

2


Managing Enterprise- Business Plan





Table of Contents
Business	3
Introduction	3
Product/Service	3
Marketing Activities	4
Marketing Mix	4
Questionnaire	5
Promotional Material	6
Physical Resources	6
Financial Resources	7
Human Resources	7
Qualifications/ Skills or Experience	7
Job Description of The Restaurant Business Owners	8
SWOT of Business	9
Final Plan 12 Month Cash Flow	9



[bookmark: _gjdgxs]Business 
The name of the business is ‘Spice Hub restaurant’. The ownership will be in partnership. The reason for choosing a partnership business is that the loss and profit of the firm will be equally divided among the owners. 
The mission statement of 'Spice Hub restaurant' is to give its customers a wonderful dining experience by providing superior service, high-quality cuisine, and a warm environment. 
The 'Spice Hub restaurant' strives to utilise fresh, locally-sourced ingredients in its meals and to provide a menu with a variety of alternatives to accommodate a variety of tastes and dietary restrictions. It is dedicated to serving its community and fostering a work environment that promotes diversity, cooperation, and mutual respect (Walker, 2021). The aim and objectives of ‘Spice Hub restaurant’ is to provide quality food to its customers who are foody at an affordable cost. 

[bookmark: _30j0zll]Introduction
The reason for choosing this business idea is based on the fact as people around the globe want variety in food. However, this business will facilitate the individuals by offering diverse cuisines with beautiful ambience in order to satisfy its customers and earn significant profitability. The rationale for opening a 'Spice Hub restaurant' may include the possibility of financial success and independence, the chance to showcase quality culinary creativity and skill, the capacity to make a contribution to the local economy and community, and the pleasure of providing customers with a welcoming and enjoyable dining experience (McKenzie, 2017). Whereas the unique selling point USP of the 'Spice Hub restaurant' is that it provides a farm-to-table dining experience, sourcing all of its ingredients from local farmers and producers to create fresh, seasonal meals that highlight the regional flavours. The Spice Hub restaurant's dedication to sustainability and support of local agriculture distinguishes it from other eateries and enables its guests to enjoy high-quality, locally-produced cuisine while contributing to the development and vitality of the community (Salamin and Hermawan, 2019).

[bookmark: _1fob9te]Product/Service
The core service that is provided by a "Spice Hub restaurant" is a one-of-a-kind dining experience. This includes a variety of high-quality food and beverage selections, attentive and knowledgeable service, and a warm and welcoming ambience. Catering services for private parties including weddings, business celebrations, and other special occasions will also be provided by the "Spice Hub restaurant." The "Spice Hub restaurant" will, in addition to offering dining services inside the establishment itself, also provide takeaway and delivery options. This will enable customers to experience the restaurant's cuisine in the privacy and convenience of their own homes. In addition, the "Spice Hub restaurant" will be able to provide event rooms, which can be used to organise private parties, receptions, and other types of special events (Massa et al., 2017).

[bookmark: _3znysh7]Marketing Activities
The marketing activities which will be integrated in order to sell the services of the 'Spice Hub restaurant' includes:
Social media marketing- ‘Spice Hub restaurant’ will use social media networks to engage prospective consumers and market goods or services through targeted advertising, influencer collaborations, and compelling content. Spice Hub's social media marketing efforts will include the creation of social media accounts on sites such as Facebook, Instagram, and Twitter (Kitsios and Kamariotou, 2019). 
Event marketing- ‘Spice Hub restaurant’ will participate in industry events, trade exhibits, or hold their own events to promote their goods or services, network with possible customers or business partners, and increase their visibility. Spice Hub restaurant's event marketing initiatives will include holding food and wine tastings to promote the restaurant's culinary talents and rare wines. Farm-to-table events are organised in collaboration with local farmers and food producers (Kitsios and Kamariotou, 2019). 

