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INTRODUCTION
This is a reflective report that will indicate an understanding of the learning journey I have experienced during my team business plan interactions. I will also reflect on how I have developed my personal skills for self-employment. Looking back a business plan is a paper` context of a trader’s hereafter aims and the master plan for attaining them. A business plan is confirmation of the business owner’s resourcefulness thus allows the owner to convey a step-by-step agenda for gaining goals (Maund et al, 2017). All trade conditions will be non-identical, but the titles underneath are handy ‘pointers’ to incorporate in any business plan hence this will address the most important issues which I did during my business plan interactions.
 
WHAT I HAVE EXPERIENCED DURING MY TEAM BUSINESS PLAN INTERACTIONS
I learnt different skills during my team business plan interactions thus gaining a lot of knowledge during this process. Looking back during this business plan interactions I learnt about working together in teams. Reflecting back my team members were Amrik Singh, Waqas Ahmed, Amenet Assouman, Cristian Creanga and myself.  A team is an amount of independents going as one to reach a specific goal to which they are all commonly obligated (Morgan, 2017).  I remember working with my course mates on various ideas about opening an Indian Restaurant. On the course of this journey I learnt that we needed an effective business plan first hence we had to do a research on what it entails to open an Indian restaurant. During this process I learnt about the aims and objectives of a business, business description/vision, legal compliances, marketing plans, target market, market competitors, swot analysis, pest analysis financial forecast, profit and loss forecast and management processes. I was able to gel these various parts together to come up with an effective business plan. In addition during these processes I was able to enhance my personal skills like presentation, team working, decision making and conflict management on this important journey.
AIMS AND OBJECTIVES OF THE BUSINESS
This is the stage where you layout the goals to your business. Reflecting back during my team business interactions our aim was to provide brilliant experience for every individual or people in groups with an authentic taste. Our objectives is to complete in the industry hence make profit and do all that is permitted under the law in United Kingdom. We also talked about the product and services which were as follows:
· Sale of Indian traditional dishes and drinks.
· Sale of fresh juice and soda drinks.
· Fresh deserts and homemade products. 
I think this will be helpful when I want to open my own business.
BUSINESS DESCRIPTION/VISION
What I learnt at this phase trade owners should decide what various services they will provide and what the vision for the company will be. Who will buy this services and products and what makes these products/services unique from other competitors. Thus Thomas Edison recognised this fact when he said, “Anything that won’t sell, I do not want to invent” (Abrams, 2010, p.4).  Our vision was to be a leading Indian restaurant in East London, England and to be able to open branches in other major cities in England.
LEGAL COMPLIANCE
In creating a business I learnt that I will have to decide which legal status I will choose for my business. For instance sole trader, a partnership or a limited company, I have to make sure it is the appropriate legal status to meet any of my future needs. Most new business take off as partnerships or sole Proprietorships (Maund et al, 2017). I learnt also that I need to have a Food licence, Building licence, Alcohol licence, Health safety certificate, First aid certificate if I have to open any type of restaurant. This knowledge will be helpful if I do decide to be self-employed. A lawyer can also help to give you a unbiased analysis on your legal compliances or implications.
MARKETING PLANS
I learnt how marketing plans are valuable to business .Advertising the business through various media outlets like social media, television, local radio, leaflet and posters are essential to a business in short and long term. Looking back I realised that trade owners should put themselves in the buyer’s place to control buyer’s needs. What is the buyer’s area composition like, peer group, earnings, what type sex they fall in, background, place and job? What drives a customer to buy a product or service: lifestyle, motives, needs, or interest? The customer is the main focus (Bangs, 1995).  I believe this knowledge will be valuable if I decide to be self-employed.
TARGET MARKET
I learnt during this process the ability to express who my select buyers are and how many of them there are, and reveal my rate of the share I aim to get. During my business plan interactions looking back our target was to open an Indian restaurant in area where the demand for Indian food is higher as compare to other areas. Our restaurant is focused on family with children, office workers and retail outlets. I believe this will be helpful in the future when I want to open my own business.
MARKET COMPETITORS
I learnt at this stage that business competitors play a major role in making or breaking a business. It is important to record your contenders and detail their goods and say how your product will be non-identical. Competitors may be in direct competition with you or similar business as you. This shows the level and strength of the competition in the market shows how difficult it will be to gain enough share of that market. I believe this knowledge will be helpful when I decide to be self-employed. 

