Starting a Business

Introduction


“An entrepreneur is one who creates a new business in the face of risk and uncertainty for the purpose of achieving profit and growth by identifying opportunities and assembling the necessary resources to capitalise on them 
(Scarborough and Zimmerer 2000)
This assignment is been carried out by 3 groups of girls which involves research into all the aspects of starting up a business. This will cover the following:

• Business description of the business ideas and how it was generated, aim and objectives of the business and also an initial research, including an updates CV’s for each group member and their individual aims. The choice of business formats plus reasons for choice and paper work required.   Details of how the research of the market was carried out including questionnaire.

• Marketing plan for the proposed business incorporating: overview of the market segment, description of the products and services being offered, examination of the competition, why our products service will be better and different.






















































Description

The name of our business is called ‘Finger Licken Chicken’ (FLC). The main reason we have chosen this name is because the business specialises on chicken, the business is an Afro-Caribbean eatery/restaurant, which meant to produce/cook chicken in African-Caribbean way, which is spicy.
The business is inspired by 3 friends with the desire to make right a great wrong in society ‘the deprivation of finger-licken African-Caribbean food in 

our environment’. We all have worked in African-Caribbean eateries at one time or another and have a good knowledge of how to run this type of business and also, we can all cook very well.
Mostly importantly, our course is a good source of contribution to our business success. We have good knowledge of marketing, strategic management,   business enterprise, management of self and people as well as human resources management, which we have learnt from our course in the Institute.

FLC Experience
FLC is soon to be spreading around the globe like wide fire.   The business is will be devoted to people with an appetite for life, people who love to laugh and live to eat such as ourselves.   
At FLC we believe in our caracole-grilled Spicy-Spice Chicken, we believe it’s the best in the world.   We are sure that anyone who tastes the unique flavour and fire of our Spicy-Spice Chicken will agree with us.   FLC’s chicken, a miracle but it didn’t fall out of the sky; this is soon to be the 8th wonder of the world.   From the onset, FLC will offer customers a unique ‘Finger-licken’ life experience that will be about experiencing great times around the table, laughing and living to eat.   It would be about having fun and never taking life too seriously, this experience will be backed up with a FLC promise of high quality.
FLC will take customers on a journey, their own voyage of discovering Africa and the Caribbean all at once.   They will come to discover how special it is to dine with the FLC family; they will experience our traditional hospitality, warmth and fun.   Their senses will be fired with unique

products and taste of African – all prepared with pride and passion.   And here they will be touched by the magic that is the FLC way.
Finger Licken Chicken Product and Services

Product: Spicy Chicken
The signature menu item at FLC is an African Caribbean speciality, charcoalite chicken that has a truly unique taste. Fresh, never frozen, A-grade chickens are butterfly-cut and immediately spiced-up in the top-secret FLC spices for a full 24 hours to ensure that the flavour penetrates right through the meat. 

The chicken is charcoal grilled right in front of the customer and basted thoroughly with the customer’s choice of sauce: Lemon & Herb, Pineapple & Curry, for the not so brave medium spicy spices: Jerk + Hot sauce for the slightly more adventurous and Hot or Extra Hot Garlic & Ginger for the real daredevils. Charcoal-grilling the chicken means that half the fat of the chicken literally disappears in the process, and the results, the finest tasting chicken on this side of the globe.

Dishes Spicy spice sauces Meals
Vegetables Dishes Lemon & Herb Jollof Rice
Suya (Beef & Lamb) Pineapple & Curry Fried Rice
Spicy Spice Chicken Garlic & Ginger Rice & peas
Wraps Jerk & Hot sauces Pepper soup
Jerk Chicken Spicy fruits sauces Peanut Stew

Alternatives
Delicious alternatives and additions to the Spicy-Spice chicken include burgers, stakes, fish platters, jollof rice, rice and peas, roasted corn on the cob, salad, pepper soup and many more.
Services
The business intends to offer a wide range of services to suit different tastes of customers. The services, which would be offered,

are as follows:

Restaurant
This is the major service the business will offer. This is a more relaxed setting suitable for family outings, candlelight, romantic dinners and also a place to get together with old friends.   Our restaurant will have its own unique characteristics and design, which will echo the Afro-Caribbean influence.   Customers will find a warm friendly service, delicious chicken and a relaxed informal atmosphere at all times.   In the restaurant will encourage noise, we will encourage people to use their hands when eating (the traditional African way) and we will encourage family and friends gatherings in the spirit of the mother land.   
Our motto will be that children should be heard and seen eating. Our only table manner request will be that people smile and enjoy themselves.   FLC will be ‘ home away from home’ where a feast will be enjoyed in a relaxed environment where the pressure of daily life is left behind.

