



Table of Content

Executive Summary.………………………………………………..1
Name of the Business……………………………………………......2
Product/Service.……………………………………………………..2
Marketing Activities.….………………………………………….....3
Physical Resources…………………………………………………..4
Financial Resources………………………………………………....4
Human Resources.…………………………………………………..4
12 Months Cash Flow…………………………………………….…5
Conclusion………………………………………………………….. 5
References.………………………………………………………….. 6
Appendices………………………………………………………….. 7


Name of the business
[bookmark: _Hlk57020963]My business idea refers to a business in the field of the production of confectionary products. People, women in general are busy and do not have enough time to spend in the kitchen for the preparation of a dessert, so this confectionary not only offers the best products produced according to both confectionary recipes and homemade recipes, but it also serves customers in a pleasant environment, located in a central area of Swansea.
[bookmark: _Hlk57020640]The name chosen for this confectionary is Yummy-Yum being inspired and tending to produce an emotion/feeling among consumers being a combination of all tastes.
[bookmark: _Hlk57021115]My business is an ownership structure. I chose to be the only owner in charge of the business because I strongly believe that I have necessary skills to run and open my own business on my own. Although I will have enormous responsibility, I believe I can face the challenges that will arise. I want to prove to myself that I can have a profitable and successful business and that I can fulfil my dream of having my own business.
My mission will be to provide clients a little pampering of the taste senses, but also the joy of having at important events in their lives that dessert will delight both visually and the taste of every person who will try the products offered by this confectionary.
Some important objectives of the business are to develop a good relationship with clients, so the promotion of confectionery is done primarily through the recommendations, recover the investment in a short period of time, make profit and been recognized on the market as a unit that is distinguished by quality and seriousness.
[bookmark: _Hlk57022772]Another objective of the business is to rent a space as central as possible. Such a location is both in benefit of us and the client. First, customers will receive the order faster because the employees will make the delivery as soon as possible from the centre to the locations of Swansea and secondly, this location provides a good confectionery visibility and attracts potential customers. This confectionary called Yummy-Yum intends to impose itself on the market through quality products offered, home delivery and impeccable service.

Products /Services
Yummy-Yum confectionary offers customers a wide range of products, cakes, fresh products, wedding cakes, christenings, birthday cakes and many others. These cakes are several assortments: walnut cakes, chocolate, candied and fresh fruit cakes with various creams, depending on customer preferences. Cakes can also have different shapes, decorations again depending on consumer requirements, some of the models offered to customers can be seen on website.
The potential customers of these businesses will be people of all ages and all categories, who want a good-quality dessert, but the spoilt will certainly be the little ones. By the nature of the products and services offered by this company, it is addressed to all persons regardless of age or profession.
Offers also for sale traditional candy made from sugar of different sizes, shapes and colours, the joy of each child. When people enter the confectionery, they will have like a buffet with a lot of fruit goodies, candy, mini cakes. These cakes that are found in the buffet can also be purchased individually.
The confectionary It will work exclusively with certain suppliers of cake ingredients so that ensure a high standard of quality has been given. 
[bookmark: _Hlk57023185]In the Swansea market the competition in the field of confectionery offering personal cakes is very high, that is why we will offer an innovative concept. To be successful in a field I have to be unique and that is what I want through the services offered. People come to us and order a fancy cake, just like they imagined it would be.

