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Hanko’s Burger-Mobile Gourmet Burger Van
Full Business Plan & Personal Reflection
1. The Concept & Name
Hanko’s Burger is a mobile gourmet burger van bringing high-quality, tasty burgers to where people actually are- university campuses, office districts, city centres, and events. We use 100% British beef, grilled chicken, proper veggie bean patties, and vegan alternatives, all served in soft brioche buns with fresh salad and my secret Hanko’s sauce (that’s the bit people keep coming back for). Sides are loaded fries and onion rings, plus cold drinks.
The aim? Give students young profesionals, and families proper food-better than the big chains, cheaper than the trendy burger bars, and ready in minutes.
2. Why This Idea? My story
When I was a college student, I was always skint and hungry. The choices were either cheap, low-quality fast food or nice independent places that cost a fortune and were miles away. I kept thinking: ‘’Why isn't there something in the middle?’’
At the same time, street food in the UK has absolutely exploded- it's now worth well over £1.2 billion a year and still growing fast. After Covid 19, people got used to eating outside or grabbing takeaway. Starting with a van instead of a fixed restaurant keeps costs low and lets me go where the customers are. It just made sense. 
3. Business Structure
I’m starting as a sole trader. It’s the simplest and quickest way to get going – no complicated paperwork or shareholders to argue with. All the profit is mine, and I have full control. 
The downside is unlimited liability, so I’m taking it seriously: full public liability insurance (2 million cover), employer’s liability as soon as I hire anyone, plus contents and breakdown cover for the van.
4. Mission, Goals & What Makes Us Different
Mission: Serve seriously good burgers made with proper British ingredients, brilliant customer service, and prices that don’t make your eyes water – wherever you are.
SMART Targets
1. Average 80-100 customers a day within the first 3 months
2. Hit £8k-£10k monthly turnover by month 6
3. Be trading regularly in 3 prime spots by the end of month 2
4. Reach 2.000 genuine social media followers in 6 months
5. Break even on the full £31,950 investment by month 8
Unique Selling Point
-Secret-recipe house sauce nobody else has
-Fresh, locally sourced ingredients every day
-Full customisation (build your own burger 
-5- minute service guarantee during rush hours
-Prices (£6-£6.50) that beat the premium chains on quality and budget chains on taste
5. Where & When We’ll Trade
Weekly Schedule (starting simple, then expanding)
Mon-Tue lunchtime: Outside the main University in Newport Gwent 
Wed-Thu lunchtime: Business district near the big office blocks Newport 
Friday lunchtime + evening: Aldi car park Spytty Road Newport 
Saturday all day: Markets, festivals, football matches (wherever the crowds are 
Sunday: Off- rest, clean, prep, plan
Being mobile means, I can chase the customers rather than hope they find me. No rent, no rates just pitch fees and fuel.
6. Team (How it grows)
Months 1-3: Me + part time helper (20 hrs/week)
Months 4-12: Me (stepping back from the grill), one assistant manager (30hrs), two-part timers 
I’ll be cooking and serving myself at the start – that way I know the quality is spot – on and every penny is watched.
7. Marketing – Getting Fast Online
-Daily Instagram/TikTok stories- real photos and videos from the van
-Simple website with this week’s locations and online pre-order
-Paid ads targeting 18-40 year-olds within 5 miles of trading spots
#HankoBurger hashtag campaign-free burger for the best photo each month
Offline
-Bright, branded van that you can’t miss
-Flyers and business cards with QR code (20% off first order)
-Loyalty cards- buy 5, get the 6th free
Launch Buzz
First day trading: Buy One Get One Free for the first 50 customers + local food bloggers invited.
8. Market Research (What Actual Customers Told Me)
I send a Google form to 30 people and got 25 proper replies.
Key findings
-52% were students (18-25), 31% young professionals (26-35)
- 61% wanted beef, but women preferred chicken or veggie options more than men
- Sweet spot price: £6-£6.50 (80% of people happy with that range)
- Lunchtime (12-2pm) is king, but Friday/Saturday evenings also work well
-Location winners: university campus first, then business district
The research basically confirmed everything I planned – which feels pretty good!
9. Money – Start-up & Forecasts
Startup costs: £31,950
· Second-hand burger van + full-out : £19,000
· Licences, street trading content, insurance: £3,450
· Branding, website, initial marketing: £3400
· First month’s stock: £2,100
· Cash buffer: £4,000
How I’m paying for it:
Personal savings £8k + family loan £5k + bank loan £15k + Government Start Up Loan £ 3,950
Monthly running costs (once trading) 
Fixed £970: Variable £ 1,400 – Ingredients 32% of sales
Projected sales (average £6.50 per customer)
Month 1: 50 customers/day → £8,250 revenue, £ 3,240 profit 
Month 6: 85 customers / day →£14,025 revenue, £6,967 profit
Month 12: 100 customers/day → £16,500 revenue, £8,450 profit
Year 1 total profit £78,853
Full investment paid by month 8


