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1.0.Introduction
The name of the restaurant it’s Medusa and it’s a mediteranean sea-food type. We decided to open a mediteranean restaurant because we are a group of friends who has a passion for mediteranean food. We decided to open the restaurant now in 2019 because we are financially stabled and  the location which we chosen does not have many mediteranean restaurants. 
The restaurant will be fully owned by me and my team. We are 6 workers and the aim is to make a profit of 23,000 over a period of 1 year. In 5 years we aim to open a bar which will be opened from lunch to 1:00 am . The location of the restaurant will be located on Oxford Street, London.  Medusa Restaurant will serve a variety of food for all types of eaters.
The restaurant will be open 7 days a week.
We also have set lunch meals for takeaway. Our lunch hours are from 12 pm to 14:30 pm. Dinner menu starts from 14:30.The cost to open the restaurant is 363,000. The majority of the expenses are in furniture fixtures and equipment totally 110,000. 
175,000 of the start-up costs will be funded by the owners. The owner’s source of funds is a combination of liquid assets and marketable securities, primarily from their existing funds.
1.1.Aim 
The aim of the restaurant is to provide a unique and relaxing dining experience – similar to dining at home. We will strive to achieve this goal by: 
1) by providing menu items incorporating quality ingredients at reasonable prices 
2) 2) we will be mindful of the well being of our customers and staff– treating each and everyone with dignity and respect – just like we would at our own home
1.2. Objectives are as follows: 
The primary objectives of the business plan for Restaurant are below:
· To be the premier mediteranean style restaurant in London,Uk
· To provide quality meals at reasonable prices with exemplary customer service
· To achieve a sustainable growth
· To get and stay profitable 
· To mantain a healthy cash flow
· To  stay ahead of the competition
· To reach the right customers

1.3.Company Description Mission and Vision
Our company is an Mediterranean Restaurant that also sells seafood. Our mission is to make and serve a high quality food that is also up to the health and safety standards.
We also aim to serve to all types of palates, this means that we have a selection of meat eaters and non meat eaters on our menus, bearing in mind we also cater for vegetarian dishes to so, this means nobody is left out.
Our vision at mimosa restaurant is to keep gaining a lot of costumers and to keep our food ratings and hygiene up to it standards. We have a strict policy and very high standard of the food that we serve in our restaurant and about the staff. Also we have a time policy of when food should be served once it’s out of the kitchen. We get all our stocks from over sea .
2.0.Marketing
The marketing process is the backbone of the decisions in our business. It can help us to identify the opportunities and to make the best decisions.
The most important part of the marketing research process is to define the problem. This can help our business clarify the problems or the opportunities, show us how to launch a new product or how to best address the loss. Another way that can help our business is to research study to see if a new price level example, we could ask more customers of our restaurant about the new price level so we can understand in a better way if this would bring us a bonus to our business or not.
It is always very important to make some tests first because we need to see if the business is doing better or not, never to make risky decisions that can affect us in the future.
Another important thing is to know as much as possible about the customers of our restaurant to know their desires, what suits them or what the customers like or not because their endowment can or cannot succeed. Of course the staff is really important as well because they must be nice and welcoming every time with every customer and everyone.
There are many things that, if they are not put in the way, the business should go far.
[bookmark: _Toc17136885]Marketing Planning
An outline of marketing plan is being provided for The Mediteraneean Mimosa. Creating an advertisement for Mediteraneean Mimosa, a value will be created for the target market of this enterprise. Marketing planning for restaurant will include the following scope-
· New target market to create the values for new products or new target market. 
· A comprehensive marketing planning to implement the ideas.
· Marketing segmentation on the basis on age, sex, religion and culture. 
· Marketing strategy to create the value of Mediteraneean Mimosa Restaurant
[bookmark: _Toc17136886]Target Market
It has been drawn a picture to the target customers of The Mediteraneean Mimosa. There has a good demand of The Mediteraneean Mimosaacross UK and EU. Now this enterprise has targeted middle-east country. There have several competitors in these area. The current customers are young generation whose are fond of eating Frenchfood (Chaffey and Smith, 2017).Theircharacteristics is that they want to revive and refresh food with natural smell and color. So young generation and UK people fond of purchasing their food from The Mediteraneean Mimosa. 
Now the target market is the middle-east country whose are interested to enjoy French food. Their values and personality almost same and fond of natural and refresh food. Again, their lifestyle is likely to king as they have financial capacity. Now The Mediteraneean Mimosa wants to create market for these middle-east country. 
[bookmark: _Toc17136887]Market Analysis
It has been made a draft marketing analyses for The Mediteraneean Mimosa. Market analyses has given information on-
1. Potential customers: Young generation of middle-east country whose are fond of enjoying natural flavor and looking food. In addition to, children and women are interested on French food. 
2. Their buying and shopping Habits: Like western country, most of the middle-east country are developed and purchase the unique, refresh and natural food.  their per-capital income is higher than western country. Their food habit is to baked, rice and heavy meat. They eat a few vegetables. So there is a good opportunity to earn profit (Söderlund and Borg, 2017). 
3. Number of customers: Basically, a food producing enterprise is dependent on the similar cultural area because they need to high demand. Middle-east people’s main food is the wheat products and meat. As Mediteraneean Mimosa Restaurant is famous on serving French food with meat, so there has a heavy chance to get advantages. In addition to, Tarek Malouf is Muslim owner and so the enterprise will get opportunity than the competitors. 
4.  Competitors: There has many Restaurant in middle-east. They are locally founded and most of them are international brand or localbrand. But the Mediteraneean Mimosa is Unique because this is the only company who serves French food. It uses smoke and fire instead of using food oil that hampers human body. A few company can serve their customers with this system. 
5. Challenges and opportunity: Muslims doesn’t eat pork because of their religion perspective. So it is tough to convince them the restaurant doesn’t use pork in their food item. But the opportunity is that Tarek Malouf is a Muslim who lives in UK and so there is a chance to create the values for the enterprise (Perreault, Cannon and McCarthy, 2017).
[bookmark: _Toc17136888]Market Research
Research Methodology:
It has been taken both qualitative and quantitative research methodology to find out the target customers, demands and expectation of customers, competitor’s position in market. It has been taken focus group discussion. Total sample is 500 customers in middle-east country. It has been taken stratified quota sampling. 
Data presentation and analyses: 