[bookmark: _2et92p0]Marketing Mix 
A 'Spice Hub' restaurant's marketing mix consists of the four Ps of marketing: product, pricing, location, and promotion (Ibarra et al., 2018).
Product- The 'Spice Hub restaurant' will provide consumers with a choice of food and drink options that may be grouped into menus, specials, and campaigns. Menu items and promotions should include a distinct business model, such as farm-to-table ingredients or culinary creativity (Ciucescu, 2016).
Price- The prices of menu items at the 'Spice Hub’ restaurant will be comparable with those of other nearby eateries, while yet providing a respectable profit margin. Providing discounts and promotions may attract new consumers and foster brand loyalty (Antikainen and Valkokari, 2016).
Place- The physical location, ambience, and mood of the 'Spice Hub' restaurant are crucial components of its place strategy. The decor and environment will be appealing and representative of the company and its products and core beliefs (Antikainen and Valkokari, 2016). 
Promotion- The 'Spice Hub restaurant' may be promoted via several platforms, including social media, email marketing, flyers, and customer loyalty programmes (Alzahrani, 2019). 

[bookmark: _tyjcwt]Questionnaire 
1. Specify your age 
· 15-20
· 20-25
· 25-30
· 30-onwards

2. Specify your gender 
· Male 
· Female 

3. Do you need to want a variety of cuisines when you visit restaurants?
· Yes 
· No 
· Neutral 

4. Do you often visit a restaurant?
· Yes 
· No 
· Neutral 

5. Do you prefer a continental variety of food?
· Yes 
· No 
· Neutral

6. Do you prefer the peaceful and appealing ambience of dining? 
· Yes 
· No 
· Neutral 

[bookmark: _3dy6vkm]Promotional Material
The promotional materials that 'Spice Hub restaurant' advertise includes flyers and online adverts.  The restaurant 'Spice Hub' may generate posters and brochures to send to prospective local consumers. Depending on the printing process and paper quality, the total cost of producing 1,000 flyers might vary from 30 to 500 pounds. Online advertising may be an excellent means of promoting a restaurant and reaching a broader audience. The estimated cost of the online advert will include around £978 (Watson et al., 2018). 

[bookmark: _1t3h5sf]Physical Resources
The 'Spice Hub restaurant' will be based on a brick business venture. The rationale for this endeavour is that the actual restaurant location may boost the business's exposure and recognition since it is immediately accessible to passing customers. This may result in an increase in foot traffic and prospective clients (Salamin and Hermawan, 2019). Although the restaurant's physical resources need equipment that comprises:
Point of Sale (POS) System: Processing orders and payments at the 'Spice Hub' restaurant requires a POS system. The price of a POS system might vary based on the system's features and complexity. A fundamental system may cost up to £800 (McKeever, 2018).
Furniture and Fixtures: Depending on the design and quality of the products, the cost of furniture and fixtures for a "Spice Hub" restaurant might vary. For instance, a chair made of wood may cost roughly $50, but a chair made of leather might cost upwards of £250 (Kitsios and Kamariotou, 2019).
IT Equipment: In addition to a POS system, a 'Spice Hub' restaurant may also need PCs, printers, and routers. The price of IT equipment might vary based on the item's characteristics and manufacturer. A simple computer may cost around $500, whereas a more powerful machine capable of running specialist applications can exceed £800 (Alzahrani, 2019).

[bookmark: _4d34og8]Financial Resources
The business will be financed from bank loans while beginning a 'Spice Hub restaurant' involves considerable money for equipment, inventory, leasehold upgrades, and other costs, bank loans may be a crucial source of financing for a restaurant business plan. Bank loans may offer the financing essential for launching and operating a company. Banks may provide more favourable terms and interest rates than credit cards and personal loans (Walker, 2021). This may result in long-term cost savings and aid in financial planning. Also, the grants will be made available to the appropriate firm through Typically, a person with great business knowledge and resources contributes their own money in return for an ownership share in a firm as an "angel investor." As Business "angels," their engagement in a new restaurant company might communicate to other investors and prospective consumers that the firm is worth investing in (Salamin and Hermawan, 2019).