Takeaways
We intend to have a takeaway stand for customers who do not want to eat in and also where customers’ eating in wants to have a take with them after their meal.

Deliveries
We want our dishes to reach far and wide so the idea of deliveries sprung up. We would have a dedicated telephone line to take the orders and make sure the food is delivered within 30 minutes considering the proximity.

Online order
As a business, we want to make everything as easy as possible for our customers. This would save money and time and would also be as effective as all other services provided. This is a good opportunity for people who are computer literate

and would prefer using Internet than telephone.

Office catering 
We want to make a break through into the business world by serving them Afro-Caribbean snacks during lunch break. This is to create variety for those who do not want the usual snacks 

Party catering 
We would also cater for parties that want Afro-Caribbean foods to be served.
The company intends to provide the entire utensil needed for the serving of the food including waiters and waitresses.

In-flight catering 
We as individual has travelled far and wide and noticed that Afro -Caribbean foods are not always served which leaves Afro-Caribbean people with nothing to eat especially if they are not used to the English foods. We intend to bring about a balance so that everyone can be satisfied. These we would achieve with the help of an Airline.































Business Objectives
It is very important for business to have well defined objectives that will help the business to be clear about what it wants to achieve. The performance of a business will be assessed by how effectively it achieves its objectives. These are what we intend to achieve from the start of the business. Our objectives include Short term, Medium term and long term objectives.

Short-term objectives 0-2years 
• To get well known by people around us, which would be achieved through advertisements in the local papers, direct mails, word of mouth, local television, Public relations and Shop display.
• To successfully penetrate the Catering market.
• To make profit of at least £200,000. The

profit made can help improve the business by providing more new equipment for the business. 
• A high quality product or service is therefore one that gives the customers what they expect or even more than they expect. Providing quality products or services to our customers.

Medium Term objectives 2- 4 years
• To gain 30% of Southampton Restaurant market share.
• We intend to change and revolutionalise the restaurant world.
• To enlighten people to learn about Afro-Caribbean food and culture.
• To bring Afro-Caribbean lifestyle, and culture into one place.
• To gain more market share and will fight to gain supremacy.
• Improving our service to our customers through better implementation in our company

Long term Objectives 5 or more years
• To build a truly effective management capability which improves our financial performance.
• Provide a solid base for accelerated expansion of our store network and other channels of distribution in future years

People’s involved personal details

Partners personal details

Head of Operations/ Production and HR
As a Production Director Miss Olabode will be responsible for making sure that raw materials are processed into finished goods effectively (the cooking process).   She will make sure that work is carried out to an appropriate standard, and will supervise staff including the kitchen assistants, chefs and waiters/waitresses for enabling work to be carried out smoothly.   Her function will be to make sure that the core (central) activities of the business are carried out smoothly, as she will be the one to organise resources efficiently

to offer the customer the best value and quality.

As the Human Recourses manager, Miss Olabode will deal with: the policy-making role, welfare, supporting role, bargaining and negotiating role, payroll and education and development role.

Personal Objectives
• Complete my HND Business and Management course
• Go for 12 months work placements in management training.
• Complete a BA in Business and Management studies
• Go onto a Masters in Management.
• Market my self to prospective employers
• Maintain a lifestyle within my means.
• I want to become a manager for a popular company.
• Find out and know how that company operate and what keeps the workers and clients motivated.
• Take my knowledge that I have learned from this course and apply it to my own business.
• Establish all the business connections I can before branching out my own.
• To stay on top and always look at the competitors mistakes and learn from them.
• Start my own successful business owned and run by myself.
• Become financially stable at the age of 25.
Curriculum Vitae
Mary Meretiwon-Olabode
Home Address:
109 Parkdale Road
Plumstead
London,
SE18 1RW
Tel: 0208 317 4608
Mob: 07951774268
Email: mbecky2@excite.com

Date of Birth: 09th May 1984     Nationality: Nigerian/British     

Marital Status: Single     Sex: Female

Languages: English       

"I am a conscientious and self motivated individual able to work effectively in a range of situations. I feel that my adaptable and flexible nature allows me to work well in challenging and changing situations."