(Söderlund and Borg, 2017)
We can see the data that 22% demands the refresh food. Tarek Malouf’s restaurant is exceptional in this sense and use the organic ingredients for the menu. 23% wants refresh food. This restaurant produces the refresh food and supply food instantly. But 11% believes that they need to good design and looking. 17% wants lower price not much quality. There are a few customers from abroad whose are working here. they want the lower price. On the other hand, 27% believes the antral flavor. The Mediteraneean Mimosa Restaurant doesn’t use any chemical as Perfume. So their demand and the characteristics of the Mediteraneean Mimosa is to same.


(Heberer, 2010)
In this graph we can see that about 52% customers has response to purchase the food from the Mediteraneean Mimosa. So this respondent undoubtedly encourages the authority to launch their new branches in middle-east country. In addition to 22% respondents want to purchase the French food form this restaurant. On the other hand, 18% respondents said that they are reluctant to purchase the products from the restaurant because of French style. They don’t believe their food is free from pork used. About 8% respondents didn’t give any answer. 
Finding from qualitative approach: 
It has been taken a focus group discussion on the target market. As the owner is Muslim so, there is an opportunity to launch the business. again, most of the young people fond of enjoying French style food because of the natural smell and taste. But many of them has showed negligence because of religion perspective. The rich customer to purchase the products if quality become good. But many of them has tried to convince to decrease the price. But the enterprise will not compromise with quality. 
Research findings: 
From the data presentation and focus group discussion, it has been found that customers want natural taste and smell. They like to purchase the products and young generation will purchase the French food. But the problem is coming due to cultural adjustment problems. Most of the customers want to purchase the products as a new style of food if they prohibit pork meat in food. From this marketing research, we find the Mediteraneean Mimosa can open new branches in middle-east country undoubtedly (Heberer, 2010). 
[bookmark: _Toc17136889]Marketing Segment
Marketing segmentation is conducted to know the characteristics of the customers like what would each of your customer like to have. Knowing the food chain is the core issue in market segmentation. Who will be the customers in new area, it has been identified in this marketing planning. Geographic, demographic and psychographic is three types of market segmentation. From the types it has been chosen geographic and demographic segmentation to create marketing for the Mediteraneean Mimosa (Egan, 2011).
It has been taken the combination of geographic and demographic segmentation. On the basis of demographic, some developed middle-east like Saudi-Arab, UAE and Qatar is being chosen. Most of them are young generation, equity income, maximum education and fond of purchasing food from restaurant. Then it will be created a positioning for the product on the basis of geographic and demographic region. Then constantly the target market will be expanded. From the market segmentation, it has been found that the market segmentation is profitable and expandable. 
[bookmark: _Toc17136890]Marketing Strategy
21st marketing strategy is different than before. Now the marketing strategy is dependent on information technology. Internet is being used to marketing in online. Affiliate marketing and advertisement in different search engine is now available. As a UK based enterprise, the Mediteraneean Mimosa is good at online marketing.
Digital marketing strategy for the target market: 
App development, website, social media, SEO, video marketing, content marketing and email marketing is the digital form of 21st marketing. It will be created a website for the target market where easily they can search their food in the website. Watching and comparing with other French food, they can take decision which food is perfect for them. In Socialmedia, easily value is being created globally. we will create Facebook and twitterpages where information, menu, dishes picture will be uploaded (Kumar, 2015). Marketinginformation is being taken from the comment of customers. In addition to content market is another form of digital marketing. We can send email to the target market within a geographical area collecting email address. But this will not be fruitful because most of them haven’t email address. Thus The Mediteraneean Mimosa will turn a brand. 
4Ps marketing strategy: 
Product: Food quality constantly keeps upgrading day to day. This restaurant will create the values in such a way that mentally, customers become prepare to purchase products. If the taste and smell becomes according to the expectation, then it will create the values for them. on the basis of food habit like eliminating desert food and producing soft and sausage can draw the attraction of customers. 
Price: Pricing should be favorable to the customers. These customers are financially strong but price should not be so high that it goes beyond the expectation. The price will be fixed comparing the competitors. Package system will be given to draw the attraction of customers.
Place: Through retail or wholesale, the enterprise can supply the food in different area. in addition to braches will be opened in crowded city or area where foreign citizens are available in market. The target customers will get available place to purchase products (Blythe, 2014).
Promotion: Through advertisement, sales off, gifts and incentives will be given to encourage employees. Again, Mediteraneean Mimosa can provide small sponsored locally. 
[bookmark: _Toc17136891]Marketing Needs
Targeting market, there is needed some needs in marketing. If one’s need is missed, then whole marketing process will fail. Functional needs and emotional needs two types of needs. The functional needs meancustomers sees the products or services rationally. If the food doesn’t fill the demand of customers, then it will be failed functional needs. Then emotional need may be avoiding pork meat in middle-east. Again, tangible need means a customer needs a product that offers tangible benefits and Food is a tangible product that meets hunger needs, for instance. When the Mediteraneean Mimosa be able to provide food regularly with schedule and quality, then it will fill the intangible needs. So in marketing, we should keep in mind these needs (Luther, 2011).
[bookmark: _Toc17136892]Sales target and objectives
It includes revenue targets, distribution partners, profit margins, targeted demographics and advertising strategy etc. The Mediteraneean Mimosa restaurant has set objectives to sell 20 million euros. continuously increasing the number of customers is another objective. Reducing the operation cost and using online and content marketing, the Mediteraneean Mimosa will expand the target market. The ultimate business objective of the Mediteraneean Mimosa is to sustain in global market a brand. 
3.0 Finance
[bookmark: _Hlk16764339]This document is going to show a business plan for Mimosa Restaurant. In this we will state our financial intentions of the next 6 months to 1 year. This will also show a step by step antennary of predicated expenses and profits. The relevant information you will find in this document is, cashflow planning, balance sheet planning, breakdown analysis plan and financial forecast.financial requirement. There will also be information of financial requirements that will be essential for the start of the business. Doing this financial business plan, we will be able to come a conclusion for if the business will possibly be financially stable, starting from the first month of the business up to 1 year of the business being open. All the tables shown in the document will based on approximate and first months earnings and profits for up to one year. 