Marketing activities
Marketing has been defined by the American Marketing Association as “the performance of business activities that direct the flow of goods and services from producer to consumer or user”.
The 4Ps were created by marketing professor E. Jerome McCarthy in 1960, seven years after Borden’s speech. They are a framework that marketers and businesses can use when designing strategies and campaigns to promote their products and services. This is a model for enhancing the components of the “marketing mix” who helps to define the marketing options in terms of price, product, promotion, and place so that the offering meets a specific customer need or demand.
The marketing department, part of the commercial department is the component that integrates all commercial activities; that is why its role is a major and essential one for the success of all the steps of a society. 
Given the relatively small size of such a the most appropriate way of promotion is through its own products. I must be aware that our cakes must attract attention through an innovative design, and the confectionery space to attract attention by fitting and positioning the products in showcase.
Nearly a quarter of the company's expenses must be turned to promotion. There is the possibility of creating an extraordinary product performance, but that does not bring the expected sales because it is not known. 
I will do promotion through distribution of flyers which will be the size of a business card to make you want to keep it. This is also why I have chosen to promote ourselves through flyers: because we want our potential customers to carry with them our business card, not just to take a look and throw it to the first bin. The flyer will have essential information such as: confectionery office, confectionery phone number, program, e-mail address and confectionery's website.
This confectionery will be promoted on Facebook, Instagram, Twitter. I also created a website/blog with confectionery recipes through which I will promote all the products of the laboratory. 
[bookmark: _Hlk57023494][bookmark: _Hlk57023516] The name given to the confectionery attracts the attention of our consumers and we also opted for custom packaging: paper wrapping products, paper bags for larger orders. Also, for the best promotion of products, we chose for catering services, for different parties, meetings, custom platters with the company logo. In this way, as many people will hear of our products and recommend them to others. The most important aspect is customer loyalty. Our attitude will be the one that will differentiate and lead to the attraction of more customers.
The chosen place to open this confectionery must be in an area as central as possible with a lot of pedestrian traffic.
[bookmark: _Hlk57023847]To increase sales, the confectionery will run a promotional campaign using the raffle. Raffle involves offering to buy two cakes and a participation coupon. The raffle takes place over a period of one month after the draw, the prizes being the following:
prize 1 -30 pounds
prize 2 -20 pounds
prize 3 -10 pounds
The other participants in the raffle will receive a free cake of their choice.
Confectionery prices will be accessible to all social classes. The cheapest cake will be 70p. During the week, between 12-14 pm, on the lunch time, we will introduce buy product, get one for free to attract more customers.



Physical resources
Providing with good quality, reliable equipment is an important step in starting a business. We have a new and high-performance equipment with which we can honour the most fanciful orders of cakes. I need to pay more attention, both in terms of value for money, and the prompt availability of maintenance/service and spare parts with attractive costs.
The main tools needed for production: two ovens, two refrigerators, the stainless-steel table, scale, planetary mixer, display cabinets. Trays, shapes, knives and other necessary utensils will also be purchased.
[bookmark: _Hlk57023312]The success of the company and the customers satisfaction will be supported by a very motivated manager with couple of years of experience in this field. The recruitment and selection of staff will be handled by the manager. These people need to be open, innovative, with a fine aesthetic sense and able to experience new things. The price for repairing equipment can be quite high because all the equipment is new and modern.
[bookmark: _Hlk57023418]
Financial resources 
To open this business, I will apply for a £20,000 loan from HSBC bank with the possibility of returning in 60 months with a monthly rate of £400 per month. My savings are £10,000 and they will be used for the rental of the workspace and its arrangement, the purchase of the necessary production equipment and ingredients.
I am aware that in the first two months the receipts will not be as high as I expect, which is why with the money left reinvest in confectionery. I hope that from the third month the confectionery will make 15% profit. From the first few months we will try to earn income advertising the companies we work with, both through banners, colourful posters and menus. My goal is to always win to pay my debts. 

Human resources
The manager is the one who will coordinate the whole activity, he will be the one who will establish the connections with the clients and suppliers, will take care of supply and will take orders from customers and will be the designer made available to customers, through this way being able to get in touch with customers, finding out their wishes and requirements.
The staff employed must be prepared to be able to work in a high-performance environment. The qualification of staff is directly proportional to the quality of the products distributed. The staff will be employed indefinitely based on an interview and must have experience in the field. 
In addition to this manager position, the company also needs the following employees:
- one confectioner will have to have at least 3 years' experience in the field, be creative and accept a flexible schedule, depending on the number and complexity of orders. Its programme will be from 10:00 to 18:00 but will be able to manage their time according to orders received.
- two waiters will take care of the space arranged for serving customers. A person deals with the sale and packaging products and the other with serving customers at the tables. They must possess communication skills and dexterity in customer service; employment experience representing an advantage.
- a driver for home deliveries will also have a flexible schedule and experience of minimum 3 years in the field. Punctuality and seriousness are two important aspects for this job.
  I expect our employees to show performance and promptness and is very important to thank the customers by fulfilling orders to them. That is why we try to create a pleasant environment for employees to perform, working with love and coming with pleasure at work. I want performance in the field, which is why in order to stimulate employees we offer them very good salaries, and for overtime they will be paid double for the hours performed.
A SWOT analyse has been done to highlight the strengths, weakness, threats and the opportunities of my business.
[bookmark: _Hlk57023912]Strengths: originality (special design of products, loyalty programs, related services), quality of products and service, experience of the manager and the other employees, drive service available, location, new and high-performance technology with help that we can give life to any cake idea, advice for obtaining a cake to the customer's wish, quite large budget, good promotion with the help of the website, social media and flyers.
Weaknesses: lack of a reputation in the confectionery market from Swansea, lack of experience in business, insufficient initial own funds, high competition in the field confectionery, higher expenses due natural ingredients used in preparation of cakes, large investments in new equipment. 
Opportunities: low risk of competition because there is no many  confectionery on the market, a greater openness of consumers to socialize outside the house, consumer tastes have evolved, they now appreciating a cake and a good quality service, increasing the share of customers who buys takeaway cake, lower rent for commercial spaces, greater ease of finding a space compared to previous year, possibility of expansion if the people will like it, the confectionery will be located where a large number of people pass daily.
Threats: possible decrease in consumption as a result of frequency and quantity, harsher lending conditions, increase in the cost of the ingredients, inappropriate selection of staff, unfavourable weather.