EDUCATION & QUALIFICATIONS

2003–

2005     HND Business and Management
                      Southampton Institute University College
                      Southampton Business School
                                                  
Year 2:             European Business, Business Strategy, Business project
                        Managing People, Managing Self, Managing Activities,
                        Managing Information and Small Business Management

Year 1: Quantitative Techniques for Business, Management Information System, Organisation Competition and Environment, Organisation and Behaviour, Business methods and Transferable Skills, Marketing, Legal and Regulatory Framework, Managing Financial Resources.

2000 – 2003 Kid Brooke School Post 16
GNVQ Business and Finance
                        AVCE Business
                        AS Politics
                        Cisco System (Networking)

1998 - 2000 Aylwin Girl’s School
5 G.C.S.E's including English & Mathematics at grades A-C, GNVQ intermediate Health and Social Care



SKILLS

Computer Skills: Through my studies and the use of my home computer I have gained a good working knowledge of Windows 95/98. I am an efficient user of a number of software packages including MS Office 97 (MS Word, MS PowerPoint, MS Excel, MS Access, MS Outlook Express) as well as Microsoft publisher and Netscape.   During my studies I have taken particular interest in Internet technology and have created websites.   However, I would like to become proficient in a wider range of computing applications that are currently being used in the working

environment. 

Group Interaction: I have had some experience and success working in an active group environment. I have found that it is important to recognise and accomplish team/organisational goals as well as to satisfy individual aspirations. Although it is essential to have well interpersonal skills and initiative in order to function well within any given group.

Communication: My university studies and work experience has enabled me to develop a variety of communication skills. I have proved to be an efficient communicator at an individual and in a group environment (through professional presentations). I am able to communicate well on all levels.

Motivation: I am a conscientious and self-motivated individual able to work effectively in a range of situations. I feel that my adaptable and flexible nature allows me to work well in challenging and changing situations. 

WORK EXPERIENCE

Jun 00 – Jun 00 Axel Neil & Co Estate Agent   (Temporary work)
Work involved fulfilling sorting out the clients files, mailing and also general office duties. The nature of the work required discipline and self-motivation.


Jul 99 - Sep 01 Divine choice Afro, Foods   (Temporary/Vacation work)
Cashier duties, recording delivers, shelf filing and attending to customers, Sales assistant/customer service.

Jul 02- Sep 02 Summer Supplementary School (voluntary work experience)
Teaching children from age 5-11 Maths, English and coaching them in sports activities. And also dance lesson. 

May 04 – sep 04       Royal Printers   (Temporary Work/ Holiday work)
                          

        Working in an Internet café, logging in customers on   
                                  Computer. Sending fax for customers, printing and       
                                  Photocopying, Letter typing, Microsoft words.
INTERESTS

I enjoy reading and keeping up to date with current affairs and have recently subscribed to the Internet to provide me with increased reading material. I am a particularly keen football player. In addition, I am a member of a gymnasium and jog with friends on a regular basis to keep fit. Moreover, I am an enthusiastic music listener and have a growing music collection. I am believed to be a friendly person who likes to socialise with a variety of friends.

REFERENCES

Available on request

























Head of Marketing and Sales
As the Marketing Director, Miss Joof will be responsible for identifying, anticipating and satisfying customer requirements profitably.   She will also combine the marketing and sales into one department and this means that her function is to get the company to produce what the customers want as well as getting the customer to want what the company produces.   The marketing department will be primarily concerned with investigating customer needs and wants.   This will involve carrying out market research as shown in ‘The Market’ section of this plan. 

Personal Objectives
• Complete my HND studies in May of 2005 and graduate with a 98% DISTINCTION. 

• I intend to have my own flat by September 2005 and live on my own for the first time.

• As of May of 2005 I would like

to participate in a 12month industrial placement at a successful international business either in their management or marketing departments.

• Return to studies in Sept 2006 to gain my Honours degree in marketing and to graduate with a 98% 1st class.

• Travel around The Gambia and Senegal to educate myself.

• Buy my own 3-bedroom House either in Southampton or London.

• Complete masters in management.

• Become a public speaker about being a successful entrepreneur, African and its beauty. 
• Become financially free along with my family.

• Make at least £5 million by the year 2007.

• Get married at the age of 24 to my soul mate.
• Build a Youth liberation charity in The Gambia & Senegal to educate the youths about the world outside.   

• Help get rid of corruption in Africa, and help her people realise their full potential. 

