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Jira€kova, owner and operator of an organic food shop.
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Setting up of an organic food grocery

Abstract

This bachelor thesis was worked out to discover, if it would be efficient and profitable to set
up the organic food grocery in a town called Neveklov, which is located in the central
Bohemia. For the final decision, it was necessary to analyse the business environment with
the use of appropriate tools (Porter’s five forces analysis, PEST Analysis) as well as the
possible demand (market research). In this bachelor thesis we can also find interview with
entrepreneur Ing. Iva JiraCkova, which was a valuable contribution when talking about

organic food grocery.

This bachelor thesis also discusses the possibilities of the real establishment — business

premises, basic founding costs and also the possible suppliers of organic food products.

Nowadays, it would not be efficient and profitable to establish organic food grocery in
Neveklov. However, this may change within the period of several decades, when the needs
of people change. It is also necessary to remark, the establishment of a small business
premises dedicated to selling organic food products would not be financialy demanding,
especially the rent would be quite low (around 7.000,- CZK per month), the most expensive

would be the very first purchase of the goods.

Keywords: organic food, grocery, setting up, market analysis, market research



ZalozZeni obchodu s biopotravinami

Abstrakt

Tato bakalaiska prace byla vypracovana za ucelem zjisténi efektivity a vynosnosti zalozeni
obchodu s bio potravinami v méste¢ku Neveklov, které se nachazi ve stiednich Cechach. Ke
kone¢nému rozhodnuti bylo zapottebi analyzy obchodniho prostiedi za pouziti vhodnych
nastrojii (Porterova analyza péti sil, PEST analyza), stejn¢ tak jako analyza ptipadné
poptavky (pruzkum trhu). V této bakalafské praci mizeme také naleznout rozhovor s
podnikatelkou Ing. Ivou Jirackovou, ktery byl velkym pfinosem k tématu zalozeni obchodu

s bio potravinami.

Tato prace se také vénuje moznostem piipadného zaloZzeni — hledani vhodnych prostor,

pocatecni naklady ¢i hledani ptipadnych dodavateld.

Kazdy faktor, ktery by mohl ovlivnit zalozeni tohoto podniku, byl zanalyzovan a na zakladé

vysledki bylo u¢inéno konecné rozhodnuti o zaloZeni podniku.

V dnesni dob¢ by nebylo efektivni a ziskové zalozit v Neveklové obchod s biopotravinami.
Nicméné, tato skute¢nost se miize zménit v pribéhi nékolika nasledujicich desetileti, kdyz
se zméni potieby obyvatel. Je také dilezité poznamenat, ze zaloZeni malého podniku
prodavajiciho biopotraviny, by nebylo finan¢n¢ narocné. Konkrétné ndjemné by bylo docela
nizké (kolem 7.000,- CZK za mésic), nejdrazsi pak bude pocate¢ni ndklad na zakoupeni
zboZi.

Klic¢ova slova: Bio potraviny, maloobchod, zaloZeni podniku, analyza trhu, prizkum trhu
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1 Introduction

As the title “Setting up of an organic food grocery” already says, this thesis is dealing with
the issue of setting up of a new entrepreneurship — a very specific one. Nowadays, organic
food is still becoming more and more popular. But is it available for everyone? The answer
is no. In many smaller cities, although there is a demand for organic groceries, there is no
supply of them. How is this possible? Why is this field of entrepreneurship not very popular?
Is it possible to run this business even with a small group of demanders? These rhetorical

questions will be giving this bachelor thesis the main direction.

For this imaginary business was chosen a small city called Neveklov, located approximately
50 kilometres from Prague. In Neveklov, there live about 2, 5 thousands of inhabitants and

it will be found out, if this size is enough to build a successful business with organic food.
This thesis is going to be divided into two parts — theoretical and practical.

In the theoretical part, there will be described, what exactly is organic food and which
conditions are necessary for trading it. Next components of theoretical part are going to be
terms, under which can be set up a business in the Czech Republic and also the way, how to

do it.
The practical part will be focused on the setting up itself, including mainly following steps:

e Market research to find out, if there is a demand for organic food

e Searching for suitable commercial premises

e Searching for suppliers, who would like to cooperate with this grocery and sell their
products here

e Analysis of financial demands

e Ways, how to raise the funds

e Establishing itself

Of course, these steps are all only demonstrative and no real business is going to be

established.
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As resources used for both, theoretical and practical part, will serve mainly a technical
literature (listed in the List of literature), the questionnaire used for a market research and

also interviews with Ing. Ivana Jira¢kova, owner and operator of an organic food shop.
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2 Objectives

This thesis is focused on illustrative setting up of a new business, which will sell the organic
food to direct consumers. The main aim of this thesis is to find out the possibilities, how to
establish an organic food grocery, including all steps of setting up of a business, such as
market research, calculations, searching for the area and last but not least the seeking for

suppliers, who would like to cooperate with this grocery shop.

As a conclusion, it should be evident, if it is or is not worth it to set up and organic food

grocery in Neveklov and what are strengths and weaknesses in this kind of business.
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3 Methodology

In following paragraphs there are described the methods used for creating of this bachelor

thesis.
3.1 Survey

“Survey research is one of the most important areas of measurement in applied research. The
broad area of survey research encompasses any measurement procedures that involve asking
questions of respondents. A "survey" can be anything from a short paper-and-pencil
feedback form to an intensive one-on-one in-depth interview. Surveys can be divided into
two broad categories: the questionnaire and the interview. Questionnaires are usually in
written format that the respondent completes. Interviews are completed by the interviewer
based on what the respondent says. Sometimes, it's hard to tell the difference between a
questionnaire and an interview. For instance, some people think that questionnaires always
ask short closed-ended questions while interviews always ask broad open-ended ones. But
you will see questionnaires with open-ended questions (although they do tend to be shorter
than in interviews) and there will often be a series of closed-ended questions asked in an

interview.” (Sachdeva, J.K., 2008).
3.1.1 Interviewing

“The interview is the primary data collection technique for gathering data in qualitative
methodologies. Interviews vary based on the number of people involved during the
interview, the level of structure: the proximity of the interviewer to the participant, and the

number of interviews conducted during the research.”(Sachdeva, J.K., 2008).

