Project Plan Overview


The mission statement for Uncle Paula’s Coffee Nook is to create an atmosphere warm and inviting, where customers are number one. Uncle Paula’s was founded in Indianapolis, Indiana by Karen Stone with the opening of the first coffee nook on October 4, 1994. With Karen’s experience in the restaurant industry Uncle Paula’s quickly became the coffee nook of choice in the Indianapolis area. Karen serves the highest quality coffee, teas, and beverages. Uncle Paula’s serves quickly and efficiently, within an atmosphere that customers find warm and welcoming. These qualities remain central to Uncle Paula’s operating philosophy and have driven the growth of the company in the years since. In recent years Uncle Paula’s has expanded into eight Midwest and Southeastern states. Uncle Paula’s project plan calls for nationwide growth through franchising in the coming years. Karen and Carl will monitor the success of the project by the number of Franchisee’s that follow. Uncle Paula’s Coffee Nook measures satisfaction with survey cards. They are called “Customer Satisfaction Cards,” placed on tables and the counters of various locations. Another alternative for the customers and employees is to fill out and send in to the home office in Indianapolis. Yet another way for customer satisfaction to be measured, is sign into ‘Uncle Paula’s’ web site and complete the survey on line.

Success is in the detailed design, construction, and “start-up phases of a project are highly dependent on the level of effort expended during this scope definition phase” (Gibson and Hamilton 1994). The following information; who, what, where, when and how is crucial to Uncle Paula’s success. One must agree with Gibson and Hamilton that detail and effort are highly important during the scope phase. Along with detail and effort, establishing project priorities are key such as: “Quality and the ultimate success of a project are traditionally defined as meeting and/or exceeding the expectations of the customer and/or upper management in terms of cost (budget), time (schedule), and performance (scope) of the project” (Gray—Larson 2005). The primary job of the project manager is to manage the trade-offs among time, cost, and performance. The project manager must be in constant contact with customer and upper management to establish the importance of each criterion. For example, sometimes project managers find themselves compromising the performance and scope of the project to get the project done less expensively. The longer a project takes---often the more costly the outcome. One tool that is useful for this purpose is completing a priority matrix for the project that identifies which criterion is constrained, which should be enhanced and which can be accepted. The moral here is to be specific in the project plan, detail, scope, and establish priorities early [“use the work breakdown structure” (text, chapter 4, and pg 99)]. Once the outline and its detail are defined, an integrated information system can be developed to schedule work and allocate budgets. This baseline information is later used for control. Thus the project will run more smoothly, still come in on time, within the budget, and the customer will be satisfied with the end product.

Who is Uncle Paula looking for when considering a Franchisee? 

1. People interested in starting their first business who have a strong desire to build a lasting and productive enterprise. 

2. People committed to following an established, successful, and regimented operating system. 

3. People who meet or exceed the minimum net worth requirement of $400,000. (Net worth is the total value of assets, such as property and investments, minus liabilities, or debts). 

4. Existing Franchisees/Business Owners of other concepts who would like to expand their business by opening a new concept within their given market. 

Training and Support:

Uncle Paula will supply training and support for the staff. In addition to the owner’s training, one employee is included in the training program, which will prepare him/to train other staff once they have been hired. In the Uncle Paula’s Coffee System, the store owner/manager is not permitted to be the store’s representative, as the double duty can result in diluting his effectiveness as a manager as well as crippling the store’s training program. 

Opening Week:

During your opening week you will have a member of Uncle Paula’s senior support staff on-site to help smooth out any wrinkles and answer questions as they arise. We believe your comfort as an operator has a direct impact on your success. 

Continued Support:

Following your store opening, you will continue to have access to members of our support team for any other questions you may have. We want to be available to you!

Site Selection:

What assistance is there for site selection? Uncle Paula’s will assist you in securing a proper store location. You will receive demographic data on a typical Uncle Paula’s customer as well as a site selection form. These two tools, coupled with your knowledge of your trade area and your diligence and energy in tracking down property leads, are critical to your success finding a property. Uncle Paula’s will do an “in market” evaluation of your area before the site selection process even begins. When you have several promising leads, we will provide specific analysis on those locations leading to final approval. 

