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Background Information and Context for the Business Strategy
Why? How? When? Who? Where? And at what cost? 

The Tequila Shop is a one-stop-shop of all the premium tequila available in the UK. It is a highly dedicated website, where we sell Tequila directly to the customer, from our website, holding stock in our warehouse. The business is also sales driven through Amazon and Amazon Prime.
We buy directly from the importers, and we pick and pack the orders for our customers. We also want to import from a four-generation family that owns a tequila distillery. That will make our product unique and exclusive. 


Marketing

How are we promoting our business?
Targeting a core demographic of cocktail drinkers and "spirit explorers" aged 25 to 45.
A large number of tequila drinkers have an impact on culture—vibrant nightlife and entertainment.
With a production of 374 million litres of liquid, 286 million exported to more than 120 countries, Tequila's current export value is estimated to be $2 billion. 
We spread the word digitally through social media such as Instagram, Twitter and Facebook to directly target customers. Also, running promotions and offers on our website.
Connect with influencers to drive their followers to purchase from our site and explore traditional media, mainly newspapers.


About Tequila

Premium Tequila has been reinvented, and the segment has found a niche in the most prominent spirits markets. Even in the United States, which rivals Mexico for the most extensive tequila market, consumption is concentrated in five states.

According to the industry figures, the UK market for Tequila and Mezcal is growing, shifting toward craft brands and provenance.
Anecdotal evidence from producers and industry data show that more craft Tequila and Mezcal brands break into the international market from an export market long dominated by a handful of brands.
According to the Consejo Regulador del Tequila (CRT) data, which protects the product's Denomination of Origin, Tequila had a record year in 2020. Producers produced 374 million Litres of liquid, 286 millions of which were exported to over 120 countries. Tequila's current export value is estimated to be US$2 billion.

According to the CRT report, 1.7 million litres of Tequila will be shipped to the UK in 2020, making it the eighth-largest export market for Tequila.

Tequila and Mezcal are well-positioned to benefit from the popularity of craft spirits in the UK. More drinkers are looking to drink better and turning to premium brands, thanks to their heritage, craftsmanship, and protected status.
With on-premise channels no longer available, producers forecasted a bleak year. That was not the case, however. According to Parker of Patron, "The overall industry is seeing an increase in agave sales as consumer demand for tequila continues to rise at a rapid pace". "We've seen a +52 per cent increase in volume growth since mid-March, following an already successful year."

Current Market Structure in the United Kingdom
Waitrose reported in May of this year that Tequila sales had increased by 175 per cent since the March lockdown, with virtual Mexican nights and cocktail hours driving demand.
According to the IWSR, which conducts drinks market research and analysis, Super Premium tequila grew by +12%, and Ultra-Premium tequila grew by +13% in the UK market between 2018 and 2019. The rapid pace of premiumization is a significant factor in the rise of Mexican spirits in the UK.

Target Market and Financial Target for the project

We've set a range of goals, from conservative to aggressive. The Tequila Shop's bold goal is to sell £500,000 in its first year. We are selling directly to the public in the United Kingdom and Europe via e-marketing.

This aggressive target represents 0.5 per cent of total Tequila sales in the United Kingdom or 1.5 percent of the +£20 per bottle market. In terms of volume, this equates to 80,000 bottles per year, or 250 bottles per day.

3. The implications are that order management and customer delivery must be organised, especially with Amazon Prime.
4. A well-organised office with administration, stock control, pick and pack, and re-ordering.





Industry Structure Commentary
The Business Proposition is to buy high-quality Tequila spirits from importers (low tequila stock costs) and sell them directly to the public through an entirely online business model. And import one unique Tequila directly from the producer.

The Tequila Business Proposition is as follows:
5. Concentrate solely on Tequila spirits
6. Tequila with a retail value of £20 to £150 or more should be targeted.
7. Purchase Tequila from importers as it enters the on-trade market.
8. Sell exclusively 'online' to direct the customer (DTC) tequila shop pick and pack to order and ship directly to the consumer via a delivery company.


Positives


	Tequila  only
	=
	Focus

	£20 - £150+/bottle
	=
	High margin, but low price than on-trade consumer sales, steers away from supermarket Tequila 

	Purchase from Importers


Purchase from a producer
	=



=
	Expansion of the business through new channels of distribution (Direct To Consumer)
Tequila stock holdings are reduced.


