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I. Business Description  
 

Cali Coffee, Dog Friendly Café and Bakery is a merchandising startup business that will 

combine the classic coffee shop experience with a passion for dogs.  It will be a sole 

proprietorship run by Lisa Woods.  As a loyal employee of Oberweis Ice Cream and Dairy 

Store for the past 4 years, I, as the owner of Cali Coffee, have experience in customer service 

and management of a similar product base.  I know how to count inventory, run end of day 

reports, make change at the bank, manage other employees efficiently, and use my time at the 

store wisely in order to maximize profits and employee output.  I plan to conduct research 

and experiment with coffee and baked goods before opening the doors to Cali Coffee to the 

public.  In order to do that, I will need to obtain a fictitious business name permit, zoning and 

land use permits, health department permits, and fire department permits.  I will also need a 

basic business operation license, federal employment identification number, and a sales tax 

license as well as restaurant insurance. The store will be located at 3720 North Lincoln 

Avenue, Chicago, IL 60613.  The building does not currently have a drive thru, but one is 

going to be built.  As of January 1st 2010, the hours for Cali Coffee will be Monday-Saturday 

6 a.m.-9 p.m. and Sunday 6 a.m. to 5 p.m.  The store will be open all year.  The mission 

statement is as follows: Cali Coffee and all of its employees aim to provide an accepting, 

clean, and respectful environment through great customer service and quality products sold at 

a fair price to those who are as passionate about the existence of a third place1 and their 

canine companions as we are while also generating revenue and creating a profit.   

When a customer comes into the store, they will have the option to purchase a Pawprint 

Card for $1.  If one chooses to do so, the customer will give the card to the cashier at the time 

                                                           
1
 A third place is a location away from home and work where people can interact in a social 

setting by coming and going as they please. 



4 

 

of transaction who will swipe it so points are awarded for the dollar amount spent at any one 

given time.  Once the customer reaches $100 in purchases, they will receive one of a variety 

of different rewards based on their previous transactions as well as a $5 credit that can be 

used right away or saved.  For example, if a customer frequently buys dog treats, they will 

receive one free dog biscuit as their loyalty reward.  This free reward cannot be exchanged 

for something else, such as a coffee drink.  The customer may choose to save the reward for a 

rainy day or redeem it right away.  If a transaction comes to an odd amount of change, 

anything over $0.50 will be rounded up for an extra point.  For example, if the customer’s 

total is $15.63, they will receive 16 points on their Pawprint Card.  Another promotion tool 

that will be utilized is giving customers 50% off on one item of their purchase (of equal or 

lesser value than the other items) during their birth month.  This information will be stored in 

the company computer database.  Another value propositions Cali Coffee customers will 

receive is a unique environment that is completely wireless and dog friendly.  This means 

canine companions are welcome and encouraged to hang out and enjoy a treat with their 

person in the café while they work on homework or catch up on reading.  Patrons will not 

only receive great tasting and fresh products, they will have a cozy and friendly environment 

away from work and home to relax.  Customers will leave feeling refreshed, rejuvenated, 

relaxed, and ready for the rest of the day. Some keys to success that employees will exhibit 

are the 5 core values of Cali Coffee: honesty, equality, hard work, acceptance, and 

friendliness.  Another key to success is allowing and encouraging dogs in the store.  This is a 

very unique aspect of Cali Coffee.  The quality of products and care in which they are made 

will also help get the café up and running.  Cali Coffee will face much competition from 
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different markets, but I am confident that the unique combination and reinvention of the 

beloved coffee store and passion for dogs will produce a profit.  

The U.S. coffee shop industry includes about 20,000 stores with a combined total revenue 

of $11 billion.  The industry is highly concentrated.  The top 50 companies generate more 

than 70% of industry sales. The bakery industry has about 7,000 small retail bakeries that 

generate $2 billion in total revenue.  There are 2,600 commercial bakeries, generating $25 

billion.  The commercial side is highly concentrated, while the retail side is fragmented.  The 

50 largest commercial bakeries hold 80% of the market.  The pet food manufacturing 

industry in America consists of about 175 companies with combined annual revenue of $11 

billion.   Again, the industry is highly concentrated with the 50 largest companies holding 

almost 100% of the market. 

