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· Business plan:
· Business Description: The name of the company is “Diavita Bakery” which provides high fibre and protein, low carbs, and sugar free products to the people. This company is for the people who have diabetes and for the individuals who avoids eating sugar because of their health concerns.
· Mission of the Diavita bakery: The mission of the company is to create innovative and reliable and effective products that empower individuals to effectively manage their condition and lead to healthier lives. The products of this company provide solutions that address the unique challenges faced by those living with diabetes, offering convenience, accuracy, and ease to use. (Peek,2024)
· Vision of the bakery: The vision of the bakery is to provide high quality products to individuals that enhance their lives. The company would aim to foster a community of support and education, empowering individuals to take control of their health and make informed decisions. Moreover, company would aim to be known for their unique services for example Flavors and presentation of the assorted products. (Peek,2024)
· Objectives: Setting a “SMART "objective is a great way for a company to outline their specific goals and track their progress. SMART refers to specific, measurable, achievable, relevant and time which is a keyway to achieve the success in business. (Garlton,2017) 
· Increase monthly revenue by 15% within the next 6 months by expanding product offerings and implementing effective marketing strategies.
· Try to get the more customer satisfaction rating by providing them high quality products and exceptional customer service and get the achievable target and make profit in the business.
· Increase online presence and engagement by gaining more followers on social media platforms for example twitter, Instagram and Facebook within the next year and targeted marketing campaigns. (Garlton,2017)
· STP marketing Model:
· Segmentation: Identify and understand the needs of individuals living with diabetes, such as those who require low sugar or sugar free options, gluten free alternatives, or products with controlled carbohydrate content. Segmentation would be a demographic and behavioural and geographic for a “Diavita Bakery.” (Hanlon,2024 and Basu,2011)
· Demographic segmentation:  According to Basu,2011 and Hanlon,2024, target individuals are various age groups who are living with diabetes, including adults, seniors, and even children. Consider factors such as income level, occupation, and family size to understand their specific needs and preferences. (Hanlon,2024)
· Geographical segmentation: By focusing on factors like region, climate, and population density, a bakery can tailor its operations to meet the specific needs of the local community. With the help of an online order system and part time delivery personnel, the bakery can even serve customers outside its immediate geographic area. This allows for greater reach and the ability to provide custom cakes and other products to wider audience. (Basu,2011)
· Behavioural segmentation: Identify customers who actively seek out diabetic-friendly options, prioritize health-conscious choices, and are interested in managing their blood sugar levels through diet. These customers may be willing to pay a premium for high quality, diabetic-friendly baked goods. (Basu,2011)
· Targeting: Focus on reaching out to people who have diabetes, their families or healthcare professionals who recommend the bakery as a safe and delicious for their treats and people who avoid eating sugar. Try to satisfy customers as much as possible with the products. (Hanlon,2024)
· Positioning: Emphasize the bakery’s commitment to providing tasty diabetic-friendly options that do not compromise on flavours. Highlight the use of natural sweeteners, low-glycaemic ingredients, and the bakery’s dedication to helping customers manage their dietary needs. (Hanlon,2024)
When it comes to legal ownership LTD would be a better option. With an LTD (Private Limited Company) you have more control over business and its operations. There are some advantages and disadvantages of the LTD ownership:
· Advantages:
1. Limited liability:  With an LTD, individuals' personal assets are separate from the company’s debts and liabilities. This means that if the bakery were to face financial difficulties, then the personal assets would be protected. (Moore,2023)
2.Credibility and professionalism: Operating as an LTD can enhance the credibility and professionalism of the bakery. It may be easier to attract investors, secure financing, and establish partnerships with other businesses. (Moore,2023)
3. Tax benefits: LTDs often have more favourable tax treatment. You may be eligible for various deductions and incentives, which can help to reduce overall tax burden and increase profitability. (Moore,2023)
· Disadvantages:
1. Administrative responsibilities: As an LTD, you will have more administrative requirements. This includes maintaining proper financial records, filing annual accounts, and complying with legal obligations. It is important to ensure that company have the resources and expertise to oversee these responsibilities. (Moore,2023)
2.Formation and ongoing costs: Setting up an LTD can be more costly compared to other legal ownership options. There may be expenses associated with legal fees, registration, and ongoing compliance. It is important to consider these costs when deciding on the best ownership structure for your bakery. (Moore,2023)
3.Less privacy: Operating as an LTD requires greater transparency. Financial statements and certain company information are typically publicly available. This means that some details about the bakery’s operations and finances may be accessible to the public. (Moore,2023)