• Start a beautiful family at the age of 29, life happily ever after
Fatou Joof
108 LYON STREET. NEWTOWN. SOUTHAMPTON. SO14 OLZ
TEL:02380336802. MOB: 07904344847. businessjoof@yahoo.co.uk
D.O.B: 28/11/1983.   Marital Status: Single

CURRICULUM VITAE
PROFILE 
Open minded and keen to learn new things everyday to hone my skills.   Very enthusiastic, hardworking and belief that there is no such thing as a silly question; because all questions are relevant if you do not know the answer.   I am confident and adaptable, and have experience of working in a wide range of business backgrounds. I also enjoy working within a team and under my own initiative.   

EDUCATION
Southampton Institute, 2003 - to date
HND Business & Marketing 

Barnet

College, 2000 – 2002
AS-Level: English Literature (C), History (C), Law (C)
Key Skills: Communication (level-3), Numeracy (level-3), IT (level-3)

Islington Arts & Media School, 1995-2000
GCSE: Art (B), English Language/ Literature (C/B), French (D), History (C), Maths (B), Double Science(C/C), Design Technology (C)   

EMPLOYMENT HISTORY
Administrative Assistant/ Receptionist (Nov 2002- Oct 2004) Hornsey YMCA Youth Hostel, London (voluntary work which led to part-time and holiday work).   Administration department for the hostel, learning centre and restaurant.   It involved dealing with residents and the general public, cash handling/banking and   attending to the telephone, alongside assisting the three assistant managers.

Telemarketing (Oct 2003- Jul 2004) Media Worldwide, Southampton.
Cold calling on behalf of Elysaura Marketing holiday club, which included booking 
appointments for the target market to attend a presentation company’s Oxford office. 
This comprises of building rapport, being polite and presenting good telephone 
manners as well as closing.

Telesales (June2002 -Oct 2002) United Patients, London. 
Telesales for health and life insurance; it-included cold calling and following up leads.   As well as using skills such as empathizing, building rapport, objection handling, pre-empting and closing the sales. This was done by doing 30 minutes sales presentation (pitch) to the potential customers.
Fatou Joof
108 LYON STREET. NEWTOW. SOUTHAMPTON. SO14 OLZ
TEL:02380336802. MOB: 07904344847. businessjoof@yahoo.co.uk
D.O.B: 28/11/1983.   Marital Status: Single

Steward

(Nov 2001 – April 2002) Sodexho Catering and Support Service, London.
Weekend Steward in the Sergeant’s mess at Mill Hill East Army Barracks; which included assisting the chef, kitchen porter, serving brunch and dinner as well as occasionally serving in the bar.

Sales Assistant (Jun 2001 - Sept 2001) JJB Sports, London, Oxford Street. 
Working in the ladies clothing and footwear department at London’s Oxford Street Plaza.   It involved merchandizing the section and promoting the company’s store card as well as complementary/add on products such shoe care products.   

Ticket Sales Assistant (Jun 2000–Nov 2000) Skyline Balloons, London, Tower Bridge.   Ticket sales assistant and trainee pilot for a helium balloon at London’s Tower Bridge, which was mainly a tourist attraction. Alongside selling the tickets, I had training in flying and maintaining the balloon, which was done as a team. 


INTERPERSONAL SKILLS
Communication – I have good communication including with people from all walks of life and negotiating skills- demonstrated when serving as a student representative in college and first year of university.   

Team Working – I enjoy working within a team and was a member of Islington youth Volleyball team while in high school.

Organisation – I help organise each of the assignment work group that I am in at university, by assuming the team leader role for each group.   I also run my own home base business as an ACN Independent representative where I network with people that I come across on a daily basis to run my international business.   Furthermore, I do hairdressing

for students at home.   


OTHER QUALIFICATIONS
Competent in Microsoft Word, Excel, Access and PowerPoint.   Also have first aid certificates.   


HOBBIES & INTEREST
Find boxing at the gym very exciting and enjoy box-exercise classes.   Like reading 
novels (particularly Kate Chopin) and poetry as I have a passion for literature. 
Amongst other interest, socialising is also on the lists.
Head of Finance and Administration
As the chief accountant Miss Lawal will be responsible the accounts and finance department.   She must keep detailed records of all the money paid in and out and present the final balance sheet, sources and use of funds, profit and loss account, and other financial records at regular intervals.   The accounts will also be stored on computer files and the accounting procedures she will have to use can be simplified by the use of specialised software.   Within the finance and accounts department there will be two main , the Financial Accounting Function and the Management Accounting Function.

