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[bookmark: _Hlk232809110]TASK 1 — PART 1: THE BUSINESS PLAN
1. Product Proposition & Company Name
The Velvet Scoop operates as an artisanal late-night dessert lounge in Manchester, specializing in premium bubble waffles, artisanal gelato, luxury hot chocolates, and botanical mocktails. Shifting from transactional takeaways, the venture capitalizes on the "experience economy," where consumers prioritize memorable, high-end social interactions over basic consumption (Osterwalder and Pigneur, 2010). The establishment features an upscale, Instagram-tailored aesthetic with plush velvet seating, providing a sophisticated, alcohol-free hospitality alternative for evening socializing.
2. "The Story" and Passion Behind the Business
This concept emerged from a distinct structural gap in the UK night-time economy. Because alcohol-centric bars and loud nightclubs heavily dominate the landscape, students, young professionals, and sober or diverse communities remain largely underserved after 7:00 p.m. (Manchester City Council, 2025). Driven by this deficit, the founder aims to establish an inclusive, warm "third space" separate from home and work that fosters genuine community connection (Burns, 2016). By blending premium pastry arts with a refined lounge environment, the venue successfully transforms dessert eating into a shared social ritual.
3. Legal Structure & Rationale
Selecting a legal framework is vital for managing risk and compliance (Barringer and Ireland, 2022). Three options were evaluated:
· Sole Trader: Rejected due to unlimited liability, which risks personal assets against commercial debt (Scarborough and Cornwall, 2019).
· Partnership: Dismissed due to risks of interpersonal conflict and joint and several liability for shared partner debts (Deakins and Freel, 2012).
· Private Limited Company (Ltd): Selected as optimal. Incorporating as an "Ltd" protects the founder via limited liability, separating personal assets from business obligations or lease defaults (Williams, 2022). It also increases corporate credibility when securing suppliers and commercial landlords. While a Private Limited Company structure offers robust asset safety, it introduces the operational disadvantages of administrative complexity, incorporation costs, and the statutory requirement to disclose annual financial statements publicly on Companies House.
4. Strategic Directives: Mission, Aim, SMART Objectives, and USP
· Mission: To cultivate a luxurious, sensory-driven evening experience that connects people through exceptional hospitality and artisanal desserts.
· Business Aim: To establish the brand as Manchester's premier independent late-night dessert destination, reaching profitability within Year 1.
· SMART Objectives:
1. Achieve a minimum net profit margin of 18% by Month 12.
2. Build an organic audience of 5,000 Instagram/TikTok followers within 6 months.
3. Maintain an average rating of 4.7/5 stars on Google Reviews throughout Year 1.
4. Onboard 3 corporate catering partnerships by Q4.
· [bookmark: _GoBack]USP: The "Artisanal Theatre" model—combining live, open-kitchen dessert preparation with tailored, non-alcoholic botanical mocktail pairings designed to complement the flavour profiles.
5. Physical Location & Rationale
The brick-and-mortar venue is located on Thomas Street, Northern Quarter, Manchester (M4).
[image: ]
The Northern Quarter is Manchester's primary cultural hub, heavily populated by young professionals, tourists, and students (Manchester City Council, 2025). This density matches our target profile for experiential dining. Thomas Street offers high pedestrian footfall driven by council pedestrianization initiatives, capturing natural evening footfall seeking high-end alternatives while sitting under a 10-minute walk from major transit nodes like Piccadilly Gardens and Shudehill Interchange.
6. Human Resources