 
Goals: 

1. Create a loyal customer base. 
2. Create buzz in target market. 

 
Objectives: 

1. Sell 500 Pawprint Cards by June 1st, 2010.  
2. Reach 1,000 members of target market by January 1st, 2011, by advertising and word of 

mouth promotion.  
 
SWOT Analysis: 
 
Strengths: 
-Experienced owner 
-High demand for products in college and 
young professional upscale area 
-Drive thru 
-Highly differentiated products 
-New technology utilized 
-Customer service- changes can be made 
according to wants and needs 

Weaknesses: 
-No existing customer base 
-Currently only one location 
-Not nationally known 
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Opportunities: 
-Recruiting from local college campuses to 
find potential employees.  
-Increasing advertising and general awareness  
-Product expansion to include travel mugs or t-
shirts 
-Opening of another location 

Threats: 
-Well-known competition  
-Changing tastes of consumer 
-Economic instability 
-Health concerns  

 
II.-III.   Product/Service- Price 
 

Cali Coffee will be different from its competition because of the wide base of products it will 

offer.  Not only will hot and cold coffee and tea and a selection of baked and breakfast goods be 

served, like a traditional coffee shop, Cali Coffee will also sell dessert baked goods, such as 

cookies and brownies, as well as dog treats.  Customers will also be able to put their business 

card in a Cali Coffee themed mug for a weekly drawing to win a free cup of coffee.  Cali Coffee 

customers can chose a classic coffee drink, or create one completely their own by choosing the 

milk, syrup, shots of espresso, and any other extras they may want.  Also, they can mix and 

match tea to create unique flavors every time.  As far as the hot, iced, or blended specialties go, a 

turtle mocha means the drink has two shots of espresso, milk, chocolate, caramel, whipped cream 

and caramel and chocolate chips on top.  A snickers mocha is very similar, but with more 

caramel and snickers pieces blended in if the customer chooses the drink to be blended.  Also, 

snickers would be on top of the whipped cream instead of chocolate chips. The other specialty 

drinks are self-explanatory, pumpkin flavoring in the pumpkins patch, raspberry and chocolate 

for the raspberry mocha, peppermint and chocolate for the peppermint pride, and gingerbread 

flavoring for the gingerbread man.  Customers will be able to take a dollar off their total 
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purchase for being green and riding their bike on Saturday and Sunday.  Here is a sample menu 

with prices: 

   

 Cali Coffee 
Dog Friendly Café and Bakery 

Coffee:       Small   Medium  Large 

Hot or iced:       8 oz  16 oz  24 oz 
Coffee…………………………………………………. 1.75  2.00  2.25 
Americano……………………………………………. 2.00  2.25  2.50 
Cappuccino…………………………………………… 2.50  2.75  3.00  
Latte……………………………………………………. 2.65  2.90  3.15 
Mocha …………………………………………………..    3.00  3.25  3.50 
Specialties: (Ask for it hot, iced, or blended) 
Turtle Mocha…………………………………………. 3.25  3.50  3.75 
Snickers Mocha……………………………………… 3.25  3.50  3.75 
Carmel Express……………………………………… 3.50  3.75  4.00 
Raspberry Mocha…………………………………… 3.50  3.75  4.00 
Pumpkin Patch………….……………………………. 3.50  3.75  4.00 
Peppermint Pride………….………………………..  3.50  3.75 
 4.00 
Gingerbread Man………….……………………….  3.60  3.85 
 4.10 
 
Or Create Your Own Drink!  (Price Based on Customization)  
Milk: Skim, 2%, or Whole 
 
Syrups:  Chocolate, Caramel, Raspberry, Strawberry, Pumpkin, Peppermint, Hazelnut, 
Gingerbread, Butterscotch, White Chocolate, Vanilla, Cinnamon 
 
Other toppings and Mixins: Whipped Cream, Cherry, Chocolate Chips, Snickers Pieces, 
Cinnamon, Sprinkles, Chocolate Shavings, Brownie, Banana 