As the Administrative director, she will also be dealing with enquires, communicating messages and producing documents for the workforce

Personal Objectives
I am currently taking an HND Business Course in Southampton Institute University College. After my HND Course, I intend to proceed onto the top-up year course.
On finishing the BA top-up course, I intend to go to London School of economics to study Economics and also get a Masters degree in Economics.
Finally, because of my strong passion for fashion, I have also in mind to take fashion up and study for it 

and probably earn a degree in Fashion. After all these, I intend to settle down and also put all my years of studying into action.













Jemimah Titilayomi Lawal                         
47 Middleton Road,
Hackney,
London,
United Kingdom
E8 4BJ
Telephone: 0207 9233325
Mobile: 07960286888
ACADEMIC BACKGROUND
2003- to date               HND Business and Finance
                                    Southampton Institute University College
                                    Marketing, Managing Financial Resources, Management   
                                    Information System, Organisation and Behaviour, Quantitative   
                                    Techniques for Business and Organisation, Competition and
                                    Environment.                       

1998- 2003                 0’Levels and A’ levels
                                    Trinity International College
                                    Accounting, Biology, Business studies, English, Economics
                                    English Literature, and Mathematics.     

WORK EXPERIENCE                             
Feb 03- May 03             Sale Assistant
                                    Helping Customers, wrapping of goods bought for customers.
                                    Advising customers on products

July 02- Nov 02           Stock room Assistant
                                    Arrangements of stock room, recording of goods brought in 
                                    And taken out of stock room. Providing goods to the 

main           
                                    store for customers. Ensuring goods are in good conditions for 
                                    sale.


July 04- Sept 04         Waitress
                                    Waiting on customers, giving and explaining food menus and 
                                    Offers. Ensuring customers are satisfied with their others.

SKILLS AND COMPETENCES
Languages: French and Native Nigerian language
Computing skills: Use of database in access and Microsoft Excel.

INTERESTS
Cooking, Acting, Surfing, and Singing 

REFERENCES   
Dinsmore. C                                                   Stuart Highmore
Southampton Institute                                   Southampton Institute
Southampton Business School                       Southampton Business School
East Park Terrace                                           East Park Terrace
Southampton                                                   Southampton
Relationship: Lecturer                                     Relationship: Lecturer
Christina.Dinsmore@solent.ac.uk                   stuart.highmore@solent.ac.uk


Shola Atilade
Obalende Suya
Hackney Road
London
Relationship: Ex-Employer
obalendesuya@yahoo.co.uk 







Business Format
An ordinary partnership can have between two and 20 partners. Our business would be a limited liability ‘partnership’. This is a partnership in which the partners have limited liabilities. A limited liability partnership came into effect on 6th of April 2001. This Act came into place in order to prevent the partnership

from the negligence of one member of the partnership. 
The reason we have chosen the limited liability partnerships is because of the fact that none of the partner would be liable or responsible for any liability, losses, incurred by the partnership.
The following are the reasons why we have chosen to start a limited liability partnership business:
• Limited liability
• Large amount of capital to start with.
• Broad and wide knowledge and skills
• Partners are entitled to participate in management and are agents of the firm.
• In the event of death of a partner, there is still a continuity of business.
















Partnership Agreement

This partnership agreement is made on 26th November 2004 between Mary Meretiwon-Olabode of 109 Parkdale Road, Plumstead, London SE18 1RW and Fatou Joof of 108 Lyon Street, Newtown, Southampton, SO14 OLZ and Jemimah Titilayomi Lawal of 47 Middleton Road, Hackney, London E8 4BJ.

It is agreed as follows:
1. The business shall carry on business in partnership as a restaurant. Under our name of ‘Finger Licken Chicken’ of partnership address Southampton city centre.
2. The partnership will commence on the date of this agreement and shall continue in existence for five years.
3. The partners in equal shares shall contribute the partnership and the partners shall be entitled to the profits arising from the partnership in equal shares.
4. The bankers of our business shall be HSBC of   
5. Each partner shall devote her whole time to the business 
6. Each partner shall be entitled to 4 weeks holiday each year.
7. None of the

partners shall without the consent of the other! Engage in any business other than partnership business; or employer or dismiss any partnership employee.
8. Each partner shall be entitled to draw £1,500 as salary from the partnership bank account each month.
9. All matters relating to the management of the affairs of the partnership shall be decided by votes taken at a meeting of the partners. At such meetings each partner shall be entitled to one vote and resolutions shall be passed by a simple majority vote.   
10. The accounts of the business shall be made up on the close of business on the 30th of December each year.
11. No majority of the partners shall be entitled to expel any partner. New partners may only be admitted with the consent of all existing partners.
12. If any disputes should arise as to the meaning of this partnership deed or as to the rights of the partners under it, such disputes shall be referred to an arbitrator to be appointed by the president of the Chartered Institute of Arbitrators. The decisions of the arbitrator shall be binding on all of the partners.
Signed as a deed by (Partner 1)
In the presence of (Witness)