“The interview is a more flexible form than the questionnaire and, if intelligently used, can
generally be used to gather information of greater depth and can be more sensitive to
contextual variations in meaning. The classical survey research tradition, geared to
producing quantitative data, is generally associated with interviews where the wording and
order of questions are exactly the same for every respondent. Variation in responses can thus
be attributed to respondents and not to variability in the interviewing technique. Wording
the questions in the same way for each respondent is sometimes called standardising. Asking

the questions in the same order is called scheduling. Interviews, however, can be non-
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scheduled, though still partly standardised. This is sometimes called a semi-structured
interview. Here, the interviewer works from a list of topics that need to be covered with each
respondent, but the order and exact wording of questions is not important. Generally, such
interviews gather qualitative data, although this can be coded into categories to be made
amenable to statistical analysis.” (Kothari, C.R.. Research Methodology: Methods and
Techniques, New Age International Pvt. Ltd., Publishers, 2004)

3.1.2 Questionnaire

“This method of data collection is quite popular, particularly in case of big enquiries. It is
being adopted by private individuals, research workers, private and public organisations and
even by governments. In this method a questionnaire is sent (usually by post) to the persons
concerned with a request to answer the questions and return the questionnaire. A
questionnaire consists of a number of questions printed or typed in a definite order on a form
or set of forms. The questionnaire is mailed to respondents who are expected to read and
understand the questions and write down the reply in the space meant for the purpose in the

questionnaire itself. The respondents have to answer the questions on their own.

The method of collecting data by mailing the questionnaires to respondents is most
extensively employed in various economic and business surveys. The merits claimed on

behalf of this method are as follows (Kothari, C.R., 2004):

1. There is low cost even when the range is large and is widely spread geographically.
2. Ttis free from the bias of the interviewer; answers are in respondents’ own words.

3. Respondents have adequate time to give well thought out answers.

4. Respondents, who are not easily approachable, can also be reached conveniently.

5. Large samples can be made use of and thus the results can be made more dependable

and reliable.

In this case, the questionnaire will be probably given in two different ways:

a) Posted on the internet (spread between young people mostly)
b) Put printed to local shops in Neveklov — the agreement of owners will be necessary,
hopefully there will not be any problems and the questionnaire will reach older (not

“internet-friendly”) population as well

15



The main aim of the questionnaire is going to be to find out, if people of Neveklov know

about organic food, are interested in it and would like to be able to buy it directly in the town.
3.2 Market Research, Comparison

Market researching is closely connected with the method of comparison. The main aim here
is to find out, how different is the organic food from food, which is commonly available in

grocery shops.
3.2.1 Qualitative Research

Through the qualitative data analysis will be analysed the results (outcomes) of the
questionnaire. The analysis will help to decide, whether the results are or are not relevant

and if they should be taken as decisive.

Table no.1: Difference between Qualitative and Quantitative Research (Sachdeva, J.K.,

2008):

Research Qualitative Quantitative

Agenda

Focus Understand and interpret Describe, explain and predict

Involvement High as researcher is participant Researcher keeps himself away to reduce
and catalyst bias

Purpose In-depth understanding, theory Describe, predict and test theory
building

Sample design Non-probability, purposive Probability

Qualitative studies are usually evaluated on the basis of: 1) trustworthiness and 2)
authenticity (Silverman, 1993; Bryman and Bell, 2011). Trustworthiness is assessed in terms

of the following dimensions:

e Credibility : This examines the extent to which you have followed the accepted
procedures in conducting qualitative investigations. Usually, you must send your
interview transcripts to your respondents for them to confirm that you have correctly
understood what they have told you. In other words, your research will achieve
greater credibility when your respondents have validated the data you have collected.

This is referred to as respondent validation.
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e Transferability: This requires you to provide a detailed account of the context within
which your study has been conducted. This will enable future researchers to compare
your study with theirs in order to determine whether your findings hold true in other
contexts.

e Dependability: This requires that you keep detailed records of all phases of the
research process: problem formulation, selection of research participants, fieldwork
notes, interview transcripts, et cetera. These materials will provide evidence that you
have done the study in the prescribed manner. In other words, the dependability
criterion reinforces credibility and transferability criteria.

e Confirmability: This requirement adds further weight to the three previous criteria of
trustworthiness. It requires you to demonstrate that you have acted in good faith all
along in the research process. In other words, you do not have any other interest in

the research than to understand the reality that you set out to investigate.
(Kuada, J., 2012)
3.3 PEST Analysis

PEST (or STEP as well) stands for Political, Economic, Socio-cultural and Technological
factors, which are analysed as a part of strategic management, during the planning of long-
term work, such as planning of new projects, entering the market, introduction of a new

project or a bigger investment into the business.

According to the Wiley Encyclopedia of Management, edited by Professor Sir Cary L
Cooper, where there is to PEST analysis devoted one whole chapter, the definition of PEST
analysis is as follows: “PEST is an acronym for four sources of change: political, economic,
social, and technological. PEST analysis is a powerful and widely used tool for
understanding strategic risk. It identifies the changes and the effects of the external macro
environment on a firm’s competitive position. The external environment consists of
variables that are beyond the control of a firm, but require analysis to realign corporate
strategy to shifting business environments. Firms operate as part of a larger ecosystem. They
are vulnerable to a variety of exogenous factors, which can have a major impact on the firm’s
competitive positioning. Strategists seek to understand external factors and evaluate how

business models will have to evolve to adapt to their environment. The impacts of external
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factors are mitigated through pre-emptive strategy, and opportunities are exploited in the
wake of new competitive positions that may be created in the process.” (Wiley Encyclopedia

of Management, edited by Professor Sir Cary L Cooper)

“PEST or PESTEL analysis is a simple and effective tool used in situation analysis to
identify the key external (macro environment level) forces that might affect an organization.
These forces can create both opportunities and threats for an organization. Therefore, the

aim of doing PEST is to:

e find out the current external factors affecting an organization;
o identify the external factors that may change in the future;
e to exploit the changes (opportunities) or defend against them (threats) better than

competitors would do “
https://www.strategicmanagementinsight.com/tools/pest-pestel-analysis.html
3.4 Porter’s Five Forces

“Porter’s five forces of competition framework views the profitability of an industry (as
indicated by its rate of return on capital relative to its cost of capital) as determined by five
sources of competitive pressure. These five forces of competition include three sources of
“horizontal” competition: competition from substitutes, competition from entrants, and
competition from established rivals; and two sources of “vertical” competition: the power of
suppliers and power of buyers.” (Contemporary Strategy Analysis, Robert M. Grant,
Reprinted January 2010)

“We now understand that Porter’s five forces framework is used to analyse industry’s
competitive forces and to shape organization’s strategy according to the results of the

analysis. But how to use this tool? We have identified the following steps:

e Step 1. Gather the information on each of the five forces
e Step 2. Analyse the results and display them on a diagram

e Step 3. Formulate strategies based on the conclusions”

https://www.strategicmanagementinsight.com/tools/porters-five-forces.html
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Picture no.1 — Scheme of Porters Five Forces:

Bargaining Power of Suppliers

|

Threat Threat

— —
of New Entrants of Substitutes

!

Bargaining Power of Buyers

https://en.wikipedia.org/wiki/Porter%27s _five_forces_analysis
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4 Theoretical Part

4.1 Setting up of Business in Czech Republic

In the Czech Republic entrepreneurs have to follow a special law — Corporate Law (90/2012
Sb.). In this law, there are described the rights and duties of self-employed people.

