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This is the full business plan for Moving Masala.

Mission Statement
Moving Masala stands for great tasting, freshly prepared food that customers can trust at affordable prices.  
The vision is to become the customers’ favorite for food-on-the-go.
we can make good, freshly prepared food accessible to everyone at their workplace at great value in an extremely competitive market place. 
We deliver fast and friendly service and enjoy making every day a great day for our customers by offering great tasting, good value food and rewarding them for their loyalty.
In this business proposal I have covered the following strategies; Cost Leadership, Market Penetration; Differentiation strategies and Product Placement to determine their advantages.

              Strategies in action

Cost Leadership
The advantages of Cost Leadership strategy are that it concentrates on creating a low-cost operation within the industry by reducing the development and production cost and it's possible for higher profit margins to appear. 
Combine low-cost operations with a competitive pricing greater margins are achievable than what other companies can achieve. 
This strategy is very good for customers who are conscious about their budget so the need for cost and the need for value is very important.
If we can offer our service and goods at an exceptional value, then the goods we offer will be considered for purchase first. Over time it is possible to persuade more business even in a mature market. The cost leadership strategy also makes it difficult for new companies to enter the market because of thin profit margins.
“A new company should concentrate on gaining its worthy place in the industry, rather than trying to beat other’s low prices”

Market penetration
When a company decides to enter a new market, it is crucial that it uses the market penetration strategy. The purpose of market penetration is to expertly use its product to enter the said market as quickly as possible and seize a large market share(inevitablesteps.com)

In practice market penetration measures all real sales of a given goods for a given period and then comparing that total with all sales of that specific goods for the same period made by one’s own company.
One-way Market penetration is implemented, is by price adjustment, this strategy is implemented by many industries.
By analysing the prices of the competition, it is possible to decrease one's own prices to entice potential customers with lower prices or increase the price to demonstrate the quality of your goods exceeds that of your competitors. This strategy is not without its downfall if a price is too low this could indicate low quality and too high price might make the company look that it has just one objective of profit, too low price or too high could make the public doubt your trustworthiness and fairness and quality. Increasingly promotion can increase the market share. 

Differentiation strategy
This strategy calls for the development of product(s) or service that offers unique qualities that are valued by customers.
Customers regard the product(s) to be distinctive and better than that of rivals. This strategy requires research capability and strong marketing and flair. The singularity of the product may allow the company to charge a premium for it. As there are many ways to differentiate such as:
· Product
· Service 
· Image/reputation
· Price
· Marketing.
The areas that we would look to target is packaging, packaging our van's and food and we would look to promote our USP (Unique Selling Proposition)
Basis of differentiation;
Products: must have an edge over the competitors. Companies can offer innovative products to its customers that best fulfils their requirements. 
Pricing: the supply and demand decides the price of a product, to gain differentiation through pricing the company can change the lowest price for its product's or gaining superiority by charging a maximum price.  
Organisation: this is where a company can gain success through the brand name, location, advantages, goodwill and customer loyalty.
If a company(we) is to implement differentiation strategy the company needs to analyse customers' requests and preferences to identify the feasibility and combine various differentiation features into a unique product that contains the desired quality.

Product placement
This strategy is to position your product or service in the mind of potential customers. This strategy is paramount to setting yourself apart from others but at the same time occupying a different place in the mind of the customers.
Product placement is crucial as our competitors could have a large amount of money to promote and develop. By positioning the product or service this takes away the attention off any features of the product and is the best way to separate from the competition.
Why is a product placement so important? This will help you compete when you don’t have better features, prices or functionality than your competition.
This can help you create clarity in the mind of the customers and make them believe that you are the best choice in a plethora of competition.
Can our business position its product or services in a competitive market? Yes!
By telling how we the company was formed. five university friends got together rather than a company just trying to make more money it's a story personal. 
Target a precise market (market segmentation)
Provide a level of service in sector not know for service.
Price differentiation is to successfully compete on price, this requires recognition that every customer has a different price to pay they would be willing to pay for a product meaning we could go to different factories during the holiday period of our regular business park. At the factories we could, or we would have to restructure the price as the people who are working at time are mainly on minimum wage as our research has shown and they are very budget conscious by restructuring the price this would give us the market penetration and the ability entice them to try our product and promote brand awareness.

One strategy for competitive advantage that gets overlooked is the Human resource management. Companies can develop this competitive advantage by creating value that is difficult for competitors to copy. According to (Jackson and Schuler,1995) human resource policies and practices may be an especially important source of sustained competitive advantage. Human recourse is a complex social structure such as an employment system that is difficult for competitors to imitate. 

We are aware that customers will be using us only at breakfast and lunchtimes, where we differentiate is, we bring quality, convenience, service and value and make them feel like they are getting a real bite to eat in their hectic day. We may be serving fast food but that shouldn’t mean that it can't be made from fresh and wholesome ingredients. 

Conclusion


It is of highest order for a firm to understand the sources of competitive advantage; it requires that the company exploits the tendencies of that sector instead of avoiding them.
As mentioned by (Porter,1990) the company might have to destroy old advantages in order to create new ones of high order level.
Barney (1991) argues that resources that are scarce and valuable at the same time can create competitive advantage. Competitive advantage happens when a company gains or develops quality or a combination of qualities that allows it to outperform its competitors.
Each of the generic source of competitive advantage is not necessary to be separate but in fact if worked together it can be created to be the most competitive advantage for a company.
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Product placement

R

Price promotions can reduce the risk of associated with trying a new product.

Product sample giveawy methods allows customers to experience our new product. when
customers have 2 positive experience it increases direct sales and drive word of mouth

e
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Above all Quality, invest time and effort to create a superior product prior to launch.
When 3 product s erro-free and complete from the start you create a lasting impression of
quality and value that will outlast the launch activities and translate into long term product
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2 3 Market Penetration

Ways to penetrate._the market!

1. Price adjustment/ lowering of the price wil lead to enticing new
customers/leading to sales increase

2.Promotion/ advertising is an essential ool for increasing brand awareness.

3.Knowing the risk and growth/having an in-depth knowledge of the product
and an understanding of the potential growth.

4.Upsurge usage/ Convincing marketing promotion campaign marketing
promotion campaigns lead to an increase in product sale which leads to bette:
market penetration and incresse sales.

5.Improving products; Improvements of existing products and good
communication s essential

6.8rand awareness/this is usually the first step. This bulds trust, customers
begin to recognize who you are simply by noticing your logo.
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