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[bookmark: _3whwml4][bookmark: _Toc170409127][bookmark: _Hlk167697293][bookmark: _Hlk167702625][bookmark: _Hlk167703668]1.1 Executive Summary
The Cocktail Connoisseur is an up and coming business designed to elevate events with premium cocktails and mocktails. Catering to a variety of occasions from birthdays, hen and stag parties to corporate events, offering tailored packages: Bronze, Silver, and Gold which accommodate gatherings from 4 to 20+ guests. Our unique selling point lies in delivering a personalised experience, with each package featuring a dedicated cocktail to ‘The Star of the Show’ and the Gold package offering free refills until supply runs out.
The operational model is built for flexibility and efficiency, with services managed by a sole trader to ensure direct control over quality and customer satisfaction. Initially, the business will be home-based in Llanelli and surrounding areas which minimises overhead costs, with plans for expansion as demand grows. Our competitive edge includes the use of locally sourced spirits and the ability to provide a bespoke service that larger competitors can't match.
Marketing efforts will focus on social media to attract our primary demographic of 20-39-year-olds. Pricing strategies are transparent and competitive, based on a cost-plus model to ensure profitability. With thorough risk management and event insurance, we prioritise safety and reliability. My aim for The Cocktail Connoisseur is to become a staple in Llanelli's event scene, which I think needs to be advertised more.
[bookmark: _Toc170409128]1.2 Introduction
[bookmark: _3as4poj][bookmark: _Hlk171619143][bookmark: _Hlk167717878]This is a plan for a business that will be known as The Cocktail Connoisseur. The business is currently in the development/ pre-planning phase, but the idea is to provide cocktails and alcoholic beverages to parties of all kinds. The parties that I will provide for will range from, but is not limited to birthdays, hen dos, stag dos and work events. If there is an event that requires mocktails, for example school proms, then I can cater to this as well.
The services will be through packages of Bronze, Silver and Gold. Bronze is ideally for an event of 4-10 people, where I will provide 2 cocktail and 2 mocktail dispensers, with the measurements there will not be a need to top these up, unless it is specified by the guest in which case these will be topped up at an agreed fee to the customer. The celebrant of the event ‘The Star of the Show’ will be provided with a freshly made cocktail provided by myself at the start of the event. All equipment and dispensers will be provided by the business; enough alcohol for 1 of each 4-litre dispensers will be provided and if the guest wants more than 1 dispenser then this will be provided to them with the costings of each dispenser.
	The Silver Package provides that little bit extra, where it is an event for 10-20 people, providing 4 dispensed cocktails and mocktails for the event, cocktail provided to the celebrant and to add a WOW factor, the organiser will be given the option of a glass of prosecco, a Bellini or a Kir Royale on arrival or they can have a round of Baby Guinness shots. The celebrant will be provided with a cocktail of their choice on arrival and just before the end.
	The Gold package is for the big parties and events of 20+, where they will be provided with a selection of 6 cocktails and mocktails, all topped up free of charge until my supply runs out, I will ensure to provide more than the standard amount for this package. The attendees will be provided with both a Kir Royale and 2 rounds of Baby Guinness shots. The celebrant will be provided with a cocktail of their choice on the hour and every hour of their party.
	Work events will be given the option of an extra package, known as the Masterclass package. This is where I come in with my cocktail equipment for however many people are attending the event and will train them on how to make a Rum styled cocktail and a Vodka cocktail, mocktails will also be available if they don’t want their staff to drink. I will cater to the company, where I provide them with the equipment and products, they will need to provide the space and tables to create the cocktails. I will also clean up after the event.

