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Action Plan
“TEMPTATION” will be the name of the place where my consumer can cheer themselves with very tempting desserts, bizarre snacks and striking chilled and exotic hot beverages. TEMPTATION will serve wide range products with comparatively low price and comfort and relaxing atmosphere. TEMPTATION will be haven for those who want to treat themselves and want to enjoy with their family and friend. These people will value the high quality product presented with pretension. Most of the caffeine consumed worldwide is coffee. It reached in some countries a level of 85%. Coffee is one of the most consumed beverages in the world alongside with tea and water. TEMPTATION will be a pastry cum coffee shop to catch the interest of a regular loyal customer base with broad variety of hot and cold beverages, baked stuff and desserts. Every business need proper business plan and need complete information in order to make it successful. Information consist consumer taste, preferences, attitude, belief and values towards product as well as market trend, market analysis economic condition and competitors. Business success depends upon market growth, market analysis and business strategies. To have successful business, product or service must have some differentiation element which serves as unique brand for consumer and consumer would like to pay premium price for that. For my business I need to set my qualitative and quantitative objective, to conduct detail market research (primary and secondary as required), develop

my marketing plan and must need to set my marketing campaign. For that I must need to work on following issues.
•

To search location of my business as I must able to capture maximum market Consumer attitude and preferences towards my product and services My target audience My competitors My marketing mix( product, price, placement and promotion)

• •
•

•
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To gain above information I must need to conduct MARKETING RESEARCH through interviews or observation or any other relevant method. I must have to develop questionnaire to gain knowledge about my target audience preferences and their wants. Then I need to analysis my collected data and must conclude finding which help me to make decision about my business. I must need to develop pie or bar charts so I can easily calculate the results even for secondary research. I would like to use bar charts so figures can easily calculate. For choosing location of my business I will rely on secondary data as it will provide me statistics of my expected consumers (e.g. number of colleges, universities and offices in particular area.). Censes data will help me calculate number of my targeted audience. Primary research will help to find the consumer preferences and attitude toward my brand. My decision about selecting a location will be based on primary and secondary research. I must need to carefully observe competitors with respect of their brand image; their sales record their marketing

mix. Before I set my objectives I must need to do SWOT analysis in order to set achievable objectives. After setting objectives I must need to conduct proper marketing research, than I must need to do analysis of my research as I can calculate my finding. After conducting research I have to work on my MARKETING MIX. I must have to work on product how many types of beverages will serve, what snacks and dessert I will keep, decision regarding arrangements, table settings, lightning, interior decoration I have to take under consideration. Pricing strategies as I decide to offer comparatively low pricing but able to generate enough profit, different deals, Sunday special, weekend special, mid night deals etc. Decision regarding selecting of place but good place cost more and my promotion campaign that how I am going to promote my product. I must need to use different marketing communication tools like sale promotion, publicity etc. Through all this steps I might encounter unexpected situation as I may not able to get complete information about my competitors or may not able to fine best location I must need to develop my some contingency plans and some alternative strategies like the second best suitable place or other options to arrange capital instead of getting loan. These back up plans or alternative strategies with keep my work in motion and I will not have to stop my work if my one source of information failed.

MARKETING
“Marketing is managing profitable customer relationships.” (www.mgtclass.mgt.unm.edu/)
2 | P a

g e BUSINESS STUDIES COURSEWORK BRITISH INTERNATIONAL SCHOOL

HAIDER RAZA

0091

Marketing Management is the process of planning and executing the conception, Pricing, promotion, and distribution of ideas, goods, and services to create exchanges that Satisfy individual and organizational objectives. (Philip kotler principles of marketing)

TYPES OF BUSINESS ORGANIZATIONS:

SOLE PROPRIETORSHIP: Simplest form of business ownership. One owner, who makes the investment, makes the decisions, takes the risks, performs day-to-day responsibility and enjoys the profits or suffers the losses. Sole proprietors own all the assets of the business and the profits generated by it. They also assume complete responsibility for any of its liabilities or debt. PARTNERSHIPS In a Partnership, two or more people share ownership of a single business. Like proprietorships, the law does not distinguish between the business and its owners. The Partners should have a legal agreement that sets forth how decisions will be made, profits will be shared, disputes will be resolved, how future partners will be admitted to the partnership, how partners can be bought out, or what steps will be taken to dissolve the partnership when needed. CORPORATIONS A corporation, chartered by the state in which it is headquartered, is considered by law to be a unique "entity", separate and apart from those who own it. A corporation can be taxed; it can be sued; it can enter into contractual agreements. The owners of a corporation are its shareholders. The shareholders

elect a board of directors to oversee the major policies and decisions. The corporation has a life of its own and does not dissolve when ownership changes.
(www. businessfinance.com)

After evaluating each form of business organization strength and weakness I would like to go for sole proprietorship because;  Easiest and least expensive form of ownership to organize.
 I will have complete control, within the law, to make all decisions.  I will receive all income generated by the business to keep or reinvest. 3 | P a g e BUSINESS STUDIES COURSEWORK BRITISH INTERNATIONAL SCHOOL
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 The business is easy to dissolve, if desired. As I have small business and I would like to run it without interference of any one. In future if I would like to expand my business like more than one branch I may do partnership but now I will only go for sole proprietorship.

MY BUSINESS OBJECTIVES:
OBJECTIVES: Objectives are bench marks against which action can evaluate. It is also the end point of planning. For my business I must need to set some objective as .We say objectives are benchmarks against which action can evaluate so in order to evaluate my business success I must need to set some objectives. I must need SWOT analysis before I set my objectives. SWOT analysis is a tool for auditing an organization and its environment. It is the first stage of planning and helps marketers to focus on key issues. SWOT stands for strengths, weaknesses,

opportunities, and threats. SWOT analysis for my business:
Strengths • • • • • • • Dine in, take away and delivery facilities Hot and cold beverages Low price Good quality Wide product offerings Expert human resources Tempting products Diet products Opportunities • • Change in cultural trend as people like to go to coffee shop instead of making coffee at home. People like to celebrate small parties at cafes. • • • • • • • Weaknesses Not licence with any franchise Not popular brand Consumer are not aware Lack of capital Location of my business due to lack of capital

Threats Competitors Franchise like Costa coffee

After evaluating my strength and weakness and marketing opportunities and threat I would set following objectives:

Qualitative objectives:
 Providing the highest quality product with personal customer service.
 Wide range of hot andcold baverges with tempting desserts and snacks.

 Dine inn, take away and home delivery facilities.  Competitive pricing.
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 Comfortable and relaxing atmosphere.  Arrangemet for prties. Quantitative objectives:  Arrangement for bithday parties upto 50 people.  Home delivery within 20 mintues.  Order must ready before half an hour. Constrains that will impact on my business: As my business is new and not franchise I need to work very hard to find a gap and position in consumer mind. People go for name and brand and it is very difficult to stand in front of brand. So I know that

competitors will be great constrains for my business. Second constrain is lack of capital though I have arranged good amount but the location for my business is key to success. To find good location is also very challenge for my business. The third constrain will be pricing as one of my objective to serve on comparatively low price. For that my profit will be low as I will charge low price so my return of investment will be slow but this is only one way to attract consumer and fight with competitors.

