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	[bookmark: _Toc160222328]Executive summary

	
	1. [bookmark: _Toc287535392][bookmark: _Toc287535890][bookmark: _Toc160222329]Executive summary 
Babaji Restaurant is a new start-up venture aiming to provide authentic Indian cuisine in the UK, starting in the heart of Sunderland and aiming to become one of the leading Indian restaurants in the UK.
Indian cuisine market is an enormous market in the UK, but unlike its many competitors, Babaji Restaurant prioritizes maintaining the traditional processes for food preparation to ensure an unparalleled dining experience.
The business idea is framed using the Business Model Canvas framework. Key personnel roles have been assigned, including management positions. Babaji Restaurant aims to establish a strong foothold in the target market within a year and eventually become a leading authentic Indian cuisine restaurant in the UK.
The business requires taking necessary permits and licenses to start its operations. It is very difficult to offer the right products in the market. Babaji's market research will help the business to identify the customer needs and preferences. Using the website and the digital marketing, it will promote its value propositions.
As per the challenges, Babaji may face challenges related to supply chain disruptions. Mitigation strategies involve diversifying suppliers and maintaining buffer stocks. Employee retention is crucial. Babaji will implement employee engagement programs and competitive compensation packages. 
From the financial perspectives, the business requires £115,000 for start-up and it is predicted it will generate £78,000 in net profit at the end of the first year. Fluctuations in revenue forecasts pose a financial risk, which Babaji will monitor closely.    

	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	
	

	
	[bookmark: _Toc287535393][bookmark: _Toc287535891][bookmark: _Toc160222330]          2. Business details
[bookmark: _Toc287535394]Company name: Babaji Restaurant    
	

	
	[bookmark: _Toc287535395]Address: 9 Mary Street, Sunderland, SR1 3NH

	

	
	Primary contact method: info@babaji.restaurant / www.babajirestaurant.com
	

	
	
	

	
	[bookmark: _Toc287535398]The business will: 
The business aims in becoming a culinary hub that specialises in the preparation of authentic Indian cuisine.
The primary location to serve the people who have an interest in authentic Indian cuisine is the Sunderland city centre. 
The menu offered by the restaurant will be diverse, serving most of the traditional dishes. These dishes will be meticulously prepared with high-quality ingredients. Hence, Indian flavour and traditional essence will be preserved and passionately experienced.
The guests will be welcomed with Indian hospitality and culture. They will be offered exceptional and memorable dining experience in Babaji Restaurant, having a taste of the rich cultural heritage of Indian cuisine.
The business will also offer catering services to various events and festivals where authentic Indian cuisine is demanded, appreciated and valued. Special offers will be promoted for this portion of the market.

	





	
	
	
	
	
	

	
	[bookmark: _Toc287535399][bookmark: _Toc287535892][bookmark: _Toc160222331]           3. Key personnel
[bookmark: _Toc287535400]Details of owner(s): 3.1. Name: MD Sohel Khan  
	

	
	[bookmark: Text8]Position/main responsibilities: Operation Manager
	

	
	[bookmark: Text9]Experience and knowledge of our industry: Owner of Babaji Sunderland LTD 
	

	
	
	

	
	[bookmark: Text10]Previous employment: Owner of Bar da Sole SRLS 
	

	
	Key skills brought to the business: Culinary expertise, menu development kitchen management  
	

	
	[bookmark: Text12]Business experience and any training undertaken: Certified in food safety and hygiene, attended management training workshops. 
	

	
	[bookmark: Text13]Academic/professional qualifications: BA (Hons) diploma in Hotel Management 
	

	
	[bookmark: Text14]Salary expectations £ 40,000 per annum 
	

	
	3.2. Name: Shahd Ali Hammad Omer
	

	
	Position/main responsibilities:  Financial Advisor 
	

	
	Experience and knowledge of our industry:  3 years of experience in restaurant management, with a focus on customer service and operations, Banking Office Manager.   
	

	
	Previous employment:    Bank of Khartoum  
	

	
	Key skills brought to the business:  Customer relationship management, staff supervision, inventory control    
	

	
	Business experience and any training undertaken:  Completed courses in hospitality management and leadership development.  
	

	
	Academic/professional qualifications:   BSc Mass Communications and French language. 
	

	
	· Salary expectations £  £35,000 per annum 
	

	
	

	
	

	
	3.3. Name:    Vasile Alexandru Vasile  

	
	Position/main responsibilities:   Marketing Manager   

	
	Experience and knowledge of our industry:  Co-owner Romanian restaurant Allegria, Oldham, Greater Manchester.     

