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Summary
Being an International and starting a business abroad has many of its features and understanding which a person should take care of, if he wants to set up his business.
They are convinced that when opening a new business overseas, you should bring your home country’s culture to the host country, and that the host country should welcome cultural differences. However, this is an assumption that could lead to unfavourable experiences for both the entrepreneur and the host country. One would be wise to research the country’s cultural differences before setting up shop.
The host country’s inhabitants will be appreciative of the efforts shown by the entrepreneur who displays their cognitive flexibility. For example, if one were to do business in Asia, it is highly possible that it is a local custom, to take your time, when performing a simple transaction. One could be purchasing a soda and will have to wait 10 minutes to receive the product. When you are expecting efficiency to be the top priority of business, as in Europe and the USA, you could be in for a disconcerting surprise. In many parts of Asia, it is more important to spend time with each other or to get to know each than transaction efficiency is. Certainly, one could ask for their soda immediately and bypass the local customs, but this creates unfavourable attitudes with the people you are doing business with.
A western-ethnocentric attitude could lead to being perceived as a bigot. Living in the western world can create a false sense of entitlement of knowing what the world should look like. Even in the western world, thinking that the western culture is simply ‘the best’ can lead to conflict, let alone in non-western countries. Understandably so, many people exhibit western-ethnocentric tendencies, caused by media influences. However, to maintain an open mind and to not limit your scope to what the media relays to you can broaden your horizon.







The entrepreneur who displays his cognitive flex will have a much easier time engaging the local target markets. When you get into the process of doing business with new partners, exhibiting some local customs or behaviours will be a very pleasant experience for local inhabitants. They will feel as if their culture is respected. This way you will have an easier time finding out more about your target market. It’s understandable that it takes valuable time to learn about local cultural differences and behaviours. However, surely you will get rewarded for your efforts.
 By adapting, you increase your mental wellbeing. When you take that extra effort to adapt to the local culture, people in said country will open to you. They will be happy to show you more of their culture, creating a bond between the entrepreneur and the local community. You can use this to meet potential customers and friends. It’s arguably equally important to meet friends, as you will most likely need a strong support network when setting up a new business, especially in a foreign country. Some people may argue that they thrive better when they can completely stay themselves, however the benefits of connecting with the local community heavily outweigh the pros of stubbornly following your old ways.
I tried to follow this before opening my business so that I have that oneness with the place, people and the product of my restaurant business.
I am a chef by profession and by my passion. I decided to open a restaurant of my own and then now when the time came, I had to take care of many things a businessman should be thinking upon while launching a new product or service and specially in a new country.
In this report I would like to talk about those aspects and their challenges.
 









5 P’s of Marketing
 
The five Ps of marketing are product, price, place, promotion and people. By following them you can help ensure you're effectively understanding and reaching the target market for your home business. The better you understand and target your market, you can more effectively spend time and money to reach them. Focusing on the 5Ps will also help you figure out what's working and what's not when it comes to marketing your business.
Now let me talk about my 5 Ps of marketing what I thought would be the best as a business strategy in a foreign land. 
1. Product
The product is the most important and the key element of any business. Without the product there can be neither business nor any the profits.
Being an Indian, and a chef it was my dream to have my own kitchen and a restaurant. So, the product was in my mind but as we all know that nothing is so easy and life is not a cake walk when there are competitors around you having an experience of the more than decade you have to be special and unique. A business can never be successful without a USP (unique selling proposition).
Being a creative chef, I wanted to do something unique, so tried making fusion cuisines. I tried Indian with middle eastern, Indian with Hungarian and Indian with Chinese. These things made me unique in the market.
2. Price
Restaurant business is a crutail one in which you have to do pricing in such a way that you meet up all your fixed expenses and then be competitive as well in the market. Market research and cost cutting are the two important things which must be kept in mind when you do want to have profit in this sector. This is because the quality cannot be compromised and people need cheap eats as well. 
3. Place 
The classic real estate saying “location, location, location” applies to choosing a site for a new restaurant. Location influences the success or failure of a restaurant in a host of ways, from attracting enough initial customer interest to being convenient to visit. But the restaurant’s location is also interrelated to other factors, some of which are changeable, while others are not. A great restaurant location, for instance, must have an affordable rent, or it does not matter how much foot traffic the site receives.