[bookmark: _1pxezwc][bookmark: _Toc170409129][bookmark: _2p2csry]1.3 Operations
[bookmark: _Hlk171619160]This section, I will highlight the operations of my business in 8 separate areas, these are; Identity, people, location, production facilities, management information systems, IT, risk analysis and Licenses and permits.
[bookmark: _GoBack]The way would thrive best by operating as a sole trader which is defined by Practical Law (2024) as “A simple form of business structure where the business is owned and operated by a single individual, and there is no legal distinction between the owner and the business”. As a sole trader there is no need for a big capital to get the business up and running. The business will be run and operated by myself as required by sole trader businesses, therefore I don’t have to answer to anyone higher than me and will be making all of the executive decisions, including but not limited to hiring staff in the future. A downside of operating as a sole trader is that I will be working very long hours, especially if I will be working full time as well. Being in a full-time role will be a natural drawback to taking the sole trader decision because I will not be able to cater for many parties every week and it will take longer for me to reach my breakeven point. Unlimited liability is another drawback that could affect the business, because it will make me solely responsible for the debts of the business.
	I have experience and qualifications in Hospitality and bar work, thanks to my company I will be able to get my Personal License, ensuring I am qualified and licensed to carry out my work. When my business first takes off it will be just myself who is employed with the business, however, if the gold packages are proving to be popular then I will tend to hire people I know and have worked with in the industry for a cash in hand shift. If I end up hiring staff in the future, I will ensure that my staff all have personal licenses, these aren’t free as they require payment to the council as well as a DBS check. The DBS will be up to my staff to pay for and the payment to the council will be covered by myself through expenses.
	My business will not have a precise location as I will be going around Llanelli and surrounding areas, then will look at expanding if the business succeeds. At the start of my business, I will be using my house as the main base, then once it becomes financially viable I will look into getting an off-site container. The benefits of not having a specific location is that I don’t have to pay additional charges such as rent or mortgage, this would put additional stress on my business and on myself because if I’m not making a profit I will continue to lose out on profit and end up in more debt paying back.
[bookmark: _Hlk172712711]My main competitors are The Bar Hire Co. and Poptop, because these are tied to Llanelli and Carmarthen. The Bar Hire Co is a business that allows the guests to hire a horsebox and their equipment to serve alcohol and food. Poptop are a masterclass company hiring for all occasions. not stuck to just Llanelli, they are for hire across the UK, so my competitors are much more popular than I will be, however, having a business dedicated to the people of Llanelli I believe will be a big buy in. The main difference between my business and the businesses I have found, is that the Cocktail Connoisseur will provide a more personal service to the people of Llanelli and I will be using locally sourced spirits and juices where possible. For example, I can use Aber falls Gin, Barti Ddu Rum, Brecon Five Vodka for the more premium packages. The benefits of not having a specific location is that I don’t have to pay additional charges such as rent or mortgage.
The resources I have are the cocktail equipment and the dispensers. My company will provide the cups, cocktail ingredients that are sufficient for the party and any extras that the guests feel they would like, such as garnish for the drinks. I have 3 cocktail dispensers and they each hold 3litres of liquid which will be enough for 66 cocktails in a standard glass. It is also important to keep equipment updated, therefore I will make sure to have 3 more in case of breakages. However, if the guests break them or any of my equipment then they will pay for the damages. I will not make my own products, as it will be cheaper to by all ingredients and equipment in bulk. 
If the business was to be set up now, I would have little storage space but I could ask members of the family to keep my stock safe which would be beneficial, but to maintain stock rotation and stock procedures it may be challenging going to all the different places. The beneficial part of this business is that the stock I am providing is long lasting if stored correctly. Alcohol tends to go off after 1-2 years and if it gets off the ground and is proven popular, then stock will be flowing steadily every week. It will be best for the business to purchase products in bulk rather than separately, because by using Bookers, they sell bulk stock for cheaper.
[bookmark: _Hlk172714045]The IT products that the Cocktail Connoisseur will be using are own laptops, personal mobile phones and an iPad. All the technology is updated to the most recent software and will be long lasting for a good 5 years. There will come a point when the tech will need updating, therefore this will be bought on the business as the equipment is needed for the job. I will make sure that all equipment are running on the same operating system, which will be apple, because everything can be kept secure and protected by the cloud and will be easier to search for documents on the same software. The disadvantage of sticking with Apple equipment is that it is expensive. Just released iPhones start at £1099, iPads range between £599 and £999 and the mac book laptops range between £999 and £1699. Although these are expensive, they have the option of trading in old products and making it cheaper, or I go on Amazon and look for cheaper.
[bookmark: _Hlk172715500]The risks that could occur are shown below together with insurance identification.