	
	Previous employment:  kitchen porter at Friends Restaurant, Oldham, Greater Manchester.    

	
	Key skills brought to the business:  Marketing campaigns, social media management, customer engagement    

	
	Business experience and any training undertaken:   Attended workshops on digital marketing and branding   

	
	Academic/professional qualifications:  BA (Hons) diploma in Hotel Management.    

	
	Salary expectations £   £38,000 per annum   




	
	[bookmark: _Toc287535402][bookmark: _Toc287535893][bookmark: _Toc160222332]Vision 
	

	
	[bookmark: _Toc287535403][bookmark: _Toc287535894][bookmark: _Toc160222333]          4. The business idea
	

	
	[bookmark: _Toc287535404]Sum up your business idea:
As a vision, for the business, the restaurant is set to become the leading restaurant in UK, when it comes to authenticity, in both taste and culture. Authenticity stands at the forefront of the business idea, considering that too many, nowadays, are having goals of immediate gains, Babaji will grow exponentially, every year, during a process of teaching the target market how to savour every moment spent inside Babaji's premises. Babaji will offer both authentic food and unforgetable experiences, that will help towards the primary goal of the restaurant, to become the leading Indian restaurant in the UK. 
The vision and business activities are aligned with the goals and objectives of the business (Barringer and Ireland, 2019).
Business idea summary:
- partnerships will be created with the local vendors and suppliers to get fresh and quality ingredients at fair prices (Williams, 2021).
- partnership will be created with the apps such as UberEATS, Yelp, and TripAdvisor, as well as other local businesses which can be considered for the partnership.
- main activities of the business will include cooking, serving, managing employees, marketing and  business operations.
- the restaurant will provide authentic Indian cuisine using high-quality ingredients and ensure exceptional dining experience (Barringer and Ireland, 2019). 
- the customer relationship will be managed by offering personalised services, fast response, continuous engagement, and incentives.
- the target customer segments of Babaji Restaurant are customers having an interest in authentic Indian cuisine, tourists and visitors, and local residents, food lovers and people seeking new and authentic cuisine.
- key resources of the business are represented by kitchen equipment and supplies, chef, staff, management team, website, and social media platforms. These are essential to get a competitive advantage (Burns, 2022).
- as per the channels, the business is set to use website, social media, and word-of-mouth as the primary channels of communication with the target customers. In time, the business will expand its market channels, taking the full advantage of both direct contact with the target market and indirect contact offered through all means of new technological advancements.
- The restaurant has different types of costs such as fixed, variable, and semi-variable costs. The various costs are utilities, rent, ingredients, supplies, employee salaries, and other operating costs.
- Revenue streams should be diversified to achieve higher growth in future (Sparviero, 2019). Revenue will be generated from the sale of Indian dishes and beverages. It will also generate revenue from the catering services.  




	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535405][bookmark: _Toc287535895][bookmark: _Toc160222334]          5. Business goals
	

	
	What do you want to achieve in your first year of business? 
	

	
	· The short-term goal of the business, next six months, the business will establish a prominent presence in Sunderland city centre by attracting a minimum of 500 customers.



	

	
	
	

	
	Where do you see your business in 3-5 years’ time?
· By the end of 2029, the restaurant will become the first choice in destination for authentic Indian cuisine in the UK, achieving a customer satisfaction rating of 90% or higher. 
· By the end of 2026, the restaurant will open and operate two new locations in strategically chosen areas within the UK, each achieving monthly revenues of at least £100,000 within the first year of operation. 







	

	
	
	

	
	
	

	
	

	
	
	

	
	[bookmark: _Toc287535406][bookmark: _Toc287535896][bookmark: _Toc160222335]           6. What the business does

	

	
		Product/service
	Features
	Benefits

	· Authentic Indian Cuisine    
	· Diverse menu of traditional Indian dishes  
	· Provide the unique and vibrant flavours of Indian cuisine that are prepared with high quality ingredients   

	· Catering Services 
	· Customised catering packages  
	· Ensure hassle-free catering services aiming to fill the market gap and meet the demand 

	· Delivery Services  
	· Convenient delivery of Indian meals   
	· Save time and effort   

	· Dining Experience  
	· Unique Indian ambiance and cultural hospitality 
	· Indulge each guest to dive into the unique atmosphere, created through a combination of unique Indian authentic taste, professional service and the promise for a one of a kind guest experience.