[bookmark: _2s8eyo1]Human Resources
[bookmark: _17dp8vu]Qualifications/ Skills or Experience
The culinary skill required by 'Spice Hub restaurant' owners consists of an understanding of cooking methods, food preparation, menu design, and food safety. The customer service abilities of a business owner include the ability to deliver exceptional customer service, establish relationships with consumers, and cultivate a pleasant atmosphere. Although company owners with industry expertise may give useful insight into market trends, competition, and best practices, they have worked in the restaurant sector in the past (McKeever, 2018). 
Human Resource Manager: The human resource manager role of ' business owner of Spice Hub restaurant' is an important part of the business. He is in charge of the restaurant's human capital, which contains recruiting, employing, training, and managing staff (Fraser and Simkins, 2016).
Marketing Manager: The 'Spice Hub restaurant' owner is in charge of coming up with and putting into action a marketing plan that will bring in more customers and make more money. This could mean making marketing campaigns, running social media accounts, making promotional materials, and keeping an eye on what customers say.
Finance Manager: As the 'Spice Hub restaurant' finance manager, the owner is in charge of things like making budgets, keeping track of income and expenses, managing cash flow, and putting together financial statements (Ibarra et al., 2018).
Operations Manager: The owner is in charge of all aspects of the daily operations of the restaurant as the operations manager. This includes managing the staff, making sure the restaurant is clean and well-kept, and keeping an eye on the quality of the food and service (Watson et al., 2018).

[bookmark: _3rdcrjn]Job Description of The Restaurant Business Owners 
The owners of the business will require the following responsibilities:
· Creating and executing 'Spice Hub restaurant' strategies that are consistent with the restaurant's vision, purpose, and goals.
· Developing a budget and financial strategy for the restaurant "Spice Hub" and ensuring that financial objectives are reached (Walker, 2021).
· Overseeing daily operations to guarantee the seamless functioning of the 'Spice Hub' restaurant, including employee management, supply ordering, and equipment maintenance.
· Ensuring that the 'Spice Hub restaurant' conforms with licencing and health and safety rules (Walker, 2021).
· Recruiting and training employees, such as cooks, waitresses, and bartenders, and overseeing employee performance (Brustbauer, 2016).
· Developing and executing marketing strategies to attract and keep consumers, including maintaining social media accounts, planning marketing campaigns, and monitoring client feedback (Alzahrani, 2019).

[bookmark: _26in1rg]SWOT of Business 
	Strength
	Weakness

	The restaurant 'Spice Hub' has significant expansion potential, particularly in developing nations. The restaurant 'Spice Hub' may develop distinctive dining experiences that attract guests and set it apart from its competition. The restaurant "Spice Hub" may produce substantial profits with prudent pricing and cost control (Walker, 2021).
	The restaurant 'Spice Hub' will encounter fierce competition from both major and small establishments. 'Spice Hub' restaurant will incur high costs for rent, equipment, and supplies. 'Spice Hub' restaurant can face seasonal changes in demand (McKeever, 2018).


	Opportunities
	Threats

	The restaurant 'Spice Hub' will increase its consumer base by providing delivery and takeaway. 'Spice Hub' restaurant can leverage technology to simplify its operations and enhance the customer experience (Fraser and Simkins, 2016).
	The restaurant 'Spice Hub' will be susceptible to economic downturns that might reduce customer spending. It will be difficult for the restaurant "Spice Hub" to keep up with the changing tastes and fashions of consumers. The restaurant 'Spice Hub' can be subject to several restrictions that might influence its operations and revenue (Ciucescu, 2016).



[bookmark: _lnxbz9]Final Plan 12-Month Cash Flow



	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 





	Months
	Details of Cash Flows

	One To Three Months 
	The restaurant "Spice Hub" Early investment fees include equipment, leasing payments, and advertising charges. Due to start-up expenditures, it will have poor sales and significant expenses.

	Four To Six Months
	The eatery 'Spice Hub' As the company's exposure and reputation within the local market grow, sales income and customer traffic continues to rise (Ibarra et al., 2018).
The company's costs remain quite high since it continues to engage in marketing and advertising.

	Seven To Nine Months
	The 'Spice Hub' restaurant is projected to reach a break-even point as sales continue to rise. Expenses may begin to decline as the 'Spice Hub' restaurant gets more established but will remain somewhat high owing to continued marketing and promotion efforts (McKenzie, 2017).

	Ten To Twelve Months
	The 'Spice Hub' restaurant's sales income continues to rise, and it becomes more lucrative. When the firm builds consumer loyalty and brand awareness, expenses may begin to stabilise or decline (Ibarra et al., 2018).