Financial planning and accounting
We intend to obtain a loan of £30,000, out of this sum we plan to break down the costs of between the premises, including tax and any other licences needed. We have estimated approximately the kitchen and dining area plus other cost that will be needed, we came to a total cost of £9248.  We have estimated the amount of money that will also be deducted from the business, which this will include staff wages of,£3,540 over the first 6 months. Tax deduction will have a cost of £1,206.23 of a period of 6 months. This will be shown further in the document under staff wages and gross with more details. Mimosa restaurant will have a remaining total of (put total) of outgoing transaction within the first 6 months. However, the predicted profits after 6 months to a year will be well over £20000 after tax and loan repayments. A detailed calculation of this will be provided within this document with the daily, monthly and yearly profits margins.

Breakdown analysis
This graph shows the breakdown cost for how much Mimosa restaurant will spend, in an addition over a period of 6 months of the restaurant being opened. It will include certain details of the cost of expenses, with the costs of the transactions that have been made from Mimosa restaurant. It will include equipment and as well as other cost like rent least rent for the property. The labour cost that Mimosa will be paying will be service labour cost. The overhead cost for the business will be the company car. The logistic cost will include transportation expenses that will be taken out of the business account. 



Cash flow planning / Forecast
We have calculated the transactions of payments going out from the business and into the business.The money that will go into the business account will be owner’s capital, bank loan, sales and other transaction. The transactions that will go put from mimosa restaurant account will be from goods from resale, equipment, loan interest, advertising, website, merchant, postage and stationery. Advertising cost will be £8.00 a month over a period of 6months. Adverting will be done by billboards. For the website we will pay a fee of £40 every 6months as it will be a contract with our website designers. Stationary will cost mimosa restaurant £20 this will include pens, paper and calculator.
To elaborate more into details, as you can see the graphs shows good for resale with the price of £800, this means 100 units at the cost of £800 with each unit including postage. 
Equipment has a cost of £900, this includes a laptop for the office, payment machine, and a printer for invoices for the business.merchants will also be involved in the cost that will get taken out the business bank account. Stationary cost will also be deducted from the business account to. The closing balance will be the total that will be left in the business account after all transactions.



Profits & Loss Statements (6months Period)
In this table below it will show all the profits and loss for mimosa restaurant.  All the profits and loss have a total for a period of 6months. This incorporates net cost, gross cost, total sales, cost of sales and as well as the overhead cost which adds up the profits and loss.
We had anegotiation regarding the lease payment and concluded on a fixed price £2500. Mimosa will then save 10% from the original cost that was first initially offered. We also decided to go for the plan of pro-rating rent. This means we will pay a low rate of rent in the first year of the least, then gradually as the business improves then the rent of the business will increase year after year. The least hold will cost £416.66 a month, that figure makes a profit of £4,999.92 for the for the first year. 
The property will require a deposit of £1100. The insurance for the business will be a total of £175 for the first 6 months which give the sum of £2,100 a year. The cost a month for insurance would be £43.75. Mimosa will be starting as a small business;to save more money and have extra petty cash. Most items and products will be brought from a wholesaler where items are cheaperthis links to the budgeting. 
	Profit & Loss Statement - Mimosa Restaurant 

	August 2019 -Feb 2020

	Sales
	
	
	
	£
	

	Sales profits 1
	
	
	1,400.56
	

	Sales Profits 2
	
	
	1,700.69
	

	Sales Profits 3
	
	
	2,300.25
	

	Sales profits 4
	
	
	2,600.91
	

	Sales Profits 5
	
	
	2,900.81
	

	Sales Profits 6
	
	
	3,450.78
	

	Total Sales                                                           
	14,354.00
	

	Cost Of Sales
	
	
	1,000.50
	

	Gross Profit                                                            
	13,353.50
	

	Overheads
	
	
	
	
	

	Rent
	
	
	
	11,000.00
	

	Moto Expenses
	
	
	100.00
	

	Equipment
	
	
	
	1,300.00
	

	Materials expenses
	
	
	5,000.00
	

	Merchant
	
	
	
	114.00
	

	Website
	
	
	
	80.00
	

	Advertising 
	
	
	48.00
	

	Postage
	
	
	
	45.00
	

	Stationary
	
	
	
	20.00
	

	Leasehold
	
	
	
	2,500.00
	

	Insurance
	
	
	
	1,050.00
	

	Deposit
	
	
	
	1,100.00
	

	Licence
	
	
	
	400.00
	

	wages 
	
	
	
	200.00

	Labour
	
	
	
	1,344.00
	

	Logistics & Pre - expense
	
	8,000.00
	

	Total Expenses 
	
	
	32,301.00
	

	Net Profit                                                           
	-18,947.50
	


Balance sheet
This is one of our three main financial account for mimosa restaurant. In this graph this shows all the assets and liabilities that the restaurant owns. This will include debtors that will owe mimosa restaurant and also what the business will owe. The balance sheet below is minus this generally happens at the start of a new business. As the business grows and makes more profit over a certain amount of time the balance for the business will get even.