Signed as a deed by (Partner 2)
In the presence of (Witness)

Signed as a deed by (Partner 3)
In the presence of (Witness)


Incorporation 
In order for our partnership to be incorporated as a limited liability we had to send off a signed copy of a ‘Application for Incorporation of a Limited Liability Partnership’ or LLP2 in order to be recognised by the Companies House as shown in appendix 1.   

























                                  


























Primary Research
In order for us to know the numbers of our targeted group we decide to use primary research. We use the primary method, which is the first hand original information that we needed. We check all the various method of collecting primary data we choose QUESTIONNAIRE. Because that is the easiest way for us to get respond from our respondents. And also because it is will help us get information on what people thought about the idea of opening and Afro-Caribbean restaurant. The reason for choosing this research method is because that is the easiest way to collect information and it also cheaper for us to use. The reasons for using these research methods are so that we could identify the demand for our product and services. To know what we might face when planning the opening of our restaurant.

In order to fulfil the purpose of the research, a questionnaire was drawn up with a range of questions addressed to each of the main objectives of the study. The questionnaire went through a process of several reviews by the partners, and a draft of the questionnaire was piloted by each of the partners to ensure that questions were clear and unambiguous. As a result of the piloting a number of minor changes were made to the working of certain questions, but the substantive document remained unchanged. 
The questionnaire was then issued to each of the partners; the questionnaire was given out to people to fill out. The size of the sample for the people was agreed in advance amongst the

partners. Each partner was responsible for distributing the questionnaires within their own time with a total of 100 questionnaires distributed














This survey is been conducted to investigate public opinion into the possible interest of a new, fiery and rich African-Caribbean restaurant in the Southampton area.   The aim is to explore how welcoming the people of Southampton and its surrounding areas would be towards the opening of ‘Finger-Licken Chicken’ (FLC) in the city centre.

1. What age group applies to you?
             15-19                                      20 –25 
             26-30                                      30+ and over

2. What gender are you?
             Female                                  Male 

3. How often do you eat out?
             Once a month                      Every fortnight
             Once a week                        More than once a week 

4. What is your favourite international food?
             Chinese Food                    Indian Food
             Mexican Food                    African-Caribbean Food
             French Food                      Italian Food
             Portuguese Food
5. Have you ever eaten in an Afro-Caribbean restaurant?
             Yes                                  No

6. If yes, where?
 Southampton
 Surrounding areas
 Outside of Hampshire



7. If no, would you be open to try one out?
             Yes                                No
8. Are you a student, local, visitor or from Hampshire?
             Student       

                   Local  Visitor 
             Hampshire resident 
9. Have you ever been to an African or Caribbean country before?
 Yes      No 

10. Do you think Southampton would welcome an Afro-Caribbean?
 Yes        No  Not sure 

      



















The Questionnaire Analysis
Once statistical market research data has been obtained from all sources, it needs to be broken down and presented in such a way that its significance can be easily appreciated. Information can be displayed as tables, charts, and graphs. Although information may be presented in a variety of attractive forms it also needs to be interpreted. Statistical analysis of the hard-won information enables forecasting to take place. Statistics are therefore, a tool of management that tells us what is happening now, and thus providing a more secure base for direction in the future. Finger Licken Chicken will be using these methods to analysis the result of our questionnaire. 

1. What age group applies to you?
15-19 10 10%
20-25 40 40%
26-30 30 30%
30+ 20 20%
    
      
This pie charts shows the age group of the people we interviewed.   

2. What gender are you?
Female 50 50%
Male 50 50%

      


The charts shows the number of female and male we interview . 50% were female and 50% were male.

3 How often do you eat out?

Once a month 2 2%
Every fortnight 9 9%
Once a week 33 33%
More than oncea week 56 56%









This chart shows how often our respondents go outs for meals. This questions was asked to know the eating habits of 

people. 56% of the respondents do go out to eat more than once a week. Only 2 % of the respondents do go out to eat once a month.

