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Coffee Shops are Booming! 

A study of towns across the UK has shown 

what most people already know - Coffee 

Shops are booming!   

The Local Data Company conducted research 

late last year on 705 of our town centres, 

which led to the conclusion that by 2012 we 

will be spending £2billion on our cappuccinos 

and lattes.  

Independents grew their shop estate by 

12.5 per cent in the top 10 cities, to 2,486, 

and actually grew their overall share of the 

market by 1 per cent to 70 per cent.  

The six big multiple chains ð including Caffe 

Nero and Costa Coffee ð increased their 

combined shop numbers by 47 per cent to 

2,095 in the UK over the year to September 

2009. And Cardiff might the place to open a 

new coffee shop, for according to the Local 

Data Company, whilst London offers a 

coffee shop for every 1,105 residents, in 
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How to set up a Coffee Shop, a 

136 page guide to setting up in 

the business, is  available at: 

 www.howtosetupacoffeeshop.co.uk 

Cardiff it is one for every 14,452 

residents.  

One suggestion for the increased 

popularity is that the recession has 

meant more business meetings are being 

held over coffee rather than expensive 

meals. 

So if you have always been meaning to 

get that wireless connection installed to 

attract local business people,  now might 

be the time to go ahead!  

The Local Data Company website offers 
you a research facility to view a high 
resolution digital image, retail category/
c lass i f ica t ion/mix ,  f l oor  space, 
occupancy,  contact  informat ion, 
historical occupancy, and the exact 
location of all retail outlets and vacant 
premises.  See their website  for details 
of the annual subscription  

If you have recently opened a coffee shop, 

or are about to start up in the business, we 

would love to hear from you.  

You donõt have to write reams and reams!  

Just a photo and a few lines will do and we 

Share Your Cof fee Shop News! 

New Coffee Exhibition in the UK - 15/16 May 2010 
 

The first Coffee Exhibition in the UK will take place in Bath - The main exhibiting area 

will be in the centre of Bath and will hold around 100 exhibitors, while other events and 

venues hosting coffee related activity will be located around the City. The festival pro-

gramme will include expert barista sessions, roasting master classes, latte art demon-

strations, as well as educational talks, films about coffee and music from the coffee 

growing region.  For further information, see: www.bathcoffeefestival.co.uk    

will feature you in the next newsletter.  

If you have a website all the better, we 

are happy to put a link on our website.  

And if you have tips for your fellow 

entrepreneurs do pass them on!  

http://www.howtosetupacoffeeshop.co.uk
http://www.localdatacompany.com/town-centre-intelligence/
http://www.bathcoffeefestival.co.uk
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Starbucks sees its profits triple   

Starbucks is continuing to prove that 

it has successfully turned its fortunes 

around as it sees its latest quarterly 

profits more than triple .  

The US coffee chain giant made a net 

profit of $241.5m (£148m) in the 

three months to the end of December, 

compared with $64.3m a year earlier.  

Buoyed by extensive cost -cutting work 

over the past year, the firm has also 

won back customers in its home 

market.  

Same store US sales rose 4%, their 

first rise in more than two years.  

Job cuts  

Starbucks' total revenues for the 

quarter rose to $2.7bn from $2.6bn a 

year earlier.  

Its results beat market expectations.  

The firm has cut thousands of jobs 

and shut hundreds of under -

performing stores over the past two 

years to trim costs.  

It has also introduced new, lower price 

coffees to win back customers temped 

away by cheaper rivals.  

Starbucks chief financial officer Troy 

Alstead told the Associated Press 

news agency that the firm was 

"extremely pleased with the progress 

we've made".  

The company's turnaround has been 

led by Howard Schultz, who returned 

to the chief executive role in January 

2008.  

He admitted at the time that the 

company had opened too many 

branches, which had resulted in stores 

taking business from each other, and 

the company's upmarket brand image 

being tarnished.  

BBC online 

Costa takes over Coffeeheaven  

Whitbreadõs Costa Coffee Shop chain 

has taken over Coffeeheaven 

International which owns 90 shops in 

Central and Eastern Europe.  

Costa currently have 1030 stores in 

the UK and 429 overseas, but 

Managing Director of Costa, John 

Derkach, believes this number will 

double over the next few years.  