	Assets&liabilities
	
	
	£

	CASH
	
	 
	
	2000

	Current Bank Balance
	
	8282.6

	Savings Account
	 
	
	£250

	debtors
	
	 
	
	250

	Inventory
	 
	
	1500.05

	Equipment’s
	 
	
	700

	Creditors
	
	 
	
	1108.26

	Loan
	
	 
	
	30000

	
	
	 
	
	£11,874

	
	
	 
	
	
18,126

	Cash B/F
	
	 
	
	5,000

	Profit
	
	 
	
	-18433.5

	
	
	 
	
	-13433.5













Effect for the Business/including EU
Profits can also be loss by the location of the business as well as other business located nearby or in the same location. With the financial planning and accounting that we have estimated for Mimosa Restaurant, we could make a reasonable of amount profits. If our financial business plan work wells Mimosa Restaurant can make an extra 10% to 25% more of profits in incorporation to the final closing profits. EU Brexit effecting financial business With the UK leaving the EU it could have an impact on mimosa restaurant. A lot of business will be closing by 2020, because of the pounds fall it there will be a lot of losses in money for the business. The financial UK economy is approximately 1.5% smaller without the Brexit vote. The effect could be losing staffs and trade.

Bookkeeping
The table below shows the financial records for Mimosa Restaurant with particular dates, receipts, and descriptions with more information. It is very important to keep bookkeeping up to date. In the bookkeeping table below, it will also state up to date transactions that has been made through the business account. The value for the bookkeeping table bellow, will also show a period of records that has been made over days and weeks, of the first two months of mimosa business being open. The business closing balance is minus, that is expected within the first 6 months or so for the start of a new business. As the business progress, there should be better figures with the closing the balance and with the business profits. The aim for mimosa restaurant after one to 2 years is to pay back at least a quarter or half of the loan repayments. That is only if the business makes a progress with their profits.


	Date
	Description
	Bank Current a/c
	Savings a/c

	14/08/2019
	Opening Balances
	28,021
	250

	
	
	
	

	18/08/2019
	Sales
	1,401
	

	19/08/2019
	Sales
	1,701
	

	23/08/2019
	Sales
	
	

	30/08/2019
	car insurance
	35
	

	31/08/2019
	Transfer
	-700
	700

	07/09/2019
	Loan Payments
	-1000
	

	11/09/2019
	sales
	2300.25
	



	[bookmark: _Hlk18942684]Expenditure Codes

	Sale
	Fuel
	Insurance
	Stationary
	Wages

	
	40
	
	
	

	1400.56
	
	
	
	

	
	
	
	
	1344

	
	
	35
	
	


	14/09/2019
	Closing Balance
	30,304
	950
	-29000
	1000
	3,254





Staff wages and gross
Mimosa restaurant will open 5 days a week, the reason for that is the restaurant will make more money from costumers. In addition to that if staffs get tips then it would be a bonus for the business. In addition to that, there will be 2 staffs working from Monday to Wednesday and 5 staffs working from Thursday to Friday. The total approximate cost for 5 staffs a week will be £2500. The table below will also show an estimated balance for the financial tax of mimosa restaurant. Which adds up to the total of around 19.8%. Mimosa restaurant will save an allowance of approximately £120 a year.
	Employee ID
	Employee name
	Regular hours worked
	Holiday hours
	Sick hours
	Overtime hours
	Gross pay
	Taxes and deductions 
	Net pay

	1
	employee
	50
	5
	1
	 0
	£560.00
	£273.08
	£266.92

	2
	employee
	40
	2
	2
	1
	£440.00
	£60.00
	£380.00

	3
	employee
	70
	5
	0
	0
	£750.00
	£234.75
	£515.25

	4
	employee
	25
	1
	0
	0
	£260.00
	£31.20
	£228.80

	5
	employee
	45
	2
	0
	0
	£470.00
	£70.50
	£399.50

	6
	employee
	50
	5
	0
	0
	£550.00
	£72.60
	£477.40

	7
	employee
	50
	0
	1
	0
	£510.00
	£464.10
	£45.90


Exta earnings
For extra earnings we will have membership cards which will be for loyal costumers who sigin up. The membership card will work for costumers who spend a maxium of £100 or more in a month they will be award with a free drink with a meal.
Mimosa resturant came up with the idea for a business promation. We have a budget to pay no cost and will last over a period of 6 months, with a group of people to promote the business. The business promtion will take place with flyers promtion. Which means Mimosa and resutrsnt will get more costumers.
We will also be advertsing Mimosa resturant on bill borads wich will also last for a period of 6 months. It will be a one time cost of £50 which is a good price for the payment.
				
4.0.Administration
· Work Scheduling
The restaurant will be open 7 days a week with hours as follows:
	Day
	Opening hours
	Closing hours

	Monday
	11:00 am
	12:00 pm

	Tuesday
	11:00 am
	12:00 pm

	Wednesday
	11:00 am
	12:00 pm

	Thursday
	11:00 am
	12:00 pm

	Friday
	11:00 am
	12:00 pm

	Saturday
	11:00 am
	12:00 pm

	Sunday
	12:00 am
	12:00 pm



4.1.Other management Process
· Teamwork
· Leadership
· Work climate
· Motivation
· Staff training- Communication
SERVICE STEPS FOR BREAKFAST AND LUNCH
 1. Greeting & Seat
 Smile and say hello
 Acknowledge with in 5 seconds
  Guest should be directed to an available table
 2. Taking food/drink order
   When approaching the table for the first time greet the Guests with a question beginning with “how...? How are you today? How has your day been?”
  Drinks should be offered immediately on being seated (coffees and juices)
  Take order if Guests are ready
 Otherwise return with drinks and take food order when Guests are ready
 Request how they would like their eggs cooked for the Full English
 Repeat order back as the order is taken
       3. Mep
 Must be done immediately after taking order
 The correct cutlery must be placed on the table on a napkin
  Place plate with jams on table if toast/croissant ordered
  Sauce placed on table for relevant dishes
  Cooked food must be delivered within 10 min
4. Check back food & drinks 
 Shortly after the delivery of food 
  By saying “ how is your meal”? never say “is everything ok”
  Offer second drinks if appropriate
 5. Clearing 
  Clear when everyone is finished (unless otherwise requested)
  Remove all spare cutlery, sauce and salt &pepper, use a tray to clear glasses and cups
 6. Payment
   Once requested by Guest,print & check the bill is correct 
    Present the bill on a tip tray with a business card on top
    Prices payment immediately and say thank you
  7.Goodbye
    Smile,say thank you & goodbye