4. What is your favourite international food?
Chinese Foods 30 30%
Portuegese foods 4 4%
French foods 3 3%
Italian foods 10 10%
Mexican foods 4 4%
Indian foods 45 45%
African-Caribbean 5 5%
This charts show the respondents favourite international foods. 48% of the respondents   liked Indian foods, 30 % favourite is Chinese foods, 5% like African-Caribbean foods, 4% like Portuguese foods , Mexican foods and 3% favourite is French foods.

5     Have you ever eaten in an Afro-Caribbean restaurant?
Yes 15 15%
No 85 85%






This chart shows the percentage of the people who had eaten and dines in an Afro-caribbean restaurant. 15% had eaten in an afro-Caribbean restaurant, while 85% hasn’t.


6. If yes, where?
Southampton 1 7%
Surrounding area 0 0%
Outside Hampshire 8 53%
Africa 1 7%
Caribbean 3 20%
Other 2 13%







Because 15 people said yes they have eaten and dine in an afro-Caribbean restaurant, we then asked them where. This bar charts shows where the respondents had eaten and dine. 53% of the respondents said they ate outside the Hampshire, 20% said in the Caribbean, 13% said other place, and 7% said in Africa and in Southampton.




7. If no, would you be open to try one out?
Yes 70 82%
No 15 18%








85 people said no they haven’t eaten or dine in an afro-Caribbean restaurant. We asked then if no, are they willing to try one. The pie chart shows that 82% out of the 85 respondent said yes they will 

like to try one, while 18% of the 85 said no they will not try it.

8. Are you a student, local, visitor or from Hampshire?
Student 48 48%
Local 42 42%
Visitor 1 1%
Hampshire 9 9%











This chart shows the percentage of people we interview, what they are.   48% of the respondents are students, 42% were local people in living in Southampton, 1 % are visitors just visiting Southampton for shopping, and 9% were from the other part of Hampshire.

9. Have you ever been to an African or Caribbean country before?
Yes 27 27%
No 73 73%









This chart shows the number of people who has been to African or Caribbean country before. 73% has not been there yet, while 27% has been to African and Caribbean countries.

10 .       Do you think Southampton would welcome an Afro-Caribbean?
Yes 75 75%
No 4 4%
Not Sure 21 21%


  






This chart shows the percentages of people welcoming and Afro-Caribbean restaurant in Southampton. 75% of the respondents are welcoming the idea of opening and Afro-Caribbean restaurant in Southampton, while 4% said no, they don’t think it will be welcomed and 21% said they are not sure if people in Southampton will like the idea of opening an Afro-Caribbean restaurant.


Overall analysis shows us that people in Southampton and surroundings areas have very little awareness of Afro-Caribbean foods and cultures. As only 15% of the respondents had dined in an Afro-Caribbean restaurant before.

82% out of the 85 respondents that said no they haven’t eaten or dine in an Afro-Caribbean restaurant before are open to try it

out and Southampton people are willing to try this new and diverse experience of our idea. (Finger Licken Chicken).

On a positive note Southampton is one of the main centres for Hampshire and it has people coming from all other places. As our results shows that some of the respondents were actually from other places. They are people also coming from around the globe as it is a student orientated city. 

This means that the locals of Southampton are not the only market out there, but it also have people coming from outside the UK. Who has little choice but are willing to try something different and some may even have likened for Afro-Caribbean dishes. With a city as diverse as Southampton, there is a better chance of people been more open minded and willing to try something new. 

Finally to conclude, there is a large market out there for our business, because we have the students, locals, visitors, people from other part of Hampshire and also people coming to Southampton for shopping or for business.












FLC Target Segment
The target market that best fits into the business idea is the everyday diner (the whole community at large). As mentioned above, people are eating more and more these days, and it would be ideal to get a market share in the wide market.

We group segment which can be targeted specifically which the business can cater for in particular is Adults, Parents, Teenagers, the shoppers in the city centre, the students and the working men or women in the Southampton centre.

The reason for this is because ‘Finger Licken Chicken’ can cater for the

family on the evening out, the same way it can cater to satisfaction the students or worker on a lunch break.

The growing demand that is documented in the market comes from all parts of society where we are trying out more international foods and experiencing the different cultures and Fish & Chips is starting to become a thing of the past.
We also want to target Afro-Caribbean people, mainly because we want to familiarise ourselves with those that understand what we do.