	

	
	
	

	
	[bookmark: _Toc287535407][bookmark: _Toc287535897][bookmark: _Toc160222336]
          7. What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	Babaji restaurant differentiates itself from other restaurants in the market by providing a unique customer dining experience. The dining experience is deeply rooted in the authenticity and quality of Indian cuisine.
The value proposition of the restaurant covers the following aspects: authenticity, quality ingredients, warm hospitality, and the promise of a unique customer experience. The restaurant provides undiluted Indian cuisine using high-quality ingredients. It celebrates Indian hospitality with unparalleled experience (Burns, 2022). 
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535408][bookmark: _Toc287535898][bookmark: _Toc160222337]          8. Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:
Legal aspects are essential to make sure that the venture can operate smoothly and effectively (Burns, 2022). Babaji Restaurant requires the following legal aspects in its operations: 
· Business License: A license for starting the business operations needs to be acquired from the local authority. 
· Employment Legislation: The workplace practices and organisational policies should comply with the employment legislation such as minimum pay, diversity and inclusion (Young, 2024). 
· Environmental health regulations: The disposal of waste, cleanliness, and sanitation should not violate environmental health regulations.
· Insurance Coverage: The restaurant should include all its properties within the insurance coverage such as fire insurance. 
	

	
	You will meet your legal and insurance requirements by:
The legal requirements will be met by taking the following steps:
· Monitoring: The business will assign a monitoring team who are responsible for monitoring the legal compliance regularly. 
· Legal and Insurance Expert: To avoid legal challenges, expert guidance will be received (Sutherland, 2023). 
· Documentation: All the necessary licenses, permits, and insurance policies should be documented and preserved. 
· Industry Standard: Babaji will ensure that it adheres to the industry standards.
	

	
	
	




	
	Marketing
	

	
	[bookmark: _Toc287535410][bookmark: _Toc287535900][bookmark: _Toc160222339]          9. Market research
	

	
	[bookmark: _Toc287535411]Trends in your chosen market are:
·  Increasing demand for Traditional Indian cuisine 
·  Increasing interest in exploring new dishes 
·  Growing demand for quality and healthy food   
	

	
	[bookmark: _Toc287535412]How you know this: (Provide examples with references)
 The market trends are identified from the research articles and news media. Statista's research findings have shown that the UK people have increased their consumption for Indian dishes over the years (Statista, 2024). The news article focused the shifts in customer preferences toward authentic and traditional Indian cuisine (Shackle, 2023). 

	

	
	[bookmark: _Toc287535413][bookmark: _Toc287535901][bookmark: _Toc160222340]          10. Profiling customers
[bookmark: _Toc287535414]The customer groups you will be selling to are: (4 x Customer profiles minimum)
· Families and groups who are looking for experiencing unique authentic Indian taste/dishes. 
· Health-conscious people looking for diverse quality food 
· Food lovers looking for authentic Indian cuisine 
· Young professionals and students who are looking for the convenient and quick dining experience.   
	

	
	[bookmark: _Toc287535415]Your customer research has shown what your customers want is: 
	

	
	The survey research has been performed to understand the customer expectations. The research result shows that customers are looking for quality products prepared from fresh ingredients.
The academic research paper findings identified that customers are satisfied when they get personalised services and exceptional customer services (Buhalis and Amaranggana, 2015). The online reviews show that they also want friendly environment and comfortable dining space (The Guardian, 2023).
To summarise, it is a combination a fresh and quality food, served in a friendly and confortable environment, thus creating the means for an exceptional service and a uinique customer experience.  
	

	
	
	

	
	[bookmark: _Toc287535416]How you know this:
 The research findings are appropriate because 50 samples have been collected from the target market that include target customer's responses. They have confirmed all these aspects by agreeing with these requirements. 
	