	Risk
	Insurance

	Cancellation of an event
	Covered by event insurance

	Public and product liability
	Covered by event insurance

	Property damage
	Covered by event insurance

	Theft or assault
	Covered by event insurance



It is vital to understand the risks of any company, with this one it is particularly important because I will be putting trust into my clients that I will be safe in the property, providing alcoholic drinks to them. It is important that there are minimum hazards around the house that could cause slips trips and falls, if there are then I need to be aware of these beforehand. It would be good practice to meet the client at the house prior to the event, to understand the risks that can occur in the house and let them know the liability.
	
[bookmark: _147n2zr][bookmark: _Toc170409130][bookmark: _Hlk167717935][bookmark: _Hlk167727411][bookmark: _Hlk167727463]1.4 Marketing
[bookmark: _Hlk173004453][bookmark: _Hlk172719124]This section considers the marketing side of the business, highlighting the factors through PEST and discussing the target market of the business. I have constructed a SWOT analysis of myself for the business.
	Political Factors
	Economic Factors

	· Product price hikes
· Tax hikes
· Environmental laws
	· Inflation and recession
· Cost of materials
· Interest and exchange rates
· Supply and demand
· Stage of the business cycle

	Social Factors
	Technological Factors

	· Social trends
· Demographic
· Locations
· Population in area
	· Glitch in system
· Wi-Fi error
· 




SWOT Analysis

	Strengths
	Weaknesses

	· Experience in the industry
· On track to completing my Degree in Leadership and Management
· Close friends who are business owners
· Close friends in the industry
	· Business isn’t set up yet
· Haven’t finished my degree
· Not in the financial position to start a business
· Haven’t got a personal license

	Opportunities
	Threats

	· I can gain the personal license from my current employer
· Finish my degree

	· Competitors around me
· Bank my not provide the loan
· Prices will go up
· People may not want to use my service



