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AI Acknowledgement
I confirm that I have not presented any AI-generated materials as my own work 
Part 1: Business Plan
1) Product proposition and company name
The proposed business is ‘Disconnect2Connect Club’, a hospitality and social venue located on Cardiff’s High Street. The club aims to provide customers with an opportunity to disconnect from smartphones and social media while reconnecting through meaningful face-to-face conversations and shared experiences. The venue will offer speciality coffee, refreshments, board games, live acoustic music and organised community events.
The concept addresses growing concerns about excessive technology use and digital well-being. Research suggests that hospitality businesses that promote meaningful social experiences can contribute to customer wellbeing (Felip, Moyle and Skavronskaya, 2024). Disconnect2Connect Club, therefore, combines commercial objectives with a socially beneficial purpose.
2) The story behind the idea
The idea was inspired by observing how technology dominates daily life. Although smartphones and social media offer many advantages, they can also reduce face-to-face communication and social interaction. Many people now spend significant time online and are looking for opportunities to reduce screen time and improve their personal wellbeing.
Entrepreneurship often involves recognising social problems and transforming them into business opportunities (Hisrich, Peters and Shepherd, 2019). Disconnect2Connect Club was developed to address this by creating a welcoming environment where people can relax, communicate and build relationships without constant digital distractions.
The concept also reflects changing consumer preferences, with many customers increasingly valuing experiences and community engagement over material purchases.
3) Business Ownership Structure
Disconnect2Connect Club will initially operate as a sole trader. This structure has been established because it is simple, requires relatively low administration and allows the owner to maintain complete control over business decisions.
According to Burns (2020), sole proprietorships remain among the most common ownership structures for start-up businesses because they offer flexibility and lower operating costs. As the business grows, the ownership structure may be reviewed to support future expansion opportunities and reduce personal liability.
4) Mission statement, aim and SMART objectives
Mission Statement:
“To create a welcoming environment where people can disconnect from technology and reconnect through meaningful social experiences.”
Aim
The aim of Disconnect2Connect Club is to become Cardiff’s leading venue for digital wellbeing, community engagement and authentic social interaction.
SMART Objectives
· Generate approximately £167,500 in sales revenue during Year 1.
· Reach a break-even point of approximately 53 customers per day.
· Establish partnerships with at least three local organisations or universities.
· Achieve customer satisfaction ratings above 85%
· Build a loyal customer base through events and community activities.
These objectives follow the SMART framework because they are specific, measurable, achievable, relevant and time-bound (Doran, 1981)
5) Location and Rationale
The proposed location is Cardiff High Street. This area was selected because of its high pedestrian traffic, excellent accessibility and proximity to universities, offices, transport links and tourist attractions.
The city attracts students, professionals, residents and visitors throughout the year, providing access to a broad target market. Commercial property listings indicate that rental costs in this location are consistent with the assumptions used within the financial projections (Zoopla, 2026)
Strategic location selection is an important factor influencing business success because accessibility and visibility directly affect customer numbers and revenue generation (Whittington et al., 2023)
6) Human Resources
The business will employ one full-time Club Manager and two part-time Hospitality Assistants. 
The Club Manager will be responsible for operations, supplier management, marketing, event planning and financial monitoring. Hospitality Assistants will provide customer service, food and beverage preparation and event delivery.
The manager will receive approximately £3,000/month, while each assistant will receive approximately £1,500/month. Including National Insurance contributions and staffing contingencies, total staffing costs are estimated at approximately £8,000/month.
Maintaining a lean staffing structure during the start-up phase helps control operating costs while maintaining customer service quality (Storey and Greene, 2010). Effective resource management is recognised as a key success factor for small businesses (Scarborough and Cornwall, 2023)
7) Marketing Activities
The marketing strategy will focus on raising awareness of the club’s unique digital-detox concept and encouraging repeat visits.
Social media platforms will initially be used to promote events and introduce the business to potential customers. Digital marketing enables businesses to target specific customer groups effectively and efficiently (Chaffey and Ellis-Chadwick, 2022).
Additional marketing activities will include:
· Partnerships with Cardiff universities.
· Collaboration with local businesses.
· Promotional materials at Cardiff Airport, Cardiff Central station (and other connected railway stations)
· Live music evenings and community events.
· Customer loyalty and referral programmes.
Marketing decisions will follow the principles of segmentation, targeting, and positioning to maximise effectiveness (Baines, Fill, and Rosengren, 2022). The business will position itself as a unique and socially responsible alternative to traditional cafes and entertainment venues (Kotler, Armstrong and Opresnik, 2023).
8) Market Research
Market research suggests growing consumer interest in wellbeing, social experiences and alternatives to excessive technology use. The target market includes university students, young professionals, adults seeking digital-detox experiences, and tourists visiting Cardiff.