4.2 Necessary steps when setting up a business

When setting up of a business, it is necessary to follow some steps, which lead to better

decisions and to the best possible outcome.

Of course, the first step is to choose the field of business — there is a difference between

setting up of steel company and hairdressing salon.

So the goal is clear — to set up functional profitable business in set sector. Now let’s take a
closer look onto the steps, which help to reach this goal. Following ideas described Peter
Hingson in his book Starting Your Business, 2001 (Czech version “Zacnété podnikat” was

used in this case).
4.2.1 Entrepreneurial Intention (business plan)

Although this document may seem as useless to somebody, the truth is the exact opposite.
Entrepreneurial intention is a really necessary part when planning a business. It can be
described as detailed, in-depth scheduling document, which describes (both in words as well
as in numbers) the project of businessman. Its main aim is not only to summarize our ideas,

but the entrepreneurial intention is the first thing our possible investor will be interested in.

Business plan does not relate only to setting up of a new business, it can be also used by
already working firms — when they come with a new idea, new project. By big and successful

firms can be the business plan remade each few years.

According to Hingson (2001), the business plan should show the enthusiasm for the project

and should point out following four aspects:

1) Realized market research
2) Proper schedule
3) Financial prognosis and controls

4) Competency and readiness of everybody working on the project
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4.2.2 Market Research

Market research is a process of analysis, if the idea of business is really worth it and it divides

into two parts — market analysis and analysis of the competition.

a) Market Analysis

Market means, in this point, all our possible customers — people or firms, which may want
to buy the product/service, we are going to sell/provide. Main aim of the market analysis is
to find out, if there really is a demand for it. At the beginning, the research should be made
in a national scale — information can be found for example in professional
journals/magazines or on trade shows. Nowadays can become big helpers also internet and

television.

Speaking about internet and television, good businessman should know and follow the

trends, and these two mass media types are full of it — especially social websites.

After the national scale research comes the local research, which help to specify the target
group of the business — potential customers. Easiest way, how to find out, if people are
interested in buying of our product/service is to spread the questionnaires in surroundings of
our expected future place of business. As by any research, even here is valid, that the more
people we involve into the research, the more relevant the results will be and of course the
right age group should be chosen. For example, it would be irrelevant to ask 70 years old
women, if they would be interested in new opened PC repair shop. Of course, there may be
some exceptions, but it would be definitely better to ask young and middle-aged people, who

(in 21 century probably) use PCs in their everyday life.

b) Analysis of the Competition

Through the analysis of competitors (firms, which already provide/sell the same
service/product, as we want to in our future) we can find out, which are the strong and weak

sides of this type of business, what to avoid and how we should behave on the market.

The easiest type of competitors analysing is the direct observation. After defining and

finding concrete competitors, the simplest thing to do is to go near their shop and observe.
What to observe?

- Number of people, who visit the shop
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- Number of obvious customers (they may carry shopping bag with the logo or
something)
- If there arrive for example some suppliers and write down names of these firms

(nowadays most of these bigger suppliers have a firms cars with huge logos)

However, the activity of the firm is not the only thing we are interested in. We are much
more interested in the total items the firm offers and also their prices. In this case we can ask
someone to pretend to be their possible customer and find out at least some prices for us.
Next way, how to find out the spectre of items sold and the prices is to take a look, if the
firm does not take a part at some kind of a trade show. There it is possible to go as a customer

and ask about firm’s possibilities and prices without anybody knowing.

According to the market research should be made a summary, which should focus primarily

on following topics (Hingson, 2001):

- Interest (are people interested in the idea?)

- Target group (what is the real target group, is it interested?)

- Competitors (who are the main competitors, what are their advantages, what are
their disadvantages and how to use them, how to be better)

- Should the business really be set up?

4.2.3 Financing of Business

When we, after all previous steps, come to a conclusion, that the business should definitely

be set up, the biggest worry enters — how to finance this business?
There are four possibilities to finance the business:

1. Own resources

Own resources are the first and the most important ones. When someone starts a business,
he definitely has to have significant amount of savings, but it probably will not be enough.
So now comes the time for re-evaluation of real needs of the entrepreneur or his family.
Some thinks probably will be sold or replaced with cheaper ones, as Hingston mentions:
“Luxurious property including the antiques, stereo systems, cameras and jewels you can sell
to get cash. If you own a quite new car, the next possibility is to sell it and replace with

cheaper, older one (alternatively with a pick-up, which may become advantage for the
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business). Of course, if the future business demands long journeys, then the old car with a
lot of driven kilometres will probably not be the right choice. If you need a big amount of
money and you are an owner of a house, you may consider selling it and buying or renting a

smaller, modest home.

2. Borrowing from friends and relatives
3. Borrowing from banks

4. Government (or EU) grants

4.3 Marketing

“In order to achieve a true market orientation, a company needs to make the customer the
epicentre of its business perspective. At the same time, those within the organization must

also become involved, and become supportive, with these marketing efforts.

A true competitive advantage can be realized if there is a commitment to engage in the

following actions (Fojt, 2005):

e focus on your customer — know who you want to target, understand your customer’s
needs, and provide the necessary products/services to enhance the value that you can

bring to your customer;

e know your competition — be able to identify who your principal competitors are, but
also understand what their strengths and weaknesses are, as well as their marketing

strategies and capabilities;

e coordinate all marketing efforts with other functions within the organization —
marketing is not meant to be an isolated function, but rather should share/disseminate

information with finance, manufacturing, customer service, etc.;

e market orientation — such a strategy tends to enhance overall performance and

increases a company’s value to its customers.”

However, the term “Marketing” contains much more than these 4 recommendations. Let’s
take a closer look and take it from the beginning. It is very often mistaken for the terms such

as advertisement or selling.
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Marketing can be described as “the process of management, whose outcome is the
knowledge, foreseeing, influencing and in the final phase satisfying the needs and wishes of
the customer in effective and advantageous way while achieving the goals of the company
as well.”. (Svétlik J., 1992). This definition may look a bit clumsy, however, it contains and

shows the real meaning of marketing.
4.4 Ecological Agriculture - Definition of Terms

When talking about the ecological agriculture, it is necessary to define the conditions, which
are adjusting the ecological growing and breeding. In the Czech Republic, there are special
laws, which have to be followed, when someone wants to run an ecological farm. To
understand these laws properly, the mainly used terms have to be explained. Chosen
following terms are described in the law Methodical instruction for ecological agriculture

(655/93-340.) for its purposes and explication.

a) Bio-product: direct agricultural product, gained as an output of ecological
agriculture, dedicated to direct consumption or as a raw material for next
manufacturing

b) Bio-foodstuff: food industry product, made out of bio-products and other allowed
ingredients and additional matters specified by the instruction

c) Certification: the activity of certification commission, which compares and the
entrepreneur’s behaviour with the conditions described in the law

d) Entrepreneur in ecological agriculture: physical or legal person, who runs an
agricultural primary production, produces, buys or stores bio-products and bio-
foodstuff in order to put them into the business circulation and a person, who trades
them

e) Putting into the business circulation: offering for sale, selling or other forms of
offering for consumption, storing, transportation for the necessities of trading and

import for the purpose of selling

In this Methodical instruction can be found the conditions for vegetable production (such as
the sowing advancement, the choice of crops or fertilizing) and conditions for animal
husbandry (such as principles of ecological breeding, stabling, reproduction or veterinary

care) as well. Conditions adjusting the animal husbandry are also differed into paragraphs
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according to animal, because each breed of animal has different needs and different issues,

which have to be considered.