	
	[bookmark: _Toc287535417]Number of customers you expect to win in each group and what they might pay:
	[bookmark: _Toc287535418]Group
	[bookmark: _Toc287535419]Number of customers
	[bookmark: _Toc287535420]Price they might pay per unit

	[bookmark: _Toc287535421] Families and groups who are looking for experiencing unique dining experience    
	[bookmark: _Toc287535422]  100 per week   
	[bookmark: _Toc287535423][bookmark: Text61]£  15 per person   

	[bookmark: _Toc287535424] Health-conscious people who want quality foods    
	[bookmark: _Toc287535425] 50 per week    
	[bookmark: _Toc287535426][bookmark: Text62]£ 15 per person    

	[bookmark: _Toc287535427] People who have an interest in tasting authentic Indian cuisine    
	[bookmark: _Toc287535428]   75 per week  
	[bookmark: _Toc287535429][bookmark: Text63]£ 20 per person    

	[bookmark: _Toc287535430] Young professionals and students who are looking for the convenient and quick dining experience    
	[bookmark: _Toc287535431]   150 per week  
	[bookmark: _Toc287535432][bookmark: Text64]£   15 per person  



	

	
	
	















	
	
	

	
	[bookmark: _Toc287535442][bookmark: _Toc287535902][bookmark: _Toc160222341]         11. Profiling competitors
	

	
		Competitor name
	Strengths
	Weaknesses

	· Spice Empire    
	· Having good ratings 
· Popular place for dining and takeaways 
· Diverse Indian menu 
	·  Lack of online delivery system 
· Small place that is crowded most of the time (Spice Empire, 2024) 
· Poor and limited options for vegans (Motiraj Restaurant, 2024) 

	· Motiraj Tandoori Restaurant 
	·  Received various prestigious awards such as Pat Chapman's good curry guide award 
· A well-established restaurant 

	·  High price 
·  No online delivery 

	· Yuvraaj Restaurant 
	·  Good ratings 
·  Innovative dishes (Yuvraj Restaurant, 2015) 
	·  Limited sea food options 
·  No online delivery  

	· Mumbai Silk    
	· Competitive price 
· Online delivery options  
	·  Average rating 
·  No vegan options (Mumbai Silk, 2024)  



[bookmark: _Toc287535443]How you can improve on their offer and/or price(s) unique offerings:
	

	
	Babaji restaurant will constantly seek to provide high quality products. This is why partnerships are essential, especially to those offering the right products.
Babaji should differentiate itself from other restaurants by sticking to the authentic Indian cuisine (Walker, 2017). The restaurant will provide an exceptional guest experience, using the dinamics offered by the unique authetic cuisine, unique flavour and taste, professional service and a constant improvement of customer relationship.  
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535444][bookmark: _Toc287535903][bookmark: _Toc160222342]         12. Managing market risks
[bookmark: _Toc287535445]Write down the risks you have identified:
· Food safety (Walker, 2017) - from cros-contamination to inadequate cooking, food safety is critical in hospitality industry.
· Competition risk - Indian restaurant market is a growing and dinamic market in the UK.
· Regulatory risk - rules and regulations might change and can affect the business in an unpredictible manner, from suspending the activity to closing down the premisses. 
· Supply risk (Barringer and Ireland, 2019) - disruption in supply chain can cause great dammage to a restaurant business. 

	

	
	[bookmark: _Toc287535446]How will you manage these risks so that they become less of a threat:
	

	
	· Establishing strong food safety and hygiene standards can eliminate food safety and hygiene risk 
· By conducting thorough market analysis and analysing the competitors, Babaji Restaurant can address the competition risk (Walker, 2017). 
· Strict compliance with the legal aspects and keeping continuous updates of the changes in legislation can minimise the regulatory risk. 
· The supply chain risk can be reduced and minimised by ensuring diversified sources for suppliers (Barringer and Ireland, 2019). 
	

	
	[bookmark: _Toc287535447][bookmark: _Toc287535904][bookmark: _Toc160222343]         13. Pricing
	

	
	[bookmark: _Toc287535448]How you can calculate your prices:
	

	
	· The price for each product will be calculated using value-based pricing method. The method considers the perceived value of the products while determining their prices rather than the consideration of the costs.   
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535449]How your prices compare with the competition:
	

	
	
	Product/service
	Your price(s)
	Range of competitor prices (per unit)

	 Chicken Tikka Masala    
	£   8.95  
	£   7.95 - £9.95  

	 Lamb Rogan Josh    
	£  9.95   
	£  8.95 - £10.95   

	 Vegetable Biryani    
	£ 7.95    
	£  6.95 - £8.95   

	 Garlic Naan    
	£ 2.50    
	£ 2.00 - £3.00    

	 Mango Lassi    
	£  3.50   
	£ 2.50 - £4.00    

	  Goan Fish Curry   
	£ 10.95    
	£ 9.95 - £11.95    

	  Malabar Coastal Curry   
	£  10.95   
	£ 9.95 - £11.95    




	

	
	[bookmark: _Toc287535450]Reasons for the difference between your price(s) and your competitors’ price(s):
Babaji's products have higher prices compared to the other businesses because the restaurant will maintain quality products, authenticity and exceptional services, at all times and costs. 
	