Camilleri (2018) stated that businesses may not be in a position to satisfy all of their customers, every time. It may prove difficult to meet the exact requirements of each individual customer, therefore there is a need to identify those customers the business will target. My target audience was touched on briefly above, but my main target audience will be people over 18, due to selling alcohol as regulations state that ‘In England and Wales, it's illegal to sell alcohol to anyone under 18’ (Gov.UK, 2024), and although there are some exceptions I would prefer to stick to the general regulations to ensure compliance. Once I know my target market I will break the market down into groups and target the most profitable segments (Camilleri, 2018).  The segmentation strategies that apply are geographic and demographic segmentation. Ezeh (2017) claims that market segmentation has become paramount for every organization because of the fast-changing competitive business environment and change in consumer preferences, therefore being aware of the segments I am aiming my business towards is paramount.  Geographic segmentation signifies a market divided by location (Martin, 2011) and the primary location for my business will be Llanelli, although I will consider travelling a reasonable distance. The market can be further divided by demographic segmentation which consists of demographic factors such as age (Martin, 2011) and as I have indicated above age will be a factor for my business. There will be moments in the year such as Christmas and Easter for work events, where mocktails will be more popular and the Spring/Summer season where I will be able to cater mocktails at school proms. This is important because I can then gather a younger audience for mocktails and as they grow older they will remember my service and use my business in the future. There will also be times of the year when my business will be more popular, such as Summer holidays for weddings, winter time for office Christmas parties. This will be perfect times for me to advertise my business to generate an income.
	According to the Office of National Statistics (2021), 5% of Llanelli’s population is between 20-24, 5.7% of Llanelli’s population is between 25-29, 6.1% of the population in Llanelli is between 30-34 and 5.9% of the population in Llanelli is between 35-39. This will be my main target audience in Llanelli because I want to appeal to an audience who can get the word out there of the Cocktail Connoisseur. Therefore, the demographic for my business for the first year will be Llanelli and surrounding areas.
[bookmark: _Hlk172719543]Social media platforms appeal to everyone, however, influencers and popular content creators are between 20 and 24, if the business attracts them online, then they will be able to boost my marketing further afield and get a lot more attention. This is not to say that I won’t provide service to anyone in Llanelli above that age range, when everything is taken into consideration about where the event will be, any risks involved then the service will be provided, the appeal will be the cocktails and will draw in the younger generation that way. I will advertise my business on Facebook, Instagram, Snapchat, TikTok and X (formerly known as Titter). The business will be on as many social media platforms as possible, because the main demographic I will supply to are ranging between 20 and 24.
One tool that is used to consider marketing is the marketing mix which consisted of product, distribution (Place), promotion and pricing strategies to produce and carry out exchanges and achieve the target markets (Išoraitė, 2016), however it was believed that services needed a different type of marketing mix (Jain, 2013) and a further three Ps were included People, Process and Physical Evidence. It is important to consider the 7 Ps of marketing. The products provided will be fresh, freshly bought and kept cold with the ice, which keeps the quality of the cocktails. The guest has the freedom to either choose from selected cocktails, or create their own cocktail with the products they have in house already. Due to the supplies and the service I am providing, I have chosen to go with Cost plus pricing strategy, which means I have included a percentage on top of the price of the package, this allows me to make a profit for what I am selling. The Cocktail Connoisseur will be based in Llanelli and surrounding areas, this gives me a marketing advantage because in my research I have found no local cocktail party hires in the area and there is a generation that I think would benefit from this service. At the moment there are no special offers or promotions, which could be a disadvantage to the business, however, this is something I will consider before opening the business as I think providing a 25% off for the first package would be beneficial for the company in terms of audience. The process will be, someone books online via a booking form highlighting these areas:
Full name:
Location:
Name and occasion for the ‘Star of the Show’:
Event type:
Package required:
Number of attendees:
Are all attendees over 18: 
Cocktail preferences:
Contact details:

A booking form will be the main route of organising the event, as this will go straight to my works email and will get an automatic update when a booking has been made and will then make immediate contact after the booking. SO far, the people in my business will be just myself, but if it appears to get busy and too much to handle for myself then I will look at hiring people who have experience in the trade. For example, a friend from previous work has a business in something similar and my friends help out with busy shifts, I have the ability to speak to these people to help me and will pay them cash in hand to help. Finally, physical evidence, the main physical evidence that I will focus on is the ambience and service I provide. Having the name connoisseur in the business name brings an element of quality, where I want to provide a top-quality service. I will liaise with the party organiser to identify what the atmosphere and ambience will be like so I can adapt my service to that.