Tea:        Small   Medium  Large 
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Hot or iced:       8 oz  16 oz  24 oz 
Earl Grey………………………………………….. . 1.25  1.50  1.75 
Passion Fruit……………………………………… . 1.25  1.50  1.75 
Blueberry Bonanza……………………………….  1.25  1.50  1.75 
Pretty in Peach……………………………………  1.25  1.50  1.75 
Cinnamon Apple…………………………………  1.25  1.50  1.75 
Blackberry…………………………………………  1.25  1.50  1.75 
Green Tea………………………………………..  1.25  1.50  1.75 
Black Tea………………………………………….  1.25  1.50  1.75 
Warm Vanilla Sugar……………………………..  1.25  1.50  1.75  
Chai Tea Latte……………………………………  2.00  2.25  2.50 

Extras: 
Whipped Cream…………………………………..  0.10 
Syrup……………………………………………….   0.25 
Cream Cheese……………………………………  0.25 
Toppings…………………………………………..  0.40 
Shot of espresso………………………………….  0.50 
Mix and Match Teas……………………………..  0.65 for each additional flavor 

Treats: 
Scone……………………………………………… … 1.85 
Assorted Candy Bars………………………………..  2.00    
Muffin……………………………………………… .. 2.00 
Bagel………………………………………………. .. 2.00 
Granola Bar…………………………………………. 2.00  
Chocolate Chip Cookie………………………….. . 2.00 
Crasin Oatmeal Cookie………………………….. .. 2.25 
Brownie……………………………………………. .. 2.25 
Rice Krispie Treat………………………………… .. 2.25 
Yogurt……………………………………………….. 2.50 
Cupcake (Chocolate or Vanilla Flavor and Frosting)  2.50 
Chocolate Peanut Butter Brownie…………………  2.75 
Peanut Butter and Chocolate Rice Krispie Treat…  2.75 
Cinnamon Roll…………………………………….  3.00 
Turtle Brownie………………………………………. 3.00 
Fruit Tray…………………………………………….. 3.00 
Specialty Cupcake………………………………..  3.00 
Paul’s Pound Cake 
 Slice……………………………………  2.00 
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 Half……………………………………  5.00 
 Whole…………………………………...  9.00 
Grandma’s Chocolate Cake 
 Slice…………………………………….  3.50 
 Whole…………………………………….  7.50 

Dogs Only: 
Treat………………………………………………… 0.50 
Biscuit………………………………………………. 1.00 
Doggie Delight………………………………………. 1.75 
Canine Cookies…………………………………….  2.00 
Fire Hydrant Treat…………………………………  2.50 
Dog Bone……………………………………………. 3.00  
Pet Party Pack…………………………………………. 4.50 
 
 
IV.   Promotion  
 
 Cali Coffee will rely heavily on word of mouth advertising to spread information about 

the store.  The store will also have its own facebook page that people can become a “fan” of and 

track special offers or new drinks.  These kinds of promotion are free provided there is a satisfied 

customer base to spread the word.  We will run 2 print ads in the Red Eye for the first year.  This 

will cost about $130 per ad space.  Cali Coffee will also ask friends and family who live near the 

el tracks to place creative signs of their choice in their windows facing the tracks as a free form 

of advertisement to commuters as well.  Since I am the only owner, I will make fliers and pass 

them out, which would also be free of charge to the company.   There will be a mascot outside 

the doors for the first week of the grand opening to create buzz and stimulate interest.  The 

employee who becomes Dusty the Dog for the first week will receive $10 an hour, as opposed to 

$9 an hour. This promotion will cost an extra $35 for the week, since the employee will have a 

five hour shift everyday.  All in all, promotion will cost $295.  
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V.  Competition 
 
 Cali Coffee will have many direct competitors since the store has a wide product 

differentiation.  Coffee shops that also sell teas and other products such as Savor the Flavor and 

The Bourgeois Pig would definitely be direct competitors. Bakeries such as Swirlz and Molly’s 

Cupcakes, who specialize in cupcakes only, and Sweet Mandy B’s, who does a variety of baked 

goods, would also be direct competition.  All of these stores are located in Lincoln Park.  The 

traditional coffee shops such as Starbucks, Caribou Coffee, and Gloria Jean, to name a few, 

would be direct competitors.  Other bakeries or dog bakeries would be direct competition as 

well.  Indirect competition for Cali Coffee would come from instant coffee sold in grocery 

stores, packaged cookies, teas, and brownies, and dog treats sold in grocery stores.  Since Cali 

Coffee plans to open on January 1st, 2010, there is no current market share for the store.  This 

means it can only grow which is a very good thing! 

