength of the restaurant can be it will be opened in Kingsbury where the population of the Asians is high and this will help them to earn huge revenue by selling quality products.
	· There are a number of Asian restaurants in London and though there is huge demand in Kingsbury for Indian curry restaurants, the market is very much saturated (Lee et al., 2012).
· The cost of operations in London is very high as compared to other cities of UK

	Opportunity
	Threats

	· Not only in London, the demand for Asian restaurant is high in other parts of UK as well due to the fact that there are lots of Asian in the country and expanding their business in other parts of the cities can be found as an opportunity.
· During the future, they can increase their menu options and they should really consider this option as Asian menu items are large in number and India itself has more than 3000 recipes of tasty foods.
	· The threat can come from the outside competition in the market as there are a huge number of Asian restaurants situated in Kingsbury area of London and it can cause potential harm to the business.
· Moreover, people in UK are concerned about their health and they are avoiding fast food in order to take care of their wellbeing and thus it can also act as a threat for the restaurant if they serve fast food in future. 



[bookmark: _Toc512518114]External Environment Analysis:
Porter’s Fiver Forces:
Threat of New Entrants:
In Kingsbury, due to number of offices present, the threat of new entrants are high in the market and due to the fact that the businesses in the London market can high revenue, the new entrants are attracted towards the business and thus it can act as a threat for the business (Jarillo, 2013).
Threat of Substitutes:
[image: Image result for porters five forces]There are huge number of substitute products in the market and other than Asian cuisine, there are Mediterranean cuisine and various other type of cuisine that can act as substitute products. Moreover, other restaurants that are serving Asian and Bengali cuisine in the market can act as a threat for the company which have the potential to substitute the products of the company in the market. 
Bargaining power of the customers:
Due to the number of restaurants present in Kingsbury that are of Asian origin, it will increase the bargaining power of the customers if the products are priced high. But as Bengali cuisine restaurants are small in number, if people want to try Bengali cuisine, they have a few options. Due to this reason, the bargaining power of the customers gets lower ion the market and the business can earn advantage in this particular section. Moreover, the population of London is huge and this is also a favorable factor which decreases the bargaining power of the customers (Barnes, 2011).
Bargaining power of the suppliers:
The supplier bargaining power is less in the market due to the fact that when the restaurant businesses enters into the market of UK, they does long term contract with the suppliers and get continuous supply from the supplier at fixed rate and for that reason, the bargaining power of the suppliers decreases in the market. Moreover there is huge number of suppliers who supplies the same product to their clients and thus this can lower the bargaining power of the suppliers further more (Spiller, 2012).
Competitive Rivalry:
When seen from the perspective of Asian restaurant, there is huge amount of rivalry in the market of Kingsbury in London as there is huge number of competitors present in the market. There are Chinese restaurants, Japanese restaurants, Turkish restaurants and Bangladeshi restaurants that are present in the market which can give huge competition to “Heart of Bengal” in the Kingsbury market. But due to the fact that a limited number of Bengali cuisine restaurants are present in the market of Kingsbury, it can gain competitive advantage in this section by providing quality meals to the customers (Jennings et al., 2014).
[bookmark: _Toc512518115]Marketing Mix for “Heart of Bengal”:
Product:
The products are the most significant factors of the business which are sold to the customers to gain revenue (Jobber et al., 2012). Though there will be a number of products on the menu but being a Bengali cuisine restaurant, the company will focus upon Bengali cuisine and also other Indian dishes. Moreover, there will be special Chinese dishes that will be served along with the main menu. Furthermore, the specialty of the restaurant will be serving products related to fish, mutton and also other South Indian dishes to the customers of the organization.
Price:
The pricing strategy that will be followed is a premium pricing strategy for the Bengali cuisine dishes due to the fact there are a few numbers of Bengali restaurants that are located in Kingsbury. While the other Indian and Chinese dishes will be served at an economic providing as there is high number of these restaurants located in the city of London.
Place:
[image: Image result for marketing mix]The place is the area where the business serves their products to their customers (Armstrong et al., 2015). “Heart of Bengal” will focus upon selling their products with the help of their offline restaurant and will also register them with online delivery apps. Moreover, with the help of their own website they will also provide products to their customers in order to satisfy them and provide them options for ordering. 
Promotion:
The promotion will be done with the help of online marketing in social networking sites such as facebook, twitter and instagram through pay per click and pay per view ads. Also, the promotion of the restaurant can be done with the help of leaflet and local magazines that can attract the eyes of the office goers in Kingsbury.
People:
The restaurant should hire experienced workers from the industry and in UK restaurant industry there is no shortage of staffs. Moreover, the employees should be hired and taught of the communication skills so that they can listen first and then communicate with the customer and also take their feedback (Lovelock, 2011). Furthermore, so that the employees can make the customers understand about their products, the product knowledge of the employees should be enhanced during the training session. 
Process:
The process will include reducing the wait time of the customers after the order with the help of training the cooks to cook meal in short time and maintaining the quality of the food (Haghighi et al., 2012). Moreover, the billing services should be done in a quick manner in order to reduce the wait time of the customers further and satisfy them.
Physical Evidence:
Being launched in the premium section, the appearance of the restaurant should be done in such a way so that it can attract the customers. Premium decoration should be used for the restaurant along with providing the customers with a feeling that they are having lunch or dinner in an environment which is out of the world. For that reason, cleanliness and hygiene should always be maintained in the restaurant along with checking from time to time the fragrance that the aroma orchids are providing.
[bookmark: _Toc512518116]Segmentation, Targeting and Positioning for “Heart of Bengal”:
Segmentation:
The segmentation is the process with the help of which the wide market is divided by the business into smaller parts (Lynn, 2011). “Heart of Bengal” will segment their market into geographic, demographic and behavioral segments. They will focus upon their wide range of customers and everyone will be welcome to the restaurant. The businessmen, adjacent office employees of Kingsbury, couples, family and also high end singles will all be welcomed to the restaurant. Moreover, the segmentation will be based upon the income of the people and this segment will include high end customers and upper middle end group of customers for their Bengali cuisines. Furthermore, the other range of products served in the restaurant will be segmented as per the medium to higher end economy people.
Targeting:
Targeting is the element with the help of which the most revenue earning segment is identified in the business (Hassan et al., 2012). The businessmen, couples, office goers, family and high end single will be included in the target market of the restaurant as they will help to earn most of the revenue for the company.
Positioning:
The business will position themselves in the luxury line of hospitality services and will also focus upon the Indian cuisine with Bengali cuisine being one of the main attractions for the customers of the organization.
[bookmark: _Toc512518117]Conclusion:
Thus, it can be identified from the discussion above that entrepreneurial opportunity in the restaurant business is very high in the market of UK for the Indian restaurant businesses. Moreover, Bengali cuisine restaurants is present in the market of Kingsbury very low in number and due to the high demand of curry dishes and curry foods in the market area of Kingsbury, “Heart of Bengal” will be able to receive success in the market. 
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