MARKET SEGMENTATION:
Dividing a market into distinct groups of buyers on the basis of need, characteristics, or behaviour who might require separate product or marketing mix.( Philip kotler: principles of marketing) TARGET MARKET: Group of persons for whom a firm creates and maintains a product mix that specifically fits the needs and preferences of that group (www.answers.com)
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My market is divided into three different demographics and psychographics: They represent groups of people sharing similar behavior patterns and reasons for patronizing temptation. I have divided my target market into three classifications. Students and office workers: it would be a gathering place for group of students and office worker who can have their sitting with friend, where they can chat, fun and discuss their issues, having evening coffee with snacks. Office workers may stop for their own or bring clients in for a wonderful coffee and gourmet

dessert experience. Soccer Moms actually encompass all family members. TEMPTATION will be gathering place where families are welcome and feel comfortable. "Moms" can come in for after school milk and cookies with their children and relax while we pamper the little ones. Or they can meet up with friends for our Tea Time - a little civilized time stolen in the midst of a busy day. Celebrators - people celebrating special occasions. Birthday parties, wedding anniversary, graduation ceremonies, valentine's day, etc., families and loved ones will gather at our place over sumptuous desserts and a festive atmosphere. Target Markets

BUSINESS ANALYSIS AND COMPETITION: Although TEMPTATION will create a new niche in the food service industry, but I do share similarities, and therefore compete with several kinds of quick-service dessert businesses: Restaurants: any restaurant offering hot and cold beverages with dessert. Ice Cream Shops: who offers desserts and coffee. Donut and Coffee Shops: any place coffee and pastries are available for carry-out or dine-in consumption. Supermarket: in-store bakeries as well as frozen specialty desserts offer some competition. Bakeries: free-standing traditional bakeries. After market analysis I found the following brand may be serve as my competitors. I must need to evaluate their strength and weakness. Bread people: Breadpeople is a bakery which also offer dines in facility with collection of hot and cold beverages. Bread people might serve a competitor for TEMPTATION but do have some lacking as 

the most of the product are bakery related. (Buns, sandwiches, cakes etc) They don’t have any specialty in beverages as they offer simple tea and espresso coffee in one flavour, and readymade beverages like Pepsi and Nestle juices.
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SIP N SNACKS: An ice- cream parlour which offers wide range of ice- cream with snacks included burger, pizzas and sandwiches. It is located in the main commercial area which is the biggest advantage of this shop. Their target audience s are ice- cream lovers who can refresh them themselves with scope of ice- cream with any snacks. The disadvantages of sip and snack that they only emphasis on ice- cream and their most of the deals are related to icecream and pay little attention toward snacks. COSTA COFFEE: A franchise with excellent taste of coffee and related desserts, pleasant environment but extremely expensive products which can only be afforded by high income group. DUNKIN DONUTS: A franchise donut shop, famous for its special assorted donuts. They also offer soups and sandwiches with dine in facility. Dunkin donuts lack in variety as they offer limited range of products and focus on donuts. The prices are relatively high as it is franchise. COMPETITIVE EDGE There is no doubt that I will be competed with a variety of similar businesses but my competitive edge is my unique niche in an old market. Although the above restaurants, cafes, bakeries, ice cream shops, etc have an established position in the

marketplace, but I will be offering the customers a completely new experience and far higher quality product with comparatively low price. The comfort factor also plays an important role in consumer decisions. Both the atmosphere and staff of TEMPTATION will be warm & friendly. And the menu will reflect "comfort food" desserts as opposed to intimidating desserts that resemble architectural colossi. I will use the highest quality products; sometimes paring the ordinary with the exotic, but we will always present our product in an unintimidating manner.

Business is another name risk, so In order to achieve more accurate information I decided to visit competitors so I can complete my all required, and for that I decided to visit one strong competitor and one weak competitor. I chose Costa coffee as the strongest competitor. It is franchise, an international brand and fulfils the need of global competition. People are very much aware of this brand. I visit there and introduced I as student who I has some research topics over consumer taste and preferences bout coffee shop. They welcome me very warmly and give answers of my questions. My conclusion: The Costa coffee is international brand and has very good image in consumer mind. The objective of Costa coffee is to provide fully satisfaction to coffee lovers; they provide wide range in coffee flavours with combination of chocolate cake and cookies. They offer good environment for sitting. The location of Costa coffee is good as it is in the offices area but they is no availability