Selection of the personal
Uniform
How to choose the uniform for employees

When choosing a uniform for employees, you will need to consider a number of factors: to create the right image for the company, but also to thank your employees, because the success of your business depends on them.  Below are some tips to help you make the best decision:

 Choose comfortable uniforms: Because employees will wear uniforms all day long, comfort should be first and foremost;  consider the type of work: if employees work indoors and interact with clients, choose a soft material, maybe cotton shirts, but if they work outside and sweat, choose a material that will cope with moisture, such as  be a technical shirt;

 Choose uniforms that fit the body of the employees: no one wants to wear a coat that does not fit them, lowers their self-confidence;  opts instead for a variety of different sizes and cuts for men and women to please each employee;

 Choose durable uniforms: because they are worn daily, they will wear fast;  opts for more durable materials, such as cotton, linen and fabric, so you don't have to buy new ones every few months;

 Get inspired by the contemporary style: the trends are constantly evolving, and for the employees and the customers to be satisfied, the uniforms will have to be changed often to adapt to the contemporary style;

 Maintain a constant image: make sure that the company uniforms reflect the image of the company, both by colors, but also by the presence of the logo, which will make employees easy to identify;

 Choose easy-to-clean uniforms: employees are busy both at work and in their personal lives and will not have the time or resources for a professional cleaning service;  opt for uniforms that can be easily cleaned in the washing machine.

 Uniform can be a way to promote the company image and to influence the employees to work as a team.  As long as you choose a comfortable uniform, your employees will be more productive and your business will thrive



Waiter:
- Clean ,ironed blue shirt(provided), tucked into trousers
- Clean, ironed black trousers (no jeans)
- Black socks
- Clean & ironed long black apron (provided)
- Polished black closed-toe shoes (no trainers)
- Long hair tied back with a black band only
- A watch, wedding ring, stud earrings are permitted
- Facial piercings must be removed
- Clean shaven or neatly kept beard
Commis Waiter:
- Clean, ironed black t-shirt and black trousers 
- Black socks
- Clean & ironed long black apron (provided)
- Polished black closed-toe shoes (no trainers)
- Long hair tied back with a black band only
- A watch, wedding ring, stud earrings are permitted
- Facial piercings must be removed
- Clean shaven or neatly kept beard
Chefs:
- Clean white chefs jackets
- Chef trousers
- Chef apron 
- Chef hat
- Suitable footwear
- Kitchen footwear only to be worn inside the kitchen
- No jewellery except wedding ring
5.0. SWOT ANALYSIS
A SWOT analysis is an inconceivably basic, however capable instrument to assist you create your business strategy, whether you’re building a startup or directing an existing company.
This remarkable piece of history as to the roots of SWOT analysis was given by Albert S Humphrey, one of the establishing fathers of what we know nowadays as SWOT analysis. I am grateful to him for sharing this interesting and captivating contribution. Albert Humphrey died on 31 October 2005. He was one of the great guys who had a contribution for a better future.
SWOT stands for Strengths, Weaknesses, Opportunities, and Threats.
Strengths and weaknesses are internal to your company—things that you have a few control over and which you can alter  or change. Examples incorporate who is on your group, your licenses and mental property, and your location.
Opportunities and threats are external—things that are going on exterior of your company, within the biggest advertise or marketing. You can take advantage of opportunities and ensure against any danger, but you can’t change them. Cases include competitors, the costs of crude materials, and customer shopping trends.
A SWOT analysis organizes your top strengths, weaknesses, opportunities, and threats into an organized list and is usually presented in a simple two-by-two grid.
Strengths are internal, positive attributes of your company. These are things that are within your control.

[image: swot-analysis.gif]
The SWOT Analysis means to do a analyse of the business for the present and approach future.  (SWOT matrix) is a strategic planning technique used to help a person or organization identify strengths, weaknesses, opportunities, and threats related to business competition or project planning.
Internal environment-micro
S stands for STRENGHTS, W stands for weaknesses. O stands for opportunities and T stand for threats.
Strenghts 
· The location- our first location in in the centre of the London town, on the Oxford Street and will draw us downtown visitors and customers.
· Our uniqueness- we stand aut as a unique alternative to fast-food and we offer consistenly high-quality food in a distinctive atmosphere.
· Right products, qood quality and reliability- we need to make sure that we sell the right products to the customers, that we don’t mess up with the orders, that we offer quality services are 
· Superior product performance vs competitors- we need to analyse the market and our competitors and to make sure they will not be a threat
· Better product life and durability-
· Direct delivery capability- we can deliver to every customer if they wish to have this service
· Product innovations ongoing- we try to find new products and services to make our job easier and more professional
· Our management is committed and confident- our management team is like a family and goes together for achieving the same goals
Weaknesses
· We have a lack of reputation- we haven`t established ourselves as a reputable mediterranean sea-food provider yet.
· Our business is new- we don’t have previous experience and all that we do is new for us and for the customers as well.
· The customers lists are not tested- we did not tested what kind of customers we will have in our restaurant and we need to promote more our services .
· We have some gaps in range for certain sectors- because not everyone from the business is 100% pro in their sector, probably we can’t anticipate all the mistakes and inconveniences which we’ll cause.
· We would be acting as a small player- first we want to gain the trust of some of the customers from our area but we are open to expand and to grow our image with marketing strategies in our favor.
· We don’t have a direct marketing experience- we didn’t have before a experience in marketing and we just apply what we learned about strategies, other business, other marketing people.
· We can’t supply end-users abroad the city- we try to expand only in London first and to limit our customers to those who want a meal or more in our restaurant.
· We need more people for sales- We try to handle with the staff that we have but if the business grow up quickly we need more people for sales and for customer service.
· We have a limited budget- at the beggining we don’t chase the profit in the first month but we want to be on plus at least, and to maintain our business with what we earn from.
· We don't have a detailed plan yet- even if we plan to achieve some goals because it’s a new business we don’t know at what to expect and how this will develop in time so we can’t anticipate everything.
· The delivery-staff needs training- we didn’t do delivery before and we need to train our staff for a perfect delivery service for the whole time.
External environmental-macro
Opportunities
· Working families with children- this is a growing population, both in members and in their choice of convenient food. For example, two-income families have less time to prepare a meal and that’s how we came in their help.
· We can develop new products- we tested the competition market and we have the opportunity to develop new products which will surprise both the customers and the competitors
· The local competitors have poor products- all the products that our competitiors sell are poor in quality and have high prices.
· Profit margins will be good- The gross profit P is the difference between the cost to make a product C and the selling price or revenue R(P = R – C)  so we expect to have a good profit.
· We could extend to overseas- ‘‘For any business which exist in today’s world, if you are not expanding internationally is practically considered a sin.Thhe expanding only does such expansion which provide diversification and an dditional revenue, this also exposes one of a different methods of doing business.’’ -Refference for Alexander Gordin-Managing Director, Broad Street Capital Group; Trustee, Princeton Council on World Affairs)
· We can surprise our competitors-  maybe with our innovated products or services we can surprise the competition and gain more customers.
· We support core business economies- we intend to express in our business our essential activity and the main goals.