It will give us exclusivity.

	DTC e-marketing on the internet
	=
	Traditionalists are defeated by the modern business model.

	Order Picking and Packing
	=
	2-3 day order to consumer receipt

	The customer
	=
	Capable of purchasing Tequila the following day that was consumed in a bar or at a festival the previous evening.




Keys to Success

	Tequila is of high quality.
	=
	Mexico can now supply 100 distilleries as well as 900 different types of quality spirits.

	Excellent e-catalogue
Ordering is simple.


	=
	Copy the best of what is already available, but concentrate on Mexico tequila content.

	Electronic marketing
	=
	Tequila Shop's goal is to be at the top of any search engine, including Google and social media. Monthly costs are limited to £1000.

	Quick  delivery 
	=
	Orders are processed within 2-3 days.

	Good value with a high margin
	=
	Even with a 100% tequila shop mark-up, tequila is still only 50% of the on-trade consumer price.





A:  	Start-up Costs


	1
	Tequila stock
Tequila Stock Purchased from Importers, say 40 distilleries @ 25 cases 6 bottles each, Duty Paid (DPD)


	

	£63,780

	2.
	Warehouse
1163sq ft – Llanelli


 The Initial fit-out
Shelving /product stands
	

£11.050


£1750


	



£12,800

	3.
	Web  
· Website Development / Hosting
·  Equipment
· Amazon Prime £0.75 per product


	




£300
	

£12,000



£300

	4.
	Initial Packaging stock
	

	£1,000



	5.
	Marketing start-up
· Brochures/inserts
· E-marketing
	

£2,000
£10,000
	


£12,000



	

	Sub-Total 
	

	£101,880

	

	Contingency
	

	£5,0000

	

	Total
	

	£106,880




Proposal
Loan to fund start-up costs, charged at commercial rates (8 percent), with deferred repayment. 


B.  	The Model of Tequila Cost (to be built)

	

	

	£ / B

	1
	FOB Mexico


	£2 - £8

	2
	Duty (UK + EEC)


	£7.54

	3
	Delivered with duty paid


	£6

	4
	Retail DTC
	£20-£150 per bottle (+VAT)

	5
	Pack and Shipping Cost/B


	£9




Principles 
9. Importers charge a 100% markup on all purchases (need to check VAT in or out)
10. Use an e-engine for payment management when packing 
11. shipping at cost (Paypal or equivalent)

Marketing Promotions
· Discount mixed cases of 6/12 tequila

C	Costs of Operations – 12 Months

The principals will run a low-cost, i.e. minimum-wage, start-up until we are confident that we have a viable business.



	

	

	£

	1
	Staff costs 
· catalogue
· warehouse
· admin


	£40.000

	2
	Services and products
	£6.000

	3
	Telecommunications


	£600

	4
	IT


	£1.200

	5
	Audit fees


	£1000

	6
	Insurance policies


	£1000

	7
	Licences


	£500

	8
	Advertising and marketing
	£5000



	9
	Transportation
	£5000



	10
	Materials
	£2000



	11
	Travel expenses


	£2000



	12
	Cost of postage
	£3000






July 2021 – Operational actions

1. Confirm the availability of the premises.
2. Appoint a local lawyer and apply for a licence
3. Register the Tequila Shop Ltd with Companies House.
4. Confirm the structure of the company
5. Establish bank account information
6 Establish a supply chain (bonded warehouse and customer delivery mechanisms).
7. Fill out the VAT registration form.
8. Software for cataloguing sources
9. Choose an initial Tequila offering and write up a profile.
10. Pricing should be negotiated with importers.




Implications of the above:  
· To be successful as Tequila shop  we need an efficient and effective set of systems and procedures to handle
· Warehouse stock control
· Order processing
· Picking and packing
· Tequila  re-ordering
· Despatch to customer 




Income Generation
Based on the target initial market penetration of 1% and a conservative sales model (70% mark-up).
Year end gross margin before costs would be 180,000 x £2.8/b = £448K


Based on conservative sales model 
Year end gross income could be 40,000 x £2.8/b  = £112k


12. Operating Costs – Conservative target 


Year one cost model amatising costs over 45,000 bottle sales  


	

	£ Total
	£ per bottle

	Warehouse Operations costs
	£12,000
	.40

	Packaging
	

	.40

	Dispatch / delivery
	

	1.00

	Marketing
	

	.30

	Finance charges
	

	.30

	Software/equipment
	

	.30

	

	

	  £2.70 per bottle




This leaves £2,70 per bottle to cover direct labour costs, general overheads, and profit, depending upon the pricing model adopted. 