12 months cash flow
The estimate of revenues from this business is based on the demand for products on the market by potential customers. For each product marketed the company has a fixed price, but depending on the volume of demand, prices and order value these prices can be negotiated. 
In January and February, I expect that the sales figure will be around £5.000, and in the months, what will follow, March, April, May the sales figure will be at least constant, if not in a slight increase. In the coming summer months, I consider that the sales volume will double maybe even triple, so that the sales figure will increase considerably. In the autumn months, the sales figure will probably decrease again somewhere in November sales will reach the same share in the months of early February, March, as May then in December the demand should be equal to that of the summer months (appendix1).

Conclusion
In this business plan it is very necessary to monitor the reactions to that product, it is necessary to analyse its effectiveness and the degree of satisfaction of the needs for which it is intended.
 Various, fresh and high-quality products will be made available to customers in a responsible manner by a well-trained staff both in terms of home delivery and service in the confectionery premises.
In conclusion, Yummy-Yum will be a successful business from my point of view, and this business idea will have profit, this is due to the quality of the products in the first place and secondly due to its location in a very circulated area.
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Appendices:

Appendix1 
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Total

Month Pre-Start january  february march april may june july august september october november december 2021

Income      

0

Sales 5,000 5,500 5,500 5,800 5,500 9,800 12,000 11,000 8,000 7,000 6,800 12,000 93,900

Capital Introduced (owner) 10,000 10,000

Capital Introduced (investor etc) 0

Loans received 20,000 20,000

0

Total Income

30,000 5,000 5,500 5,500 5,800 5,500 9,800 12,000 11,000 8,000 7,000 6,800 12,000 123,900 0 0

Expenditure

Cash purchases (stock) 23,000 1,500 1,600 1,800 1,700 1,600 2,200 3,000 2,600 1,800 2,000 2,000 3,100 47,900

Salaries and Wages 1,800 1,600 1,700 1,700 1,600 2,200 3,500 3,300 2,000 1,800 1,800 3,400 26,400

Rent (License) 550 550 550 550 550 550 550 550 550 550 550 550 6,600

Utiltities 95 145 150 140 150 220 300 250 200 200 180 330 2,360

Repairs and maintenance 45 80 50 70 70 30 150 200 90 100 200 300 1,385

Insurance 50 50 50 50 50 50 50 50 50 50 50 50 600

Travel 100 120 120 150 150 250 350 300 200 160 150 450 2,500

Telephone 25 25 25 25 25 25 25 25 25 25 25 25 300

Marketing/promotion 50 50 50 50 50 0 0 0 0 0 50 50 350

Training and development 500 300 250 0 0 200 200 300 0 0 400 0 2,150

Loan repayments 400 400 400 400 400 400 400 400 400 400 400 400 4,800

Tax payments 280 260 270 270 260 320 450 430 300 280 280 440 3,840

Total Expenditure

23,000 5,395 5,180 5,415 5,105 4,905 6,445 8,975 8,405 5,615 5,565 6,085 9,095 99,185 0 0

Cashflow Surplus/Deficit (-)

7,000 -395 320 85 695 595 3,355 3,025 2,595 2,385 1,435 715 2,905 24,715 0 0

Opening Cash Balance

0 7,000 6,605 6,925 7,010 7,705 8,300 11,655 14,680 17,275 19,660 21,095 21,810 24,715 24,715

Closing Cash Balance

7,000 6,605 6,925 7,010 7,705 8,300 11,655 14,680 17,275 19,660 21,095 21,810 24,715 24,715 24,715

STARTING FROM JANUARY 2021
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