However, according to the Law about Ecological Agriculture (242/2000 Sb.), these laws

adjust primarily the conditions for the producers of organic products or organic foodstuff:

“The duty stated according to the paragraph 1 does not apply on retail stores, which only sell
the already packaged and marked bio-product, bio-foodstuff or other bio-products to direct
consumer and on persons, which provide in the sphere of ecological agriculture their services

abroad.”
4.5 Denoting of bio-products and bio-foodstuff

All bio-products and bio-foodstuff must be denoted properly. Properly means, in this case,
in keeping with the regulations of the European Union. The graphical sign used for marking

looks as follows and can be used only according to the EU regulations.
4.6 History of Organic Farming

“The organic system of farming was developed in Europe over 100 years ago by proponents
such as Rudolph Steiner in Austria, Albert Howard in the United Kingdom, and Hans-Peter
Rusch and Hans Miiller, who developed “biological agriculture” in Switzerland. The first
use of the term “organic farming” appears to have been by Lord Northbourne in the United
Kingdom. It derives from his concept of “the farm as organism”. He differentiated between
what he called “chemical farming” and “organic farming”. Sir Albert Howard’s concept of
soil fertility was centred on building soil humus with an emphasis on a “living bridge”
between the soil and the life it contained (such as fungi, mycorrhizae and bacteria), and on
how this chain of life from the soil supported the health of crops, livestock and humans.
Steiner went on to propose “biodynamic agriculture”, a method of organic farming that has
its basis in a spiritual view of the world, using approaches such as fermented herbal and
mineral preparations as compost additives and field sprays and the use of an astronomical
sowing and planting calendar. This farming method became popular in Australia.” (Blair R.,

2011)
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5 Practical Part

The practical part is dedicated to the process, which is necessary to be made before
establishing a business. Business will in this case mean a shop with organic food products

for the purpose of earning money.

The main products I would like to include would be milk products, cereals, bakery products
and eggs, all in bio quality. However, these products are possible to be bought either in local

shops (mostly not in bio quality) or from the farmers around the town.

Therefore, it is necessary to analyse the environment, do the market research and decide,

whether it 1s worth it to establish the business or not.
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5.1 PEST Analysis

5.1.1 Political Factors
There are two possibilities, how the politics may affect an organic food grocery shop.

The first: the whole shop can be affected by a new law, which will influence all the

entrepreneurs and their businesses.
The second: some new law adjusting the conditions for bio-products may be authorized.

For both, the problem does not have to be directly the Czech government, it is necessary to

take into consideration the European Union as well.

Of course, nowadays the EU as well as the Czech Republic has its regulations and laws, but

in the future, it is possible, that some new laws or regulations will be introduced.
5.1.2 Economic Factors

As the main economic factors, which may influence the business can be considered for
example the interest rate (when having a bank loan with not fixed interest), the inflation (the
whole economy of each country is affected by the increase of the price level) or the average

income in the region.

Because the bio-products are usually more expensive than common products, it is necessary
to know, that the people living in the region may afford to buy it. This is connected with the

welfare of the citizens.
5.1.3 Social Factors

Sociological factors are especially the trends of healthy and “bio” eating. Identification of
these seems easy, however, the definition is very difficult, and they are very unpredictable.
More and more young people tend to live healthy and spend a lot of time in the fitnesscenter.
This trend is really unpredictable and the development of spread of the healthy lifestyle is
impossible to be marked (for example young people may be influenced by bloggers or
youtubers, older people/adults may start to exercise and live healthy because of their state of

health... There can be many reasons impossible to collect, count and describe).
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5.1.4 Technological Factors

Technological factors may affect the organic food production with new technologies of the
food processing. Nowadays the producers try to maintain as much vitamins and nutrients in
used food as possible (for example the Raw Food — the system of food process is established
on not exceeding the temperature of 48 degrees centigrade, so all positive matters stay in the
foodstuff). Maybe in the future new (and perfectly nutrition harmless) processes and ways

of food processing will be developed.
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5.2 Porters Five Forces

5.2.1 Threat of new entrants

One of the biggest advantages of small city (village) is, that no more than one shop of a kind
would be able to be run there. In Neveklov, there functionates the typical “village scheme”:
the square is the centre of everything. Shops, restaurants, bars, cinema, post office, ATM,
municipal authority. Everything is located at one place. There is no possibility, that
somebody would come with the idea of setting up a competing business. This works in bigger
cities, where the demand may be divided for example according to the place of residence
and more than one shop may operate in the city without disturbing each other’s business.
However, Neveklov is too small for this and the buying power is hardly sufficient for one

shop.
5.2.2 Supplier power

When talking about the organic food, it is generally quite difficult to find suitable suppliers.
It is necessary to specify, that in this branch, it is usually the most efficient to buy the goods

from local farmers or local processors. These commonly do not have a very big power.

Bigger producers with bigger power may however cause the difficulties when it comes to
the contracts concluded with them. Each firm has its own conditions and especially in this
branch it can possibly happen, that the supplier will want to protect its brand name and limit
the purchaser. Therefor it is again better to seek out that kind of a small local producer, who
will be glad to cooperate (to have at least some distributor) without any redundant

restrictions.
5.2.3 Buyer Power

The number of potential customers is impossible to estimate, unfortunately there are no
sources, which would describe the population and its age. However, the target group for this
shop would be the women in productive age, who live healthy and protect the nature. If they
fulfil these requirements, we can say, their buying power would be quite high, because of

their beliefs. They will also be willing to pay for the high-quality food products.

As for the pressure put on the businessman, it will be very high. Neveklov is a small town,

where there everybody knows each other, and it is very easy to spread a rumour in there —
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the word-of-mouth is very strong here. One dissatisfied customer may influence a lot of

people in his surroundings.

5.2.4 Threat of Substitution

In the field of organic food, the substitution may have a lot of forms. In the countryside
people live especially in family houses, which each has its own garden, where there it is
possibility to grow different types of plants — usually not only flowers, but the edible crops
as well. Regarding the milk and meat, you can very often find a private entrepreneur —
farmer, who sells his production to local people for a very good price. We can see here the
residue of barter system: somebody, who has f.e. cows will sell milk to someone, who is f.e.
craftsman. Craftsman receives the milk for better price than in the shop, and when the farmer

needs help, he will help him for a better price as well.