	
	
	

	
	
	

	
	[bookmark: _Toc287535451][bookmark: _Toc287535905][bookmark: _Toc160222344]        14. Promotion and advertising
[bookmark: _Toc287535452]How and where will you promote your product/service?
	

	
	
	

	
	The website of the restaurant will be optimised and made user-friendly (Kuester, Konya-Baumbach and Schuhmacher, 2018). It can be used for promoting the restaurant's market offerings, 
The business will use digital channels such as social media for communicating with the target audience and keeping continuous engagement. The business will create dedicated pagen on Facebook, Instagram and all other major players. Through these pages, the restaurant will make promotional activities such as sharing the pictures of the authentic Indian dishes. Digital marketing is more effective in getting higher reach for customers (Kannan and Li, 2017). 
Other than this, direct contact with the customers is essential. Creating special day offers, participating at festivals and celebrations, using all those moments and places that will allow Babaji to make itself and its unique taste of authentic Indian food known, is essential in any marketing strategy. Having a taste of it, sometmes is better a 1000 pictures.   








	

	
	
	

	
	
	




	

	Running the business
	

	
	[bookmark: _Toc287535454][bookmark: _Toc287535907][bookmark: _Toc160222346]       15. Staff


	

	
		Role
	Total cost
	Necessary experience
	Specialist skills and/or qualifications

	 Head Chef    
	[bookmark: Text89]£ 4500  
	 5+ years in high-end restaurants 
	Culinary degree, Michelin star experience    

	 Sous Chef    
	[bookmark: Text90]£ 3500 
	·  3+ years in fine dining kitchens 
	·  Culinary degree, knife skills, food safety certification  

	·  Restaurant Manager    
	[bookmark: Text91]£ 3800 
	·  5+ years in restaurant management 
	·  Leadership skills, customer service expertise  (Walker, 2017)  

	·  Waitstaff (x4)    
	[bookmark: Text92]£ 2400 
	·  1+ years in hospitality industry  
	·  Food and beverage knowledge, customer service    

	·  Kitchen Porter (x2)    
	[bookmark: Text118]£ 1800 
	·  Previous kitchen experience 
	·  Physical stamina, attention to detail    



	

	
	[bookmark: _Toc287535455][bookmark: _Toc287535908][bookmark: _Toc160222347]
        16. Premises

	
	Cost £

	Premises required at start-up: 
	[bookmark: Text95]£ 40,000    

	Premises required in the future (if different): 
	[bookmark: Text96]£ 30,000    



	

	
	[bookmark: _Toc287535456][bookmark: _Toc287535909][bookmark: _Toc160222348]         17. Suppliers
[bookmark: _Toc287535457]Your key suppliers and their credit terms
	Supplier
	What you’ll buy from them
	Number of days’ credit

	· Fresh Produce Ltd  
	 Vegetables and fruits    

	   30  

	Spice World Ltd    
	 Spices and seasonings    
	   60  

	Meat Master Inc    
	 Meat and poultry    
	   45  

	 Dairy Delights Ltd    
	   Dairy products  
	 30    

	 Baker's Paradise Ltd    
	  Baked goods   
	  60   

	 Beverage Solutions Inc    
	  Beverages   
	  45   



	

	
	
	

	
	
	




	
	
	

	
	[bookmark: _Toc287535458][bookmark: _Toc287535910][bookmark: _Toc160222349]        18. Equipment
	

	
	

	Resource 
	When
	How funded
	Cost £ per unit

	 Cooking Stove    
	Startup    
	 Self-funded    
	[bookmark: Text127]£ 1200   

	 Oven    
	Startup    
	 Self-funded    
	£ 1500   

	 Refrigerator    
	Startup    
	 Self-funded    
	£ 800    

	  Freezer   
	Startup   
	 Self-funded    
	£ 900    

	 Mixers    
	Startup    
	 Self-funded    
	£ 300    

	 Blenders    
	Startup    
	 Self-funded    
	£ 150    

	 Utensils    
	Startup    
	 Self-funded    
	£ 200    

	 Serving Dishes    
	Startup    
	 Self-funded    
	[bookmark: Text125]£ 100    

	 POS System    
	Startup    
	 Self-funded    
	[bookmark: Text126]£ 2000    



	