· Industrial analysis:
· Porter 5 Forces: 
1. Threat of new entrants: The threat of new entrants into the “Diavita bakery” industry may be moderate. While there may be some barriers to entry, such as specialised knowledge and recipes, the increasing demand for diabetic friendly products could attract new competitors.
2.Bargaining power of suppliers:  The bargaining power of suppliers may be moderate. As a bakery specializing in diabetic products, it may require specific ingredients or equipment. However, there are multiple suppliers available, which can help maintain a reasonable level of negotiation power. (Gratton,2024)
3.Bargaining power of buyers: The bargaining power of buyers in the diabetic products bakery industry may vary. While there is a demand for diabetic-friendly baked goods, customers may have other choices or alternatives. Offering high-quality products and building customer loyalty can help mitigate the bargaining power of buyers.
4.Threat of Substitutes: The threat of substitutes in the industry may have alternative options for satisfying their sweet cravings such as sugar-free products or homemade alternatives. However, by offering unique and delicious diabetic-friendly bakery items, bakery can differentiate itself and reduce the threat of substitutes.
5.Competitive rivalry: Competitive rivalry in the diabetic products bakery industry may be moderate to high. There may be other bakeries or food establishments catering to the same target audience. Differentiating bakery through product innovation, quality, and marketing can helps to stand out and stay competitive. (Gratton,2024). There are few competitors in the market for the diabetic products. It could be the local bakeries which sell sugar free products. The products will be different because in the shops when people go to buy sugar free things which contains preservatives and sweeteners which are not healthy. So, in the Diavita bakery, we will use hygienic ingredients with low arbs and less sweeteners in the items.
· VRIO ANALYSIS:
1.Value: Diabetic products in the bakery industry have significant value. They cater to a specific target market of individuals with dietary restrictions, providing them with delicious and safe options. This value proposition can attract and retain customers. (Morris,2019)
2.Rarity: Diabetic products in the bakery industry are rare compared to traditional bakery items. Not all bakeries specialise in producing diabetic-friendly goods, giving those that do a competitive advantage and a unique selling point. (Morris,2019)
3.Imitability: The “Diavita bakery” products may face challenges in terms of imitation. While recipes and techniques can be replicated, establishing a brand reputation, quality control, and expertise in creating these specialised products can be difficult for competitors to replicate. (Morris,2019)
4.Organization: The organization and resources within the bakery industry play a crucial role in the success of diabetic products. Having skilled bakers, access to high-quality ingredients, efficient production processes, and strong distribution networks are essential for sustained competitive advantage. (Morris,2019)
Overall, VRIO analysis suggests that by consistently delivering valuable, rare, and difficult-to-imitate offerings, coupled with effective organizational capabilities, bakery can position themselves as a leader in niche market.
· Operations and management team: 
1.Ingredient Sourcing: The bakery starts by sourcing high-quality ingredients from trusted suppliers. They look for suppliers who offer diabetic-friendly ingredients like low-sugar flours, sugar substitutes, and other suitable components. These ingredients are typically bought in bulk to ensure a steady supply. (Willium,2024)
2. Inventory management: The bakery keeps an inventory of ingredients to support their production needs. They carefully check ingredient levels and place orders with suppliers to replenish stock when necessary. This helps them avoid any disruptions in the production process. (Willium,2024)
3. Production: Skilled bakers and chefs use the ingredients to create diabetic friendly baked goods on established recipes. (Willium,2024)
4.Logistics and Transportation: To ensure prompt delivery, the bakery partners with coordination companies or delivery services. These companies manage the transportation of the products from the bakery to the designated distribution points. The bakery coordinates with them to perfect delivery routes and support product freshness. (Willium,2024)
5.Retail partnerships: If the bakery has partnered with local retailers or healthcare facilities, they prove relationships with these partners to ensure a smooth supply chain. They communicate regularly to understand the demand, coordinate deliveries, and address any concerns on feedback. (Willium,2024)
6.Customer Engagement: Throughout the process, the bakery actively engages with their diabetic customers. They seek feedback, address any concerns, and provide educational resources on diabetic nutrition. This helps them build a loyal customer base. (Willium,2024)
· Revenue and loss prevention:
The sale target would be 200 sugar free cakes and bars and other cuisines per month. So, it would be 1200 sales in a next 6 months. However, each month there will be a compound increase of 10%.
A few strategies to upgrade and upsell products and services:
1.Product enhancement: the bakery will introduce new flavours, variations, or seasonal offerings to entice customers to try something different or upgrade their usual choices. (Dick,2022)
2.Cross-selling: By training staff to suggest complementary products or upsell to higher-priced items during customer interactions, the bakery will increase the sales and enhance overall customer experience. (Dick,2022)
3.Loyalty programs: Implementing a loyalty program where customers earn points or rewards for repeat purchases can incentivize them to upgrade their purchases to unlock more benefits. (Dick,2022)
· Loss prevention: 
· Lean management: it helps to drop waste and improve efficiency; employee empowerment, reducing costs and minimize the risk of loss. (Quora,2019)
· JIT approach: it allows the bakery to produce and deliver products just in time, minimizing excess inventory and preventing spoilage or waste. (Quora,2019)
· Kaizen: embracing kaizen promotes continuous improvement, involving employees in finding and implementing process enhancements to perfect workflows and reduce errors. (Quora, 2019)
By integrating these strategies, the bakery can minimize waste, perfect operations, and maximize profitability.
· Management Team:  when it comes to building a bakery management team, it is important to have a mix of skills and ability. 
· Head Baker: Someone with extensive baking experience who can oversee the production of delicious treats and cakes.
· Operation Manager: Responsible for managing day-to-day operations, including inventory, scheduling, and customer service.
· Marketing Specialist: Helps to promote bakery through social media, advertising, and other marketing strategies.
· Financial Controller: Manages budgeting, financial analysis, and bookkeeping to ensure the bakery’s financial health.
· Sales Manager: Focuses on increasing sales, building partnership, and exploring new revenue opportunities. (Entrepreneur et al., 2020)
· Marketing plan and strategy:
· Marketing mix strategy: 
1.Product: Focuses on creating a unique and enticing product offering. Consider offering a variety of freshly baked goods, including bread, sugar free cakes and treats. Highlight the quality ingredients, the freshness of the products and unique flavours or recipes for the customers. (KateADMIN,2023)
2. Place: Choose strategic location to sell the diabetic products. Consider partnering with local health food stores, diabetic clinics, or fitness centres. Additionally, by offering an online ordering and delivery services will help to reach a wider customer base. (KateADMIN,2023)
3. Price: Decide competitive and reasonable pricing for diabetic items. Consider factors such as ingredients, overhead expenses, and target market expectations. The cost would be fixed and variable for example, rent would be fixed £100 for first six months and raw material, wages and electricity would be varied every month. It depends on the sales how much profit we will make in the first six months. Moreover, initially, the price for each product will be 2 pounds. (Kate ADMIN,2023). So, according to the selling price of one product as it is 2 pounds, and our business will sell 200 products in every month so it would be 400 every month. (200*2=400). And revenue will be increase 10% every month and bakery product sails also increase 10 percent.
4.Promotion: Create awareness about the bakery and its delicious products through targeted marketing efforts. Utilize social platforms such as Facebook, Instagram to highlight the delicious creations, engage with customers and offer some promotions. Moreover, collaborate with influencers or health professionals to reach the target audience effectively. (Kate ADMIN, 2023)
·  Financial Plan: 
The amount of money needed to start the “Diavita Bakery” is £300,000. The half of money will come from Dragons Den which is 150,000 and rest of it from family. My family is also supporting me to open this business. The money will be used to start the process, for example, kitchen appliances and equipment, material to make the products, to hire a staff and to cover the wages of the staff. As mentioned above revenue will be 100 per month and it will increase 10% each month and fixed cost would be £50. The selling price will be 2 pounds for each product.
Financial sheet:


	Revenue
	Month1
	Month2
	Month3
	Month4
	Month5
	Month6

	
	£400
	£440
	£484
	£532.4
	£585.6
	£644.1

	Fixed cost:
rent
	£100
	£100
	£100
	£100
	£100
	£100

	Variable cost:
Raw materials, electricity, wages


	£60
	£80
	£100
	£120
	£140
	£160

	Profit/Loss
	£240
	£260
	£284
	£312.4
	£345.6
	£384.1



·  Conclusion: In conclusion, “Diavita bakery” business will work because it is in the demand as many people are suffering with diabetes and some people avoid eating sugar for health concern. This bakery has a sharp vision and mission that align with goal. Utilizing the STP marketing model can help to find market target market and position. Moreover, LTD ownership for the Diavita bakery is perfect. While using as a limited company (LTD) has advantages such as limited liability, it is essential to consider the associated disadvantages as well. Analysing the porter five forces and VRIO can help to understand the competitive landscape and bakery’s unique resources and capabilities. In addition to this, efficient operations and a strong management team are crucial for success. By implementing a revenue and loss prevention measures ensures the protection of the bakery’s assets. Last but not the least, developing effective marketing mix strategies will help to promote and attract customers. Finally, Financial plan is mentioned in the report above, to start this business, as an entrepreneur, needed £300,000 for start-up. This business will get success by using proper techniques and strategies. 
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