 

****  

Caffe Nero top with Consumers  

A survey by Allegra Strategies 

reports that a survey of 5,000 

consumers placed Caffe Nero top in 

seven out of ten categories, including 

coffee quality.  The Allegra Report 

also noted ôthe addition of a Third 

Wave of coffee shops with an  

increasing number of  ar t isan 

independent coffee houses, based on 

an Antipodean coffee cultureõ, 

springing up across the country  

******  

HE may live the showbiz fantasy, 

but PETER ANDRE dreams of owning 

his own coffee shop.  

The down-to -earth star says he is 

"obsessed" with the caffeinated drink 

and would love a place called Andre's.  

Peter said: "I'm obsessed with 

coffee. There is a big coffee culture 

in Australia.  

"The alcohol may come out at night, 

but during the day it is all people 

want. 

"It's an ambition of mine to open a 

chain of coffee shops. Maybe I'd call 

it Andre's."  

The Sun online  

 

The Guardian Selects 10 of the top 

Coffee shops in the UK  

The Guardian Newspaper has put to-

gether a list of 10 coffee shops it has 

reviewed and regards as some of the 

best in the UK.  

They are as follows:  

1. Opposite, Queen Victoria St, Leeds  

2. Tina we Salute You, 47 King Henry's 

Walk, London 

3. Relish, Foundry Court, Wadebridge, 

Cornwall 

4. Red Roaster, 1 St James's St, 

Brighton  

5. Dose Espresso, 69 Long Lane, Lon-

don 

6. Kilimanjaro, 104 Nicolson St, Edin-

burgh  

7. Roasters Coffee, 8 Aberdeen Walk, 

Scarborough  

8. The Apple Tree, Barton Marina, 

Burton -on-Trent  

Puccinoõs Collapses 

Puccinoõs Ltd, a caf® and coffee kiosk 

operation, went into adminisitration in 

December 2009  

With more than 80 outlets across the 

south east, including those hosted at 

Londonõs Waterloo, Euston and Victoria 

station, the organisation sold more 

than 5.5 million espresso shots 

annually. 

43 of the outlets have now been closed 

down wi th the remaining  43 

transferring to Puccinoõs Worldwide 

Ltd and continuing to trade.  

 

***  
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Money, Money, 
Money 

Whilst our Government has been pouring 

taxpayersõ money into failing banks, these 

banks have not been so keen to pass it on 

to the business community.  So if you are 

currently seeking finance, the following 

may offer you an alternative route to 

gaining some funding:  

Government Grants  

Your local council will have a list of grants 

available to businesses.  They will not be 

for huge amounts, normally from £500 to 

£1,000 but every little helps.  You may 

also find that you can apply for multiple 

grants.  

Bear in mind that there are various 

factors which will determine whether you 

are eligible for a grant.  Firstly, location 

will play an important role.  If you are in a 

regeneration area, for example East 

London, which is currently being developed 

for the Olympics, you may find there is 

more money set aside by the councils to 

assist start up businesses.  This finance is 

normally limited to start up businesses 

and not available for established 

companies. 

Secondly the grants available are 

determined by sector ð privileged 

sectors in London include hospitality and 

tourism and restaurants.  The local 

council will also look carefully at the 

number of competitors in the area you 

wish to start up, so before applying for 

a grant you need to prepare that all 

important business plan to see if the 

local market will support your new 

coffee shop.  (òHow to set up a Coffee 

Shopó includes a business plan template 

that will guide you through writing your 

plan). 

Community Development Finance 

Initiatives (CDFI)  

Never heard of CDFI?s  Well, there are 

over 60 of these organisations in the 

UK which provide various forms of loans 

and support to businesses, and they are 

designed to assist viable businesses 

with funding.  For further information 

have a look at their website:  

Community Development Finance 

Association  

To harp back to London again, you will 

find details of one such fund:  the 

Mayorõs Economic Recovery Loan Fund, 

which provides sums of between 

£10,000 and £50,000 to businesses 

which have been trading for at least 12 

months.  An example of a successful 

application by a business in the catering 

industry can be viewed here:  

http://www.lda.gov.uk/server.php?

show=ConWebDoc.3376  

 

The major advantage of borrowing 

through the CDFIõs is that they donõt 

take in to account your credit history.  