of parking. After 8.00pm people are able to park their car nearby Costa coffee but before it seems totally impossible observation that target market of Costa coffee e is very selective as only target to high income group .the price can’t be afford by everyone. The target audience were mostly group of friends and few family members. The menu is
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very selective but fulfils the quality requirement. The main reason of consumer preferences is the environment of Costa coffee, product quality and brand name. I tried their chocolate cake and cup of cappuccino, though it cost a lot but it was great in taste. Another competitor is BREAD PEOPLE a bakery where they provide sitting arrangements. Bread people is famous for their baked goods mostly offer buns, sandwiches pastry etc. They have nothing their own beverages. They use local soft drink, tetra pack juices, and readymade soups. Prices are comparatively high than local shops but less than franchise. Sitting environment is good but very congested. The location is better as it is near to residential area and not very much busy at day time so people get an opportunity to park their cars, but is it quite far from offices area not possible for people to walk to cafe. People visit Bread people for breakfast and evening tea, and school children for their school lunch. Effects of my business, to community and other businesses. As my objective is to provide wide range and quality food to my consumer

with comparatively low price thus it will have positive effects on the community as people will be able to get brand quality product but in comparatively low price. They will get free delivery facility which helps those who has problem of transport. People will get good sitting environment. They can increase their social life as TEMPTATION will be meeting place. My shop will employed minimum five to 8 people so help in employment issues. But yes it may affect the business of franchise and other shop. Bread people is charging more than it deserve may effect by my pricing strategy. Costa coffee will not effect as they only target high income group. My next step is to conduct marketing research as I can understand consumer taste, preferences, attitude toward object and buying behavior which will help me to select the product and product line.

MARKETING RESEARCH:

• •
•

Marketing Research is the systematic design of data collection, analysis, and reporting of data and findings relevant to a specific marketing situation facing the company.(Philip kotler) Burns and Bush Definition: Marketing research is the process of designing, gathering, analyzing, and reporting information that may be used to solve a specific marketing problem

TYPES OF RESEARCH:
1.Secondary research or secondary data: Data that had been previously gathered for some other purpose, other than the current research problem under investigation.In Secondary research data has been collected by individuals or agencies for purposes other than those of our

particular research study. ADVANTAGES:
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Ease of Access – the Internet has changed how secondary research is accessed by offering convenience (e.g., online access from many locations) and generally standardized usage methods for all data sources. • Low Cost to Acquire - Researchers are often attracted to secondary data because getting this information is much less expensive than if the researchers had to carry out the research themselves. • May Help Clarify Research Question – Secondary research is often used prior to larger scale primary research to help clarify what is to be learned (Step 2). For instance, a researcher doing competitor analysis, but who is not familiar with competitors in a market, could access secondary sources to locate a list of potential competitors. DISADVANTAGES: • Quality of Researcher – , the quality of secondary research should be scrutinized closely since the origins of the information may be questionable. Organizations relying on secondary data as an important component in their decision-making (e.g., market research studies) must take extra steps to evaluate the validity and reliability of the information by critically evaluating how the information was gathered, analyzed and presented. • Not Specific to Researcher’s Needs – Secondary data is often not presented in a form that exactly meets the marketer’s needs. For example, a marketer obtains an expensive research report that looks at how different

age groups feel about certain products within the marketer’s industry. • . PRIMARY RESERACH: Information that is developed or gathered by the researcher specifically for research project at hand. ADVANTAGES
•

Greater Control – Not only does primary research enable the marketer to focus on specific issues, it also enables the marketer to have a higher level of control over how the information is collected. In this way the marketer can decide on such issues as size of project (e.g., how many responses), location of research (e.g., geographic area) and time frame for completing the project. • Efficient Spending for Information - Unlike secondary research where the marketer may spend for information that is not needed, primary data collections’ focus on issues specific to the researcher improves the chances that research funds will be spent efficiently. DISADVANTAGES:
•

Cost - Compared to secondary research, primary data may be very expensive since there is a great deal of marketer involvement and the expense in preparing and carrying out research can be high. • Time Consuming – To be done correctly primary data collection requires the development and execution of a research plan. Going from the start-point of deciding to undertake a research project to the end-point to having results is often much longer than the time it takes to acquire secondary data.
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For my business I must need to do both types of research. for individual

consumer preferences I would go for primary research and for decision for location and for defining population I would go for secondary research.