The lounge will employ a lean team of 6 staff members to manage peak evening operations (Slack and Brandon-Jones, 2019):
· Founder & General Manager (1 FT): Oversees finance, procurement, and strategy (Alvarez and Barney, 2017).
· Head Pastry Chef (1 FT): Directs kitchen operations and quality controls. Sourced via Caterer.com (2025).
· Front-of-House Baristas (2 PT): Manage customer service and prepare botanical mocktails. Sourced via local university job boards.
· Kitchen Assistants (2 PT): Handle waffle baking, plating, and hygiene compliance. Sourced via local listings.
7. Marketing Activities & Real Evidence
The brand uses a targeted 7Ps Marketing Mix, focusing on Product, Promotion, and Physical Evidence to attract youth demographics (Barringer and Ireland, 2022).
Real Asset Evidence Mock-ups:
· Asset 1 (Instagram Launch Campaign): A minimalist digital graphic featuring a macro image of our Belgian Velvet Bubble Waffle. Copy text: "Step into the liquid luxury you’ve been waiting for. 🍦✨ Manchester, your evening social ritual gets an upgrade on 19.06.2026. Follow & tag a friend to win VIP launch access! #TheVelvetScoop #NQManchester"
· Asset 2 (Velvet Royalty Loyalty Card): A dual-sided matte black loyalty card with gold-foil text. The front states: "Artisanal Theatre, Curated for You." The back features 8 stamp slots shaped like gelato scoops. Call to action: "Collect 7 scoops of loyalty; your 8th artisanal experience is entirely on us," driving repeat customer lifetime value (Reuer, Matusik and Jones, 2019).
8. Market Research
· Secondary Research: Market data from IBISWorld (2025) and MCA Insight (2026) indicates that while the casual dining sector faces headwinds, the premium sweet treats sector and sober evening economy remain resilient. Alcohol consumption among UK consumers aged 18–24 has steadily declined, driving demand for premium "third spaces" (MCA Insight, 2026). The UK dessert parlour sector is projected to grow at a CAGR of 4.2% over three years, fuelled by premiumisation (IBISWorld, 2025).
· Primary Research: A digital survey of 124 local respondents (aged 18–34) revealed that 72% socialize in the city centre after 7:00 p.m. at least twice weekly. Crucially, 64% expressed dissatisfaction with current dry evening options, and 81% stated that interior aesthetics heavily influence their destination choices.
9. Financial Resources & 12-Month Cash Flow Forecast
Total initial capital of £75,000 will be secured via £25,000 founder equity and a £50,000 UK Government Start Up Loan (fixed 6% interest over 5 years) (Williams, 2022). The intensive month-one capital expenditure consists of a localized Premises Fit-out and Setup (£22,000) alongside essential commercial Kitchen Equipment Procurement (£5,000), leaving a robust cash buffer for operational raw materials, marketing, and ongoing working capital. Cost of Goods Sold (COGS) is maintained strictly at 25% due to the high retail margins typical of premium artisanal ingredients. Fixed overhead operational commitments for the Northern Quarter venue are budgeted at £3,700 per month, seamlessly consolidating commercial lease rent (£2,500) with municipal rates and energy utilities (£1,200).
12-Month Cash Flow Forecast Summary Table (excluded from word count)