Unfortunately, many restaurants fail within three years, and a lack of planning contributes to this hard reality. Sometimes, restaurants that would be otherwise successful go out of business because they are inaccessible or unknown to their potential customers. As might be expected, visibility and accessibility have a disproportionate effect on new restaurants that are not established yet with a core of loyal customers. Before signing a lease, restaurant owners should not get carried away with any one location until they have done their homework on the location. You must be certain that when you choose a location you are using your head as much as your heart.

4. Promotion 
A good marketing plan focuses on all the key aspects and that also includes promotion. When it came down to that I along with my members kept it a prime target to have promotions as that was the new business and we wanted our niche to know what we are offering.
We concentrated on offering weekly/monthly discount offers and that attracted a huge segment of people we aimed to target. It also helped us to get the attention of food bloggers around the town. Which ultimately landed us on being interviewed by them. Those interviews and articles gave us more popularity hence resulting in increasing our sales. 
The methods and strategies we used for promoting our offers and weekly special were through paid social media advertisements on various platforms popular amongst our targeted market. 

5. People
People are the last but the most important demeanour, we were very particular about the selection of our service providers as it directly affected our food quality. Apart from that we also took our time for making the right choice when it came to appoint the employees. 





As we want our brand to portray the message of providing not traditional Indian cuisine but being a pioneer in providing different food fusions. And that helped us to get the attention of those who like both eastern and western flavours. The staffing was both international and national to increase the target market and catering to the needs of the maximum audience. 
Important things for a restaurant business 
Proper restaurant management is far more than just making out the schedule for your workers. While the day-to-day tasks are certainly important as part of management, they should never be ignored or put on the back burner. However, for restaurant management to be truly effective, it needs to encompass many other elements.
The following, which includes some of those daily tasks, as well as bigger picture elements, are some of the most important things the restaurant owner and management staff should keep in mind. It can help them to run a more successful business.
What I feel is must if you want success is as follows
Making Your Customers Happy Is Vital
You should Keep Your Employees Happy
Job Expectations and Restaurant Policies Need to Be Cleared to Staff
Restaurant must be Appealing
The Menu must always be Updated

Expenses for a Restaurant Business

Restaurants are businesses with high overhead costs and a high potential for waste. The two largest expense categories are labour and food and beverage. Food and beverage expenses are categorized on financial statements as the cost of sales. All other expenses are listed as operating expenses, though they can be further divided into additional categories





For my business I managed to keep the labour less because i am the main chef and can handle the kitchen by myself if there is a low day. Infect during the pandemic i managed the kitchen alone with my girlfriend and cut down all the fixed cost of the business. 
While I was making the restaurant, I did not hire any carpenters or painters to work. We made the whole bar by cutting the woods and painted and designed the whole restaurant by ourselves. It was purely a student budget restaurant. 

I also switched many equipment from the ones which cost thousands of pounds with thousands of forints like barbeque grill with the hot Gas Tandoor and many more and the best thing is I get to experiment more, and the quality of food is never compromised. 
I am happy and feel blessed that I was invited for an interview by the organisation called spiceup.hu for being the one of the youngest international entrepreneurs in Hungary. 

This helped me to gain the many new customers from the Hungarian promotion and a good name in the market. 

I feel a business is easy, but the beautiful idea of a dream helps us to keep the motivation on and we go better with that spirit. 

There were many challenges which I faced being an international here. 
The first one I would say is the language.
Many rules and regulations but the officials are a bit hesitant to English
The digitalisation is less in Hungary. Hungary is, I would say lacking a bit in being digital, so it is time consuming if you want to process something.





The unfortunate timing of the opening of the restaurant. 
To sustain throughout the pandemic
The investment did not end because of the pandemic.

Future

I would say will be only to sustain first in the market, meet my expenses, to be able to make people happy with our food and services. 
After i take pace and is stable in the market i would try more and more experiments in my cooking and would make this restaurant a dream place for someone to have food in. I would like to make the restaurant a Michelin  star restaurant and would want to get the first star in next two years. 
That is what my dream and aspirations are. 


The name of my restaurant is Chatorey Lounge N’ Restaurant. 
[image: ]

The link of facebook page 
https://www.facebook.com/Chatorey.budapest/?modal=admin_todo_tour 
the link of the interview
https://spiceup.hu/2020/06/chatorey-lounge-n-restaurant/?fbclid=IwAR3GzcZX-cM0hjDlO1NklB-HlfDzKIv0vo58WuUMCvekJQqS5PYAS1Xdv8I 
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