References
Alzahrani, J., 2019. The impact of e-commerce adoption on business strategy in Saudi Arabian small and medium enterprises (SMEs). Review of Economics and Political Science, 4(1), pp.73-88.
Antikainen, M. and Valkokari, K., 2016. A framework for sustainable circular business model innovation. Technology Innovation Management Review, 6(7).
Brustbauer, J., 2016. Enterprise risk management in SMEs: Towards a structural model. International Small Business Journal, 34(1), pp.70-85.
Ciucescu, N., 2016. Business plan-Management tool of the entrepreneur. Studies and Scientific Researches. Economics Edition.
Fraser, J.R. and Simkins, B.J., 2016. The challenges of and solutions for implementing enterprise risk management. Business Horizons, 59(6), pp.689-698.
Ibarra, D., Ganzarain, J. and Igartua, J.I., 2018. Business model innovation through Industry 4.0: A review. Procedia Manufacturing, 22, pp.4-10.
Kitsios, F. and Kamariotou, M., 2019. Business strategy modelling based on enterprise architecture: A state of the art review. Business Process Management Journal, 25(4), pp.606-624.
Massa, L., Tucci, C.L. and Afuah, A., 2017. A critical assessment of business model research. Academy of Management Annals, 11(1), pp.73-104.
McKeever, M.P., 2018. How to write a business plan. Nolo.
McKenzie, D., 2017. Identifying and spurring high-growth entrepreneurship: Experimental evidence from a business plan competition. American Economic Review, 107(8), pp.2278-2307.
Salamin, P.P. and Hermawan, F., 2019. Financial Planning Model for Establishing a New Business a Case Study on “Blue Ocean” Restaurant. Jurnal Manajemen Bisnis, 10(2), pp.246-255.
Walker, J.R., 2021. The restaurant: from concept to operation. John Wiley & Sons.
Watson, K., McGowan, P. and Cunningham, J.A., 2018. An exploration of the Business Plan Competition as a methodology for effective nascent entrepreneurial learning. International Journal of Entrepreneurial Behavior & Research, 24(1), pp.121-146.




image1.emf
Blank Excel  Cashflow.xlsx


Blank Excel Cashflow.xlsx
Cash Flow Forecast (CFF)





				12-MONTH CASH FLOW FORECAST



				Irina Tanase																										Key:

				Spice Hub Restaurant																												These cells auto-calculate and are locked so you can't edit them.

				17.03.2023																												Insert your own text/numbers into these cells as relevant.





				Select your starting month:

Jane Cormack: Explanation

Your forecast will run for 12-months from the start month you choose. This may be the month you expect to start your business or, if you have already started trading, the month you would like to receive the loan, if successful.

Click on the cell to reveal a drop down list.		March

										MONTHS

				Cash in-flows

Jane Cormack: Explanation

This is where you list any money that you have coming in to your business such as product or service sales, equity or other investments and your Start Up Loan.

The number of items you include will depend on your business model, but a typical revenue section usually includes between three and six items. If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash in-flow.		Starting point

Jane Cormack: Explanation

Enter any money that you have prior to starting your 12-month forecast in this column. Leave it blank if this does not apply to some/any of your items.		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.

				Anticipated sales

Jane Cormack: Explanation:

This is value of the sales you anticipate making in the next 12-months.				

Jane Cormack: Explanation

Enter any money that you have prior to starting your 12-month forecast in this column. Leave it blank if this does not apply to some/any of your items.		£150,000		£10,000		£10,000		£10,000		£10,000		£10,000		£10,000		£10,000		£13,000		£13,000		£10,000		£10,000		£0		£266,000

				Value of your Start Up Loan				£10,000

Jane Cormack: Explanation:

Enter the full value of the Start Up Loan you are applying for in this cell.		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		n/a		£10,000

				Other sources of cash or equity

Jane Cormack: Explanation:

This might be money that you have personally put into the business or money that your business partners, private investors or other individuals have contributed. This could also be money that you have been gifted or inherited.				

Jane Cormack: Explanation:

Enter the full value of the Start Up Loan you are applying for in this cell.		£9,000		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£9,000

				Existing assets for business purposes

Jane Cormack: Explanation:

An asset is an item or resource with value that you own and control and which has the potential to help you generate cash flow, reduce expenses or improve your sales in the future. 

For example, this could be a vehicle, equipment or raw stock that you have purchased to produce your goods and/or services. 