SECONDARY RESERCH: My decision will be based on secondary research as decision about selecting of location is based on secondary research. I need to contact with Estate agents to show me different locations maps and their statistics which match to my requirement and may able to attract my target group. I was looking place nearby offices, university and residential area. I get information to govt department like I am thinking to get place in Defence so I need to contact with DHA office authorities who has complete map and data regarding commercial buildings, number of houses, number of colleges and universities etc. The number of university and offices and residential areas statistic I got from local area censes.

METHODS OF PRIMARY RESEARCH: Business studies book: Karen Borrington and Peter Source:
stimson
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TYPE OF RESEARCH
QUESTIONNAIRE: “A questionnaire is the vehicle used to pose the questions that the researcher wants respondents to answer”. ( source: DONALD TULL. RESEARCH METHODS)

ADVANTAGES

DISADVANTAGES

• •

The business can decide exactly which question it wants to ask. It is easy to analyze the replies using information technology It is easier to obtain detail information about the person’s view. If any of the questions is difficult to understand, the interviewer

can explain them.

• •

They are expensive and time consuming. They are brief and impersonal.

• INTERVIEW: Set of ready –prepared questions to ask the interviewee. •

• •

It is time consuming. It is an expensive way of gathering data.

FOCUS GROUP: Focus groups are small groups of people( six to ten) brought together and guided by a moderator through an unstructured, spontaneous discussion for the purpose of gaining information relevant to the research problem

•

It is relatively cheap way of gaining the view of customer. Customer may respond to this rather than postal questionnaire,

•

•

Respondent may change their opinion by other member of the group. People may not agree to give time for group session.

•

OBSERVATION: Techniques in which the researcher relies on his or her powers of observation rather than communicating with a person in order to obtain information

•

A large number customer can be observed over a period of time. It is relatively cheap way of gaining information.

•

•

It only gives customer reaction; it doesn’t give the reason for those reactions. Lots of chance of inaccuracy.

•

11 | P a g e BUSINESS STUDIES COURSEWORK BRITISH INTERNATIONAL SCHOOL

HAIDER RAZA

0091

After evaluating each type of research method I decide to go for questionnaire. I will develop the QUESTIONNAIRE and distribute it to my target audience and calculate my analysis because: • • • • • It will help to find exactly what my target audience need. It will help me in developing

my product line. It will help me to set pricing strategies. Skim, semi skim or premium pricing. It will help me to understand consumer specific taste towards specific product. It will help me to understand consumer attitude toward present outlets.(their preference and lacking)

I need to develop questionnaire to conduct research.

QUESTIONNAIRE
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Q No 1: Would you like to go out for coffee and snacks? ANS: (A) YES (B) NO Q NO 2: How often you visit? A. Once a month B. Twice a month C. Twice a week Q NO 3: Do you like to go to coffee shop with --A. With friend B. With family C. All Alone Q NO 4: How important for you:

Brand

Product quality

Product range

Environment

Pricing

Customer services

Location

(1.not important at all, 2: Important 3: very important)
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Q NO 5: How will you rate? (1.poor, 2: Satisfied, 3: good, 4: very good, 5 excellent)

SIP N SNACKS

COSTA COFFEE

BREAD PEOPLE

DUNKIN DONUTS

Product quality

Product range

Environment

Pricing

Customer services

Location

Q NO 6: Would you like to try new place where you can get wide range of hot and cold beverages? ANS: (A) YES (B) NO Q NO 7: Would you like to try new place where you can get wide range of bakery products (cakes, pastries, tarts, sandwiches, pizzas etc) ANS: (A) YES (B) NO Q NO 8: Would you like to try new place

where you can get wide range of desserts?
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ANS: (A) YES (B) NO NO 9: Would you like to try new place where you can get free delivery of your products? ANS: (A) YES (B) NO NO 10: Would you like to try new place where you can get all above facilities with comparatively low price? ANS: (A) YES (B) NO