 
VI.  Target Market 
  
 I have segmented the market by aiming at dog lovers.  However, owning a dog is not 

required to be a customer at Cali Coffee.  The location I chose segments the market even further 

because most of the people who live in the area are either college students or young working 

professionals.  My target audience is male or female, most likely single, between the ages of 18-

34 with one or more dogs.  It would be best if the person enjoyed coffee or tea.  The population 

of my target market in the area is steady, with slight growth.  With DePaul University close by, 

there will be a constant change in customers based on graduation and incoming freshman.  Many 

students who graduate may chose to remain in the area and continue to frequent the dog friendly 

café and bakery.  The area is attractive to young professionals because of the many bars and 

restaurants around so this type of person is in no short supply.  If need be, Cali Coffee can 
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expand and listen to customer wants and needs, but as of right now there are no plans to break 

into any new markets. 

  
 
VII.  Management and Personnel 
  
 First of all, it is highly important that no one on my team is allergic to dogs.  My title is 

owner and I therefore have the most hours, at 41.  Everyone will wear the same uniform and a 

nametag.  I have two managers, Sharon and Mark.  They saw the Cali Coffee facebook page and 

applied online. I did background checks and extensive interviews with my family and friends to 

make sure these were the right people to help run the store.  They are efficient leaders, good 

communicators, hard working, and honest.  I will hire them first and spend a few weeks training 

them before the store opens.  Once January 1st rolls around and the doors open to customers, my 

managers will still be under my supervision until I am confident that they are ready to be in the 

store on their own.  They are required to know almost everything I know.  First and foremost, 

they have excellent customer service skills.  They are also very knowledgeable about the 

company and its products.  They know how much rent is, how to pay it, how to work and 

troubleshoot with cash registers, how to be supervisors without bossing associates around, as 

well as how to work equipment and bake and make every drink and baked good, including dog 

treats.  They also know the bank account information and how to make deposits and get change 

in the morning.  Mark and Sharon know where the cleaning supplies are kept and how to clean 

everything and upkeep restrooms. They also know who to call if any of the equipment breaks or 

there is an emergency.  The managers also know how to run cash registers, drive thru, sell 

Pawprint cards, and train new employees.  They have been trained in health procedures and also 

know how to respond if someone has an allergic reaction.  Sharon and Mark have to be willing to 
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clean up the occasional accident that comes with inviting dogs into the store.  I also want them to 

keep up with competition and inform me of new product ideas.   

 I will hire my associates once my managers have proved they are able to be in charge of 

the store.  Some of them submitted applications online and some came into the store after seeing 

fliers or hearing about it.  Managers will train employees since the best way to learn is to teach.  I 

will supervise occasionally to make sure everything and everyone is up to par on training.  I 

predict it will take about a month for each employee to feel comfortable in the store and establish 

a working routine.  I have 6 associates, which means it will take 9 people total to run this 

business.  My associates will need to know how to bake and make every drink and product, 

including dog treats. They also need to know where everything goes and is kept.  My associates 

will know how to work the cash register, drive thru, sell Pawprint Cards, be knowledgeable 

about products and the company, and have excellent customer service skills. In addition to these, 

associates need to be willing to take initiative themselves clean a table if they see one that is dirty 

without being told or asked to do so or clean up the occasional accident.  I hope they will like 

their work environment enough to want to do things without being asked and be the best 

employee they can be.  I scheduled employees and managers an hour after close in order to give 

them time to clean up from the day’s work, stock products, put everything away, and get the 

store ready for the morning person to open. Here is a sample schedule I made: 