[bookmark: _3o7alnk][bookmark: _Toc170409131]1.5 Revenue and Pricing Strategy
[bookmark: _Hlk173004473][bookmark: _Hlk172797708]This section will be discussing the pricing strategy that the Cocktail Connoisseur will commit to, depending on the prices of the products, the quantity that will be provided and compare that to the Bronze package, as this is the cheapest package provided. It is important that the company makes a profit, as this will be able to develop the future of the business. 
	My competitors are all using the cost-plus strategy, I know this because they aren’t providing their prices on their websites which means they will price up the total amount they will spend and then provide them with a price to ensure profit is being made. I will provide the costs of my service on the website and advertise this to ensure my audience are aware of the pricing. I must make sure that the selling price of a product is set at a level that will achieve profit (Barusman et al, 2020)
	I have considered using the market-based pricing, however I do not have an exact figure from my competitors, but it would be wise to suggest that it will be more expensive then The Cocktail Connoisseur. For example, Poptop provide horseboxes with various pumps hooked up for beer kegs. This will cost more for the upkeep of these and delivery to put these in place. The positives for market-based pricing is that it is fairly low risk of bankruptcy if you are aware of the quality, product, audience and cost. However, if your competitors are making mistakes in their pricing, then this can cause an issue because not only does it look like you are copying prices, but if the competitors are losing out on profit and audience then I will be too.
For the reasons stated below, I feel it will be beneficial to use cost plus as my pricing strategy. Barusman et al (2020) state that cost plus pricing is the process of determining the selling price by calculating per-unit production costs, deciding how much profit is desired, and then determining the selling price.  This will be beneficial for the Cocktail Connoisseur, because pricing up the total amount it costs to purchase all of the products and to ensure I make a profit off of this to generate an income and a stable future for the business. An advantage for cost plus pricing is that it provides a consistent rate of return through cost coverage, as long as the business is keeping track of supplies and using them correctly. If this was the case, I would ensure a buffer is in place if fluctuations in profit margins are occurring. As my demographic changes throughout the years, cost pricing may prove to be inefficient, meaning that it may urge towards me being strict on changing prices and cutting costs. It will be highly important that I keep track of what my competitors are charging to ensure my customers are given a fair price, while ensuring I make a profit.
I will base my costs off a bronze package, where it will be 2 cocktails, a Pornstar Martini dispenser, a Chelsea Rose dispenser and a Virgin on the Beach Mocktail dispenser for 10 people. The alcohol and equipment will be bought from Booker because this is the cheapest wholesaler I have found. I can go to places like Nisbets for cocktail equipment if needed, but they tend to be quite expensive. Starting off with Alcohol, the Gin costs £18 for 1 litre bottle, the Vodka will cost £19 from bookers and the Passoa will cost £12.39 all for 1 bottle as the guest has only paid for 1 dispenser and no refill. Next is the mixers and mocktail products From Amazon, a 1KG of passionfruit puree costs £11.99, vanilla syrup costs £6.99, Grenadine costs £7.99, elderflower cordial costs £2.59, 12 1 litre cartons of orange juice cost £15.99, 12 1 litre cartons of apple juice cost £12.79, 8 1 litre cartons of pineapple juice cost £9.59 and 12 1 litre cartons of cranberry juice cost £10.49. Moving onto the fruits, I will need Lemons and Limes for the sour mix and raspberries. For 20 lemons it will cost £6, for the limes it will cost £4.76 and for 900grams of raspberries it will cost £11.40. I have all the bar equipment such as gloves, knives, chopping boards and cocktail equipment, the only other thing I will need to provide is Ice and for 10 bags this will cost me £12.50. For a Bronze package, the total cost of these products comes to £270.46, which is why I am pricing the Bronze package at £340, for 1 bronze party package, I will be making a total profit of £69.54. Taking into consideration that the Silver and Bronze packages require more alcohol, based on the previous figures I will price the Silver package at £520 and the Gold package at £700.
[bookmark: _23ckvvd][bookmark: _ihv636][bookmark: _Toc170409132]1.6 Financial Information
[bookmark: _Hlk173006357][bookmark: _Hlk173004489][bookmark: _Toc170409133]In this section, I have provided my Profit and Loss Account for the Cocktail Connoisseur, highlighting my total income, total loss of goods sold, total expenditure and my total net profit over a 12-month period. It then moves on to the Cashflow predictions of the year, including the sales, expenses and breakdown costs of all the supplies.
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were up to date and would liaise with my manager f raining needed reviewing
or updating.

The Celtic Collection
2 years 6 monts.

Bartender
October 2019 - Novermber 2020 (1 year 2 months)

Make and create cocidails with professionalism, pour and serve Wines, spirts
and beers to permitied

uests over 18 Offering a selection of hot and cold drinks as well as updating
menu reguiarly.