• •

•
•

Sample A segment of population selecting for marketing research to represent the population as whole. – Population—all the elements, units, or individuals of interest to researchers for specific study – Sample—a limited number of units chosen to represent the characteristics of a total population Sampling unit: who is to be served? Define the target population that will be sampled. As I divided my target audience into three categories, which will serve me as sampling unit. • The students and office workers • The house holds • Celebrators

•

Sample size: How many people should be served? For me it is very difficult question regarding selecting sample size. Very small size may not produce data and very large small size will increase cost and time. Sample size must be
large enough to produce accurate data. I decide to take 1% of total population which is equal to around 250sample size.

•

Sampling procedure: how should the responded is chosen? I must decide my sampling procedure as I would like to go for probability sampling method or non- probability method. For my first category students and office workers 

I would like to go for probability sampling, as any 10 person from each university. 5 person from each building.(office buildings) For my second and third categories which is family members I will go for non- probability sampling method which is based on my convenience as distributing samples in my neighbors’, family friends and to those whom I select from my judgment.
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Q No 1: would you like to go out for coffee and snacks? ANS: (A) YES (B) NO

ANALYSIS:

95 % respondent answer was YES as they go out for coffee and snacks 5% respondent answer was NO as they don’t go out for coffee and snacks

Q NO 2: How often you visit?  Once a month  Twice a month  Twice a week
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ANALYSIS: 15% people visit once a month 45% people visit twice a month 40% people visit twice a week

QNO 3: You like to go to coffee shop with --• • • With friend With family All Alone

ANALYSIS Respondent like to go to coffee shop with --○ 55% like to go With friend ○ 40% like to go With family ○ 5% like to go All Alone
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NO 4: How important for you: Brand---------------? Product quality-----------? Product range-------------------? Environment-------? service-------------------? Location------------? (1.not important at all, 2: Important 3: very important) ANALYSIS:
PRODUCT

QUALITY BRAND PRODUCT RANGE ENVIROMENT PRICE LOCATION

Not important at all

55%

5%

25%

10%

5%

20%

Important

30%

30%

35%

55%

45%

55%

Very important

15%

65%

40%

35%

50%

25%

Q NO 5: How will you rate? (1.poor, 2: Satisfied, 3: good, 4: very good, 5 excellent) SIP N SNACKS