Threats
· The competition- one competitor sells similar food and has loyal customers and as well a strong relationship with businesses that regulary buy from them.
· We are unprepared for the worst-we think both realistic and optimistic but we are not prepared for the worst because we want to embrace the best for our business and that is what we are preparing for.
· Legislation could impact our business- it can affect the way we run things, who we purchase items from, what we do in the company and what we’re allowed to have or not. The laws also go over taxes and can link in with the political factor.
· Environmental effects would favour larger competitors- we don;t have experinece at applying health and safety in our business and we will try our best and as well not to harm the evironment but the mistakes can appear and will favor larger competitors.
· Market demand very seasonal- we want to cover all the seasons with our services and products and food but we are not sure that we will succeed because of the type of restaurant that we have.
· Retention of key staff critical- we need to be sure that we have have te same mind-set especially at the persons which are in leading positions.
· Possible negative publicity- because we are new as a business, our image is new as well and our first period of time developing our business is critical and we expect at any kind of publicity.
· We are vulnerable at an reactive attack by our major competitors- because we propose to surprise our competitors we may become vulnerable in front of them because we struggle to provide that we can become the best restaurant.
By sorting this SWOT Analysis and issues into the 4 arranging categories, we are able to get a framework which presents for us a commonsens way of absorbing both the inside and outside information about our business unit, delineating our short-term and long-term needs and priorities and  permitting us an simple way to construct a solid management team which can accomplish the goals of profit growth of our business.

6.0.PESTLE ANALYSIS[image: PESTEL.jpg]

Pestle stands for: Political, Economical, Social, Technological, Legal and Environmental factors.
Political factor
We have to take into consideration how our business would be effected by each of these factors. 
In the world of politics, things can have a positive and negative effect on our business . The policital system is known to be unpredictable and everchanging and can have huge effects on taxations, the economy, social aspects, the trade system and many more factors.  The governemnt has a mostly negative impact on small businesses in terms of taxes and permits that we would need to own in order to thrive. 
Frank William says that „Trade regulations, the federal minimum wage, and the requirements for permits or licenses have effects on business. For example, periodic health inspections must be carried out in all restaurants. Businesses might spend a lot of money and time to comply with regulations that ultimately prove to be ineffective and unnecessary. Fair and effective regulations, however, promote business growth.„our business would depend a lot on the  permits that we own, getting those permits may be costly to our business, these are run by the government at hand, but are a necesity to future growth. 
Another way the govenment may affect our business is through taxations. Government organisations usually gain money through taxes, those taxes may increase and decrease at any rate. It is said that business owners may feel discouraged from increased tax rates, and as a new business we would need to find a solution to avoid this. 
Economical Factor
The way the economy is run can affect our business in various ways based on how financially stable the country/area we base our business itself is.  As mentioned before, Tax does play a role in the economical factor as well as having a political effect. Interests rates, employment and inflation aslo effect the way things are run within the economy.  The economy factor could also leak into social aspects.
With interest rates, there will be some businesses that rely on taking out large loans within the course of of their startup, but it would be beneficial in the longrun when the economic state is booming, but taking aut large loans with high interest rates can cause a lot of damage and can lead a company to debt. What we plan to do is rely on larger loans when we know that the encomy is in a good place either locally or countrywise. We can ensure to expand on our business through that. Inflation can factor in to the economical factor. The higher the inflation rate, the higher companies would be forced to increase their products in order to make a profit. Based on the economy, if this increases then we would have to cater around the rise or fall of inflation rates. 
Social Factor
When dealing with social aspects of a business, we need to take in to account a variety of things.
 There’ll be a lot of social changes within the market regarding cultures, target demographic, different customer attitudes in terms of our products and many other things. The social factors may be one of the most important things to consider when moving forward with our plan as they can have a huge impact on our companies decision making and influence our changes to cater to their needs. Social factors may also have an impact on environmental changes as well.
Some social factors can impact customer’s:
Lifestyles – what the customer wants and needs. What we’d be focusing on are based on food and/or family.
Buying behaviour – what customers are most likely to purchase especially within our store.
Health trends – What some customers may plan on purchasing based on their diet. 

When dealing with the cultural aspect, we intend to take caution with how other people within society do things in their own culture. We want to ensure that we’re doing something that’s acceptable and friendly within to them as it is to us. We would need to be aware of different barriers in language or behaviour, considering the fact that we are going to start off as a small business and we would be dealing with an ethnic market who is new to what we plan to sell.