Ensure the Merins Bar Title of ‘The Best Bar in Wales' was upheld for 3 years
running, by making sure

our customer service from al the team was 5*

Ensure masterciasses for cocitails, gin and whiskey were carred out
professionally and delivered the

right knowledge to al parties. We would also have the abilty to work in other
bars across the resort.

Food And Beverage Assistant
June 2018 - October 2019 (1 year 5 months)

Ensure restaurant is prepared for brealast by 6am, buffetis closed by
10.30am, Aftermoon tea and

‘sunday lunch i prepared for 11.30am, then stop serving at 16.00pm, dinner
service is ready for

17.00pm and buffet s closed for 21.00pm.

Make sure that all quests are treated equally and fairy, with customer service.
standards at a 5" service.

Making sure that we are offering altermatives for i someone has allergies.
Make sure all records are up to date of Health and Safety files and Training
records. Liaising with

management to make sure they are regulary reviewed and decide whether
staff members need further

training.

TG Fridays
Food Server
May 2017 - June 2018 (1 year 2 months)
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Cambrian Training Company
Level 3, Assessing Vocational Achievement - (July 2022 - January 2023)

Cardiff and Vale College
Level 2, Introduction to Cabin Crew - (September 2017 - June 2018)

Cardiff and Vale College
GCSE, English Language - (September 2015 - June 2016)

Cardiff and vale College
Level 3, Information Technology - (September 2014 - June 2016)

Radyr Comprehensive School
GCSE, Maths, BTEC IT and BTEC Science - (September 2012 - June 2014)
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Cocktail Connoisseur
2ringing the party to you
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Profit and Loss Account for The Cocktail Connoisseur

Income
Sales £109,380.00|
Other Income £50,000.00
Total Income £159,380.00]
Less Cost of Goods Sold
Materials/Purchases £40,280.52
Total CoGS £40,280.52
Gross Profit £119,099.48|
Expenditure

Bank loan repayment £9,293.16|
NI Payments £161.40]
Phone £18.00
Insurance £715.80]
Advertising/Marketing | _£2,400.00
Total Expenditure £12,588.36)
Net Profit £106511.12
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Cashflow for Cocktail Connoisseur

Montl January February March April May June July August September  October November  December
26Bronze 3Bronze 3Bronze 4Bronze 5Bronze 7ronze 8Bronze 10 Bronze 7ronze 9Bronze 10Bronze 8Bronze
packages 15ilver packages 3Silver packeges5  packages6  packages5  packages§  packages8  PackegesT)  Packeges§  packeges8  packages 9Silver packages§

Income packags 1 packages 2 Silver packages Silver packages Silver packages Silver packages Silver Packages Silver Packages _ Silver Packages Silver packages packages 10 Silver packagss

Seles (£) £190000 3980 £5,020 £6,580 £7.800 £9,000 £10,380 £14.200 £9.700 £13520 £15.260 £12.480

Capital

Bank loan 50,000

Total Incorme £51300.00 £3.980 85020 £6,580 £7.800 £9,000 £10.380 £14.200 £9.700 13520 £15.260 £12.480

Expenses

Bk loan repayment 77443 77443 77443 77443 77443 77443 77443 77443 77443 77443 77443 £774.43

N Paymerts 145 145 145 145 145 145 145 145 145 145 145 £12.45

Phore. £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150 £150

Insurance £5365 £5365 £5365 £5365 £5365 £5365 £5365 £5365 £5365 £5365 £5365 £5265

AdvertisingMarkeling £200 £200 £200 £200 £200 5200 £200 5200 £200 200 £200 £200

SupplisstStock §34517 21878 220238 257278 2257383 £3317.05 £375938 475471 £345580 453328 £517483 £4,36261

Total expenses 8233020 318721 329141 £362181 £3627.92 £4,366.08 £480301 580374 450483 £5647.31 622372 £5.41164

Netinflowoutlon £43505.80 sBR78” 827772 295818 5417208 245335 £557083 £33926 518517 £787263 £903628 £7,068.36