A decision will be made on a case by 

case basis and all sizes of businesses 

are given the opportunity to apply for 

funding.  

If you are still in the flush of youth, 

you might wish to apply to the The 

Princeõs Trust 

The Princeõs Trust is open to 18 to 

30-year olds and will  provide 

funding of up to £4,000 (or 

£5,000 for partnerships), along 

with support for your business 

idea.  However, the usual amount 

awarded is £2,500.  Interest on 

the loan is 3% with repayment not 

due within the first 6 months, and 

repayable over 5 years.  

 

The Carbon Trust  

If you approach your coffee shop 

from the òGreenó perspective, not 

only can you save on your fuel bills, 

you also have the opportunity to 

apply for funding at 0% on loans of 

between £3,000 to £400,000 with 

The Carbon Trust . Thereõs no 

arrangement fee and loans are 

repayable over a four -year period. 

For more information visit The 

Carbon Trust website.  

 

 

You can learn from an expert by 

clicking the link below  

http://www.youtube.com/watch?

v=KxAvYoymUbM 

8. The Apple Tree, Barton Marina, Burton

-on-Trent  

9. Coffee Aroma, Guildhall Street, Lincoln  

10. Monmouth Coffee, 26 Monmouth St, 

London 

Full details of the article and the speci-

alities offered by these coffee shops can 

be found at:  

http://www.guardian.co.uk/travel/2009/

sep/25/ten - best - cof fee - shops- uk?

page=all 

Latte Ar t 
 

If you think You Tube is a website 

that wastes too much of your kidsõ 

time, think again!  There are some 

very useful, instructional video 

clips to be found there, including 

one that shows you how to perfect 

Latte Art.  And to save you wasting 

your products, you learn how to 

practice using washing up liquid!  

 

http://www.cdfa.org.uk/
http://www.cdfa.org.uk/
http://www.lda.gov.uk/server.php?show=ConWebDoc.3264
http://www.lda.gov.uk/server.php?show=ConWebDoc.3264
http://www.lda.gov.uk/server.php?show=ConWebDoc.3376
http://www.lda.gov.uk/server.php?show=ConWebDoc.3376
http://www.princes-trust.org.uk/
http://www.carbontrust.co.uk/energy/takingaction/about-loans.htm
http://www.youtube.com/watch?v=KxAvYoymUbM
http://www.youtube.com/watch?v=KxAvYoymUbM
http://www.guardian.co.uk/travel/2009/sep/25/ten-best-coffee-shops-uk?page=all
http://www.guardian.co.uk/travel/2009/sep/25/ten-best-coffee-shops-uk?page=all
http://www.guardian.co.uk/travel/2009/sep/25/ten-best-coffee-shops-uk?page=all
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Everyday millions of people all around 

the world enjoy drinking coffee whether 

at home, at work or in their leisure time. 

British Coffee Association members are 

among some of the world's leading 

manufacturers and marketers of coffee 

and have responsibilities to consumers, 

customers, employees and shareholders, 

but also to the livelihoods of the many 

thousands of coffee growers.  

Coffee, like any commodity, is traded on 

the open market and prices over time 

can fluctuate based on supply and 

demand.  

The Bri tish Coffee Associat ion 

Members, as part of the EU Coffee 

Industry, fully support moves to address 

the problems that currently exist within 

the coffee community, particularly with 

regard to oversupply that has in recent 

years resulted in low green coffee 

prices. Considerable attention has 

understandably focused on the economic 

distress that this has caused coffee 

growers in several parts of the world. 

The UK coffee industry is committed to 

working with a range of partners 

including charities, governments and 

farmers to address the various issues 

affecting coffee growers.  

The basis for this work is the concept 

of sustainability, which addresses three 

key areas of concern: economic, social 

a n d  e n v i r o n m e n t a l .  C o f f e e 

manufacturers are actively involved because 

it is in everybody's interest to ensure a 

sustainable market for coffee, from 

producer to consumer.  

To help ensure good demand and increased 

coffee consumption, manufacturers are 

investing in product development and 

innovation as well as implementing 

programmes to ensure a balanced message is 

given on health issues. Ensuring strong 

demand for coffee is a vital element of 

protecting producer prices.  