Please note, in order to balance this source of revenue, it will also be automatically reflected in the cash out-flows section of your cash flow forecast down below. That's because any value coming into the business has to have come out of somewhere.				£32,000		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£32,000

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other income or cash in-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Total cash in-flows (A)

Jane Cormack: Explanation:

Your total cash in-flow is made up of all your individual sources of revenue added together.				£201,000		£10,000		£10,000		£10,000		£10,000		£10,000		£10,000		£10,000		£13,000		£13,000		£10,000		£10,000		£0		£317,000



										MONTHS

				Cash out-flows

Jane Cormack: Explanation:

This is where you list any of the costs your business incurs, how frequently it incurs them and when these costs will take place. 

The number of items you include will depend on your business model.

If any of the pre-listed items are not relevant to your business, simply mark '0' in in the value field; and equally, if there are any items missing from the list, you can add them in the free fields at the bottom of the table.		Description (as required)

Jane Cormack: Explanation:

Add a brief description for any items to help your Business Adviser understand each cash out-flow.		Starting point		1		2		3		4		5		6		7		8		9		10		11		12		TOTAL

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.

				Cost of sales

Jane Cormack: Explanation:

This is costs you expect to incur in order to produce all of your anticipated sales for the next 12-months. 				£60,000		£60,000		£60,000		£60,000		£60,000		£60,000		£60,000		£60,000		£60,000		£60,000		£60,000		£60,000		£0		£720,000

				Existing assets for business purposes

Jane Cormack: Explanation:

Any assets or resources with value that you own and control and have the potential to help you generate cash flow, reduce expenses or improve your sales in the future need to be reflected in both your cash in-flows and cash-out flows. 

This row is automatically populated based on what you entered in the cash in-flows section above. 																														

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash in-flows.		£32,000

Jane Cormack: Explanation:

This is automatically populated based on the total amount of existing assets you declared above in order to balance your books.		£32,000		£32,000		£32,000		£32,000		£32,000		£32,000		£32,000		£32,000		£32,000		£32,000		£32,000		£32,000		£416,000

				Rent or premises costs

Jane Cormack: Tip:

You may be leasing your own venue, paying a membership fee to a hotdesking work hub, or working in a retail space. What cost do you incur to do this each month?				

Jane Cormack: Explanation:

This is automatically populated based on the total amount of existing assets you declared above in order to balance your books.		£920		£920		£920		£920		£920		£920		£920		£920		£920		£920		£920		£920		£920		£11,960

				Business rates for your business premises

Jane Cormack: Tip:

If you have a business premises or work from a home office, then it is likely that you will have to pay business rates to your local council.

Check with your Local Authority if you're not sure.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Utilities (gas, electricity, water)

Jane Cormack: Tip:

You can group all of your utilities together into one monthly line item. 

This might include things like your gas, electricity or water payments you make for your business. 

If you work from your home office, you may be entitled to charge a portion of your utilities expenses against the business.				£1,700		£1,700		£1,700		£1,700		£1,700		£1,700		£1,700		£1,700		£1,700		£1,700		£1,700		£1,700		£1,700		£22,100

				Insurance

Jane Cormack: Tip:

It is important to consider business insurance to cover you for any range of circumstances that may emerge that are out of your control.

This could be anything from premises, stock or equipment insurance to personal or employee liability insurance.				£80		£80		£80		£80		£80		£80		£80		£80		£80		£80		£80		£80		£80		£1,040

				Telephone and internet

Jane Cormack: Tip:

Telephone and internet access is likely to be essential for almost every business type. 

Think about all the costs you incur for this line item across your business, including the cost for each individual staff member if relevant.				£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£500		£6,500

				Marketing and advertising expenses

Jane Cormack: Tip:

Think about what you have detailed in your business plan. 

What are the regular marketing and advertising costs that you incur to promote your business and drive sales? 				£1,200		£1,200		£1,200		£1,200		£1,200		£1,200		£1,200		£1,200		£1,200		£1,200		£1,200		£1,200		£1,200		£15,600

				Vehicle running costs

Jane Cormack: Tip:

If you use a vehicle to operate your business, how much do you spend each month on fuel, insurance, registration, repairs?				£440		£440		£440		£440		£440		£440		£440		£440		£440		£440		£440		£440		£440		£5,720

				Equipment purchase or leasing

Jane Cormack: Explanation:

This is the cost of purchasing or leasing equipment to produce your product(s) and/or service(s), or the use of software to support you in delivering your product(s) and/or service(s).				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Postage, printing, stationery

Jane Cormack: Tip:

Every business incurs administrative costs, whether it is postage stamps to send out your product(s) and/or service(s), stationery products for you and your team, or printing facilities.				£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£50		£650

				Transport and delivery

Jane Cormack: Tip:

If you run a product based business then you may incur monthly fees for transport and delivery of your goods.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Professional fees (legal, accounting etc.)