	
	
	

	
	
	

	
	
[bookmark: _Toc287535459][bookmark: _Toc287535911][bookmark: _Toc160222350]         19. Managing operational risks

	Risk
	Solution

	Staff
 High staff turnover  
	 Recruit highly experienced and qualified employees (Bufquin et al., 2021). 
Provide them with adequate training and development opportunities (Longart, 2019)
 Make the compensation competitive (Chen and Qi, 2022)
Provide incentives 

	Suppliers
 Supply chain disruption    
	
 Diversify the supply chain (Moosavi, Fard and Dulebenets, 2022)
Keep continuous contacts with the suppliers   





	

	
	
	



	
	
	Finance 
	

	
	[bookmark: _Toc287535461][bookmark: _Toc287535913][bookmark: _Toc160222352]         20. Start-up costs
	

	
	[bookmark: _Toc287535462]Calculate how much money you need before you start trading







	

	
	
	

	

	
	

	
	
	

	
	
	

	
	
	

	
	[bookmark: _Toc160222353]          21. Profit and loss forecast

	

	
	

	

	
	
	

	
	
	

	
	
	

	
	
	



	
	
	

	
	[bookmark: _Toc287535465][bookmark: _Toc287535915][bookmark: _Toc160222354]         22. Sourcing finance
	



	
	[bookmark: _Toc287535466]
Total borrowing requirement for the business



	



	
	[bookmark: _Toc287535467][bookmark: _Toc287535916]
[bookmark: _Toc160222355]         23. Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain)
[bookmark: _Toc287535468]The risks that you have identified for your financial forecast are:
	

	
	1. Uncertainties and fluctuations in the forecast. The income statement and cash flow statement have been prepared with forecasted data (Barringer and Ireland, 2019). The financial risk involves in the data usage. The real outcome can vary greatly from the forecasts. 

	

	
	[bookmark: _Toc287535469]How you will minimise their impact:
The impacts of the deviation in the forecasts can be minimised by making alternative options. The business can change its decisions to get the desired result. The data used in the business should be ensured that they are reliable and accurate (Burns, 2022). Moreover, the market research should be more comprehensive and accurate. It will ensure that the financial risks are minimised. 
	

	
	
	



	
	
	
	
	
	

	
	[bookmark: _Toc287535917][bookmark: _Toc160222356][bookmark: _Toc287535470]             24. Cash flow forecast 
(Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 

	

	
	

	



	


	
	

	
	
	

	
	
	
	
	
	



25 Conclusion 
Starting an Indian restaurant in the UK is quite a challenging task. The entrepreneur has to monitor the market trends continuously to make adjustments in the strategies. Babaji Restaurant can be a successful start-up if the business grabs on any opportunity offered. The business is profitable for the investors as it offers a positive return in the first three years of the forecast. Since the market is highly competitive, Babaji Restaurant should focus on the quality and authenticity aspects to stand out from the competition and gain a competitive advantage. The business should keep consistency in its quality cuisine and services so that it can develop a strong loyal customer base.
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START UP COSTS

						£

		IT and computers				9,000

		Telephones and broadband				1,300

		Equipment				7,150

		Insurance				11,000

		Rent/rent deposit				17,000

		Marketing				26,000

		Licences				6,000

		Training				6,550

		Wages/recruitment				21,000

		Security/health and safety equipment				2,000

		Market research costs				8,000

						0

						0

						115,000

		TOTAL  £
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Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 450,000 460,000 470,000

Less variable costs 230,000 235,000 254,000

Gross profit (sales less variable costs) 

= 

220,000 225,000 216,000

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

48.89% 48.913% 45.957%

Salaries/wages (survival income + any 

staff

98,500 98,500 98,500

Premises (including rent, rates, 

utilities)

25,000 25,000 25,000

Telephone and broadband 1,000 1,000 1,000

Advertising and promotion 4,000 4,000 4,000

Bank charges 1,500 1,500 1,500

Insurances 3,000 3,000 3,000

Stock 5,000 5,000 5,000

Depreciation 4,000 4,000 4,000

Total fixed costs 142,000 142,000 142,000

Net profit (gross profit less fixed cost) 78,000 83,000 74,000

Calculate your net profit margin (net 

profit divided by total sales x 100)

17.333% 18.043 15.745

Calculate your break even Year 1 (£) Year 2 (£) Year 3 (£)