SIP N SNACKS

POOR

SATISFIED

GOOD

VERY GOOD

EXCELLENT
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Product range

59%

24%

13%

3%

1%

Environment

5%

25%

46%

19%

5%

Pricing

5%

45%

15%

8%

1%

Customer services

2%

51%

29%

11%

7%

Location

20%

43%

23%

8%

6%

COSTA COFFEE

COSTA COFFEE

POOR/

SATISFIED

GOOD

VERY GOOD

EXCELLENT

Product quality

0%

1%

9%

35%

55%

Product range

10%

14%

40%

20%

26%

Environment

5%

15%

36%

30%

15%

Pricing

55%

25%

15%

3%

2%

Customer services

2%

10%

20%

30%

38%

Location

20%

33%

40%

18%

6%
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BREADPEOPLE

BREADPEOPLE

POOR/

SATISFIED

GOOD

VERY GOOD

EXCELLENT

Product quality

5%

20%

35%

25%

15%

Product range

10%

14%

40%

20%

26%

Environment

5%

15%

36%

30%

15%

Pricing

15%

25%

45%

10%

5%

Customer

services

20%

10%

30%

30%

10%

Location

20%

33%

40%

18%

6%

DUNKIN DONUTS

DUNKIN DONUTS

POOR/

SATISFIED

GOOD

VERY GOOD

EXCELLENT
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55%

Product range

30%

35%

20%

15%

5%

Environment

5%

15%

36%

30%

15%

Pricing

55%

25%

15%

3%

2%

Customer services

2%

10%

20%

30%

38%

Location

20%

33%

40%

18%

6%

Q NO 6: would you like to try new place where you can get wide range of hot and cold beverages? ANS: (A) YES (B) NO ANALYSIS 75% people would like to try new place where they can get wide range of hot and cold beverages 25% people would like to try new place where they can get wide range of hot and cold beverages
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Q NO 7: would you like to try new place where you can get wide range of bakery products (cakes, pastries, tarts, sandwiches, pizzas etc) ANS: (A) YES (B) NO ANALYSIS 85% of respondent would like to try new place where they can get wide range of bakery products. 15% were not interested in bakery stuff.

Q NO 8: Would you like to try new place where you can get wide range of desserts? ANS: (A) YES (B) NO

ANALYSIS 75% of respondent would like to try new place where they can get wide range of dessert. 25% were not interested in desert.
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NO 9: Would you like to try new place where you can get free delivery of your products? ANS: (A) YES (B) NO

ANALYSIS 95% of respondent would like to try new place where they can get free delivery. 5% were not interested in free delivery.
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NO 10: Would you like to try new place where you can get all above facilities with comparatively low price? ANS: (A) YES (B) NO

ANALYSIS 95% of respondent would like to try new place where they can get all above facilities with comparatively low price. 5% were not interested.

MARKETING CAMPAIGN:
PRODUCT:
The physical features of the product or the intangible aspects of the service .Covers things you do to make the product more attractive to buy. As per analysis of my marketing research, 85% respondent needed wide range of product and 75% of respondent were in favor of wide range of beverage so every individual can satisfied their need. the available outlets have limitation in variety of products franchise sell only limited stuff and others have focused on one segment of product like Sip n snack only emphasis on ice- cream. For me it is great opportunity to take an advantage of this opportunity and full fill the consumer requirement and introduce wide range of beverages and food. this is my differentiation strategy as to satisfy consumer maximum satisfaction through maximum range of product.
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As per analysis of my research I noticed one thing that most of the consumers were very conscious about the quality of the products they go to franchise as they trust the quality of franchise products. They pay premium price just for the quality; they have confidence on franchise product that it will be product through strict quality and hygiene process. It is big challenge for me to serve the product with considering hygiene and quality control. In order to satisfy my consumer I decide to follow the International Organization for Standardization ISO 9000 QUALITY MANAGEMENT PROGRAMM so my costumer will have same satisfaction as get when they visit to my franchise.

PRICING:
Pricing: monetary value at which product will sell. Comparative price was one of my objectives. To sell my product at comparatively low price, than competitors. As per analysis of my marketing research, 45% respondent has given importance to the pricing while 50% of respondent were pricing have very important element, and 95% respondent would like to visit the place where they can get good stuff in comparatively low price. So analysis shows that the success of my business is very much dependent on my pricing strategy. Good food but with good price. I got the price list of franchise and the normal shops and after giving great consideration, I decided to offer around 15 to 20% less pricing than competitors and 5 % than normal shops.

PLACE:
A place here consumer

can get the product. I have chosen an area for my shop, which is nearby residential and offices. Small parking area is also available for day time and huge parking after office hours. Two universities are also near to that area.bus stop is around two minute walk.

PROMOTION
•

Telling the customer about the product Calling marketing communication mix. TYPES OF PROMOTION:

•

•

ADVERTISING: Any paid form of non personal communication that is transmitted to consumer through such mass media as television, radio, news paper, magazine, direct mail, and outdoor displays.