SWOT ANALYSIS
I learnt during my business plan interactions on how to conduct a SWOT Analysis which is essential to a business in the short and long term. SWOT stands for strengths, weaknesses, opportunities and threats. This is a strategic planning technique used to help a person or organisation identify strength, weaknesses, and opportunities, threats related to business competition or project planning. The first two elements are strength and weakness, which are the internal factors within a company while the other two elements are external factors. Furthermore strengths exhibits how the product and services are unique from the competition in actual presentation, quality and dependable, width of line and options, dispensation, pricing and recollection and similarity will be useful for me if I decide to be self-employed (Maund el al, 2017). I believe this will warrant me to look at the external opportunities and threats that impact on my business, like market and consumer shifts, competitor ventures, changes in technology, legislation and funding issues.
PEST ANALYSIS
Looking back I learnt how pest analysis is important to a business. PEST is an abbreviation for political, economic, social and technological. This gives a framework for discussing your trade in the glare of outer elements that may impact it in the hereafter. By being well informed of style and upcoming developments in the outer world, your trade can acquire a ruthless edge. When you bring out a PEST analysis you can disclose that you have examined the ‘larger picture’ when registering your trade plans. I believe this is helpful because it will help me create new ideas or alert me to imminent dangers about the marketplace when I am self-employed. 
FINANCIAL FORECAST
During the course of my business plan interactions I learnt about financial forecast. This is an estimate of upcoming financial results for a business usually on a subject of budgeting, capital budgeting or worth.  A financial backer to a business needs to see the financial forecast/projections which is the main plan to a business in the short and long term. The rest of the plan is material that makes the financial backer believe that the financial projection will come true (Lasher, 1994).  This will be helpful when I decide to be self-employed thus when looking for investors or backers for my business. An accountant can help with checking the financial forecast and profit and loss forecast hence also make an analysis on it. While on this journey I was able to enhance my word,excel skills.  For example below: 
 [image: ]
PROFIT AND LOSS FORECAST
I learnt how profit and loss forecast will help me assess how my business will start to make a profit which is important to my long term success and funding. For instance here is an example I used during my business plan interactions. 
[image: ]
MANAGEMENT PROCESS
The purpose of management process is to protect a controlled and consistent approach to analysis and decision making. Management processes I saw it as a support to and not a renewal for management acumen. These processes require the establishment of expectations about the future and provide advice in light of the associated presumptions. Looking back at the management process what I was responsible for was administration, the others took charge of the other management processes which were marketing and sales-Amrik Singh, finance-Cristian Creanga, recruitment and human resources-Waqas Ahmed and general management-Assouman Amenet. 
CONCLUSION
I have drawn up some conclusions from the above reflection. The first is that before you can open a business you need to have an effective business plan first. The business plan needs to written out and kept in a place for presentation.  
The next one is that to eschew matters, setbacks, or turndown from investors you need to be able to present the business plan to unbiased outsiders for assessment. An accountant should inspect the financial forecast and profit and loss forecast including personal taxes. A lawyer should be able to probe the areas in your business plan that needs legal compliance or connotation.
I can also conclude that a plan spots buyers, select markets, cost policy and fierce settings. This helps in the resolution making for a business. The plan also helps to interface the various goods to others which gives cornerstone for funding.
I can also conclude that whoever owns a business accepts all duties for the growth and management, as well as the fears and profits. In other for a business to survive you need an effective business plan.
I was also able to enhance my personal skills like team working, presentation, decision making and conflict management.
My final thought is that a business plan serves as a tool for obtaining the need financial funding thus indicating the future way of the company. 
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CashFlow Forecast - Year 1