Jane Cormack: Tip:

Think about any professional services you need to use in order to manage your business. This might be on a retainer or ad-hoc basis.

For example, a lawyer, accountant, designer or marketing consultant.				£200		£200		£200		£200		£200		£200		£200		£200		£200		£200		£200		£200		£200		£2,600

				Your salary (if PSB is in deficit)*

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your PSB yet, then this will remain blank until you do.
																														

Jane Cormack: Explanation:

This column will give you the 12-month total for each of your cash out-flows.		n/a		ERROR:#REF!

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!

				Your salary (over and above your PSB needs)*

Jane Cormack: Explanation:

This is for any additional money you would like to take from the business as your salary, above and beyond your Personal Survival Budget (PSB) needs. 

For example, if your PSB is currently in surplus (you already have enough money to meet your personal expenses) but you would like to take a further £200 for yourself from the business each month, then this should be added in here.				n/a		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Staff costs

Jane Cormack: Tip:

If you hire staff, whether full time or part time, then this is where you can reflect the amount of money you spend each month on staff salaries, national insurance contributions and staff pensions etc.						

Jane Cormack: Explanation:

These cells are designed to auto-populate based on the responses in your Personal Survival Budget (PSB). It will only display figures if your PSB is in deficit, as this means you will require you will need to take more from the business each month in order to meet your personal expenses. 

If your PSB  is in surplus, then these cells will stay blank as this means you are already meeting your personal expenses every month without drawing additional money from your business.

To see whether your PSB is in surplus or deficit, go to the Personal Survival Budget tab and see the final row entitled 'Your monthly balance'.

If you haven't completed your Personal Survival Budget yet, then this will remain blank until you do.		£7,000		£7,000		£7,000		£7,000		£7,000		£7,000		£7,000		£7,000		£7,000		£7,000		£7,000		£7,000		£7,000		£91,000

				Start Up Loan monthly repayment*

Jane Cormack: Tip:

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 
				n/a		£0

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.						

Jane Cormack: Tip:

Your monthly loan repayments will be the same each month. Simply enter the monthly amount in this first cell, and this will automatically carry it across for the full 12-months.

For help figuring out your monthly loan repayment amounts, try the free loan repayment calculator on our website. 

Visit: https://www.startuploans.co.uk/loan-repayment-calculator/ 		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Enter other

Jane Cormack: Explanation:

Use these fields if your business has any other expenses or cash out-flows that are not covered in the above. 

Provide a description of these items in the next field.				£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0		£0

				Total cash out-flows (B)

Jane Cormack: Explanation:

Your total cash out-flow is made up of all your expenses added together.				£104,090		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!



						Your net cash flow (A-B)

Jane Cormack: Explanation:

Your net cash flow tells you the difference between what is coming in and what is going out of your business on a monthly basis.
		£96,910		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!



						Your monthly opening business bank account balance

Jane Cormack: Explanation:

This is the amount of money that you have available for your business at the start of each month. You'll see this number will auto-update for each month, based on the previous months' cash flow. 

		£0

Jane Cormack: Tip:

If you're not currently trading, then leave this cell as zero / blank.

If your business is already trading, then you should enter your current business bank account cash balance in this cell.		£96,910		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!



						Your closing cash position

Jane Cormack: Explanation:

This is your anticipated financial position at the end of each month, once you have brought in all your revenue, paid all your expenses and balanced your books. 

This figure is calculated by adding together whatever money is recorded in your net cash flow for a particular month with the opening balance at the start of that month.
		£96,910		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!		ERROR:#REF!





						YOUR NOTES OR COMMENTARY

Jane Cormack: Explanation:

This is a good place to write any notes that you want your Business Adviser to take into account when reviewing your Cash Flow Forecast.

This might be if something needs further explanation or if you want to more clearly reference a figure back to something in your Business Plan.

						Use this space to explain any of the information you have provided in the fields above.











Dates

		January

		February
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		April

		May

		June

		July

		August
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		November
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