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Introduction

Before we start – a little bit about why we wrote this book and the reasons why we wrote it in a certain style.

This book is, we feel, a little different from many of those that currently exist within the marketplace. There are a large variety of books out there that all promise to help you open your first coffee shop/coffee bar/sandwich bar/restaurant/lunch bar and most of them provide sterling advice. In fact most of them provide such decent advice that we actually genuinely recommend you buy them. There are lots of specifics within this industry and lots of viewpoints that you need to see before you can fully immerse yourself in your new business. As our somewhat dubious heart surgeon analogy (see page xiv) shows, there really is a huge amount that you need to learn.

Our perspective to opening a coffee shop (or any business like this – we’ll deal with definitions later) is based on a very different view point to most other books though. The usual formula for these books arises when someone who has owned one or two coffee shops decides that they want to write a book about their experiences to try and help others. This is an admirable ideal and the resulting book is generally very good at explaining all the myriad dealings with planners, accountants, landlords and environmental health officers that form the rich tapestry of opening your first shop.

What we do is take all of our accumulated knowledge from hundreds of different clients and our own businesses and try to really emphasise the key concepts that WE think are important. Planning advice, legal advice and even, to a limited extent, financial advice should all come from professionals within those areas. We want to help you get into the industry with your eyes wide open as to the actual realities that you will face and, more importantly, an understanding of what you really need to focus on.

Our experience comes from a huge variety of sources. We’ve learned some very hard lessons running our own businesses in the food industry and have had some incredible successes as well as epic failures. We’ve worked with and alongside Michelin starred chefs, world championship winning baristas as well as vastly successful business men and women with dozens of sites covering pubs, restaurants, coffee shops, restaurants and even fast food.

We regularly set up turn-key coffee bars for a variety of clients, so we deal with, on a day-to-day basis, the exact problems that you will be dealing with if you venture into this industry. It’s this experience that prompted us to produce this book and it’s this experience that makes the book a little different from some of the others that are out there which may actually give you more practical advice. As we say above please read them too, but please, please pay close attention to the key concepts in this book, and if you come across a piece that you feel repeats a previous section then be aware that there is a reason for that – it’s because it matters.

The book is divided into four parts.

Part One shows you the good and the bad of the industry. It’s about illustrating what a great industry it is to work in as well as making sure you grasp just how tough it can be. This point is crucial. Week in and week out we get emails from owners who are within the first few months of their business and already feel that they have aged ten years. It can be brutal but it can also be great, so read this section carefully to put a little context around the dream of your first shop. What this section will also do is, hopefully, let you step back and view things from a slightly different perspective in terms of what you actually want from the business. Too many people rush into a new business without clearly articulating what the rules of operation will be for themselves, and exactly what they want out of it in the long term.

Part Two is to do with key entrepreneurial traits. Within the consultancy side of our business we rarely find businesses failing for any of the classic reasons like location or the economy. Most of the time they fail because the owners simply aren’t managing their enterprise like a business. These six characteristics are what we ultimately end up working on with many of our clients. To fix food, coffee, service, recruitment, marketing or any other specific you must usually first fix the thinking of the owner first. Unless you can apply these skills you will not succeed – it’s as simple as that. And the most important one is pig headed determination.

Part Three explains the great formula. This formula has evolved over the last 20 years as we have operated our own businesses and observed others who have succeeded, as well as those who have failed. Success leaves clues, and what the formula does is extrapolate those clues and arrange them into a usable seven-step process that you can apply to your business. In essence the formula is as simple as this:

Passion – all great businesses start with a passion to produce something great (rarely is that great thing a pile of money).

Taste – great passion creates the drive and vision to produce great tasting food and drinks.

Positioning – this is where reality steps in. Where will you position this great product within the market and will there be a market for what you create?

People – none of this works without an understanding of people at a very deep level. We are a people intensive business directly serving the end customer with an emotive product.

Marketing – no matter how good your product is, it won’t sell unless you can let people know about it and entice them to buy into a little of your magic.

Systems – if you can’t wrap decent systems around your business you have no business. You’ve simply created a job for yourself.

Money – ultimately (but only after everything else is sorted) you must focus on the money. Too often this is ignored within the industry.

Ignore even one part of the formula at your peril as we’ll explain to you with a few scenarios.

Part Four takes you through the step-by-step process that you’ll need to go through to actually get open. It’s not easy to open a coffee shop so you’ll need to make sure you have your pig headed determination face firmly strapped on.

