Current Business Situation
Current business situation is a state of business which covers at least a duration of one year about the information related to the company. It highlights company’s description, the marketing plan the company intend to use and future goals. It also describes the company’s mission statement. In addition, the current business situation describes the company’s current situation in terms of marketing.
 The location
Location is the primary key aspect of a current business state.  Location describes more about where the business is operating. Location can be either physical or virtual. In reference to our dataset provided, this business is physically located in three cities of California that is San Jose, Mountain View and Palo Alto. In this part location has already been chosen which means that they are suitable and conducive which favors business operations.  Both the strengths and weaknesses of locations must be highlighted in order to establish the best location in which business may thrive well.
Services and products the Company offers.
Identifying what products and services the company offers is key. These services and products offered by your company should be listed and differentiating from other competitors who are available at the market.  For instance, our data set above gives us the products or services offered by this company is likely to be restaurant services such as accommodation rooms, food services just only to mention but a few. 
Target Market
Understanding your target market is so vital when conducting business activity.  When doing a business, there is a group of people that your business is likely to target. Marketing strategies laid down is likely to tell what kind of people will consume your product and services.  The aspects to put into consideration here include the demographics, population and people’s income level. In this dataset the target group is people from the cities of California.  The mention aspects above must led to why California was chosen to be the location of the business.
Competition.
Outline the competitors surrounding your business is a necessity for business to thrive well. Current business state may also list what sets this company different from the existing competition.  In order to cope up with this, you need to list the goods and services provided by your competitors and if possible, provide a brief description. Develop now a plan on how you can outfit the existing competition.  For instance, our case study above has only decided to provide restaurant services to the clients so that can deliver the best services ever.
Strengths, Weaknesses, Opportunity and Threats (SWOT) Analysis
Conducting the SWOT analyzation is key to every single businesses existing. Listing all the strengths, weaknesses, opportunities and threats is paramount since it fosters good decision making in business. The SWOT analysis indicates two implications of the market, either the business is good or bad. Trends which are beneficial to the market are listed and retained and those trends which are not beneficial to the market are disregarded.  Threats are also listed down and ways to overcome them will be highlighted.
Innovative Recommendations on how to improve the above business.
Restaurant sales keeps fluctuating every single day. This means that the like hood to remain constant is so rare.  Some factors do come into play and may determine the number of people visiting your restaurant. These determinant factors include the following; economy, seasonality, government policy, competition just to mention only a few. The truth about the restaurant businesses is that no matter how much your sales are, still you want to sell more so that your sales daily increases exponentially.
If you have a burning desire to improve your restaurant sales, investing time and money to the ideas below will whoop your sales highly. These ideas actually are the most effective, personalized and modernized to steadily increase your daily sales.
1. Online Ordering
Offering online ordering to restaurant services is an amazing opportunity to increase and improve business sales.  Most people like staying at the comfort of their zones, they find moving from one place to another so difficult thus prefer to just order food online and get them and their convenient places.  Most people have computers and smart phones in their homes, so placing and order will be something easier thus you end up selling more.

2. Social Media Utilization.
Social media lets you to connect with potential customers. Social media platforms such as Facebook, twitter, Instagram, snapchat, WhatsApp and many more plats exists freely and most people do use them. This is an amazing opportunity not to be wasted. Use those platforms to create awareness and existing of your business. Information is power, once people know that there is a restaurant that is providing best products and services to people, they will give it a try. This can increase the sales greatly. 

3. Menu Construction.
Constructing your restaurant menu carefully is key.  Devise a good pricing model and keep updating clients on your pricing models. Find out the best dishes your customers like and make sure its availability when the client orders.  Try to pick the menus and price them in a such way will enable you to have big sales.

4. Proper Restaurant Technology.
[bookmark: _GoBack]Using the proper restaurant technologies reduces paper work.  Orders which are handwritten can cause errors and misunderstanding of the kitchen among the kitchen team.  Even order dates may be wrong indicated as shown from the data set which can lead to low sales.  Deploying a reliable POS system can greatly help solve this mistakes and misunderstanding since timestamps will be so accurate thus orders are delivered efficiently.




5. Loyalty Program.
Adoption of loyalty program is good since it will enable you retain the existing customers. It is always good to focus on an inward customer before focusing outward.  When you focus so well on your already existing customers you will be able to meet and exceed their expectations thus you end up increasing sales. They always say that one satisfied customer will end up bringing coworkers, friends and families.  when the same customer is dissatisfied will end up discouraging other potential customers.
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