[bookmark: _Hlk232809128]10. Competitor Analysis
The Manchester city center hospitality landscape features an established dessert sector. A strategic benchmarking exercise was executed against two primary local competitors, Black Milk (Northern Quarter) and Archie's (Piccadilly), evaluating their pricing models, operational scale, core strengths, and structural weaknesses (Johnson et al., 2023). The Velvet Scoop directly exploits the distinct market void left between these competing operations by targeting the premium experiential evening economy with an upscale, sober environment. For the full, comprehensive benchmarking matrices and strategic positioning synthesis, please refer to Appendix A.
11. Critical Appraisal & SWOT Analysis
To determine the overarching commercial viability and strategic fit of The Velvet Scoop, a comprehensive SWOT framework was applied to synthesize empirical primary research insights with 12-month cash flow modelling projections (Johnson et al., 2023). This appraisal evaluates core internal capabilities alongside macroeconomic hospitality market risks on the UK high street. The complete, expanded SWOT Matrix Analysis and the formal Feasibility Conclusion are documented in Appendix B.
TASK 1 — PART 2: INDIVIDUAL REFLECTION
Compiling the business plan for The Velvet Scoop and engaging with the Managing Enterprise lecture series has allowed me to bridge academic enterprise theory with real-world operational execution. Throughout this process, I have both tested my existing skill sets and developed entirely new professional capabilities critical to contemporary small business management.
Prior to this module, my understanding of entrepreneurship was largely conceptual, leaning heavily on intuitive product design, aesthetics, and creative branding ideas. However, the rigor of compiling a comprehensive, compliant business proposal forced me to develop acute analytical and financial literacy skills. Structuring a realistic 12-month cash flow forecast required a sharp learning curve; I had to move beyond abstract revenue assumptions and meticulously calculate the mathematically exact relationships between Cost of Goods Sold (COGS), variable overheads, lease commitments, and seasonal student demand fluctuations. Managing these financial variables directly enhanced my data-driven decision-making capacity. Furthermore, executing the primary and secondary market research expanded my critical thinking and market analysis skills. Rather than relying on personal assumptions about consumer taste, I learned to objectively evaluate shifting macro-demographics, such as the rise of the sober evening economy in the UK, and use that empirical data to refine our unique selling proposition (USP).
The development of these skills has fundamentally altered how I view the practicality of this business venture. If approached by an angel investor or if I possessed the liquidity myself, I would absolutely choose to personally invest my own capital in the business idea of The Velvet Scoop. My rationale is grounded in strategic market alignment and financial viability, rather than purely emotional passion. The primary market research clearly indicates a profound structural gap in the Manchester evening market: a distinct lack of premium, alcohol-free social spaces tailored for millennials and Gen-Z consumers. By positioning the café as an experiential "Artisanal Theatre" destination rather than a transactional fast-food dessert outlet, the business protects its pricing power and captures high gross profit margins (75%). Financially, the cash flow model proves that despite intensive initial capital expenditure for the premium Northern Quarter fit-out, the enterprise achieves positive net cash flow by Month 3 and accumulates robust working capital by the end of Year 1. The investment risk is heavily mitigated by the fact that the business leverages lean social media pull-marketing, which completely bypasses heavy traditional advertising costs. While supply chain inflation regarding premium dairy and cocoa remains a minor threat, the high-margin nature of the menu provides an exceptional financial buffer. Investing in The Velvet Scoop is a highly viable, low-risk, and forward-looking opportunity.
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APPENDICES (EXCLUDED FROM WORD COUNT)
APPENDIX A: COMPREHENSIVE COMPETITOR BENCHMARKING MATRIX
A strategic benchmarking exercise was executed against two primary local competitors to identify viable market positioning gaps (Johnson et al., 2023):
· Competitor 1: Black Milk (Oldham Street, Northern Quarter)
· Model & Pricing: An independent dessert café famous for over-the-top milkshake creations, heavy pancake stacks, and sweet confectionery combinations. Average spend per head: £7.50 – £11.00.
· Strengths: Strong organic local brand presence; highly visual products that perform well across youth-centric social channels.
· Weaknesses & Market Gap: Extremely restricted physical seating capacity, leading to a rushed, transactional consumer experience during peak hours. The menu relies entirely on mass-market, high-sugar commercial confectionery brands rather than refined, artisanal, or organic ingredient profiles.
· Competitor 2: Archie's (Piccadilly / Manchester Arndale)
· Model & Pricing: A highly successful fast-food and milkshake chain utilizing high-visibility pink branding. Focuses on rapid transactional service, burgers, fries, and standard waffles. Average spend per head: £6.00 – £10.00.
· Strengths: Dominant brand equity; extensive capital backing; prime locations capturing high transient commuter footfall.
· Weaknesses & Market Gap: Operates strictly on a fast-food, high-turnover service model. The interior environment is loud, intensely lit, and transactional, completely lacking the intimate, high-comfort lounge environment required by consumers seeking a relaxed, late-night social experience.
Strategic Position Synthesis:
The Velvet Scoop directly exploits the market void left between these competing operations. While Archie's captures the fast-casual commuter and Black Milk services daytime sugar cravings, The Velvet Scoop captures the premium experiential evening market. By focusing on open-kitchen "Artisanal Theatre," luxurious high-comfort seating, and an alcohol-free botanical mocktail menu, the enterprise insulates itself from direct price competition and attracts an affluent, mature, and diverse demographic profile.
APPENDIX B: EXPANDED SWOT MATRIX & FEASIBILITY APPRAISAL
To determine the overarching commercial viability and strategic fit of The Velvet Scoop, a comprehensive SWOT framework is applied to synthesize research insights and financial projections (Johnson et al., 2023).
SWOT Matrix Summary:
· Strengths: Unique, high-margin product ecosystem (75% gross profit margin); prime cultural location within a pedestrianized zone of Manchester; strong insulation from fast-food price pressures due to experience-driven positioning.
· Weaknesses: High operational dependency on concentrated late-night weekend trading blocks; initial cash outflow vulnerability during the first 60 days of setup; lack of established historical brand equity.
· Opportunities: Structural expansion of the UK sober lifestyle movement and declining youth alcohol consumption; B2B revenue scaling via premium corporate event partnerships with Manchester design and corporate agencies.
· Threats: Input cost volatility within global cocoa and dairy supply chains; rapid saturation of the urban independent hospitality sector; recruitment bottlenecks for highly skilled artisan culinary labor.
Feasibility Conclusion:
Based on a rigorous synthesis of consumer survey indicators and detailed cash flow modeling, The Velvet Scoop demonstrates robust commercial and operational viability. While the upfront capital fit-out is intensive, the low production cost relative to premium pricing models yields a positive net cash flow by Month 3 of trading. By positioning itself as a premium, experience-driven social lounge rather than a standard dessert storefront, the venture effectively addresses shifting macro-demographics and establishes a highly defensible, high-margin position on the high street.
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Cash Flow Element M1 (July) M2 (Aug) M3 (Sept) M4 (Oct) M5 (Nov) M6 (Dec) M7 (Jan) M8 (Feb) M9 (Mar) M10 (Apr) M11 (May) M12 (June) Total Year 1