MEDIA TYPE News paper • •

ADVANTAGES Short lead times Flexibility, • • •

DISADVANTAGES Short lifespan Low pass-along rate
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RADIO 8%

• • •

. Low cost, Flexibility, Mobility

• • •

No visual treatment Short life span Highly fragmented audience

• • TELEVISION 25% •

Mass coverage • Low cost per customer •

High execution cost Skepticism

SALES PROMOTION:
Sales Promotion consists of short-term incentives to encourage the purchase or sales of a product.

Tools of sales promotion
.Money Refunds: Offering consumers money when they mail in a proof of purchase, usually for multiple product purchases  Buy one get one free offers  Coupon: A certificate that entitles consumers to an immediate price Cents-Off Offers: Promotions that let buyers pay less than the regular price to encourage purchase Free Samples: Samples of a product given

out to encourage trial and purchase Demonstrations: Manufacturers use them temporarily to encourage trial use and purchase of a product or to show how a product works.

  

PUBLIC RELATION
The process of creating or changing the attitudes, beliefs and perceptions of people by influencing them-primarily with information disseminated through the media.” TOOLS OF PUBLIC RELATION: PUBLICATION: Annual reports, Broachers, Articles EVENTS: Companies can draw to new products or others company activities by arranging special events like, News conferences, laser shows, Seminars, hot air balloons, Exhibits, fireworks NEWS: Create favorable news about the company, its product and its people. SPEECHES: Speeches are another tool for creating product an d company publicity • Talk at trade association, Question from media, Sale meeting
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Face to face selling in which a seller attempts to persuade a buyer to make a purchase. Personal selling is as old as commerce itself. Personal selling is a promotional method in which one party (e.g., salesperson) uses skills and techniques for building personal relationships with another party (e.g., those involved in a purchase decision) that results in both parties obtaining value. Evaluation of communication mix and my campaign: For my shop I must need to consider some promotion strategies. I have already discusses different types of promotion and now I have to decide what type of promotion I have to

select. My business is in introductory stage and according to this stage I must have some objectives. I need to create awareness about my products in consumer mind, and then create liking and preferences gradually. For that I must need to increase my promotion efforts. I have to consider my budget and design my promotion efforts. Advertising is the most expensive but most effective way of promoting product. Advertisement can be made through many media and most expensive is television. We have already evaluated the effectiveness and drawbacks of each media. Advertising is the most effective way of promoting products. I will definitely go for advertising but I will use print media. Instead of distributing leaflets or giving add in newspaper which is quite expensive I would like to go for HOME EXPRESS magazine. It is monthly magazine which is design to promote products of particular areas and distributed freely to each and every home of selected particular area. It is very cost effective and cost me around 49p per home and would distribute around 15000 homes. People read HOME EXPRESS very willing and pay attention towards its advertisement more than news paper or other magazines. Sales promotion is very helpful for promoting product it attempt to stimulate quick buyer action, or, in other words, attempt to promote immediate sales of a product (thereby yielding the name sales promotion), but this tool can be effective for short run. The cost of sales promotion is relatively low compare to advertisement. I must need to use sale promotion

tools as:
•

PERSONAL SELLING:

• • • • • •

Introductory price on some products which would cheaper from my competitors Some complimentary gifts(pack of cookies, pastries etc) on spending large amount 10% discount on next purchase Short term discount on booking of birthdays and weeding cakes Free refills for dine in Mid night, weekend, lunchtime deals. Club card offers
BRITISH INTERNATIONAL SCHOOL
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• •

But two get third one free Special discounts on parties

Publicity is most effective and cheapest way of promotion mainly use for corporate image building. is used to promote products, people, ideas, activities, organization and even nation.PR can have a strong impact on public awareness at much lower cost than advertising. Company does not pay for the space or time in the media. It pays for a staff to develop and circulate information and to manage events. The old name of MPR was publicity. It goes beyond simple publicity and play an important role. I must need to use publicity tool and for that on the day of inauguration I would invite media people like movie and TV stars, singers and other famous celebrities in order to attract press people attention. The presence of stars creates news in media which indirectly play the role of advertising my shop and will play major part in building my shop image in consumers mind. ==================================================================
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