There are not many possibilities, how to prevent this, however, probably only higher quality
or better price for regular customers would help. Next possibility is to buy as much goods
from the local farmers as possible — they will get their money and the products will get to

the same customers as well, but possibly with lower difficulty for the farmer.
5.2.5 Competitive Rivalry

As already mentioned several times, Neveklov is a small town, where there each type of
shop has only one shop. The closest competitors are located in BeneSov, which is 15
kilometres distant from Neveklov. Here we can find two different shops with similar
sortiment — “Health food shop” and “Organic food grocery shop”. Next competitors are
located in SedI¢any, where there we can find the “Farmer’s shop”. These two cities are for
the citizens of Neveklov very important, because there are located the closest supermarkets,
such as Penny, Lidl or Billa and many people from Neveklov are used to go there for so
called “big shopping”, therefor the customers loyalty is very uncertain — if they travel

approximately 15 kilometres for shopping, they may would like to buy everything in one

city.
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5.3 Suppliers and Goods

5.3.1 Bio Vavrinec BeneSov

Bio Vaviinec (full name Bio Vavfinec a Kosaf s.r.0.) is a farm located near to BeneSov, in
small village called Okrouhlice. This farm was established in the year 1993 and since than
has only operated according to the principles of bio farming. Currently it is using 450ha of
agriculture land, which contains 260ha of arable land. Each year, there is a bit different usage
of this arable land, but commonly we can find here wheat, rye, lupine or spelt. This farm
currently has no own mill. As for the meat production, this farm grows cattle for the milk

production. The variation of their milk products is very wide.

From this farm, it is possible to buy milk, meat and cereal products. However, they do not

offer any fruit or vegetables.

According to Pavla Traugottova, the sales representative of Bio Vavfinec, they usually do
not sign any contract with their trading partners — they have the contract only with a few of
the biggest purchasers. For the needs of small shop there would not be any necessity to sign
the contract. All orders are received per e-shop, preparation of the order lasts at least one
working day. Each client must be registered in this e-shop to get the wholesale prices. The
e-shop wholesale prices are usually 30% lower than the common prices (there are some
exceptions, where there the sale is only 20%). To conclude this supplier, for the small shop
it is very good, that no contract is sign, because that could lead to sale duties. However, the

wholesale prices are given only as a “good word” and are guaranteed by no signed document.
5.3.2 Eggs from domestic breeding

As I have already mentioned, in the countryside, there are a lot of private farms, which also
sell their products. That’s why I decided to take a closer look, if there is a possible
cooperation with some of them. When talking about the natural goods, eggs are one of the
most common in the countryside. Mrs. Margita Haskova is one of the hen breeders in the
neighbourhood and would be willing to cooperate with the organic food shop. However,
eggs from her farm are not classified as a “bio agriculture product” (because of the
complicated administrative process, as she explained), but only as a “domestic product from

a courtyard”. This would be necessary to state when selling these eggs.

31



5.3.3 PROBIOsr.o.

PROBIO is the organic food producing firm, which was established in the year 1992. It is
the first and also the biggest producer of organic food products, they are running two farms,
three mills, laboratory, different warechouses and packing plants with more than 150
employees. They offer more than 1 500 different food products in the bio quality, they focus
not only on the wholesale sell around the whole Czech Republic, but also abroad. Their

products are sold under three following brands: Bioharmonie, Biolinie a Nase bioafarma.

For the cooperation, usually agreements are signed. Each customer becomes different

conditions according to the amount of merchandise bought.
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5.4 Business Premises

5.4.1 Renting suitable business premises

For running a regular shop, it is necessary to have business premises. The question is, if to
only rent some, or buy them. In this case, [ decided for renting them. The reason is as follows:
Neveklov is a small city, with limited offer of real estate. It is almost impossible to buy here

any (both residential and commercial) premises.

Currently it gives only one free premise for rent in Neveklov, so I decided to use it for my
purpose. It is owned by a natural person and has the size of 52m? (room of the size of 8m x
6,5m). The lease agreement is to be signed for an indefinite period, the notice period is 3

months.

Owner requires the monthly rent in amount of 100, - CZK for 1 m?, which means 5.200,-
CZK for the whole premise. Electricity must be arranged with the suppliers individually.
The water for usage of sanitary facilities is included, if the consumption of water increases

noticeably, the additional charge will be arranged individually.
Electricity Supply

The most usual electricity supplier is the CEZ Group. According to their offer on their
website (https://www.cez.cz/cs/elektrina.html), the average monthly payment is from

1.800,- to 2.000,- CZK.

According to this, we can assume the total monthly costs around 7.000,- CZK.
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5.5 Financial Plan

5.5.1 Financial demands

Equipment of the shop

After evaluation of the needs of the business premises equipment, I chose the most important

furniture necessary for the basic running the business. The equipment is stated in the

following table:

Table No. 1: The evaluation of equipment costs

Item price units total price
Counter 4 290,00 K¢ 3 12 870,00 K¢&
Rack 2 966,00 K¢ 7 20 762,00 K&
Cooling cupboard (refrigerator) 29 420,00 K¢ 1 29 420,00 K¢
Wire stand 2 990,00 K¢ 2 5980,00 K¢
Cashbox with EET software (Registered Sale Information) 15 990,00 K¢ 1 15 990,00 K¢
Notebook estimation 20 000,00 K¢
Printer estimation 3 000,00 K¢
Other equipment (cleaning tools, office equipment) estimation 5 000,00 K&
In total 113 022,00 K¢

Source: own calculation based on the supplier website: https://www.uniregaly.cz/
Estimated costs for the very first purchase of goods

The shop also needs basic selection of goods for the first opening. Of course, the variety of
the products will increase and improve when the shop is already in operation and the needs
of real customers are known. The following table contains a short basic estimation of the

financial demand for the first purchase.

Table No. 2: Estimation of merchandise costs

Product Estimated expenses

Milk products 10 000,00 K¢
Cereals, flours 45 000,00 K¢&
Legumes 25 000,00 K¢
Nuts, dried fruits, seeds 13 000,00 K¢
Eggs 400,00 K¢
Food complements 15 000,00 K¢
Total estimated expenses 108 400,00 K¢

Source: own calculation
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5.5.2 Financing

The most expensive parts of establishing a shop would be equipment of the shop and the

first purchase of goods, these two items would add up to approximately 250 000,- CZK.

Part of this may be covered by own resources, another part would probably require a bank
loan. When taking the loan from Komer¢ni Banka, a.s. in the amount of 200 000,- CZK, it
will be repaid in 5 years, considering the monthly payment in the amount of 3 914,- CZK.

The detailed calculation of this loan is stated in the attachments.

