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Section 1: Executive analysis
· Moawia is planning to start a fruit making shop in the next five days and is a dilemma whether to start the shop or not.
· Moawia has been successful as a manager of the big blowing tournament that is attended by people all over the world (John, 2008).
· Having skills in making of juice which he gained when preparing juice for his family members and family, Maowia is confident he will be able to make quality juice for his customers.
· Moawia has proposed a business plan and gathered all the financial data he requires to enable him open the shop.
· The lease agreement only rents the space and therefore Moawia is required to put down the flooring and take care of all the bills such as electricity, eater, security and maintenance.
· To finance all the requirements to start the shop Moawia is planning on borrowing money from the bank.
· Moawia is planning to employ four full time workers who will be responsible for the shop that will open 98 hours per work with a salary of DH1,200 and DH400 per month (John, 2008).
· The products that the shop will be selling are fruit drinks mixed with ice cream which will cost an average of DH10.
· Moawia already has the recipe he will use in making the juice.
· Moawia is afraid to start the business since he has no idea the number of customers he will have and whether the sales will make enough profits that he needs.
· Moawia has to decide on whether to start the business or not.
Section 2: Market analysis 
Current influential business trends
There are different current trends in the marketing world. Some of the trends include content marketing, semantic keywords research, personalization, interactive content, social media stories and video marketing. Content creating is termed to be one of the classing techniques available in marketing. Business people make use of web content such as blogs and posts to target their market. Semantic keyword search involves choosing keywords for a site that one has created and ensuring the matching of the keywords with the user’s intent. Personalization is a trend in which customers require the ads to be designed to meet their interests and personalities (Miller, 2021). Some marketing managers believe that some customers only read relevant information that concerns them. Interactive content involves the desire for more interactions by the customers rather than just looking at static images on the screens. Another form of marketing trend is the use of social media stories, which is usually displayed on a short period of time and therefore making more people engaged to not miss the content. Today’s advertisement involves the use of videos to grab the attention of the customers which is referred to as video marketing. 
The fast-food industry has been generating a lot of income to the owners and the government through taxes. The fast-food restaurants mostly have a consistent, simple look, feel and also some music at the location. Customers in the fast-food restaurants pay at the counter and take their food in tray and sit to eat and therefore no need for personal service. The fast-food industry has a lot of potential customers since people may decide not to cook and therefore purchase already made food. The buying habits of the customers in the fast-food industry is consistent and the target market is high. According to Miller (2021), customers are willing to pay for the foods at the price which has been stated in the menu. The fast-food industry has been able to stay ahead of business by ensuring the identification of emerging threads and making efforts to deal with them. Although the fast-food industry has been developing in the past years, it is faced with various challenges such as perceptions of unhealthy menus, poor working conditions and salaries for the employees such that they are unable to make a living wage. 
Competitive market analysis
Sombrero Fruit Juice Outlet should be aware of the competition in the fast-food industry. More restaurants are competing for the fast-food customers. Other industries have that produce substitute good that can be used to satisfy the same needs as fast food have developed. Some of the substitute goods are considered to be healthier than the fast foods in the restaurants. Some of the foods include whole grain breads and cereals, pasta, milk, reduced fat shredded, canned beans, canned tuna among other foods. The restaurants offering fast food services should therefore come up with ways of increasing their competitive advantage (Chandra, 2019). Sombrero fruit juice outlet should therefore identify other industries in the area that produce substitute goods and identify ways in which it can stay competitive.
Sombrero fruit juice outlet should analyze the possibilities of new entrance into the market that will led to increased competition. With new entry in the market that produce the same goods, then the competition will increase resulting to decreased sales when the owner of the business is unable to deal with the competition. Some of the way the restaurant can help to deal with the competition include increasing the loyalty of the customers, offering their product at a lower cost unlike the entering companies. There is usually a low threat to entry when there is high brand loyalty, high initial capital investment is required and the brand name is well known (Namin, 2017). Sombrero fruit juice outlet should ensure they build their brand. The bargaining power of the suppliers and customers is a competitive factor that sombrero fruit juice outlet should consider. Bargaining power of suppliers is responsible for shaping the competition landscape of the industry and therefore helps in determining the competitiveness of the industry. In the fast-food industry, it is important to determine the number of suppliers that is relative to the buyers, the dependance of the sales of the supplier’s sale on a certain buyer, forward integration and switching of costs. The bargaining power of customers is the ability of the buyer to squeeze the industry margin by making firms to reduce their prices and also increase the quality of their services. 