Technological Factor
As technology is used in our everyday lives, there’s a diverse amount of ways that it can be used within companies, and what you use can benefit you greatly. In our restaurant, we’ve taken into account that things such as computer technology, internet connection and built in systems (such as security and fire alarms) and so much more. These things could be crucial to us as we start up considering that technology is always expanding and improving all the time. The demand for new technology is always on the market.
Internet connection, especially in restaurants, could not only attract customers who are interested in the use of Wi-Fi, but could help us connect more with other people from local areas.
 Connectivity would help us with orders, getting around to other businesses, and we could build up a website that would appeal to our demographic at hand. Internet connection could allow us to also hire new staff and choose people who are suitable for our restaurant, but the downside to all of this could be the lack of traditional face to face meetings, getting to know how people operate in a working environment.Technology could also help with things like monitoring trends in the market such as customer trends. This could allow us to see what consumers are more likely to go for and what we should have available in our restaurant. We could collect data that could help us with marketing strategies to cater to customer’s needs.
Legal Factor
Keeping the laws in mind are important for business owners. The legal factors take into account what laws we need to take into consideration with our restaurant, such as laws against discrimination in the workplace, employability laws and health and safety. Legality can affect the way we run things, who we purchase items from, what we do in the company and what we’re allowed to have or not. The laws also go over taxes and can link in with the political factor. 
Employability laws cover: 
· Payment - how much they’re earning per hour, if it’s the minimum wage or above. We will have to provide a payslip with visual evidence of how much has been deducted for tax and the amount left and the day employees will get paid.
· sick pay – Employees would have to provide evidence stating why they’re sick, specifically with a doctor’s note so that we could enable them the right to sick pay. The evidence would be needed to be placed with records.
· holidays and celebrations - Employees must get at least 20 -28 days a year for holidays. We should provide them with the freedom to take these holidays whenever they see fit as it is needed throughout each and every year. 
·  insurances and pensions – Enrolling employees over 22 in a pension scheme. We need to be sure to pay for it as well as our employees. We’d need to make sure that the pension scheme would deduct 2% of what they earn (if they earn over £10000). 
· Health and safety – provide risk assessments for our staff, keep in mind to provide a safe working environment for everyone. Following laws again discrimination and making sure our staff are happy with the environment they’re in.
These laws are there to guide businesses on how thigs in the work place should be for the employer and the employers. Following these rules would benefit us as failure to attend to these could result in our company getting fined and prosecuted. 
Environmental Factor
Environmental factors are based mainly around the weather, climate change, environmental policies and pollution but can also include all different kinds of factors as well as weather. 
These factors could affect any part of business, especially regarding laws centred around the environment. Umar Farooq, marketing tutor, February 20 2018, states that the environmental factor of a business can have both an external and internal factor. Internal could affect the economy and technological side and external could have an effect on the value systems or even relationships within a business. As for variables such as climate change, this could have a negative effect on our business considering how global warming could affect things like agriculture and wildlife in the near future. Our restaurant would depend on natural food sources and it would be a threat to us if our food supplies are tainted by the environment. 
We intend to make mimosa a “green” and environmentally friendly place in high hopes that it would influence other restaurants to take action and reduce the waste that we produce in businesses year by year. To do this, we would need to plan out on what we would purchase, use and throw out on a regular basis and think about what we could do to prevent things being wasted.
Natural recourses are running out and becoming more and more expensive, so to be an all green restaurant, we would have to invest a lot into maintaining the environment around us and look towards recycling and growing some of our own crops using in future.














Conclusion
The small and medium enterprises have always been the more popular kind of business because they are comparatively easier to set up and operate. But there is still a lot to learn about this kind of business (Carpio, 2011). This is why this report touches on some of the key learning objectives when it comes to learning about SMEs. But the entire report is done on the basis of an actual organisational context. The report details the objectives a business must set out in order to gain a competitive advantage and achieve growth. Relevant models are used to structure the analyses and arguments. The report includes a complete business plan with a cash flow report and a vision and mission statement. Finally, it explores some of the exit and succession strategies that owners may employ in order to maximise the exit.
Most of the enterprise is operating he business activities using internet to online product delivery. So online marketing and cloud computing has been the part and parcel of 21st century’s enterprise. it has been showed the digital marketing strategy in 21st century. In addition to target market, market segmentation and a marketing research has been accomplished in this report. Thus the small business like Mediteraneean Mimosa can manage their enterprise coping with 21st century. 
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will you buy French food from the Mediteraneean Mimosa ?
Sales	
yes	sometime	no	no comment	52	22	18	8	



which demand do you expect from a Restaurant?
Sales	
refresh food	natural flavour	design	lower price 	religious caution	23	27	11	17	22	
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break down anaylsis

6months ahead price

start up  cost =  £50,000

materials = £9,248

labour = £2,333.78

logisitic and pre-paid expenses  = £17,490

conversaion cost = £2,000

overhead = £1,050

insurance = £4,796

leasehold = £2,915

deposit = £9,300

licence = £99,133

rent = £198,266

£396,531
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		break down anaylsis																mimosa resturant

		6months ahead								price

		start up  cost = 								£50,000

		materials =								£9,248

		labour =								£2,333.78

		logisitic and pre-paid expenses  =								£17,490

		conversaion cost =								£2,000

		overhead =								£1,050

		insurance =								£4,796

		leasehold =								£2,915

		deposit =								£9,300

		licence =								£99,133

		rent =								£198,266

										£396,531
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Aug-14 Sep-14 Oct-14 Nov-14 Dec-14 Jan-15 Feb-15 Mar-15 Apr-15 May-15 Jun-15 Jul-15

Opening Balance - £                ######## 28,702.10 £  28,245.80 £  28,184.60 £  28,191.00 £  28,197.50 £   28,160.10 £  28,162.80 £   ######### 28,204.50 £  #########

Money In

Owners Capital  500.00 £         30.00 £        30.00 £          30.00 £           30.00 £          30.00 £         

Bank Loan 30,000.00 £  

Sales 20.00 £          20.00 £           40.00 £          40.00 £          60.00 £           60.00 £          80.00 £            80.00 £         100.00 £        100.00 £      

Other

Total Money In 30,500.00 £   30.00 £        50.00 £          50.00 £           70.00 £          70.00 £          60.00 £           60.00 £          80.00 £            80.00 £         100.00 £        100.00 £      