This means, from the first month of operation of the shop it would be necessary to earn at

least 10 914, - CZK to repay all liabilities.
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5.6 Results of the Research

5.6.1 Questionnaire

The questionnaire is in this case dedicated to find the basic opinion of citizens of Neveklov
about organic food. After evaluation of this questionnaire it should be clearly figured, if
people are or are not interested in having organic food grocery in this town, their meaning
about the organic food, their demand for it and also the relationship between demographic

characteristics and the opinion.

For the distribution of this questionnaire was used the Facebook group called “Neveklov a
okoli- inzerce, diskuze, kultura,...”, which is used by the citizens of Neveklov for
communication about the news in the town, for advertising or just discussing any topic
connected to life in the town. As already mentioned, Neveklov is a small town, so I had no

problems with asking people to answer the questionnaire.

The questionnaire was given to respondents in Czech language, both version of the
questionnaire (Czech and English) are stated in the attachments (Attachment No.2 and

Attachment No. 3) .

As for the conclusion, if people are not interested into buying the organic food, there is no
reason to establish this grocery. Where there is no demand, the business can not operate and

profit.
Questionnaire Evaluation

As I have already mentioned, this questionnaire was very short and easy to answer, therefore
the majority (90 %) of respondents finished it within 5 minutes. From all respondents I chose
a random sample of 100 people. This sample contained 70 % of women and 30 % of men.
Majority of this sample was in the age between 15 and 25 years, followed by 14 % for people
in age of 26-35 and also 14 % in age 36-45 years. The main condition for filling in the
questionnaire was the familiarity with the term “organic food”, which excluded two percent
of respondents, who did not know this term (so there was no necessity for them to carry on

answering).

As for the experiences with buying organic groceries, 66 % of respondents sometimes buy

them. However, as for the frequency of purchasing, none of the respondents buys organic
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groceries very often (3 times a week), only 20 % buy them once a week and the rest (80 %)
buys them only approximately once a month, which is quite insufficient for running an
organic food grocery. This leads to question, how to improve these numbers? According to
the results of questionnaire, 52 % of respondents would like to have larger selection of
products and 31 % voted for lower price. Answers of the remaining respondents were

immeasurable.
Conclusion of the questionnaire

To conclude the results of the questionnaire, we can see that women are more interested in
this topic than men, specially women in the age between 15 and 25 years. However, their
amount of interest is not enough sufficient reason for buying organic groceries more
frequently than once in a month, which is very poor finding. This is, according to
respondents, caused by bad accessibility (12 %) and sufficient amount of own sources (10
%) — please see following Graph No. 1. These are the findings, which are improvable.
However, what is not improvable is the opinion, that organic groceries are too expensive (33
% of respondents) and the fact, that 27 % of respondents are not interested in buying organic
food. Of course, the interest may be influenced by some trend, such as healthy eating in
connection with exercising, but this type of lifestyle is more common in bigger cities, not in
villages, where there personal (and technical as well) development takes longer time.
Therefore, I would say, people would not buy enough groceries for successful operation of

the business.

Graph No. 1: Reasons, why people do not buy organic food products

Reasons, why people do not buy organic food products

= High price

= Bad availability
Disinterest
Own resources

® Distrust

= Other reasons



5.6.2 Interview
Introduction

As for the research, I decided to make an interview with a real entrepreneur, who specializes
on the selling of organic food products. I decided for Ing. Iva Jird¢kova, whose shop, which

is located in the town of similar size as Neveklov, I personally visited several times.

The interview was done in Czech language, has 10 straight questions and each one was
discussed for a while. This helped for better imagination, what the running of this type of
business is like, what are the advantages and disadvantages and helped me with the final
decision about efficiency of establishing new shop. The whole version of the interview in

both languages (Czech and English) is situated in the attachments.

Before I start with the evaluation of the interview, I would like to outline the background of
Mrs. JiraCkova's life: she has been vegetarian since her young age, her family (5 kids, 4 of
them already adults) follows this movement as well; before she started her own business,
she worked as a medical staff member; it has been 10 years since she has established the

shop.

Full wording of the interview

1. Why did you decide to establish organic food grocery?

“Because of our own lifestyle, we missed a shop in our neighbourhood, we had to travel to
BeneSov or Prague for every shopping, mostly during the weekends. This was very time
consuming. Then, more and more of our family friends asked me about our lifestyle and
about the recipes — we are vegetarians, our meals are different than what people are used to.
Finally, the establishment of the shop helped a lot of people, they did not have to travel long
distances to buy good quality food and waste their time. We also educated local inhabitants

about why they should choose organic food products, why they are important.

2. In which form was the business established?

“My husband is an entrepreneur, so our new firm started to operate underneath his already

working firm.”
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3. What were your crucial products? Why?

“The basic products were those which are essential for life, such as high-quality cereals,
legumes, non-meat products, high-quality dairy products and organic vegetables. Besides

that also nutritional supplements and herbs.”

4. Which products are your best sellers?

“Although the demand is various, the best sellers are grains and legumes. Because the
number of vegetarians and vegans is increasing, we sell non-meat and dairy products a lot.
After that we sell products for people with diabetes and with celiac disease and natural
sweeteners (for example stevia).”
5. Does it happen, that customer requires a product, which you do not have at your
shop?
“Yes, that happens a lot, but [ am always trying to find the way to provide these products.
Mostly I can order these products through warehouse or e-shop. Luckily, there are many
providers in this branch.”
6. Do you profit mostly from permanent customers or from one-time visitors of your
shop?
“Clearly, we are mostly dealing with permanent customers, however during summer we are
affected by tourism. We also have some seasonal customers, who have recreational facilities
nearby, where they spend weekends or whole summer and are coming to our shop. Every

such a meeting is joyful, we are happy when people are coming back to us.”

7. Do you have some product you sell only after the order from client?
“Of course, as I have already said, some goods are too specific and are not sold very often,
so sometimes it happens, the expiration date runs out and the product must be thrown away,
which causes additional costs and we cannot afford this. These kinds of goods we sell only

after the order.”

8. What is your motivation in the business?
“I did not establish the shop because of the profit, but I wanted to feel helpful, to help the
people. [ usually meet customers, who want to talk to me, want to learn something new about

the healthy eating. These people have different thoughts, different beliefs, they are working
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on themselves. This is my motivation into the future and this is also the main motivation of

the owners of these types of shops — not the profit, but the awareness of healthy lifestyle.”

9. Do you have any recommendations for some future entrepreneurs in this field?

“To try selling some homemade products, for example to have their own bakery. According

to my experiences, it will not be easy way, it takes a long time to run the business profitably.”