What kind of assistance will I receive for build-out? Uncle Paula’s will refer you to our design and build firm who will take your store from the drawing table all the way to your Grand Opening. The equipment, furniture, and fixtures come in a package from a supplier

Marketing and Merchandising: 

Uncle Paula’s Coffee has an annual promotions calendar for in-store marketing of beverages, food items and merchandise. All designed to grab your customer’s attention. Uncle Paula’s also designs and develops advertising materials for direct mail, billboards and print media as well as radio commercials.

Uncle Paula’s Marketing Department is also available 24 hours a day and 7 days a week to answer questions, assist you through your Grand Opening and help design and develop custom programs to expand your customer base and increase your sales. 

If you would like to learn more about the exciting franchise opportunities with Uncle Paula’s, please send an email message to Carl F. Stone, Senior Vice President, Finance, www.unclepaulas.com or by calling our toll free number 1-UNCLE-PAULAS. To qualify for a franchise, your net worth should be in excess of $400,000 dollars. The key focus areas for Uncle Paula’s is similar/not exact to Friar Tucker International (simulation), both want to establish their presence in the public segment, have their presence recognized in the cuisine business by expanding and last to expand into the corporate hospitality segment within the United States. 

The states that we are currently expanding into include:

	· Michigan

· Ohio

· Illinois

· Kentucky

· North Carolina

· South Carolina

· Mississippi
	· Wisconsin

· Pennsylvania

· Tennessee

· Georgia

· Alabama

· Florida


The description of the project given in the above comments is subject to change due to unforeseen circumstances (such as, Natural Disasters, flash floods, tornados, etc.). Uncle Paula’s may refuse any applicant but must justify the actions of the committee to the potential client. The problem/result statement is about achieving in the Franchisee business and increasing growth and profit for Uncle Paula’s Coffee Nook Corporation.

This project plan is about detail, priorities, and being successful in completing the project on time, meeting the expectations of the client, and doing this with-in the budget constraints. One practice in project management that I would apply is the PDRI (Project Definition Rating Index for buildings. PDRI is a tool to use but should not be used alone. PDRI (used in large building projects) should be coupled with sound business planning, alignment, and good project execution to greatly improve the success of the project. Another important tool and include at the earliest stage one should develop a scope of work. The scope of work is an outline that provides general contractual requirements as well as job-specific requirements. The objective of the scope of is to obtain the best possible value for the project and the company. 

Cost and schedule are the objectives FEL (Front End Loading) Drives, Project Control Steers). Cost and schedule often are keys to meeting the business objectives. Financial Objectives of the project are often expressed by measures such as internal rate of return (IRR). IRR = [(present value of revenues) – (present value of costs)] / (value of capital investment).


Have an in-house cost estimator (or person with equivalent skills and knowledge) quantitatively validate the project cost estimate prior to authorization. The process includes a “comparison with actual absolute cost of past projects, comparison with absolute cost of check estimates (e.g., the owner estimate), or comparison with relative cost metrics or ratios” (John Hollmann 2003). Although FEL (front end loading) is a driver of cost outcomes, benchmarking has shown that not all outcomes have been improving with FEL. Because of the lack of improvement in the reliability of cost estimates, Uncle Paula’s uses the benchmarking system. Nothing is full proof but until Industry has a closer accuracy in standard deviation (only around 20%, at this time) then benchmarking will be how Uncle Paula determines cost. Uncle Paula Coffee Nook will continue to use practices described above that reflect real owner commitment to project control. For example, the in-house cost estimator, using the physical progressing to measure work progress for all cost categories of the franchisee business. Continue an “assign an owner project control specialist to the project during execution” (John Hollmann 2003) and lastly report project status and progress frequently and in detail to the owner, client.