Target for six months
With the fast-food industry, long term and short-term goals or targets are set to guide the operation of the business. Setting of goals helps the business to work towards the achievement of the set goals. One of the targets for the business will be increasing their monthly net restaurant sales. The success of the restaurant and the success of the investors is dependent on the amount of monthly net sales (Chandra,2019). With proper analysis if the market structure and the factors that affect the same of the business, then the management is able to set goals to help in increasing the monthly net sales of the business up to 5%. The business should also have a goal of increasing their net daily sales. An increase in the net daily sales is a sign that the business is doing well. Some of the ways that the business can improve their daily net sales is by offering promotion to the customers. 
Increasing the employee’s productivity is a target the business will work towards achieving. Keeping the sales data of the business will help in identifying when the staff is up and when the staff is down. On the busy days the management should staff the most productive employees. The management can also come up with ways of increasing the productivity of all employees by motivating them and increasing their morale. The business has a target of improving their top selling items. with the help of analytics dashboard, the business is able to identify the items that are mostly brought by the customers and therefore making efforts to bring them in the in front of more guest to help in improving the sales of the item. The business can target with the help of the customers identify new recipes that will provide more sells to the business and meet the customer’s needs. To test the success of new menus, net sales of each of the times is calculated. 
Marketing offers
Marketing offers are essential for increasing the sales of a business. Marketing offers attract customers and ensure customer loyalty. Some of the existing marketing offers that the business can take advantage of include buying one and getting one free. Buying one and getting one free is mostly used in products and services that have a low cost. The business can set days in which they will offer the buying one and get one free and that can be weekly or monthly depending on the size of the organization and the profits they make. Coming up with competition in which the winner gets a special gift for participating. According to Namin (2017), a competition attracts a large number of people and therefore increased sales. Competition has proven to be effective in different occasions. Free delivery is a marketing offers that involves providing delivery services to the customers. The business can provide a chance for the customers to order for the juice at the comfort of their homes and have the worker deliver the good. Offering free delivery attract more customers especially the ones that are unable to reach the shop due to various reasons. 
Offering gift vouchers is a marketing offers that involves giving vouchers to customers for them to claim their gifts of to have goods that are reduced in quality. A business can also make use of offering of discount to attract customers. Discounts are most offered for goods that have gone on stale or goods that their market have declined. A business should consider the demographics before offering discounted needs. Use of loyalty cards is a marketing offers that has helped in the retaining of customers especially due to the increasing in competition due to many businesses providing the same services and goods (Namin, 2017). The business can also decide to offer free workshops which include offering training on their products. Workshops help the customers in identifying the product, its ingredients of components, how to make use of the product and the advantages and disadvantages that can be associated with the use of the product.
The business can also offer free trials before a customer buyer the product. The free trial marketing offer is mostly used in cases when the customers do not trust the product or do not have a clear understanding of the product and therefore offering a customer free trial helps them to learn more about the product and identify whether the product is able to take care of their needs. According to Kraak et.al (2017), a free sample of the product to the customers may led to a purchase of the goods by the customers. Offering a free item on of a produce when one buys a certain different product. For example, with the fruit juice outlet, the owner can offer a free ice-cream when a customer buys a glass of juice. This marketing offer help to increase the sales of a particular product since customers are more likely to buy the product to get the other free product.
Offering loyalty point to customers is a way of attracting and retaining customers. Loyalty points are point offered to customers after purchasing a particular item or in a particular place. When a customer purchases in a particular shop, they’re offered loyalty points which they can convert into cash to enable them purchase goods in the same store at discounted prices. The business can also make use of random rewards as a marketing strategy. Random rewards are mostly used to create customer loyalty and attracting new customers (Kraak et.al, 2017). The better the reward the customer gets the more the customers will consider to purchase the goods. Package deals is a marketing strategy that involves offering a group of products into a package and get the customers to spend more than intended. A package may involves providing the same product but in large quantities or provided different product into the same package. Price match as a marketing strategy involves offering the same price for goods as other businesses are offering. 
Promotion offers
The business should ensure it invests in the promotion of its goods. Promotion will help in the building awareness on the availability of the product to its customers, fostering interest to the business, generate the demand of the goods by customers and inducing the prospects of the business to take action. Effective promotion strategies should be implemented to help in making the product and business known to potential customers. Personal selling is one of the promotional activities that the business can engage in. personal selling which involves face to face selling by the sales person of the business to persuade customers on the different products offered in the business. Apart from increasing sales, personal selling helps to build relationships with the customers. Traditional advertising is a promotional technique. Traditional advertising involves use of paid advertisements such as in TV billboards and radios to help in reaching a wide range of customers. 