10. Do you see future in the organic food grocery?
“Yes, of course I do. More and more people are interested in the organic food products, there
are more and more vegans and vegetarians, which is very good and I am happy that people

think about what they eat.
Evaluation

The main reason, why Mrs. Jirackova decided to establish this shop was the insufficient
supply of the healthy and good quality product, which her family needed for their lifestyle.
She started to be annoyed by the necessity of traveling to another city or to Prague for buying
these kinds of food. As her friends started to be interested in this kind of lifestyle as well,
she started to think about her own shop with the supply of the high quality (and organic)
food products, which would also provide the consultancy of this issue and would be helpful
to others. Finally, she rented the premises from the municipality and her husband, who is

also entrepreneur helped her with establishing of the shop.

The main (and original) assortment of this shop were high quality cereals, legumes, high
quality milk products, food complements and medical herbs. These products are nowadays
the crucial product, which are sold the most, together with meatless ready-to-cook meals
(meatless, because nowadays more and more people are interested in the vegetarian or vegan
style of life). The natural sweeteners (such as for example stevia) fall into very often sold
products as well. Increasingly well-liked are also the food products dedicated for diabetics

and celiacs.

Of course, not all sold products have their place in the permanent offer of the shop. These
are usually those products, which are very specific and are not sold on the daily basis. Then
it can happen, that the expiration date runs out and the product must be thrown away, which
causes losses. In this case, the products are ordered from e-shop or wholesale only in case,

somebody asks for them.

40



All the information above are of course very interesting for a potential future entrepreneur
in this branch, however, the most important for my project is the following final part.
According to Mrs. Jirackova (and experiences of her colleagues), it takes approximately 7
years for the shop to start making profit, which is quite a long time. This type of
entrepreneurship is for a person, who believes in and follows the healthy lifestyle, is
interested in it and has it as a full-time job and hobby at once. It is more like a method how
to help people to find a way to more natural form of eating, how to connect people with the

nature again, not a way how to make a fortune.

This will influence me a lot during the decision, if it would be worth it to establish the shop
in Neveklov or not. Of course, the final verdict must be done after considering all of the pros

and cons.
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6 Discussion and Conclusion

At the beginning, it is necessary to say, that bio agriculture has been on the increase in recent
years. According to Sejnohova H., 2015, the number of farms with competency to sell their
bio products has between the years 2008 and 2014 increased more than three times. This is
very good number, wide range of suppliers is desired. On the other hand, the overwhelming
majority of the farmers does not have their own manufacturing facility and sell their
production to other manufacturers. This causes higher costs, which are reflected in the price
of final product. As my research shows, price is the major reason, why people do not buy
organic food products. However, even in this sphere the development appears, but
unfortunately quite slowly. I think, this would be influenceable by higher demand — farmers
would not have to worry, if they will sell their products. However, there is a big difference
between demand in big cities and small town. This is because in the small towns, lot of
people have their own gardens with the possibility of growing their own plants, which affects
the demand a lot — according to my questionnaire (page 36), 10 % of respondents have their
own resources of organic food. This and also other findings influenced the final decision

about the (non)establishing of the organic food grocery, as described in following part.

The main aim of this thesis was to analyse, if it is wise and advantageous to establish organic
food grocery in Neveklov. Using the methods of research (interview and questionnaire),
Porter’s five forces analysis and PEST Analysis I came to the conclusion, that this type of

business is not convenient.

People in Neveklov are quite sceptical to organic food and it is not a noticeable part of their
needs. Of course, this does not mean, there would be no demand for the bio products. The
rate of the demand is just not sufficient enough to establish a shop with organic food.
However, suppliers for this type of shop are available, so in the future it should not be a

problem to find providers when establishing this shop.

Very influential was also the interview with Ing. Iva Jirackova, who has been running
organic food grocery for ten years. According to her, it took 7 years for the shop to start
making the profit, which is a very long time, because the founding costs (equipment of the

shop and the very first goods purchase) are not very high and are solvable by a small bank
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loan. People in small towns usually do not appreciate the hard work of the others and it is

very difficult to break through their scepticism to new things.

Organic food grocery requires experiences with healthy lifestyle, not only in the branch of
food industry and agriculture, but the health service as well. This type of business is not for
everybody, it calls for the total enthusiasm even though the outcomes are uncertain, and the

shop may in a sort of way operate as a charity.

Nowadays, it would not be efficient and profitable to establish organic food grocery in
Neveklov. However, this may change within the period of several decades, when the needs
of people change, Neveklov will expand (nowadays new building sites in the periphery) and

the availability and price of organic groceries may decrease.

It is also necessary to remark, the establishment of a small business premises dedicated to
selling organic food products would not be financially demanding, especially the rent would
be quite low (around 7.000,- CZK per month), the most expensive would be the very first
purchase of the goods. However, if the demand is not very high, for this type of shop there

would not be necessary any big storeroom, which will also save money.
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8 Attachments

No.1: Official mark for denoting organic food in Czech Republic
Grafichy #nak, kierym se oznadi hinprodukt, binpotraviea a ostaini Biopredokt

Fnathn — popis bares a pisms

Cernobild verze

| PRODUKT EKOLOGICKEHO ZEMEDELSTVI

Barevnd veree

FRODIET EXCLOGICKEHD FEMEDELLTY

POUZITE PISMO

AvantlarGoilicTEECon

SPECIFIKACE POUZITYCH BAREVY
PRO OFSET:
tmavé telend barva: PANTONE GREEN 100 %% (CVIY R 10000/ 100/8)
svitlle zelend barva: PANTONE £361 — .4, (CMY K2 250/251)

PRO APLIKACI FOLII:

tmave zelend: FMF série 500 §.572
svitle zelena: PVIF série 500 £.574
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No. 2: Questionnaire in the Czech language
Dotaznik:

1. Jakého jste pohlavi?

Zena/ Muz
2. Kolik Vam je let?
e 0-15
e 16-25
e 26-35
e 36-45
o 45+

3. Slysel(a) jste nékdy o biopotravinach?
Ano/ Ne — pokud ne, neni potfeba pokracovat ve vypliovani dotazniku, pokud ano,
prosim pokracujte
4. Kupujete biopotraviny?
Ano/Ne
5. Pokud ano, jak ¢asto?
e Celkem casto (alespon jednou tydn¢)
e Velmi Casto (vice nez tiikrat tydn¢)
e Neékdy (cca jednou mésicné)
6. Co by Vas ptimélo kupovat biopotraviny Cast&ji?
e Lepsi dostupnost téchto potravin
e Nizsi cena téchto potravin
o VEtsi vybér
7. Pokud biopotraviny nekupujete, co je hlavnim diivodem?
e Vysoka cena
e Spatnd dostupnost v mist& bydlisté
e Nezajimam se o tento typ potravin
8. Co Vam (obecng) v nabidce bioobchodi chybi?
e Pecivo
e Ovoce