Opering Balance £000 £4350580 £50.31859 £53,096.21 5605440 86022648 £64860.40 7043133 782765 68402282 £9189551  £1003317

Closing Balarnce £43505.80 £50.31859 530621 £56054.40 6022643 6436040 £7043139 7882765 8402282 £9189551 £0093179  £108,00075

dispenisers 518 £000 £000 £000 £000 £000 £000 000 000 000 000 £0.00

Plastic tumblers 20308 20300 £407.60 £61140 £61140 £81520 £101800 £10800 £8520 £10800 £10800 £8520

Plastic Prosecea flutes £18.74 19790 277,18 33580 ] 247495 £533.70 £79160 58412 £79160 £91034 75200

Shot glasses 52878 2878 52878 55756 £5756 £5756 55756 58634 55756 £86.34 £1612 £85.34

Gin £7489 £ua78 £ua78 £ua78 £ua78 978 22067 £23955 22067 £23955 £374.30 £239.56

vocka £6589 £13178 £13178 £13178 £13178 197,67 19767 £26356 19767 £26356 £329.45 £283.56

Fum £8089 178 178 178 8178 24267 24267 £32356 24267 £32356 £404.45 £323.56

Passaa £7399 U798 798 798 £7399 U798 £7399 798 £7399 798 798 £147.98

Prosesco 3899 23394 2729 859 23394 2729 38091 £457.08 38091 £426.89 £545.85 £487.68

Baileys £7173 £7173 £7173 £7173 £7173 £7173 £7173 £7179 £7179 £7179 7179 £7179

Tia Maria £8394 £8394 £8390 67,68 £8394 67,68 £8390 67,68 £839¢ 67,68 £8390 £167.68

Passiorfrit Pures £5995 £5995 11990 18587 17985 2682 £25179 33572 £227.61 £31174 £347.71 £287.78

Verilla syrup £3495 £6390 £3495 £3495 £3495 £3495 £3495 £3495 £3495 £3495 £3495 £34.95

Grenacine, £47.94 9598 £47.94 £47.94 £47.94 £47.94 £47.94 £47.94 £47.94 £47.94 £47.94 £47.94

Elckrflower cordial £5.29 £3058 £5.29 £5.29 £5.29 £5.29 £5.29 £5.29 £5.29 £5.29 520 £5.29

Orange juice 84797 £7395 84797 £3138 £3138 84797 £6395 £7995 639 £7995 29594 £73.%

Apple juice £3837 £6395 £3837 £2558 £2558 £3837 5116 £6395 55116 £6395 £76.74 £62.95

Pineapple juice 2877 4795 2877 B B 2877 3835 4795 3836 4795 £5750 £47.95

Cranberry juice £3147 5245 £3147 2098 2098 £3147 £4136 £52.45 £4136 £52.45 £6294 £52.45

Lemans £8.00 £8.00 £8.00 £8.00 £3000 £48.00 £55.20 £60.00 £48.00 £60.00 £90.00 £60.00

Limes £14.40 £14.40 £14.40 £14.40 2380 £4165 5117 £47.60 £4165 £47.60 £8330 £47.60

Raspberries £43.40 £43.40 £43.40 £43.40 £57.00 £63.40 £7380 £106.40 £7220 £98.80 £11020 £9120

lee. £6250 £125.00 £6250 £87.50 £75.00 £10000 £1250 £15000 £10000 13750 5000 £137.50

Chopping board £000 £000 £000 £000 £000 £000 £000 £6.34 000 000 000 £0.00

Fruit knife 000 000 000 000 000 000 000 405 000 000 000 £0.00

iice press £000 £000 £000 £000 £000 £000 £000 £7.78 000 000 000 £0.00

Cocktal kit 000 000 000 000 000 000 £000 518 000 000 £000 £000

£1385777 s2188”  go24238”  g2572787  £2572897  £33005”  £3753.38 24754717 £3455807  £459328" 5174897 £438231