But the book doesn’t stop there. When we wrote our first book we discovered an alarming statistic – less than 10% of people ever read past the first chapter in a business book. To try and circumvent this we produced our first book, Wake Up and Smell the Profit, in a lively 52 chapters format with lots of true stories to help illustrate our points. This, we are delighted to say, seems to have been very useful for our customers and means that the book has never been seen as a daunting business book with lots of dry theory.

This book is different though. We had a much clearer objective with this one and we have a lot of key points that we wanted to get across. It couldn’t be another 52 tips and techniques because that would make it too easy for people to perhaps skip a few of the crucial sections. So alongside our endless true stories this time we decided to produce an online video which helps to illustrate these key points in a different style. To access these videos all you need to do is visit: www.coffeeboysguide.com and enter your email address. You’ll then have full access to these videos as well as a minefield of extra information to help you with setting up your business or with the management of your existing business.

There is one last thing to remember as you read this book. We tend to use the term ‘coffee shop’ to describe all the various permutations of what we do in this industry. The problem is that there are a variety of different sub-niches within this. So if you’re thinking of setting up a coffee bar/espresso bar/coffee house/café or even a restaurant, please be aware that most of what we say is totally inclusive of all those concepts. You may be amazed to know just how many of these rules and the formula apply equally to fine dining restaurants or fast food joints. So what you mustn’t do is think ‘Oh that doesn’t apply to me – my model is or will be different’. It almost certainly won’t be.

Café Culture
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	THE HEART SURGEON STORY – A SOMEWHAT DUBIOUS WAY TO ILLUSTRATE A POINT
Using a tremendously in-depth piece of research (we typed it into google), it’s quite easy to find out how long it takes to become a heart surgeon – 12 to 14 years. So that’s 12 to 14 years to learn how to do one little thing incredibly well. Even as we write this we can clearly hear all the heart surgeons around the world throwing their arms up in despair at the ludicrous comparison we’re making, but assuming that you aren’t actually one of those surgeons yourself, bear with us for a minute or two.




	 

	So what is the job of a heart surgeon? Well thinking back to biology at school the heart seems to be a wobbly lump of muscle that has a few tubes coming out of it. Arteries bring blood away from the heart and veins bring it in (or was it the other way round – who knows and indeed for this slightly ludicrous comparison who really cares?).




	 

	When something goes wrong you would have to assume that the surgeon basically deals with these tubes and various valves and other red flappy bits that may (or indeed may not) be present. He fixes the things that needs to be fixed, occasionally has his brow mopped by an attractive young nurse, pauses every so often to close his eyes and appreciate a particularly moving piece within the opera that he is listening too and tries really, really hard not to shake his hands and cut a bit that he shouldn’t cut.




	 

	But it’s really all contained within a very small space and ultimately his skill is focused on making sure that he knows everything about that organ to a very high level.




	 

	It’s the same with nearly all professionals. They spend years and years (long after their primary degree) learning how to get really good at their niche and then they charge a quite enormous amount of money for their time to help you out in their area of expertise. But here’s the big wake up call – particularly as far as accountants are concerned. Even after all these years of relentless practice and study, they very often do not actually know exactly what sorts of margins and percentages you should be aiming for within your little coffee shop. Time and time again we come across clients who have been advised by their accountants to have business targets that are 100% wrong for this type of business.




	 

	But the real kicker is that when most people (I’m sure YOU don’t fall into this category) decide to set up their little coffee shop, their actual understanding of how the business works is extremely limited. Our heart surgeon takes 12 to 14 years to learn that one skill really well, our accountant takes about ten years (and still makes mistakes), and the average coffee shop owner remortgages the house on nothing more than a dream, a bit of ‘you go for it’ from a few friends, and the hope that he or she can learn on the job.




	 

	Here are just some of the key skills that you actually must learn.




	 

	■ Accountancy – never just rely on your accountant’s advice




	 

	■ Marketing – and no it isn’t just advertising




	 

	■ Recruitment – you need to recruit great people




	 

	■ Training – the staff need to perform well for you




	 

	■ Psychology – you’ll have to deal with a LOT of people




	 

	■ Operational management – the whole thing needs to run smoothly




	 

	Arguably many of those skills, on an individual basis, require just as long to perfect as does becoming a heart surgeon. So bear this in mind if you’re thinking about opening a coffee bar and think ‘how hard can it be?’
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