Making use of sales promotions is a way of promotion strategies. Sales promotion are a short-term promotion campaigns that a business make use of to gain attention form the customers and encourage customer purchase of the goods. Sales promotion helps in the increasing of sales through interaction with the customers who provide immediate response. Creating a good public image is a promotion strategy. Public relations involve creating a good image and building of strong relationships with the customers. Public relations help in creating and maintaining customer loyalty and provide an appropriate platform to provide the required information to customers and give chance for feedback from the customers either positive or negative. Customer loyalty programs are also a way of promotion strategy. Customer loyalty program are meant to ensure that the current customer continue to purchase the good s from the business. Retention for the current customers ensures the business will not loss its profits due to competition that may occur.
Offering discounted products is an existing way of promotion. That involves the lowering of prices of certain goods at a given percentage of ensuring flexible prices for goods to ensure that customers are able to bargain for low prices on the goods. When offering discounted products, it is necessary for a business to make their discounts attractive, consider their bottom line and ensure they do not offer the discounts too often. As stated by Kuznetsova et.al (2017), offering of holiday promotions is a promotion strategy that a business can adopt. During the holidays, people tend to spend a lot on different products. Offering promotions during the holiday is therefore a perfect way of improving the brand of the business and ensuring selling of more products. Businesses make use of the holiday themes to help in increasing sales of their products. Mouth to mouth marketing is a promotion strategy that is conducted to help in motivation people to share information on the product with other people. customers are more likely to trust the words of other customers who have already used the products to provide correct feedback on the product. 
Direct marketing is a promotion strategy that businesses make use of. Direct marketing involves a daily contact with potential customers through the use of marketing channels. Direct marketing provides a way of acquiring immediate feedback with the customers and help in the building and maintain relationships with the customers (Kuznetsova et.al, 2017). Direct marketing helps to reach a large number of potential customers hence increasing the sales of the business. Products giveaway or branded gifts is an effective promotion strategy. People enjoy being given free gifts. Offering free gifts will enable to customers to test the products and entice the customers with the free gifts. Customers are more likely to buy the product after being offered free gifts. As a promotion strategy, offering gits should makes the product brand memorable and provide reason and value for the customer to buy the product.
Competitive advantages and weaknesses
The competitive advantage of the business is that it will be located in a unique geographical environment, the business will have access to new technology, the presence of highly skilled labor, low operating cost and a universal test for the product produced. The location where the business is to be started is a mall where there is a large number of people visiting the mall. There is no other fruit juice shop in the mall and therefore making it the only juice shop. The location of the business therefore offers a competitive advantage for the business. The ability of the business to have access to modern juice making equipment’s offers them a competitive advantage over other business. The modern technology will help them to make the juice faster and conveniently and make the product always in supply for the customers. The presence of skilled labor offers a competitive advantage for a business. The owner of the business has been making juice to friend and family in the home and therefore has perfect knowledge on how the juice is made. The operating cost of the business is low as compared to other businesses and therefore easy to manage it. Juice has a universal test and therefore visitors who visit the area from different geographical areas will enjoy the juice as well. 
Some of the weaknesses that can be associated with the fruit juice business is their might some difficult letting people to be aware of the business, the need to recruit and train new staff and starting the business may be stressful for the owner. Making the potential customers aware of a new business may be very difficult especially when the used marketing and promotion strategies are used (Namin, 2017). When starting a business, there is always a need to recruit new employee. Recruiting and training new employees can be stressful for the business since it requires time and resources. Staring a new business is stressful in the manner that it requires a lot of time, resources and efforts to make the ideal business. 
Section 3: Recommendation and conclusion 
When staring the business, the owner should effectively analyses all the cost and benefits that are likely to be associated with the business. It is always important to ensure that the prices are affordable at first to ensure that the business attract more customers and come up with ways to ensure brand loyalty. It is also important to ensure that the juice made is of great quality. Acquiring feedback form the customers is important helping the identifying the areas that the busines is doing well and areas that need change to make the offering of the product more effective (Chukwuemeka & Onuoha, 2018). the inflow and outflow money in the organization. Funds that are meant to be used in the business should be used effectively to ensure the continuous running of the business. When employing staff, it is important to recruit staff that are well skilled and talented and committed to perform their tasks. 
Starting a business is always a way of risk taking and therefore one should be ready for any outcomes. The success of the business will depend on the efforts of all the team members. I believe that before starting a business it is always important to ensure that one has extra capital to deal with any expenses that may arise dur to the inability of the business to provide the expected amount of profits. Most business when staring may not make the required profits in their first days of business and therefore require back up (Fasana & Haseena, 2017). The owner of the business should also consider offering or selling other food related product in the shop such as cakes that customers can consume with the juice. Having different products will help to attract a variety of customers who are interested in different products in the shop.
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