Opening Balance £75,000 £45,300 £43,725 £43,825 £45,850 £48,450 £51,975 £56,525 £61,075 £65,625 £70,175 £74,725 £75,000

Cash Inflows (Sales) £8,000 £10,500 £14,000 £17,500 £18,000 £19,500 £21,000 £21,000 £21,000 £21,000 £21,000 £21,000 £213,500

Total Cash In £83,000 £55,800 £57,725 £61,325 £63,850 £67,950 £72,975 £77,525 £82,075 £86,625 £91,175 £95,725 £75,000

Cash Outflows:

  Startup Capex / Setup £22,000 - - - - - - - - - - - £22,000

  Equipment Purchase £5,000 - - - - - - - - - - - £5,000

  Cost of Goods Sold (25%) £2,000 £2,625 £3,500 £4,375 £4,500 £4,875 £5,250 £5,250 £5,250 £5,250 £5,250 £5,250 £53,375

  Rent, Rates & Utilities £3,700 £3,700 £3,700 £3,700 £3,700 £3,700 £3,700 £3,700 £3,700 £3,700 £3,700 £3,700 £44,400

  Staff Wages £3,500 £4,500 £5,500 £6,200 £6,200 £6,300 £6,500 £6,500 £6,500 £6,500 £6,500 £6,500 £71,200

  Loan Repayment + Interest £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £500 £6,000

  Marketing & Promotions £1,000 £750 £700 £700 £500 £600 £500 £500 £500 £500 £500 £500 £7,250

Total Cash Out £37,700 £12,075 £13,900 £15,475 £15,400 £15,975 £16,450 £16,450 £16,450 £16,450 £16,450 £16,450 £209,225

Net Cash Flow (£29,700) (£1,575) £100 £2,025 £2,600 £3,525 £4,550 £4,550 £4,550 £4,550 £4,550 £4,550 £4,275

Closing Balance £45,300 £43,725 £43,825 £45,850 £48,450 £51,975 £56,525 £61,075 £65,625 £70,175 £74,725 £79,275 £79,275


Microsoft_Excel_Worksheet.xlsx
12-Month Cash Flow

		Cash Flow Element		M1 (July)		M2 (Aug)		M3 (Sept)		M4 (Oct)		M5 (Nov)		M6 (Dec)		M7 (Jan)		M8 (Feb)		M9 (Mar)		M10 (Apr)		M11 (May)		M12 (June)		Total Year 1

		Opening Balance		£75,000		£45,300		£43,725		£43,825		£45,850		£48,450		£51,975		£56,525		£61,075		£65,625		£70,175		£74,725		£75,000

		Cash Inflows (Sales)		£8,000		£10,500		£14,000		£17,500		£18,000		£19,500		£21,000		£21,000		£21,000		£21,000		£21,000		£21,000		£213,500

		Total Cash In		£83,000		£55,800		£57,725		£61,325		£63,850		£67,950		£72,975		£77,525		£82,075		£86,625		£91,175		£95,725		£75,000

		Cash Outflows:

		  Startup Capex / Setup		£22,000		-		-		-		-		-		-		-		-		-		-		-		£22,000

		  Equipment Purchase		£5,000		-		-		-		-		-		-		-		-		-		-		-		£5,000

		  Cost of Goods Sold (25%)		£2,000		£2,625		£3,500		£4,375		£4,500		£4,875		£5,250		£5,250		£5,250		£5,250		£5,250		£5,250		£53,375

		  Rent, Rates & Utilities		£3,700		£3,700		£3,700		£3,700		£3,700		£3,700		£3,700		£3,700		£3,700		£3,700		£3,700		£3,700		£44,400

		  Staff Wages		£3,500		£4,500		£5,500		£6,200		£6,200		£6,300		£6,500		£6,500		£6,500		£6,500		£6,500		£6,500		£71,200

		  Loan Repayment + Interest		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£6,000

		  Marketing & Promotions		£1,000		£750		£700		£700		£500		£600		£500		£500		£500		£500		£500		£500		£7,250

		Total Cash Out		£37,700		£12,075		£13,900		£15,475		£15,400		£15,975		£16,450		£16,450		£16,450		£16,450		£16,450		£16,450		£209,225

		Net Cash Flow		(£29,700)		(£1,575)		£100		£2,025		£2,600		£3,525		£4,550		£4,550		£4,550		£4,550		£4,550		£4,550		£4,275

		Closing Balance		£45,300		£43,725		£43,825		£45,850		£48,450		£51,975		£56,525		£61,075		£65,625		£70,175		£74,725		£79,275		£79,275
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