Data published by ONS (2024) demonstrates the continued importance of the UK service sector and highlights opportunities for new hospitality businesses. Consumer behaviour research also indicates that customers increasingly value memorable experiences and social engagement rather than simply purchasing products (Kotler, Armstrong and Opresnik, 2023)
Research into digital wellbeing further supports the business concept by highlighting increasing awareness of the relationship between technology use and personal wellbeing (Felip, Moyle and Skavronskaya, 2024).
These findings suggest that Disconnect2Connect Club can establish a distinctive position within Cardiff’s hospitality market. 
9) Financial Resources
The business requires approximately £77, 501 in start-up funding to cover premises preparation, furniture, equipment, licenses, marketing and working capital requirements (see Appendix B)
Detailed financial projections are provided in Appendix C, while break-even calculations are presented in Appendix D. A financial summary is provided in     Appendix E.
The business is forecast to generate approximately £167,500 in sales revenue during Year 1. The break-even analysis indicates that approximately 53 customers per day are required to cover operating costs. This target is considered achievable due to the central Cardiff location and planned programme of community events.
Business planning literature highlights the importance of realistic forecasting when assessing entrepreneurial opportunities (Barrow, Barrow and Brown, 2021). Entrepreneurs should also evaluate financial risks and opportunities carefully before launching a new venture (Barringer and Ireland, 2022).




10) SWOT Analysis
A SWOT analysis was conducted to evaluate the viability of the proposed business.
Strengths
· Unique concept
· Prime city-centre location
· Growing demand for digital wellbeing experiences
· Strong community focus
Weaknesses
· Limited brand awareness during the first-year.
· Dependence on customer acceptance of technology restrictions.
· Relatively high operating costs.
Opportunities
· Partnerships with universities and local organisations.
· Expansion through events and memberships.
· Growing interest in wellbeing and social connection.
Threats
· Competitions from other cafes and entertainment venues.
· Economic uncertainty affecting consumer spending.
· Changes in customer preferences
SWOT analysis remains a useful planning tool, although it should be combined with broader strategic evaluation when making business decisions (Hill and Westbrook, 1997).
Overall, Disconnect2Connect Club offers a realistic and innovative business opportunity that combines commercial potential with positive social impact. The combination of a strong location, growing market demand and a distinctive value proposition provides a solid foundation for future success. Entrepreneurship literature emphasises the importance of innovation, planning and effective resource management when launching new ventures (Barringer and Ireland, 2022; Burns, 2020). The proposed business demonstrates these principles while addressing an emerging need within the hospitality market.




Part 2: Individual Reflection
    Developing the Disconnect2Connect Club business plan was a valuable learning experience that improved my understanding of entrepreneurship, business planning and market analysis. Before starting this assignment, I understood the basic idea of running a business, but I had not fully considered the level of planning required to turn an idea into a business proposal. 
One of the most important lessons I learned was the need to identify a genuine market need. The concept of Disconnect2Connect Club was developed in response to concerns about excessive smartphone use and the decline of face-to-face social interaction. Through my research, I discovered that successful businesses often solve problems or meet needs within society rather than simply offering a product or service. This helped me understand the importance of linking business ideas to current social and consumer trends.
Another important lesson was the role of market research in business decision-making. Although this project mainly relied on secondary research, I learned how academic research, industry reports and local market information can be used to support business decisions. Research helped me identify the target market, understand customer behaviour and justify the business concept. It also demonstrated that business decisions should be supported by evidence rather than personal opinion.
  The financial section of the business plan was one of the most challenging parts of the assignment.  Estimating start-up costs, operating expenses and potential revenue required careful consideration. This process helped me appreciate the financial risks involved in starting a new business. I also learned that a business idea may appear attractive in theory, but it must be financially sustainable in practice. Understanding concepts such as cash flow and break-even analysis improved my awareness of how businesses manage resources and maintain profitability.
Completing a SWOT analysis also helped me develop critical thinking skills. It encourages me to consider both positive and negative aspects of the business idea. While I recognise strengths such as a unique concept and city-centre location, I also identified weaknesses and threats, including high rental costs and competition from existing hospitality businesses. This helped me understand that successful entrepreneurs must evaluate both risks and opportunities.
Overall, this assignment increased my understanding of entrepreneurship and the planning process required to establish a new business. It also improved my research, analytical and decision-making skills. If I were to continue developing this business idea, I would conduct more extensive primary research through customer surveys and focus groups before launching the business. Despite the challenges involved, this project has given me greater confidence in my ability to evaluate business opportunities and develop realistic business skills.
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