Secondary Research
Market value for eating out nearly £ 22 billion by 2002.   An increasing food culture in the UK both in knowledge, practices and the industry has spent some £88 million advertising itself to the consumer since 1995. 

Although the use of the internet remains limited for commercial purposes, but as consumer usage is developing rapidly, this medium presents new possibly and exciting way to target audiences this also includes ABC1’s key consumers in the restaurants market. This indicates that the market is still growing and as society is becoming more advanced, new channels are opening up to make things more efficient.
In 2003 a Mintel report examine the UK restaurant market estimated it to over £5.4 billion. This represents a increase of 24% in price terms when compared with 1998. This indicates that the current consumer, our potential customers have more of a disposable income now and eating out has become more of a regular activity than a luxury and this is partly down to a growing lack of leisure times.

It is said that Britain seems to now have a persuasive 

‘food’ culture; this ideal for us as we want people to come along to FLC and experience, new taste and culture and this shows that society is open to new things and change. As our restaurant is an experience enjoyed by the whole family.

A Keynote report of 2001 highlights that although there is a growth in the market, one restaurants successes vary some are doing well in certain areas and others are not doing so good in other areas.

Overall research strongly suggests that there is a growing demands for the restaurants services this is filled by an increased desire for speed and convenience therefore indirectly there is a place for us in the market. For further information on Secondary research refer to appendix 2




Competition
By conducting research it has been discovered that are main and only competitor is Nando’s, it outlets offer a wide selection of products and services, which appeal to a variety of different customers. Their products are generally prices competitively within the market.

Nando’s is our main and only direct competitors. It is South African; Portuguese restaurants which prepares tradition Portuguese Peri-Peri Chicken. It has been in the UK for 11 years and has 85 restaurants up and down the country. Nando’s is a global company with 400 restaurants around the world. It is also a Franchise. 

Each restaurants is run by a Patrao ( Literally head of the family) and all Nandocas (everyone who works for Nando’s) work together, getting involved in everything from the look of their particular restaurant to how their restaurants is marketed within the local community.



The company also sells it house special sauce in the restaurants as well as supermarkets. Although Nando’s is our competitor, their closest restaurants are in Bournemouth and Basingstoke so   not many people in Southampton are very well aware of it. And this works to the best of our advantage.












Nando’s SWOT Analysis

Strengths
• Well establish position toward up scale consumers
• Loyal customer base
• High quality foods ( Products ) and services
• Prime location
• Affordable prices
• Differential advantage

Weaknesses
• Little interaction between staff and customers
• Customers have to make their orders before being seated.
• Waiting times for tables can be long at times up to 30 minutes and there is not much in the restaurants to keep people occupied.
• Not all their restaurants serve ‘Prego’ which is on all the menus
• Although they are a household name in London, they are not well know outside of it.
• In some of their restaurants you have to speak Portuguese to work there.

Opportunities 
• Growing trends in society to eat out.
• Outdoor seating 
• As word of mouth is their main source of advertising. It has been documented that this form of advertising is becoming more and more effective and of course cheaper than the conventional ways.

Threats 
• Growth in the single market opens up 5 routes for potential international businesses to come into the county.
• A new law was introduced which insist upon each business should have wheelchair access if not there is a risk of being sued by a disabled people who feel they are been

discriminated against.
Finger Licken Chicken SWOT Analysis

In order to succeed, we need to understand what our strengths are and where we are vulnerable. We nee this assessments of our internal resources and capabilities in order to take advantage of opportunities in the market place and to face the challenges from our competitors and the outside environment.

Strengths 
• Management is committed and confident
• Newly established business and people are always keen for trying something new.
• Wide selections of foods
• Good locations for people visiting town and for local people (customer)
• Value for money- offer well made foods and affordable prices
• Only one competitor
• We are able to provide good customer care as the current small amount of work means we have plenty of time to devote to customers.
• Offering high quality services

Weaknesses
• We would be a small player in the market
• Our company has no market presence or reputation
• Our cash flow will be unreliable in the early stages of the business.

Opportunities 
• Develop a new products or recipes
• Could extend to overseas
• Could seek better suppliers deals
• Nando’s Vulnerabilities
• Removal of international trade barriers; expansion of European Union could produce us fast cheap labour.
• Arrivals of new technologies
• Could be come a major player in selling/providing spicy spice chicken.

Threats
• Legislation could have impact on our business
• Shifts in consumers tastes away from the firm’s services
• Emergence of substitute   products
• Vulnerable to reactive attack by our major compe
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