 
 Monday Tuesday Wednesday Thursday Friday Saturday Sunday Total 

hours 
Lisa 6am-

2pm 
2pm-
10pm 

12pm-7pm XXXXX 6am-
12pm 

2pm-
10pm 

2pm-
6pm 

41 

Sharon 2pm-
10pm 

XXXXX  6am-12pm 6am-
2pm 

5pm-
10pm 

XXXXX  6am-
2pm 

35 

Mark XXXXX  6am-
2pm 

5pm-10pm 2pm-
10pm 

12pm-
7pm 

6am-
2pm 

6am-
12pm 

34 
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Jean 6am-
11am 

XXXXX  XXXXXX 4pm-
10pm 

4pm-
10pm 

12pm-
5pm 

XXXXX  22 

Stephanie 12pm-
5pm 

6am-
11am 

XXXXXX XXXXX 6am-
11am 

4pm-
10pm 

10am-
3pm 

26 

Luke 4pm-
10pm 

12pm-
5pm 

6am-11am 6am-
11am 

XXX XXXXX  2pm-
6pm 

25 

Tom 4pm-
10pm 

4pm-
10pm 

12pm-5pm 4pm-
10pm 

XXX XXXXX  2pm-
6pm 

27 

Max XXXXX  4pm-
10pm 

4pm-10pm XXXXX 12pm-
5pm 

6am-
11am 

XXXXX  22 

Tiffany XXXXX  XXXXX  4pm-10pm 12pm-
5pm 

4pm-
10pm 

12pm-
5pm 

6am-
11am 

27 

 
 
VIII.  Financial Information 
  
 First of all, I will be paying $2,500 in rent a month.  As far as furniture and paintings go, 

I’m going to start off small and cheap in order to save as much money as I can.  I will probably 

create some art work myself to hang on the walls of the store.  There are existing sinks in the 

store as well as walk in refrigerators and freezers.  Both of these together would cost about 

$8,000.  I’m going to buy those from the previous owner. I’m going to start off only purchasing 

one normal kitchen oven for $600.  The kind of dishwasher the store needs will be about $1,000.  

A single espresso machine that makes one or two shots of espresso at a time will cost $3,350.  I 

will also need refrigerators, blenders, an ice machine, cash registers, products, ingredients, and a 

coffee grinder. I’m going to use my computer and printer for the office until the business starts 

making some money to buy a newer updated Mac.  I will have to borrow much of the money 

needed to get Cali Coffee off the ground, especially for the first month.  I will rely on bank loans, 

angel investors, and family and friends to help get the store started.  Here is a sum of the 
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equipment I need and how much it will cost.  This will be for the first month.  After that, I expect 

to be paying much less because I won’t need to buy the equipment again. 

 
Product        Price 
Rent         $2,500 
Single Espresso Machine      $3,350 
Coffee Grinder       $660 
Regular Kitchen Oven      $600 
Dishwasher        $1,000 
Walk in Fridge/Freezer      $8,000 
Ice Maker        $1,500 
Blenders      2x $50= $100 
Cash Register with Kitchen Printer and Barcode Scanner  $1,000 
Ink and Paper Rolls       $300 
Reconstruction and Remodeling (Drive Thru)   $15,00 
Phone Line and Phones      $200 
Business Cards       $100 
Pawprint Cards       $400 
Bean Bag Chairs      3x$24= $72 
Table and 2 chairs     6x$150= $900 
Couch         $120 
Decorations and Paintings      $400 
Office Supplies       $500 
Headsets      2x$30  $60 
Syrups       11x$8  $88 
Whipped Cream     4x$3  $12 
Baking Needs and Equipment2      $700 
Training and Paying Managers for First Month   $6,000     
Training Employees ($9x30 hoursx 5 employeesx 4 weeks)= $5,400 
Advertising        $295 
Cleaning and Paper Supplies      $300 
Toilet Paper (2 package)      $30 
Soap (3 dispensers)       $6 
TOTAL        $49,593  
  
 

                                                           
2
 Baking needs and equipment include chocolate chips, sugar, flour, milk, coffee beans, whisks, 

spatulas, bowls, and any other needs I may come across. 
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IX. What I have learned 
  
 I have learned that if I want to make this dream a reality, I need to join the workforce for 

a few years first. There is no way I could support this business by myself now.  It would be 

helpful if I held a managerial role so I would know how to manage people and time spent at the 

store. I’ve also learned that owners put a lot of work into a small business.  I’m not only talking 

about hours spent working.  I also mean putting the store together, keeping it updated, buying 

furniture, and experimenting with new products.  The owner is directly responsible for 

everything concerned with the store.  It takes a dedicated person to follow through when the 

going gets tough or money is running out. 

 
 
 
 
 
 
 
 
  