e Zelenina
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e Sladkosti

e Maso

e MIlécné vyrobky
e Uzeniny

o Vejce
No.3: Questionnaire in English

1. What gender are you?
Male/ Female

2. How old are you?

e 0-15
e 16-25
e 26-35
o 36-45
o 45+

3. Have you ever heard about organic food products?
4. Yes/ No — if the answer is no, there is no need in filing other questions, if yes, please
carry on filling in
5. Do you buy organic food products?
Yes/No
6. If yes, how frequently?
e Quite often (at least once a week)
e Very often (more than three times a week)
e Sometimes (approx. once a month)
7. Is there anything, what would make you buy organic food more?
e Better availability of these products
e Lower price of these products
e Wider choice
8. If you do not buy organic food, what is the main reason for this?
e High price

e Bad availability in your town
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e [ am not interested in this type of food
9. Which products do you miss in organic food groceries?
e Bakery goods
e Fruit
e Vegetable
e Sweets
e Meat
e Dairy products
e Meat products

e Eggs
No. 4: The interview with Ing. Iva Jira¢kova in Czech Language

1. Proc jste se rozhodla zalozit obchod s biopotravinami?
,»Vzhledem k vlastnimu zivotnimu stylu ndm schazel obchod, na kazdy nakup jsme museli
jsme jezdit do BeneSova nebo do Prahy, pfedevS§im béhem vikendd, bylo to dost casové
narocné. Poté se postupné nasi znami se zacali vyptavat na recepty a nas zpisob zivotniho
stylu, tim, Ze jsme vegetariani, nase stravovani je pon¢kud rozdilné. Nakonec zalozeni
obchodu pomohlo hodné lidem, nemuseli dojizdét do vzdalenych mést a ztracet tim sviij Cas.
Také jsme tim pfispéli osvété, bylo zapotfebi naucit mistni obyvatele, k ¢emu jsou tyto

potraviny dobré a proc¢ jsou pro n¢ dulezité.*
2. Pro jakou formu podnikani jste se rozhodla a proc¢?

,»Mij manzel je podnikatel, firma tedy vznikla pod jeho jiz zalozenou firmou — s.r.o.*

3. Pro jaké stézejni produkty jste se rozhodla? Podle ceho jste se rozhodovala?
»Prvni zakladni sortiment jsou potraviny nejpodstatnéjsi pro zivot jako jsou kvalitni
obiloviny, luSténiny, bezmasé produkty, kvalitni mlééné vyrobky, kvalitni bio zelenina.

K témto zdkladnim potravindm pftidat vyzivové dopliiky, bylinky a dalsi produkty.*

4. Jaké produkty se prodavaji nejvic?
,»1 kdyz zajem je velice rozmanity, nejvice asi obiloviny, poté lusténiny a kvalitni mlécné
vyrobky, bezmasé polotovary. Tyto vyrobky hlavné protoze pfibyva vegetariant a vegandl.
Dale se casto prodavaji produkty pro diabetiky a celiaky a také ptirodni sladidla (naptiklad
stévie).*
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5. Stava se, ze zakaznici poptavaji néjaky produkt, ktery vam se ale nevyplati
prodavat?

»Stava se to Casto, ale snazim se najit né¢jakou cestu. Pokud se d4 podobny produkt objednat,
tak to udélam. Skoro se nesava, ze by nebylo mozné produkt objednat pies velkoobchod
nebo e-shop. Nastésti je v tomto odvétvi dostatek dodavateli.

6. Profituje Vas obchod hlavné ze stalych zdakazniku, nebo se jednd spise o
Jjednorazové navstevy Vaseho obchodu?

»damoziejme se nejcastéji jedna o stalé zakazniky, ale pres 1éto se nds dotkne i turisticky
ruch a také mame svi sezonni zakazniky, ktefi maji v okoli rekreacni objekty, kde travi
vikendy, popftipad¢ celé 1éto a jezdi nakupovat k ndm do obchodu. Kazd¢ takové shledani je
radostné, t&si nas, Ze se k nam 1idé vraceji.
7. Nabizite nékteré zbozi pouze na objednavku — nemate ho skladem, ale je mozné ho
zakoupit pres Vas?

»damoziejme, jak jsem jiz fikala, nékteré zbozi je tak specifické, Ze se neprodava tak ¢asto
a stane se, ze mu projde datum spotieby, coZ nam zplisobuje zbytecné naklady navic, zbozi
pak musime vyhazovat, a to si opravdu nemtzeme dovolit. Takové zbozi je mozné zakoupit

na objednavku.*

8. Co Vias motivuje k pokracovani v tomto podnikani?
»Zalozeni obchodu nebylo z diivodu obchodovani ale pocitu platnosti, za i¢elem pomoci
lidem. Casto si poviddm se zakazniky, ktefi se cht&ji dozvédét vic, popovidat si. Ob&as jsou
rizné duchovné zaméfeni a pracuji na sob€. To je moje motivace nadale. Myslim, Ze je to
také podnét pro vznik téchto obchodlii v malych méstech. Majitelé obchodt ziji timto

zivotnim stylem, ¢asto jsou to vyzivovi poradci a snazi se o osvétu.*

9. Mate néjaka doporuceni pro nékoho, kdo by chtél zalozZit obchod s biopotravinami?
»Zkusit si néjaké produkty péstovat €i vyrabét sam — napiiklad zkusit domaci pekarnu.
Kazdopadné to nebude lehka cesta. Z moji zkuSenosti vim, Ze dobu trva, nez se tento obchod

se zdravou vyzivou zajede a lidé se nauci do nich chodit.*

10. Vidite v tomto odvétvi budoucnost?
»Ano, samoziejm¢ vidim. Piibyva lidi se zajmem o biopotraviny, pfibyva veganl a
vegetarianil. Lidi zajima kvalita jejich jidla, coZ je samoziejmé dobtfe, mam z toho radost, ze
se lid¢ staraji o to, co ji.“
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No. 5: Loan Calculation

o KB

Consumer Loan Calculator

Loan amount 200,000 CZK
—®
Maturity 60 5 years
(o)
©

Calculation Result

Annuity instalment

3,914 czx/ monthly

Fixed interest rate from

5.90 % p.a.

APR*

6.16 %

Total amount to be repaid *

231,644.28 czx
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Loan type Personal Loan -
Number of insured co-applicants 1 -
Statement type Electronic

CALL ME BACK CLEAR PRINT

Repayment Schedule

You can get your Personal loan quick and easy with the preapproved credit limit
in MojeBanka or Mobilni banka.

The figures and assumptions used in the Model Example calculation:

* The credit shall be drawn down in a lump sum, on the day of creating this
calculation,

* The regular instalments shall be paid on each 20* day of a month,

= The first annuity repayment shall be made as at 2018-5-20,

= The interest rate shall be 5.90 % p.a.

APR included the following fees:

= Fee for processing and assessing the loan application 490.00 CZK

= Monthly charge for maintaining the loan (menthly) 0.00 CZK

= Fee for sending statements of the credit account 0.00 CZK
(monthly)

= Current account administration (monthiy) 0.00 CZK

* Current account statement (monthly) 0.00 CZK