Month1 | Month2 | Month3 | Month4 | Months | Month6 | Month7 | Month8 | Monthd | Month10 | Monthil | Month1z Yo
[Salesincome B B B B B £ £ £ B B B B

Sales 20,00000] 2000000 22,00000] 23,00000] 23,0000 25,00000] 25,0000 27.00000] 30.000.00] 30.000.00] 35000.00] 20,00000] 320,000.00]
[Total Sales Income

Loan/Grant 0.00]
Capital invested 100,000.00] 100,000.00]
[Total Income 12000000 20,00000] 22,0000 23,0000 2300000 2500000 2500000 27,0000 30,00000] 30,000.00] _35,000.00] 40,000.00] 420,00000)
Opertional Expenses

Salaries 12,00000] _ 12,00000] 12,0000 1500000] _ 1500000] 17,0000 15,00000] 20,0000 _20,00000] 20,000.00] _20,000.00] _20,000.00] 202,000.00]
Products for use 100000]  1,00000] _120000] 1.30000] _ 1,30000] 150000]  1.50000] 150000]  2,00000] 200000]  200000]  2,50000] 15,80000)
Stationary, Postage, Printing 20000| 20000[ 20000 20000] 20000[_ 20000] 20000| 20000| 20000 200.00] 20000) 20000) 2,20000)
insurance 500.00) s0000] 50000 s00.00] 50000] _ 500.00] 500.00) 500.00) 50000 500.00] 500.00) 500.00) 5,00000)
Rent 100000]  1.000.00] 100000] 1,00000]  1,00000] 100000]  1,00000] 100000]  1,00000] sooo00]  Loo0.00]  1,00000) 12,00000)
Rates 500.00) s0000] 0000 500.00] 50000 500.00] 500.00) 500.00) 50000] _ 00.00) 500.00) 500.00) 5,600.00)
Utiites (Gas, Electricity and Water] 30000| 30000 30000] _ 30000] 30000] __ 30000] 35000) 35000) 35000 35000) 20000) 20000) 4,00000)
Equipment 20000| 20000] _ 20000] _ 20000] 20000] __20000] 20000| 20000| 20000 200.00] 25000) 25000) 250000
Fixture and Fittings 1,00000| ] 1,00000)
[Accountancy,legal and other professional fees 20000) 20000] 20000 a00.00] 20000] _200.00] 50000) 50000) 50000 500.00) 50000) 50000| 520000
Signage and design costs 80000| 500.00)
[Viarketing and sdvertsing 50000| 50000] 50000 50000] 70000] __ 70000] 70000| 70000| 70000] _ 1,00000] _ 1,00000] _ 1.000.00] 5.500.00)
[Telehone and Internet 100.00] 10000] _10000] _100.00] 10000] _ 100.00] 100.00] 100.00] 100.00] 100.00] 100.00] 100.00] 1,20000)
[Total expenses 1880000]  17,00000] 17,20000] 20,30000] 2050000 22,70000] _24:85000] 2585000  26,350.00 2665000 26,5000 27,25000) 274,200.00]
[Net Cashfiow 101,20000] _ 3,00000] 420000 _2,70000] _ 2,50000] _2,30000] 15000]  115000] 365000 335000 825000 12,75000) 145,800.00]
[Opening Balance 0.00] _101,20000] 10,200.00] 105,000.00] 111,700.00] 114,200.00] 11650000 116,650.00] 117,80000| 121,450.00] 124,800.00] 133,050.00] 145,800.00]
[Closing Balance 101,200.00] _104,20000] 105,000.00] 111,700.00] 114,200.00] 115,500.00] 11665000 117,600.00] 12185000 124,800.00] 133,050.00] 125500.00] 145,800.00]
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