In addition, in coffee origin areas, 

manufacturers are implementing a range of 

programmes designed to support producers, 

for example, through quality improvement, 

farm certification and direct -buying 

initiatives. These enable farmers to improve 

their position in the market and support 

their long -term sustainability. Active 

programmes also seek to increase coffee 

consumption in producing countries.  

Seventy percent of the world's coffee 

continues to be grown on farms of less than 

10 hectares. Of the world's 25 million 

farmers in the 50 developing countries that 

grow coffee, most sell relatively small 

quantities - sometimes as little as only a few 

bags per year ð to local traders, co -

operatives and private export houses.  

UK coffee manufacturers purchase much of 

their green beans from exporters or 

international trading houses. Coffee 

manufacturers also buy green beans 

òdirectó from farmers or co-

operatives where possible, however 

this is on a relatively small scale at 

present since dealing directly with 25 

million farmers is not practicable.  

Purchasing coffee òdirectó from 

farmers and co -operatives can help 

farmers produce sustainable, good 

quality crops, which in turn provides 

them with the means to achieve a 

long term livelihood and adequate 

income. The coffee industry 

programmes aim to give direct 

support to farmers and their 

communities by offering technical 

assistance, better access to 

information about the markets, as 

well as training and education.  

Members of the British Coffee 

Association aim to help all farmers 

achieve lasting benefits and are 

focusing on programmes which bring 

the concept of sustainability to the 

mainstream coffee market.  

 

by the British Coffee Association  

Responsibil i ty and sustainabil ity in the cof fee 
industry  

 The Brit ish Sandwich Association 
Could save you money, as well as offer 
ȅƻǳ ǇŜŀŎŜ ƻŦ ƳƛƴŘΧ 

 

FreeFree Technical Helpline. 

DiscountedDiscounted rates on:  

Card transactions & terminals, 
Advertising, Insurances and P.A.T 
Testing. 

HelpHelp and adviceadvice on Rent & Rates re-
views/evaluations. 

Free Annual subscription to Sandwich Sandwich 

& Snack News& Snack News publication. 

Plus regular updates on legislation, news 
about your industryyour industry ŀƴŘ ƳǳŎƘ ƳƻǊŜΧΧΧ 

 

MembershipsMemberships from £35£35 per year. 

Members are able to use the B.S.A logo on 
all correspondence, and receive Window 
Stickers to display on their premises. 

For further information, callcall or EmailEmail: 

Lee Evans; Memberships Manager on: 

01291 636 33301291 636 333  

lee@jandmgroup.co.uklee@jandmgroup.co.uk  

mailto:lee@jandmgroup.co.uk
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By Nigel Witham  

In order to successfully enter a new 

market any food or drink outlet must 

exceed standards set by incumbent 

competitors.  

So there is no point in opening a 

restaurant or café that fails to meet 

customersõ expectations, which will 

almost invariably have been set by 

large chain operators spending large 

sums to attract carefully targeted 

groups of customers.  

If you try to launch a new restaurant 

or café in to a crowded market 

without doing things right you wonõt 

get a second chance. Ugly doesnõt 

sell. If you donõt spend enough to 

solve this problem, which may be 

more that you want to spend, then 

youõll waste all of your money. 

In our view, it is a failure to 

appreciate these simple facts that 

leads to the failure of most new food 

and drink ventures. We call this the 

budget trap. Here is a common 

scenario. 

A would-be restaurateur or coffee 

shop owner has devised a concept and 

partly developed their sales offer. 

They may even have acquired 

premises. They have raised funds 

based on their own estimation of the 

likely costs or a loose quotation 

provide by a general builder. It is 

unlikely they have done enough 

proper market analysis to find out if 

their concept is best suited to their 

locality. So they have costs and 

market opinion based on gut feeling 

and canõt really know what customers 

want or what itõs going to cost to 

provide. On this basis they canõt 

predict their break -even. 

Next they find a suitable architect 

or designer specialising in food 

outlets. Most of these specialist 

designers are guarded because they 

have seen smaller clients fall into the 

budget trap many 

times; this makes the 

client suspicious.  

The specialist designer 

discusses the project 

and possibly makes a 

site visit. They may 

a n a l y s e  l o c a l 

competitors. They 

then express a rough 

v i e w  t h a t  t h e 

construction budget 

should be, for example, 

£2000 per square 

metre.  