10. SWOT& PESTLE (the bigger picture)

SWOT
Strengths- low overheads, flexibility, quality food, strong branding 
Weaknesses- new name, weather dependent, one van to start 
Opportunities- street food growing 12% a year, events, delivery apps, second van
Threats- competition, ingredients price rises, council red tape
PESTLE highlights 
Political- post Brexit import rules, trading licences
Economic – inflation on meat/ buns, interests rates on loans
Social – people want quality convenience + more veggie/ vegan options
Technological – card payments & social media are non-negotiable
Legal – Level 2 food hygiene, health & safety, employment law when I hire staff 
Environmental – customers expect recyclable packaging and local sourcing 

PART 2 – PERSONAL REFLECTION
What I’ve Learned Doing This Project
Building this plan has taught me far more than any textbook ever could.
1. Market research isn’t just ticking a box- designing questions that give useful answers, then spotting the patterns in 25 replies, has completely changed how I make decisions.
2. Finance used to scare me. Now I can build a full 12- months cash-flow forecast, work out break even points, and see exactly how profitable (or not) each burger is. 
3. Thinking strategically – SWOT and PESTLE forced me to look outside my own head and consider things like interest rates or new food=hygiene rules that could affect me in two years' time.
4. Marketing feels natural now- I understand how to use Instagram stories, paid ads, loyalty cards, and launch events together, not just randomly.
5. Problem- solving under pressure- planning for rain, breakdown, quiet days, or a supplier letting me down has made me much more realistic. 
The Trait I Still to Work On: Resilience
I’m passionate and creative, but when things go wrong, I can get frustrated quickly. In street food you get bad weather, no shows from staff, equipment failures, and quit days- all in the same week sometimes. I need to get better at bouncing back instead of feeling defeated. 
How I’ll build it: 
· Join local trader Facebook groups and find a couple of mentors who’ve been through the tough winters.
· Keep a ‘’ wins’’ journal – even on rubbish days there’s usually something that went right
· Break goals into tiny milestones ( e.g., ‘’200 follower’s this month’’ not just ‘’ be successful’’)
· Read stories of people who failed lots of times before made it – reminds me setbacks are normal
Is This Actually Do-able? My Honest Answer: YES.
Everythings lines up:
· Customers literally told me they want exactly what I’m planning to sell, at the price I waant to charge, in the places I want to trade.
· The number work – profit from month one, full investment back in eight months. That’s almost unheard of in food.
· Starting small (one van, me cooking) means I can learn fast and keep costs tight.
· The risks ( weather, competition, breakdowns) are real, but I’ve got insurance, a cash buffer, and the ability to move to a better spot if one flops. 
Of course nothing is guaranteed- plenty of vans fail, but I’ve planned properly, researched properly, and the finances genuinely stack up. I’m not just dreaming any more; I’ve got a solid, workable plan that I actually believe in.
This process has turned a late-night ‘’ what if’’ idea into something I’m ready to make real. Hanko’s Burger isn’t just project now – it feels like the start of something I can build a proper future on. 
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