Implications: During the start-up phase, the goal should be to target a 100 percent mark-up plus VAT model.



Swot Analysis 



The geographical distribution of different regions can be used as one of the main advantages of the business. It determines the commercial influence of the target market and ensures easy access.
A broad product portfolio enables us to expand our customer base and use the gains from another category of products to make up for the loss of one type.
A solid online presence on different social media sites and efficient social media management can positively influence and develop vital customers.
A sound and highly integrated IT infrastructure can increase operational efficiency and raise awareness of the latest market trends.
High product quality can increase brand loyalty and improve tequila's performance in a highly competitive market.

Weaknesses

Due to improper inventory management, the business can lose efficiency. Shortages or excessive inventory will cause shortage of cash or insufficient liquid assets will have a negative impact on liquidity conditions and will damage overall business performance 
Inadequate budgets for marketing and promotional activities would weaken the capacity of the company to expand the customer base and encourage repeat purchases 
Lack of knowledge of local / international markets will weaken company performance.

Opportunities

The development of new technologies to assist in producing and delivering products/services can be used to incorporate innovations in our business operations. The integration of advanced technology can reduce costs, improve efficiency, and lead to the rapid launch of new drinks.
Also, taking advantage of the increase in the wealthy customer base, we will launch more high-end products.

Threats 


The rise of inflation will increase production costs and affect corporate profitability.
The deterioration of the economic situation will affect business performance when it directly affects our customers' consumption and purchasing patterns.
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daviesalana@hotmail.com


Personal Profile


I'm an experienced Manager and Beauty Therapist in which I can lead teams from the front and by example. My strength is organisation and ideas. I'm enthusiastic, self-motivated, give and expect high standards. I'm flexible; enjoy a challenge and always willing to learn. As an undergraduate student, with over 15 years of experience in management, I am excellent in working with others to achieve specific objectives. Having lived and worked in many countries, I adapt quickly, love meeting and talking with people, and I am known for being a good listener. 



Education History


University of Wales Trinity Saint David
2020 - present studying degree Leadership & Management
 
Health and Social Care 
QCF level 3
 
Craig Campus, Llanelli
Beauty Therapy – NVQ Level 2 and Level 3
Hairdressing – NVQ Level 2
 
Stradey comprehensive School, Llanelli
GCSE's Pass



Work Experience History


Cook, Carmarthenshire County Council 
Undertake the preparation, cooking and serving of food.
 
Chef, Pembrey Country Park (seasonal). Carmarthenshire County Council
Ensure that all dishes are cooked well and presented in an aesthetically pleasing way. Oversee food preparation, help the restaurant determine how much food and ordering supplies. 
 



Benefit Counter Manager, Debenhams
As a counter manager, I had overall responsibility for the achievement of Benefit retail objectives in the store. Through leading my team and by setting the perfect example, I was able to maximise all sales opportunities and ensure that my team provided the best customer service and shopping experience possible.
 
Floor Manager, Boots PLC
Working alongside the Store Manager, I had the opportunity to lead and inspire growth, to deliver the company strategy. 
 
Assistant Manager, Royal Caribbean cruise lines
Responsible for the day to day running of the spa, working alongside the team to achieve targets. In charge of using a high level of planning and organisation to meet company goals, develop staff and run an efficient team.
 
Head Therapist, Carnival Cruise lines 
Ensuring that standards are consistent. Managing the first impression of the spa and its brand, using upselling techniques to promote spa treatment and products.
 


Hobbies interests or achievements
During my eight years on Steiner Transoceanic, my personality poise and aptitude has developed enormously, and this has resulted in me achieving and exceeding my sales targets. My overall performance in dealing with the public has also improved pro-rata. Because I have travelled extensively, I'm happy dealing with people from all walks of life and nationalities.




 
 
 