At this stage, based on 

o t h e r  s i m i l a r 

expe r iences ,  the 

designer may express 

concerns about the 

viab i l i ty of the 

concept. They may say 

that it is pitched too 

low to the market and 

the cost per metre 

should be higher 

putting the set up 

costs or break even 

out of reach.  

The client, being 

suspicious considers 

this advice but has a budget of £1000 

per square metre. They havenõt fitted a 

restaurant professionally before but 

nonetheless they assume the specialist 

designer is wrong or advising them to 

spend more out of self - interest. They 

donõt see the need to use specialist fit 

out contractors to get the most out of 

the expert design. Some or all of these 

matters arenõt discussed openly but the 

parties still agree to go ahead - the 

client thinking that the designer has 

overstated the costs and the designer 

thinking they have advised the client 

about how much they are going to have 

to invest and that the client can raise 

the extra money.   

The budget trap has now been set.   

The project proceeds and the designer 

produces drawings with which the client 

is happy. The next stage of more 

complex drawings is produced, often 

taking days or weeks. Everyone is happy.   

Next the designer suggests some 

specialist fit out contractors to build 

the outlet properly and asks them to 

tender. A specification is drawn up that 

includes many items that the client, 

being inexperienced, forgot to include in 

their budget or underestimated. The 

tenders are returned and they are all 

around £2000 per square metre. Double 

the funds the client has raised but in 

line with the designerõs predictions. 

Avoid the Budget Trap 
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Guess what happens next? Well if 

there isnõt a dispute then the design 

gets cut back. The costs of providing 

basic services to the restaurant, such 

as heating, ventilation, kitchens and 

toilets are always about 65% of the 

total. These costs canõt be reduced, 

they have been designed to minimum 

building standards set by law. So the 

cuts happen in the furnishings, light 

fittings and decorations.  

The project goes ahead but now the 

budget trap has been sprung. The 

restaurant or café does not come up 

to the standard of the incumbent 

competition, let alone exceed it. 

Customers do not come or if they do 

they are unimpressed and they donõt 

return. Word spreads, quickly these 

days because of social networking. The 

venture fails, sometimes within weeks, 

and all the investment is lost.  

We can help you to avoid this budget 

trap. Working with a specialist quantity 

surveyor we can provide truthful, 

independent and detailed advice about 

project costs before your project 

commences or as soon as initial drawings 

have been prepared. This advice is then 

updated throughout the project. Of 

course we charge for this service but 

our fees are a small proportion of the 

total costs. They are an investment to 

make sure you plan your finances 

properly and donõt get caught in the 

budget trap.  
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By Nigel Witham  

Nigel Witham MCSD MIOD 

writer, designer and photographer 

Member of the Chartered Society of Designers 
(interior and graphic design disciplines) 
 

For more of Nigelõs designs see:  

http://www.restaurant-cafe-

design.com/ 

 

makes 16  

Ingredients:  

2 oz (50g) dark chocolate, chopped into little chunks  

1 slightly rounded teaspoon ground ginger  

4 oz (110g) self -raising flour  

½ oz (10g) cocoa 

1 teaspoon bicarbonate of soda  

2 oz (50g) butter  

1½ oz (40g) golden granulated sugar  

2 Tbsp golden syrup  

Method : 

Pre-heat the oven to gas mark 4, 350°F (180°C).  

Line an 11 x 16 inch (28 x 40cm) baking tray with greaseproof paper.  

Seive the self -raising flour, cocoa, ginger and bicarbonate of soda into a mixing bowl. Rub in the butter using 

your fingertips until it resembles breadcrumbs.  

Stir in the sugar and chopped chocolate. Now add the golden syrup, then mix everything with a wooden spoon 

and finish off by squeezing the mixture into a ball with your hands.  

Divide the mixture into 16 portions, and roll each one into a ball. Place on the lined baking sheet, spaced well 

apart as they will spread out quite a bit during cooking, flatten each one slightly, then bake on the centre 

shelf of the oven for 15 -20 minutes, or until they have spread out and look ôcrackedõ on top. Cool on the baking 

tray for a few minutes then remove to a wire rack to cool completely.  

Ginger & Chocolate Chip Crunchies 

http://www.restaurant-cafe-design.com/
http://www.restaurant-cafe-design.com/