Money Out

Loan repayments 38.00 £        40.00 £          40.00 £           40.00 £          40.00 £          40.00 £           40.00 £          40.00 £            40.00 £         40.00 £          40.00 £        

Goods For Resale 800.00 £        

Equipments 900.00 £         400.00 £       

Loan Intrest 7.00 £              6.90 £           6.80 £            6.70 £             6.60 £            6.50 £             6.40 £             6.30 £             6.20 £              6.10 £           6.00 £             5.90 £           

Advertising 8.00 £              8.00 £           8.00 £            8.00 £             8.00 £            8.00 £            

Website 40.00 £            40.00 £          

Merchant 50.00 £          50.00 £           1.00 £            1.00 £             1.50 £             1.50 £             2.00 £              2.00 £           2.50 £             2.50 £           

Postage 1.50 £            1.50 £             3.00 £            3.00 £             4.50 £             4.50 £             6.00 £              6.00 £           7.50 £             7.50 £           

stationey 20.00 £           

Overdrft Intrest 5.00 £             5.00 £            5.00 £             5.00 £             5.00 £             5.00 £              5.00 £           5.00 £             5.00 £           

Total Money Out 1,775.00 £      52.90 £        506.30 £        111.20 £        63.60 £          63.50 £          97.40 £           57.30 £          59.20 £            59.10 £         61.00 £          60.90 £        

Closing Balance 28,725.00 £   ######## 28,245.80 £  28,184.60 £  28,191.00 £  28,197.50 £  28,160.10 £   28,162.80 £  28,183.60 £   ######### 28,243.50 £  #########

Cash Flow Forescast 2019-2020 (6 Months)

Mimosa Resturant
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Sheet1

		Cash Flow Forescast 2019-2020 (6 Months)

		Mimosa Resturant

				Aug-14		Sep-14		Oct-14		Nov-14		Dec-14		Jan-15		Feb-15		Mar-15		Apr-15		May-15		Jun-15		Jul-15

		Opening Balance		£   - 0		£   28,725.00		£   28,702.10		£   28,245.80		£   28,184.60		£   28,191.00		£   28,197.50		£   28,160.10		£   28,162.80		£   28,183.60		£   28,204.50		£   28,243.50



		Money In

		Owners Capital 		£   500.00		£   30.00		£   30.00		£   30.00		£   30.00		£   30.00

		Bank Loan		£   30,000.00

		Sales						£   20.00		£   20.00		£   40.00		£   40.00		£   60.00		£   60.00		£   80.00		£   80.00		£   100.00		£   100.00

		Other

		Total Money In		£   30,500.00		£   30.00		£   50.00		£   50.00		£   70.00		£   70.00		£   60.00		£   60.00		£   80.00		£   80.00		£   100.00		£   100.00



		Money Out



		Loan repayments				£   38.00		£   40.00		£   40.00		£   40.00		£   40.00		£   40.00		£   40.00		£   40.00		£   40.00		£   40.00		£   40.00



		Goods For Resale		£   800.00

		Equipments		£   900.00				£   400.00

		Loan Intrest		£   7.00		£   6.90		£   6.80		£   6.70		£   6.60		£   6.50		£   6.40		£   6.30		£   6.20		£   6.10		£   6.00		£   5.90

		Advertising		£   8.00		£   8.00		£   8.00		£   8.00		£   8.00		£   8.00

		Website		£   40.00												£   40.00

		Merchant						£   50.00		£   50.00		£   1.00		£   1.00		£   1.50		£   1.50		£   2.00		£   2.00		£   2.50		£   2.50

		Postage						£   1.50		£   1.50		£   3.00		£   3.00		£   4.50		£   4.50		£   6.00		£   6.00		£   7.50		£   7.50

		stationey		£   20.00

		Overdrft Intrest								£   5.00		£   5.00		£   5.00		£   5.00		£   5.00		£   5.00		£   5.00		£   5.00		£   5.00

		Total Money Out		£   1,775.00		£   52.90		£   506.30		£   111.20		£   63.60		£   63.50		£   97.40		£   57.30		£   59.20		£   59.10		£   61.00		£   60.90



		Closing Balance		£   28,725.00		£   28,702.10		£   28,245.80		£   28,184.60		£   28,191.00		£   28,197.50		£   28,160.10		£   28,162.80		£   28,183.60		£   28,204.50		£   28,243.50		£   28,282.60

































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































































Cashflow Forecast (2019-2020) 

6months up to 1year 



Aug-14	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	0	500	30000	30500	800	900	7	8	40	20	1775	28725	Sep-14	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28725	30	30	38	6.9	8	52.9	28702.1	Oct-14	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28702.1	30	20	50	40	400	6.8	8	50	1.5	506.3	28245.8	Nov-14	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28245.8	30	20	50	40	6.7	8	50	1.5	5	111.2	28184.6	Dec-14	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28184.6	30	40	70	40	6.6	8	1	3	5	63.6	28191	Jan-15	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28191	30	40	70	40	6.5	8	1	3	5	63.5	28197.5	Feb-15	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28197.5	60	60	40	6.4	40	1.5	4.5	5	97.4	28160.1	Mar-15	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28160.1	60	60	40	6.3	1.5	4.5	5	57.3	28162.799999999999	Apr-15	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28162.799999999999	80	80	40	6.2	2	6	5	59.2	28183.599999999999	May-15	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28183.599999999999	80	80	40	6.1	2	6	5	59.1	28204.5	Jun-15	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28204.5	100	100	40	6	2.5	7.5	5	61	28243.5	Jul-15	Opening Balance	Money In	Owners Capital 	Bank Loan	Sales	Other	Total Money In	Money Out	Loan repayments	Goods For Resale	Equipments	Loan Intrest	Advertising	Website	Merchant	Postage	stationey	Overdrft Intrest	Total Money Out	 Closing Balance 	28243.5	100	100	40	5.9	2.5	7.5	5	60.9	28282.6	
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