Total variable costs + total fixed costs 

(B)

372,000 377,000 396,000

Break even (B) divided by (A) 760,892 770,756 861,667
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		450,000		460,000		470,000

				Less variable costs		230,000		235,000		254,000

				Gross profit (sales less variable costs) =		220,000		225,000		216,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		48.89%		48.913%		45.957%

				Salaries/wages (survival income + any staff		98,500		98,500		98,500

				Premises (including rent, rates, utilities)		25,000		25,000		25,000

				Telephone and broadband		1,000		1,000		1,000

				Advertising and promotion		4,000		4,000		4,000

				Bank charges		1,500		1,500		1,500

				Insurances		3,000		3,000		3,000

				Stock		5,000		5,000		5,000

				Depreciation		4,000		4,000		4,000

				Total fixed costs		142,000		142,000		142,000

				Net profit (gross profit less fixed cost)		78,000		83,000		74,000

				Calculate your net profit margin (net profit divided by total sales x 100)		17.333%		18.043		15.745

				Calculate your break even		Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total variable costs + total fixed costs (B)		372,000		377,000		396,000

				Break even (B) divided by (A)		760,892		770,756		861,667
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Personal start-up contributions           - 30,000

Other start-up contributions            - 0

Total required = 85,000

= 0



Start-up costs

The assets you have available as security
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				Start-up costs				115,000

				Personal start-up contributions		-		30,000

				Other start-up contributions		-		0

				Total required		=		85,000

				The assets you have available as security

						=		0
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INCOME Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

Cash from sales (incl. VAT)

115,000 109,500 130,000 124,500 150,000 133,500 128,000 115,000 523,000 482,500

TOTAL £

115,000 109,500 130,000 124,500 150,000 133,500 128,000 115,000 523,000 482,500

EXPENDITURE

Wages to staff (incl. PAYE & NI)

34,000 32,840 25,500 24,630 25,500 24,630 25,500 24,630 110,500 106,730

Premises (rent, rates & utilities)

8,000 8,400 6,000 6,300 6,000 6,300 6,000 6,300 26,000 27,300

Telephone & Broadband

400 336 300 252 300 252 300 252 1,300 1,092

Advertising & promotion

1,200 1,336 900 1,002 900 1,002 900 1,002 3,900 4,342

Bank charges

500 500 375 375 375 375 375 375 1,625 1,625

Insurances

1,080 1,000 810 750 810 750 810 750 3,510 3,250

VAT

28,000 24,000 21,000 18,000 21,000 18,000 21,000 18,000 91,000 78,000

Loan repayments (incl. interest)

3,600 3,600 2,700 2,700 2,700 2,700 2,700 2,700 11,700 11,700

Stock

800 760 600 570 600 570 600 570 2,600 2,470

TOTAL £

77,580 72,772 58,185 54,579 58,185 54,579 58,185 54,579 252,135 236,509

Q1 Y1 Total Q4 Q3 Q2
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				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		25,000		22,500		25,000		24,000		30,000		29,000		35,000		34,000		40,000		37,500		45,000		42,500		45,000		44,500		245,000		234,000

		TOTAL £		25,000		22,500		25,000		24,000		30,000		29,000		35,000		34,000		40,000		37,500		45,000		42,500		45,000		44,500		245,000		234,000

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		8,500		8,210		8,500		8,210		8,500		8,210		8,500		8,210		8,500		8,210		8,500		8,210		8,500		8,210		59,500		57,470

		Premises (rent, rates & utilities)		2,000		2,100		2,000		2,100		2,000		2,100		2,000		2,100		2,000		2,100		2,000		2,100		2,000		2,100		14,000		14,700

		Telephone & Broadband		100		84		100		84		100		84		100		84		100		84		100		84		100		84		700		588

		Advertising & promotion		300		334		300		334		300		334		300		334		300		334		300		334		300		334		2,100		2,338

		Bank charges		125		125		125		125		125		125		125		125		125		125		125		125		125		125		875		875

		Insurances		270		250		270		250		270		250		270		250		270		250		270		250		270		250		1,890		1,750

		VAT		7,000		6,000		7,000		6,000		7,000		6,000		7,000		6,000		7,000		6,000		7,000		6,000		7,000		6,000		49,000		42,000

		Loan repayments (incl. interest)		900		900		900		900		900		900		900		900		900		900		900		900		900		900		6,300		6,300

		Stock		200		190		200		190		200		190		200		190		200		190		200		190		200		190		1,400		1,330

		TOTAL £		19,395		18,193		19,395		18,193		19,395		18,193		19,395		18,193		19,395		18,193		19,395		18,193		19,395		18,193		135,765		127,351

		Income less expenditure		5,605		4,307		5,605		5,807		10,605		10,807		15,605		15,807		20,605		19,307		25,605		24,307		25,605		26,307		109,235		106,649

		Opening bank balance		0		0		5,605		4,307		11,210		10,114		21,815		20,921		37,420		36,728		58,025		56,035		83,630		80,342		83,630		80,342

		Closing bank balance		5,605		4,307		11,210		10,114		21,815		20,921		37,420		36,728		58,025		56,035		83,630		80,342		109,235		106,649		109,235		106,649





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		245,000		234,000		50,000		44,500		50,000		44,500		50,000		44,500		50,000		40,000		40,000		37,500		38,000		37,500		523,000		482,500

		TOTAL £		245,000		234,000		50,000		44,500		50,000		44,500		50,000		44,500		50,000		40,000		40,000		37,500		38,000		37,500		523,000		482,500

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		59,500		57,470		8,500		8,210		8,500		8,210		8,500		8,210		8,500		8,210		8,500		8,210		8,500		8,210		110,500		106,730

		Premises (rent, rates & utilities)		14,000		14,700		2,000		2,100		2,000		2,100		2,000		2,100		2,000		2,100		2,000		2,100		2,000		2,100		26,000		27,300

		Telephone & Broadband		700		588		100		84		100		84		100		84		100		84		100		84		100		84		1,300		1,092

		Advertising & promotion		2,100		2,338		300		334		300		334		300		334		300		334		300		334		300		334		3,900		4,342

		Bank charges		875		875		125		125		125		125		125		125		125		125		125		125		125		125		1,625		1,625

		Insurances		1,890		1,750		270		250		270		250		270		250		270		250		270		250		270		250		3,510		3,250

		VAT		49,000		42,000		7,000		6,000		7,000		6,000		7,000		6,000		7,000		6,000		7,000		6,000		7,000		6,000		91,000		78,000

		Loan repayments (incl. interest)		6,300		6,300		900		900		900		900		900		900		900		900		900		900		900		900		11,700		11,700

		Stock		1,400		1,330		200		190		200		190		200		190		200		190		200		190		200		190		2,600		2,470

		TOTAL £		135,765		127,351		19,395		18,193		19,395		18,193		19,395		18,193		19,395		18,193		19,395		18,193		19,395		18,193		252,135		236,509

		Income less expenditure		109,235		106,649		30,605		26,307		30,605		26,307		30,605		26,307		30,605		21,807		20,605		19,307		18,605		19,307		270,865		245,991

		Opening bank balance		83,630		80,342		109,235		106,649		139,840		132,956		170,445		159,263		201,050		185,570		231,655		207,377		252,260		226,684		252,260		226,684

		Closing bank balance		109,235		106,649		139,840		132,956		170,445		159,263		201,050		185,570		231,655		207,377		252,260		226,684		270,865		245,991		270,865		245,991





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		115,000		109,500		130,000		124,500		150,000		133,500		128,000		115,000		523,000		482,500

		TOTAL £		115,000		109,500		130,000		124,500		150,000		133,500		128,000		115,000		523,000		482,500

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		34,000		32,840		25,500		24,630		25,500		24,630		25,500		24,630		110,500		106,730

		Premises (rent, rates & utilities)		8,000		8,400		6,000		6,300		6,000		6,300		6,000		6,300		26,000		27,300

		Telephone & Broadband		400		336		300		252		300		252		300		252		1,300		1,092

		Advertising & promotion		1,200		1,336		900		1,002		900		1,002		900		1,002		3,900		4,342

		Bank charges		500		500		375		375		375		375		375		375		1,625		1,625

		Insurances		1,080		1,000		810		750		810		750		810		750		3,510		3,250

		VAT		28,000		24,000		21,000		18,000		21,000		18,000		21,000		18,000		91,000		78,000

		Loan repayments (incl. interest)		3,600		3,600		2,700		2,700		2,700		2,700		2,700		2,700		11,700		11,700

		Stock		800		760		600		570		600		570		600		570		2,600		2,470

		TOTAL £		77,580		72,772		58,185		54,579		58,185		54,579		58,185		54,579		252,135		236,509






